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We're not a bit worried because we really 
deliver SAME-DAY SERVICE! It started back 
in January, 1954, when we boldly promised to 
ship all standard items the same day we re- 
ceived the order. On top of that, we promised 
to acknowledge each inquiry by wire the same 
day it came in. And without blinking an eye, 
we even promised to ship ‘‘specials’’ in four 





















































































































































































































weeks or sooner! 

That was a pretty big order and our neck was 
sticking out a mile! But we did it—and we're 
going to keep right on doing it. 


We’re still sticking our neck out! 


Same-Day Service didn’t happen overnight 
we planned for it as far back as 195]. It 
took new packaging, new methods, new ma- 





chinery and even a new plant wing to bring 
about this unprecedented H-K service for dis- 
tributors. We planned, organized and trained 
for the day when we could stick our neck out 

and not have to worry a bit about 
getting it chopped off! 
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Why Should | Buy from You? ........... 


An editorial 


Wheat industrial Districts Mean to You 


Industry is on the move to the suburbs—ond so 
are Boston and Syracuse distributors 


On the Go With a Sales Program .... 


Rockford, Ill., firm's planned effort results in 


increased sales 


How Should Salesmen Be Paid? ...... 


Based on a definitive study, this article sets forth 
elements of sound compensation plans 


Speaking of Solutions ................ 


Bridgeport, Conn., salesman and president comment 
on solutions to a “Brainstorming” case 


How to Get Rid of 
Order Handling Bottlenecks ........... 


Four simple changes did the trick for Bivefield firm 


For Good Sales Promotion, 
DD . cshesepdcceserocecees 


Buffalo distributor turns to outside agency — 


with excellent results 


Inside-Outside Cooperation 
Really Works If— ........ 


Inside man in Philadelphia firm has training and 
authority 


Before You Stock, Get All the Facts ..... 
Keep inventory policy flexible is motto of 
Columbus company 


Three-D Display 
Makes Year-Round Show .. 


Picture blow-ups keep leading lines disployed at 
Les Angeles distributor organization 


it Pays to Grow with Your Community 
New building for Knoxville firm boosted soles 


Industry Leaders Visit Clarkson . . 


Association delegation visits Potsdam compus 


Sales Meeting Features Brainstorming 


Six sessions spark ideas for Pennsylvania 


manufacturer 


PLANNED PROGRAM 





Kocktord, Il, firm gives di 
rection and olnective to future 
growth through a planned sell 
ing effort. As you'll read on 
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CALL IN AN EXPERT 


+ 


Ihe sales promotion opeta 





tion of a Buffalo firm was 
turned over to an outsice 
agency. Page 100 gives details 
and tells of the benefits real 
ized by a comprehensive, pro 
fessional program 
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Picture blowups (plus one or 


two machines on display 
that’s how a Los Angeles di 
tributor exhibits lines without 
tying up inventory Oniginally 
ct up for an open house last 
ear, the di play ss still prov 


ing its value. Page 10¢ 





REGULAR FEATURES 


You Said It 

Talk of the Trade 
Supply Sales Trends 
Outlook for Business . 
Manufacturers’ Activities 
News 

Price Index 


On the Market Today 


THE NEW ENGLAND SUPPLY HOUSE OF INDUSTRY 


CONCENTRATES UPON RED E STANDARD STOCK CENTERS 


“THE RED-E LINE is best for us, 

because it is a COMPLETE line; 

the only complete line of live 
centers to our knowledge. This is most advantageous to 
us—it affords a chance to cope with and sell a center for 
every application. Besides, it's a good name with an ex- 
cellent reputation.” 


Signed 

James F. Donahue 

General Manager 
*Chandler & Farquhar Co. 
900 Commonwealth Avenue 
Boston, Massachusetts 


CENTER Specialists 


READY TOOL has developed the center business into 
BIG PROFIT business for RED-E distributors. With 
absolute minimum of selling effort, distributor sales- 
men close orders for RED-E centers that not only re- 
flect handsome profit but create good will... because 
RED-E centers will improve the quality of work and 
increase production for their customer. Is there any 
other center on the market that can guarantee a micro- 
finish with absolute roundness? 


7 Basic designs in over 200 standard models. Sizes, types 
and tapers for every application ... every machine. 
Speeds up to 4000 rpm, 200 tons capacity. 


Salesmen: Take a tip from Chandler & Farquhar who 
sell and profit with RED-E. Ask for copies of the New 
RED-E complete catalog, and other sales aids; see for 
yourself why RED-E is best for you! RED-E Repre- 
sentatives are ready to help you get started today! 


Since 1908 


COMPANY 


563 lranistan Ave., Bridgeport 5, Conn. 
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Link-Belt Class C Combination Chains Resist 
Wear Under Heavy-Load, High-Impact Service 


Complete Line of 
Enclosed Drives 


Link-Belt enclosed drives pro 
vide accurate speed reduction 
and facilitate installation 
Compact and oil-tight, 
drives cut space requirements 
The line includes GEAR 
MOTORS with integrally 
mounted motor for built-in 
permanent alignment, and 
MOTOGEARS accom 
modate a wide range of motors 
and feature simplified motor 
replacement and re-alignment 
Sizes to 60 hp in Book 2447 
IN-LINE HELICAL GEAR 
DRIVES ( Book 2651) provide 
double or triple reduction, up 
to 112 hp. Units fit any motor 
any machine for 
mounting motor and drive, or 
where motor and drive are con 
nected by a chain, belt or gears 
WORM GEAR DRIVES 
(Book 2324-A) for right angle 
take-off and PARALLEI 
SHAFT GEAR DRIVES 
(Book 2619) for high hp round 
out Link-Belt'’s broad line of 
fixed-ratio speed reducers 
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Link-Belt Ball and Roller Bearings Available in Flange and Flange Cartridge Blocks 


ball 
und in Link 


The Link-Belt line of ball and 
roller bearings includes flange 
and flange cartridge blocks for 
shaft diameters from % in. to 


4 in. Requiring minimum sup 
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The Cover 
According to Mr. Webster's famous book 


“lead”, as a verb, means “to guide or 
conduct in a certain course”. And that’s 
just what we hope our cover will do for 
you. So we have a dual purpose in repro- 
ducing the lead paragraph from several 
itticles with a stamp directing you to the 


page where the full story appears 





Editor Walter F. Crowds 

Managing Editor Kaymond W. Barnett 
Senior Associate Editor John A. Wertis 
Associate Editor D. A. C. MeGil 
Assistant Editor George L. Bottar 
Assistant Editor J. Van Ness Philip 
Assistant Editor Leugel Foss 
Editorial Assistant Domenica Mortati 


McGraw-Hill Domestic News Bureaus: 
Atlanta, Cleveland, Detroit, Houston, Sar 


Francisco, Washington, 1). ¢ 
McGraw-Hill World News Bureaus: in 


principal cities 


Publisher 
Arch M Morris 





District Managers: E. N. Grantvedt, Chi- 
cago; E. J. MecOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
Ww \. West, New York and Boston; 


THREADWELL'S New lohn W. Otterson, San Francisco; H. | 
TAP PRIMER Keeler, Los Angeles; Gordon L. Jone 
Dallas; Business Manager, ©. H. Holds 

wth; Advertising Production, |. \ 


for the newcomer to the 
metalworking field an introduction 
to the science of tapping explained 
in simple terms. 

-for the old hand, a convenient 
refresher and reference 
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THREAOWELL TAP & DIE CO. 
GREENFIELD, MASS. U S.A 


Send me the Threadwell Story 


For Subscriptions, write ¢ j Blackburn, ir 
Director of Circulation. industrial Distribution, 130 
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For fast turnover, 

order the eye-catching 
No. 5457A Merchandiser 
with four ‘‘Rotaheads”’ 


ALSO NEW! 


Patented Spark Plug Holding 
Sockets with 13/16” Opening 
Cutaway view. Rubber insert holds 
plug securely, speeds work, pre 
vents burning of fingers on hot 
manifolds. No. 5026HP— 3/8" 
drive. No. 5326HP—1/2” drive 


Whitworth 3/16” to 3/8" Open 
ing Sockets. For repair of foreign 
cars and motorcycles. Nos. 5206W 
5212.W—3/8" drive 


Double Hex Sockets. For elastic 
stop nuts. Nos. 4708T-4714T 
(1/4”"-7/16”" openings)—1/4” 
drive. Nos. 5210-5228 (5/16 

7/3” openings) 3/8” drive 


Here’s a tool that can help spark your tool 
sales to a new high. Revolutionary in design, 
the patented “Rotahead” socket handle 
takes the place of a 4” drive reversible 
ratchet and conventional hinge handle. 

Its dual purpose, strong free-wheeling 
mechanism, compact head and high leverage 
are features that will make it a fast seller. 
Stock this sensational time saver now. 

Send for catalog of entire line to 


PROTO TOOLS 


2207 Santa Fe Ave., Los Angeles 54, Calif 


Eastern Factory & Warehouse, Jamestown N.Y... Canadian factor 


pRoTo.STo015 


PROTO means PROfessional TOols 
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TAPER-LOCK DEMAND 


New Dodge Products and More 


Licensees 


Dodge distributors are serving an ever 


expanding market as the Taper-Lock 
method of mounting wheels to shafts is 
adopted as standard in more and more 
industrial planta throughout the country 

This growth is brought about by the 


addition of new products to the Dodge 


line and by the increasing number of | 


licensees incorporating Taper-Lock in 





Broaden Market 


their products. At the present time 68 
manufacturers are licensed by Dodge to 


use ‘Taper-Lock 


Cost-conscious production men have 
that 
Bushings they can make quicker changes 


learned with a few Taper-Lock 
and cut down-time on production 
The fact that 
sprockets, couplings and conveyor pulleys 


all be 


Bushings reduces the size of inventory 


machines sheaves 


can mounted with Taper-Lock 
required to keep the wheels of produc 
tion turning. And because Taper-Lock 
Bushings are available in a wide range of 
sizes, it is easy to make changes from 


one #ize shaft to another 


Widespread use throughout industry 
and immediate availability from stocks 
make Taper-Lock Bushings a fast-mov 
dis 


ing and profitable item for Dodge 


tributors 


Off-the-Shelf Availability 
Is Strong Selling Point 


Month-in and month-out this basic sales 
point “off-the-shelf 
availability” is being carried to the read- 


about Taper-Lock 
ers of leading industrial publications, As 


an result of this consistent advertising, 
the 


sions of Taper-Lock users, the story of 


plus enthusiastic personal expres 
laper-Lock’s advantages is brought to 
an ever-widening circle of prospects 
The 
flexibility of 
shafts 


the 
fastening 


value of Taper-Lock, and 


this method of 
is especially appreci 


The old 
often 


wheels to 
ated in the case of aprox kets 
fashioned conventional method 
involves costly and time consuming op 
erations, With Taper-Lock no reboring 
of sprockets is required, no keyseating, 
no machining, and the bushings them- 
selves may be re-used. In these days of 
ever-advancing labor costs these are facts 
of compelling importance to profit-mind 


ed production men 
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Taper-Lock Adds 
To Salability of 
Chain Couplings 


for 
laper Lock is pointed up by the recent 


Further extension of the market 


iddition of Chain Couplings to the 
Dodge line. Taper-Lock Chain Couplings 
are a flexible type and permit suffi 
movement between the 


cient relative 


hubs to accommodate slight angular and 
parallel shaft misalignment 
The of Taper-Lock 


theme 


use Bushings in 


Couplings provides the same ad 


antages in time and labor-saving whicl 


ed to be of such definite selling 


line of Dodge Sprockets 


have prov 


value for the 


These bushings are available immediately 
from distributors’ stocks in the desired 
no time is lost and no additional! 


41 Z7e¢8 


expenses incurred for reboring. Taper 


I Ock 
installation of the couplings upon full 


features enable easy and quick 


size or normally undersized shafts, yet 


give the equivalent of a shrunk-on fit. 
lhe chain is a double width, etandard 
precision chain conforming to ASA spex 
ifications. The additional bearing area 
permits higher horsepower ratings and 


iasures longer wear 
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Designed to assist company presidents, sales executives and 
the sales staff to achieve better results in the coming year, 
seminars in Sales Outlook, Sales Management and Sales Re- 
search were sponsored by the National Industrial Conference 
Board at the recent 4th Marketing Conference at the Waldorf 
Astoria in New York. 

Attesting to the interest in problems relating to the big 
squeeze on profit margins—improving sales control, market- 
ing strategy, better sales management techniques—sales 
executives from all over the country packed every session. 
Case studies, management techniques and pre-tested ideas 


were presented by some 65 top executives. 


Industrial Distribution 


They Said It 


Here are highlights culled from these presentations: 


peaking on the subject “Compensa 


tion As An Incentive 


I'he salesman described above wa 


“. . . Our net population 

increase, at present rates, 

is 336 per hour, 8,064 per 

day, and roughly 2,900,- 

000 per year.” 

ge en rus to the equivalent 
of “adding an Ireland, or three 

Costa Ricas o1 

a year to our population,” Vergil D 

Reed, president, J. Walter 


('hompson Co., used the following 


riticized because “he is looking for 
a guaranteed base and is mor 
the that a 


sales job has over a clerical job.’ 


pay 


interested in freedom 


Citing “the need to sell young 


people as a major problem facing 


over five Hawaiis 


today ': 
good profession with tremendous 


executives on selling as 


vice 
opportunities for advancement,” Mr 
Hodges recommended not only an 


trend makers to arrive at the above 


cstimate—cupid, the stork, the grim incentive pay plan, “but an incen 


reaper, immigration 

Graphically illustrating how our 
market will grow at a more rapid 
pace in the 60's, Mr. Reed pointed 
out that, though the stork is sched 
uled to deliver some 4,205,000 new 
prospects by a year from today, “not 
heard of your 


one of them ever 


product, your brand or your com 


pany—and none of them cares 


“. . . Any salesman who 

does not want to work un- 

der an incentive plan of 

compensation is not sales 

minded.” 

ge PROVOCATIVE 
made by E. C 


lenestra, 


STATEMENT was 
Hodges, vice 


Im 


pre sident—sal 
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tive work plan—the desire to grow 
with the company from a regular 


salesman to top-flight salesman to 


branch manager and on through thi 


sales organization or compan 


organization as a whole.” 


“. ..1t is important to ori- 
ent sales training around 
the job and not around 
products or techniques.” 


S° DECLARED John R. Hickman 
director of field sales personnel, 
The B. F. Goodrich Co., before a 
session concerning “Selecting and 
Training Salesmen 

What it boils down to 
material standpoint 
Mr. Hickman, is that those in ¢ harge 


of ale 


from a 
according to 


training must build a train 


NOVEMBER, 


ing package around the “common 
factors” in the job 
“Actually,” Mr. Hickman 
luded, “the thorough motivation of 
trainer and trainee is the key to the 


Motivating forces 


con 


whole probl m 


are: recognition, feelings of ImMpor 
in one’s self 
ittituct 
the 


I'm for you phi 


tance, nght to believe 
framing i in 


levels of 
the 


In ( cence 


Instill, at all 


organization 


sale: 
losophy 


“  . . Predicated on the 
theory that salesmen are 
born, not made, our con- 
viction is that an ounce of 
potential is worth a pound 
of experience.” 
i WAS THE REMARK Of James I] 
Binns, general sales manager of 
the Armstrong Cork 
lloor Division, speaking on the sub 
ject “Attracting Good Salesmen” 
ind he added, “That 
Hire for potential rather than for 


( ompany 


why we say 


experience 

| xperience is something that can 
be provided by management through 
training and supervision—with bet 
ults 
ost over a period of time 


that hus 


ter long range re and at less 


Pointing out compat 
Continued on page 10) 
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Fig. LQ600-150 


(150 Ib. S.P., 300 Ib. W.O.G.) 


Fig. LQ600-200 


(200 Ib. S.P., 400 Ib. W.0.G.) 


4 ‘ *~ 
SEATS AND DISCS 
/ fithy Reduce Repairs 
Cut Replacement 
Cut Maintenance | 


LUNKENHEIMER 


*Patented Alloy. T.M. Reg. 
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THE BRONZE GLOBE VALVE that’s 
Custom-Made for YOUR Market 


LQ600 Valves are writing sales history in the industrial distribution field 
Distributors are still reporting new success stories . . . new sales records 

new customers . . . new lists of major companies who are standardizing on 
LQ600 for all their bronze globe valve applications. Now with two complete 
LQ600 lines for both 150 and 200 lb. pressure classes your customers can 
use this sensational valve for more service in a broader range. It’s the first 
and only bronze globe valve that does not require seat and disc maintenance 
Stock the complete LQ600 line, and sell this remarkable, cost-reducing valve 
off-the-shelf at good profit margins. LQ600 is the biggest volume-and-profit 
building opportunity offered to industrial distributors in years and Lunken 


heimer Distributors are making the most of it. 


QUICK DELIVERY ON ALL SIZES 


Now you can maintain complete stocks of LQ600-150 and LQ600-200 in all 
sizes. Our stepped-up production schedule assures you of fast delivery on all 
orders. So take advantage of this year’s peak production schedule by keeping 
your stocks replenished . . . ready to sell. You'll be in a position to give rapid 
service on rush orders. Be sure to specify LQ600-150 or LQ600-200 on your 


orders. 


BRONZE °- IRON ° STEEL * PVC 


LUNKENHEIMER 
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MILL & FACTORY’S 


1 WINNER “FEATURE PRODUCT AWARD” 
« OCTOBER, 1956 


SUPREME 


Push-Pull Ta 


New Power Drill Attachment 
Taps to Highest Standards... 
Cuts Breakage ...Lowers Costs 


Mill & Fact f Review } 
deugnated supreme s new Push-Pul 


nner of the Feature Pr duct 


ry Magazines Board 
Tapper os 
Award for 
This Boo jis Composed f a group of 
editors and production experts wi 
ndreds 
industry f 


ronth study ? , new tems tha 


e being offered 1 the first time 


They select the one product they feel is the 


needed by all industry 

The Supreme PUSH-PULL TAPPER is an instant- 
reversing speed reduction unit made expressly 
for tapping. It attaches easily to either the spin- 
die or chuck of any portable drill. Detachment 
after use is equally simple. The speed reduction 
of 7:1 gives more than adequote power to tap 
in all materials, and the instant-reversing means 
that the direction of the tap can be reversed 
without stopping the drill motor. Thus the tap can 
be moved into and out of the hole at will. 


Reduces Tap Breakage 


Tap breakage is held to minimum when the PUSH- 
PULL TAPPER is used, because the operator has 
a better “feel” for his work. When in use the 
TAPPER housing is held in the finger-tips, and 
any unusval strain is felt immediately. Releasing 
the fingers stops the tap instantly. 


Handles Taps Up to 5/16” Dia. 


The complete PUSH-PULL TAPPER Kit, No. 9000, 
costs just $29.95, includes everything except 
tops. Order from your Industrial Distributor. 





‘HOW IT WORKS: 


Pull and it comes ovt eosily 


Thor's all you do— Pygh-Pyll 
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i great deal of time selling 


ctive young salesmen on th« 
potentialities of the company, a 
vell as assessing their qualification 
Mr. Binns said their second funda 
Sell salesmer 


mental concept was, 
lon’t buy them 
The third link in Mi 
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ind transforming thei potenti il into 
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“. . . Whether or not the 
use of a salesman’s report 
system is effective de- 
pends on what is done 
with it and by whom.” 


HAT WAS THE CONTENTION Of 
Sydney K. Bradley 
Union Bag—Camp Paper 
remarks on “Effective 
e of Salesmen’s Call Reports” at 
1 session discussing “I ffective Con 
trol of Salesman’s ‘Time and Effort 
Call reports are effective tools for 
that they 


superiors a means of judg 


vice pre 


rp it} hi 


all Ww 


Variou 
ing salesmen that is not possible 
through conversations, examination 
of sales results, or even through da: 


of accompanying him in his tern 


| tory; they help plan pe rsonal activity 


in the field with men or account: 


| that need guidance or sales work 


“The 


Mr. Bradley also observed 


New Available SUPREME PRODUCTS CORPORATION 


Co age |4 
Te Distributors = 92922 SOUTH CALUMET AVENUE, CHICAGO 16, ILLINOIS ntinued on page 
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MARVEL SAWS’ 
Automatic Brain 
Adjusts Blade 
Feed Pressure 
and Depth on 
Every Stroke to 


ive YOU FASTER 
CUTTING-OFF 


The exclusive automatic Dual Power Feed built 

into every MARVEL Series 6 and 9 Hack Saw is the 
“brain” that adjusts and compensates both pressure and 
depth of feed correctly in proportion to the number of blade 
teeth in contact with the work. Once the Marve. Dual Feed - i details on MARVEL 
is set, no operator attention is required to insure that the Sows 


Write for the MARVEL 


TT a ee a 


blade is cutting as deeply as possible and practical on every 

stroke ... regardless of the changing area of the work being 

cut. Whether the Saw is being used for continuous auto 

matic cut-off of identical pieces or a single cut, the MARVEL 

Dual Feed that practically “‘thinks for itself’’ guarantees 

that the work is cut-off in the fewest possible number of 

strokes 
Heavy duty MARVEL Series 6 and 9 Hack Saws embody every 
practical design and operating feature to give you speed, accuracy 
and operating economy you can find in no other metal cutting saw 


ane 1, 
ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE CHICAGO 39, ILL 
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For consistent 
gqnucts 


guperior™ 


YOU'LL HEAR MORE 


from Carborundum about the tool room market 
in the months to come. You'll also hear how 
to get a bigger share for yourself. Meanwhile, make 
sure your stocks are adequate... of V40 
Wheels and other outstanding tool room 
products by Carborundum. 
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HIGHER 
PROFITS... 


46H UN7 PROFIT 


FAST TURNOVER 


TOOL ROOM 
MARKET 


IT ALL ADDS UP to more dollars for you month after month when 


you go after the tool room business in your arca. Your prospects are everywhere and they're 


easy to sell. Carborundum’'s wmplete line of Tool Room Wheels ts tops in 


popularity tops in performance and can be your most profitable abrasives item 


CARBORUNDUM 


BeGisreertt PALL mate 


@ DOLLARS /o you wl) ABRASIVE prograns thal make SENSE 
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The Little Professor says— 


“ 


They Said It 


D-A’s Caper Gorvice Starts on pag 
Pays Off! we 





men, those that progre 

ind reach managerial statu 

to analyze their own activiti 

ind to plan their solicit 

tions more intelligently by review: 
the last two or three report of th 


the man they plan to sec 


“ . . Our future business 

progress will depend on 

our ability to solve our dis- 

tribution problems.” 

_- WAS THE WARNING sounded | 
Herman C. Nolen, president of 


Courtes,, Lakeland Engineering \I Ke on & Robbins, Inc after cit 


Equipment Co tc & . = 
Mianeapelis, Mine grt _——. i the recent Fortun magazit 


ar re i At ts ; a > eport that the output per man-hou 


ndustry and agriculture had more 


HERE’S HOW INDUSTRIAL SALESMAN cae Gand tee foe ohne 
OSCAR ULRICH TURNS DURKEE-ATWOOD’S —tsbuti0n productivity ads 


reased only 49% in the same pe 


Super Service INTO PROFITABLE SALES |. 


au a : l'o solve future distribution prob 
Vital selling information... like engineering data, power ratings leiine ‘Dlr Miele enametted we focbes 
service factors, construction features, supply and prices. . . help wet aad z ' 
Mr. Ulrich (at left in photo) of Lakeland Engineering Equip po a a oe 
ment Co., Minneapolis, supply V-belts with Durkee-Atwood ell America on the service which 
Super Service to the Ochs Brick & Tile Co., New Ulm, Minn marketing is rendering to the cit 
Ochs’ Plant Superintendent, Don Schrepfer (at right in photo zens of this nation; make marketi 
requires efficient power transmission plus long belt life in his is attractive to the youth of th 
heavy duty rock crusher. ountry as are the professions « 
He gets it from the Durkee-Atwood team . . . because Durkee engineering, medicine and lav 
Atwood Super Service is sales co levelop far better training pr 
ordinated between factory, dis grams within industry for marketi 
tributor and customer to supply 
the right V-belts for any indus 
trial application. 


peopl c pce ially sale smcn il 
executive revise distribution 
research budgets so that they can b 


expanded to a point where they wi! 


ite / Find out how fill adequately the need for that 
f DURKEE-ATWOOD’S age age ae 
SUPER SERVICE can work for you research; make a determined efto 


Today! Write for the complete story on how the 
Little Professor can supply you with new and impor 
tant ways to boost your sales with Durkee-Atwood ribution cost accounting 
products and Super Service 


to mechanize all phase of the ma 


process; develop far bette 


at ae DURKEE “... Have the researchers 
DURKEE-ATWOOD — ATWOOD get the facts and present 


LA the facts, but make the 


Wn deductions yourself.” 


— WAS THE apvicE of H. Stanle 
Lawton, general sales manage: 


Continued on page 18 


boR.-TITE 
SHEETING 
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One more good reason why it pays to sell CHICAGO fasteners 








SUPREME TESTS FOR FASTENERS 


moving mountains 


scraping roadbeds. | 


brutal jolts and shivering v 
CHICAGO fasteners quick act 


hauling payloads 
roven ability to withstand 
bration @art 


eptance by 


famous manufacturers like Caterpillar 


Cummins 


Diese 


International 


Harvester 


For the toughest jobs, top companies 
buy CHICAGO fasteners! 


Leading manufacturers of big, 
rugged machines rely on CHICAGO 
fasteners. This reputation for de- 
pendability is worth a good deal 
to you. It makes CHICAGO fas- 
teners easier to sell. 


CHICAGO fasteners are fast to 
win customer loyalty. They’re 
stronger, last longer, can take more 
punishment. Each sale sets you 
up for profitable repeat business. 


CHICAGO makes a complete indus- 
trial line of threaded fasteners 
including cap screws and ‘‘Safety- 
Plus” socket screw products. Fas 
teners favored by top companies 
in industry. Fasteners pre-sold by 
consistent advertising. 

Like to distribute this fast-mov- 
ing line? Then write our Standard 
Products Division for facts. The 
sooner the better. 








Preferred by leading man- 
ufacturers, 

Continuing sales help. Faa- 
tener experts selling with 
you and for you. 


8 Full protection on all sales 


in your territory. 

A complete fastener line... 
over 4,000 catalogued stand- 
ard items. 

Superior fastener perform- 
ance. Chicago's unique car- 
bon restoration process and 
rigid quality control make 
it possible. 

Fast service and delivery. 
Specialized engineering and 
metallurgical services. 





THE CHICAGO SCREW COMPANY 


DIVISION OF 


WASHINGTON BOULEVARD 


STANDARD S< 


REW COMPANY @ if 
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We'll never let you down 


THE J&L PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
OVER 40 rely on J&L and J&L Distributors for 
FADING DISTRIBUTOR: / your steel pipe requirements. 
First, you get superior pipe. J&L con- 
ssapetcmachti trols the quality all the way from raw 
iddapa i materials through the finishing mills 
That's why you find J&L steel pipe is 
long lasting and easy working on any 
application 
Second, you get dependable service. 
Your J&L distributor is always ready 
with 
1. Complete stocks near at hand. 
2. The right pipe for every job. 
3. Technical service by steel pipe 
specialists. 
Whenever you need superior pipe and 
dependable service, phone or write your 
nearest J&L distributor. 


Jones & Laughlin 


STEEL CORPORATION « PITTESYVRGH 


iAvi TU 


TEEL 
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The Maurey MULTIPLE 
V-Drive line includes 


FUL-GRIP Q-D sheaves... in 
complete stocks for A, 8, C, and D 
sections 

STANDARD CAST IRON SHEAVES 
for A, 8, C, and D and E sections 
MOR-GRIP Mullti-V Belts in all 
standard lengths in A, B, C, D and E 
sections 

MOR-GRIP V-Link Belting in A, B, and 
C sections 

Complete Multiple V-Drive Accessories 


the quality v-drives 





The Maurey FHP 
V-Drive line includes 


Hi-Q bushed type and fixed bore 
type cast iron ond pressed steel 
V-Pulleys ... 

MOR-GRIP FHP V-belts, O, A and 


B sections in oll standard lengths. . . 


Aerodynamically designed 
refrigeration fans and Fan 
V-pulleys .. . 
interchangeable Bushings . . . 


Flexible Couplings . . 
Complete V-Drive Accessories 


Industry knows 
V-Drives have been 





Variable Speed Transmissions 
provide infinite speed ranges up 

to 10 to 1. Installed on new or used 
drives in minimum space ot 

minimum cost. 





your cust 
Maurey qual. Sin cting OEM standards. 
meeting ex4 


omers want 
ce 1917 Maurey 


maurey delivers both 


the cooperation you want... 


SERVICE... 


Complete Maurey stocks strategically 
placed expedite delivery to your cus 
tomer on every V-drive need from fhp 
to 600 hp 


SALES HELP... 


The live leads produced by direct mail 
and publication advertising go to 
Maurey distributors. Your sales efforts 
ore bocked up by folders, booklets, 
brochures and catalogs which con be 
imprinted with your nome 


x 


ENGINEERING HELP... 


The personal assistance of Maurey field 
engineers as well as the services of 
V-Drive specialists in the Mourey home 
office helps you with special V-drive 


problems 


COOPERATIVE PROTECTION... 


By qualifying as an authorized distribu 
tor of the complete Maurey line, you are 
guaranteed full factory cooperation and 
protection. We shall be glad to give 


details on territories open Write today 


manufacturing corpora 
, 2915 South Wabash Avenue, Chicago | 
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W hich 
screw conweyor 
would yow rather sell? 


You'd prefer to sell the screw conveyor that does th« 
most to boost your profits... the one that best satisfies 
your customers and increases their confidence in you. But 
you can't recognize this screw conveyor by the way it looks 
It may be exactly like another, to all appearances. 

Of course, you'd be sure that the screw conveyor and 
related parts are precisely engineered and manufactured 
to industry standards for economical conveying of bulk 
materials. But wouldn't you also be certain to evaluate the 
manufacturer's service and the availability of his product? 
You know that the plus factors of immediate availability 
and superior service are always important and often permit 
you to save your customers from work stoppage and pro 
duction loss. That's the kind of service which frequently 
enables you to get an order you otherwise would lose. 

FORT WORTH quality products are offered through 
out the nation by service-minded industrial distributors 
to whom FORT WORTH provides the premium of superior 


industrial service. 


STeet & 
ORT WORTH!" 
COMPANY 
SHEAVES Vv BELTS SPROCKETS MATERIALS-HANDLING EQUIPMENT 


Warehouse Stocks in ¢ Port Worth « jersey City ¢ Memphis © Atlanta © Chicas 
St. Lowls @ Kansas City © Shreveport « Houston «¢ Oklahoma City ¢ Denver 


Los Angeles @ San Francisco ¢ Portland 
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They Said It 


Starts on page 7 





Container & Chemical Specialties 
Div., Dewey & Almy Chemical Co., 
before a session concerning “Opti 
mum Design of Sales Territories.’ 

Presenting his phase of the sub 
ject, “Defining Markets and Deter 
mining Sales Potential,” Mr. Law 
ton offered a few guides to keep in 
mind (get the answers to who, what 
where, how and why as specific a 
possible), and then pointed out 
Markets are people and, to deter 
mine sales potential, studies of 
iverage ratios, percentages and 
totals are not sufficient. We must 
not forget the quantitative informa 
tion such as attitudes, ambitions, 
prides, prejudices, trends and tradi 
tions, all of which strongly influence 
the possibility of purchase of our 
product in a market place 


sé 


. . » Never in my entire 
marketing experience has 
the sales outlook for food 
products seemed better 
than it does for the period 
just ahead—and that in- 
cludes all of 1957.” 


er WAS THE FORECAS! of Irving 
Hi. Granicher, vice president 


marketing, California Packing Corp 
it a session concerning “The Sal 
Outlook for 1957.” 

I'hese sentiments, by and larg« 
were echoed by leading executive 
in other major industries (Machin 
ery and Equipment—“look for an 
iverage increase for 1957 at 6% 
Chemicals—“sales_ will climb 
1957, profit margins will climb at a 
slower rate.”), though a notable 
exception was textiles. Citing Japan 
modern industry, Allyn B. M« 
Intire, vice president, Pepperell 
Mfg. Co., concluded, “Nothing 
whatsoever stands in the way of 
foreign industries monopolizing the 
sales expansion of textiles in this 
ountry, or the present domest: 
market itself 





~~ 


W-S FORGED STEEL FITTING 


In almost every phase of the petroleum industry, 

W-S Forged Steel Fittings provide safe, tight connections for 

smal! diameter high pressure piping. In field processing plants, 

on heat exchangers, in oil and gas pipeline systems, in refinery 

pumping stations and process lines . . . and in other high pressure lines 

lf” to 4” in size, W-S fittings protect piping systems against costly down time. 
They are drop forged from solid bars for extra strength 

and toughness . . . and they're safety-factor designed. 
W-S Forged Steel Fittings are available in screw-end and socket-welding 

types in carbon, stainless and alloy steels. 

For more information send today for our informative catalogs. 


gig WS HITINGs sisi) 


HKP H. K. PORTER COMPANY, | 
Roselle, New Jersey 
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With 3 Complete Line of 
inserted Blade 
CUTTERS 


This new Morse Line is complete ... EVERY standard type and size . . . 


plus any specials up to 36 inches! 


And this new line makes the Morse-Franchised Distributor more than ever 
“the man with the most’’ in cutting tools. 
MORSE TWIST DRILL & MACHINE COMPANY - NEW BEDFORD, MASS. 


Subsidiary of VAN NORMAN INDUSTRIES, INC 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 





SPECIAL 


This advertisement, in revised form, is 
appearing in the interest of Republic 
Chain Distributors in Factory Man- 
agement and Maintenance, tron 
Age, Steel and Business Week. 


This special Republic Choin assembly is used in o forge shop for handling heavy dies. Spreader bar section includes a 14" Republic Alloy 
Triple Chain Sling, 2 legs 9’ long, middie leg 6/4” long with 114" chain shackles each end, oblong link at top. Lower section includes ao %" by 


5/ Double Branch Republic Alloy Chain Sling with pear-shape link at top and spiral pin hooks at bottom. 


REPUBLIC 


CD Wolds Wideal Range of, Standard, Stel 
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assemblies like this are AVAILABLE 


from your Republic Chain Distributor 


Because he offers a complete line of every type 
and size of welded and weldless chain, chain 
slings, attachments and accessories in all 
standard and special carbon, alloy and stain- 
less steel analyses. 


Because his stocks are backed by Republic 
Chain Plants and Warehouses strategically 
located in principal cities from coast to coast 
to speed delivery and to reduce costly down- 
time and delays. 


Because he is also backed by Republic's Field 
Engineering Department—staffed by com- 
petent chain engineers thoroughly trained to 
handle all types of chain problems. These 
specialists are available to work with your 
engineers on special chains or assemblies. 
There's no obligation. 


Because the chain products he sells are top 


quality. Republic is the only chain producer 
who can control quality at every step of pro- 
duction. Republic uses its own ores, makes its 
own steel, rolls its own bars, draws its own 
wire. You are assured that Republic Chain will 
do the job for which it is intended, 


Because he has at his disposal the combined 
knowledge and experience of the entire 
Republic Steel organization — research men, 
metallurgists, men devoted to the continuous 
task of improving steel and steel products. 


These are the reasons why Specials are Avail- 
able from your Republic Chain Distributor. 
Perhaps you have a special job pending right 
now. Why not call in your Republic Chain 
Distributor? He will put all of these factors to 
work in helping you find a practical and eco- 
nomical solution, Send coupon for the name 
of the Republic Chain Distributor nearest you, 


-4s 
A ‘ 


REPUBLIC STEEL PIPE is o favorite in the plumbing, 
heating and air conditioning industries. Pipe has 
uniform strength and ductility, tight adherence of 
the galvanized coating. It is easily threaded and 
readily bent. Republic Stee! Pipe is carefully 
gvarded by rigid controls at every step of pro 
duction. Republic supplies a full line in sizes you 
want. 


STEEL 


and Stack Producdd 


REPUBLIC COLD FINISHED BARS AND SHAFTING 
keep your customers hoppy and increase your 
profits. Your customers get all the qualities they 
want in steel parts production — accuracy of sec 
tion, close tolerance and a bright, smooth finish 
that rarely requires further machining. Republic 
produces rounds, squores, hexes, flats and spe 
cial sections in all standerd ond special stee! 


analyses 


OC) Chain 


Name 
Company 


Address 


a ta a tae, 
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0) Cold Finished Steels 


REPUBLIC SPECIAL AND STANDARD FASTENERS 
by the thousand. One call to Republic gets all 
the fasteners you need for your customers as 
sembly and maintenance work Republic bocks 
its distributors with one of industry + largest 
stocks of headed and threaded products — more 
than 20,000 standard types and sites-—over 
8,000 special types and sizes. Order from 
Republic 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street + Clevelend 27, Ohic 


Please send more information on 


C) Steel Pipe 


0) Pasteners 


Tithe. 





“OUR V-BELT VOLUME INCREASED 


“Biggest sales gain in our 25 years of association,” 
says Alex Smick, President, The Slaysman Co., Baltimore, Md. 


“Every year since taking on the Dayton line 25 years ago, 
we've increased our V-Belt volume. Last year we capped 
it with a full 25% boost over the previous year. As 
power transmission specialists we must handle a complete 
line of V-Belts, and Dayton is the only manufacturer that 
can give us a V-Belt for every application and that 
Dayton Cog-Belt* is in a class all by itself 

“Factory cooperation, too, is exceptional. Their Repre 
sentative is ready whenever our Sales Engineers need 


ape ial assistance with a customer besides working on 


his own to mah acceptance even greater 
“Dayton ec ough not only with manpower but 


with good s« like the Preventive Maintenance 


Program. Thi ogram has played a major role in our 
we surveyed twenty-five plants 


sales success 


Programs. Now we're reaping 


and helped eats 


the profits 
and believe 


want to look at it 
Dayton we've looked at them all 


“From ar 
me, in our 
the Dayton Se « Franchise is a real proposition.” 








25% LAST YEAR” 


“We specialize in power transmission equipment > 


engineering and manufacturing as well as dis 


tribution. With 70 years in busines n the 


faltimore area we're well established, We carry 
well established, aggressively advertised line 
like Dayton because we've found they pay off 


best. Th ir Baltimore office, Warehouse 


and Machine op ie 


“That Cog-Belt Hal Coleman, Dayton Regional 


Mer demonstrati! gto me a real ‘foot 
custome! W liam 


Morgan, 


the door getting new 
McElroy, Slaysmar (x and Joh 
Dayton, will both bach on that 


v 


trol our tock room is 

iret nee many of our customers 
set up P.M. progran We know 
felt they need almost before 

do o we're able to deliver every 
That Joseph Kapraun, checking a 


et of Cog Helt 


t Manutocturer of V-Belts 


Wo s Lorges 


The Dayton Rubber Ce., Industrial Replacement Division, 
Dayton 1, Ohio 





How Morse Distributor 
critical indexing problem 


Minder Chain & Gear Company sells customers 
with a combination of service and practical know-how. 


In machining their gear-type oil drill bits, 
the H. C. Smith Oil Tool Company of 
Los Angeles faced a precision indexing 
problem. Harold Kimmel, sales engineer 
for J. W. Minder Chain and Gear Company, 
working with H. C. Smith personnel, 
provided the solution. 


Kimmel recommended Morse MC 6000 
Cam Clutches to provide an infinitely 


accurate feed for the grinding process. The 
results: a one-third increase in production 
at a labor cost saving of 30%. The customer 
is happy . . . the distributor has made a 
good sale .. . and planted the seed for 
future orders. 

Results like this are your best proof that 
Morse products, service and engineering 
pay off in profitable sales. 


“The Morse MC 6000 Cafh Clutch was the ideal solution to the precision indexing 
problem in this high-apeed milling operation,”’ says Harold Kimmel, sales engineer for 
the J. W. Minder Chain and Gear Company. It is accurate up to 1 /10,000 of an inch 
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engineering service solve 
in milling operation 


R. E. Goetz (center), manufacturing engineering supervisor Kimmel gets on-the-spot information while watching Milling 
and H. E. Kidder, factory manager of H. C. Smith Oil Tool Foreman Lloyd Fage run high-speed, two-flute end mill, He 
Company, outline problem to Harold Kimmel. Slight index notes that present differential transmission and worm gear 
ing errors are cumulative in milling gear-type cutters shown indexing systems are inaccurate and slow down production 





Six good reasons why it pays 
to handle the Morse line: 


1. Complete line of products 

2. Wide range of stock sizes 

3. Quick delivery 

4. Extensive advertising support 


5. Free distributor merchandising and 
direct mail program 


6. Expert engineering services 


Investigate the many profitable advantages 
of handling the Morse line of power trans 
mission products in your area Write, wire or 
call for complete information today 


MORSE CHAIN COMPANY 


Kimmel and stock clerk select an MC 6000 Cam Clutch right INDUSTRIAL SALES DIVISION 
off the shelf. Complete local stocks of Morse products make ITHACA, N. Y. 


a big difference on rush power transmission problems, 











MORSE POWER TRANSMISSION 


vademash PRODUCTS 
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RUST-OLEUM 


a 


PEN 


TOP-LEVEL INQUIRIES LIKE THESE 
ARE YOUR KEYS TO MORE BUSINESS 


ca I would appreciate it if you would send 
me a copy of the report by Battelle 
Memorial Institute technologists 


MANAGER, CHEMISTRY & METALLURGY 






* Kindly forward all available literature 
on “Radioactive Isotope Proves Penetra 
tion in Rust Layer.” 

Design & CONSTRUCTION ENGINEERING 





Please send me (the Battelle Memorial 
Institute report), also complete literature 
and color charts as well as a near source 
of supply on this item 

Cutler DIVISION ENGINEER 

We would appreciate receiving an addi 
tional registered copy of Summary Re 
port by Battelle Memorial Institute 

CHIEF ENGINEER 

May we please have a copy of the Sum 
mary Report offered in your advertise 
ment (in the) Wall Street Journal 

~ PRESIDENT 


We are in need of this type of protection 
: and would appreciate it if you would send 

; : the literature listed below 
PLANT SUPERINTENDENT 


RUST-OLEUM. 





There is only one Rust-Oleum 


it is distinctive os your own fingerprint 


new, important doors for you! 


The dramatic proof of how Rust-Oleum penetrates 
rust to bare metal has really made its impact on 
industry! The first announcement of this proof. . . 
the result of three years’ radioactive tracer studies 
by Battelle Memorial Institute .. . has already 
brought active response from all levels of manage- 
ment — including top-drawer men with real power 
to specify and buy. More executives than ever 
before have their doors open to your Rust-Oleum 


sales story. 


We're wheeling out the big artillery to keep hitting 
these big targets all through 1956. Look at this 
Time .. . Newsweek . 
Business Week .. . Life Saturday Evening Post 
... Wall Street Journal... Dun’s Review & Modern 
Industry! Plus a long, long list of influential 
., Mill & Factory 


lineup of publications 


industrial magazines like Factory . 
... Plant Engineering, etc 


Use this powerful advertising — use your specially- 
prepared Rust-Oleum sales tools 
this important penetration story. It means 
thousands of dollars in savings for your customers 
thousands of dollars in added Rust-Oleum 


sales to you. 


to capitalize on 


Geiger Counter traces Rust-Oleum 
penetration through rust to bore metal 


RUST-OLEUM CORPORATION 


YOUR MOST IMPORTANT SALES TOOL! 


Be 


tomers 


sure that every one of your cus 
and prospects knows the 
}0-page report on 
Rust-Oleum penetration, prepared 
by scientists at Battelle Memorial 
Institute. It tells how Rust-Oleum's 
specially proce sed fish oil vehicle 
was first radioactivated, then formu 
lated into Rust-Oleum 769 Damp 
Proof Red Primer, brushed 
rusted test panels traced 
through the rust to bare 
Geiger Counter measurements 


facts in your 


on 
and 


metal by 


report is your most impor 
tant s tool’ Remember 
the only one of its kind when 
sell Rust-Oleum. It's as distinctive 


own fingerprint 


ale you sell 


you 


as your 


2412 Oakton Street, Evanston, Illinois 
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*That’s a conservative estimate of the 
average number of business and trade 
magazines carrying Parker-Kalon adver: 
tisements that are delivered every day | 
of the year (except Sundays, of course). 
The annual total of P-K advertising 
sales messages comes to well over 
ten million! 














\ 


99 (0) TIMES A DAY 


making 
} sales calls for 
eo @ottinalevineyes 











As powerful as P-K advertising is, it’s no substitute for 
personal contact. That’s why Parker-Kalon has teamed 
up with America’s finest industrial distributors—to 
prove that in reliable and friendly service as well as in 


products of outstanding quality. . . if it’s P-K, it’s O.K. 


PARKER-KALON 


| fasteners 








PARKER-KALON DIV IN. GENERAL AMERICAN TRANSPORTATION RPORATION 
SOLD ONLY THROUGH LEADING INDUSTRIAL DISTRIBUTORS +« FACTORY: CLIFTON 
NEW JERSEY WAREHOUSES HICAG INOIS.LOS ANGELES. CALIFORNIA 
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f supply and real teamwork to build more distributor business. 
for every use. 


tinguish a quality product — men who know that quality products, 
file life. In tests Delta Files have removed as much as 25% more metal. 


The file to choose . 


Delta Distributors know that Delta Files have built-in qualities that help 
service o 


standords of Delta’s Selective Distributor Policy. Once chosen, Delta stands 


Men of VELTA Distinction 


them do a real job of satisfying customers — qualities such as speed and longer 
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‘TIGER BRAND 
WIRE Rop 


TIGER BRAND 
WIRE ROPE 









Celebrating our 125th Anniversary 


/ 








From Hoop Skirts.... 


The first successful wire making entet A few years later, American Steel & 
prise in America was started in 1831 Wire began to manufacture wire rope 
it Worcester, Massachusetts, and be it Trenton, New Jersey and New 
ume known as Washburn and Moen Haven, Connecticut. This product wa 
Phis firm produced wire for the woolen highly successful. Production ex 
industry, for screws and nails and panded and today American Steel 
piano wire and Wire is the largest producer of 
Ihe first big boom in wire making wire rope in the world, making more 
ime through a whim in fashion — the than 1,000 kinds and size 
hoop skirt- and Washburn and Moen Your closest contact with wire rope 
took full advantage of it. They becarn may be a caily ride in an elevator 
the leading wire producer in the nation You see it supporting the biggest su 
ind won a reputation for quality pension bridges, and digging coal o1 
which they never relinquished mammoth shovels. It is used on the 
In 1899, during the era of big deepest oil Wells, on ships and steel 


mergers, Washburn and Moen, along mill cranes, for highway guard rail 
with many other wire making plant ind logging cables. Wire rope and 
were incorporated into the American trand are the universal tools for pull 
Steel and Wire Company of New ing, hauling and transporting man 
Jersey, which soon became a part of his goods and materials. Write for ou: 


the United States Steel Corporation book on Tiger Brand Wire Rope 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


MBIA GENEVA STEEL DIVISION, SAN FRANCISCO TEWNESSEE COAL & IROW DIVISION, FAIRFIELD, ALA, SOUTHERN DISTRIBUT 
UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 


oil i. 


“aa 


” lab 
Saw? 


Wall of Stainless Steel Strand Drilling for Oil in the Gulf of Mexico with a 
liger Brand in one of Chicago's new new type of rig equipped with 5,000 feet of 
parking garages. American Steel & liger Brand Drilling Line 


Wire spring provide the 1t,000-Ib 


pees ee Se aves ' sven 


tension to keep the strand taut 





World's Largest Shovel 


ra 1 VW eh ‘ 
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Tall TV Tower for station WGBS 1 
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Over 45,000 miles .. 
Steel A Wire will | 


‘ ' “ usexit 
! wt Stl Te M higa 





Why 
‘liger Brand 


ZL 


QUALITY CONTROL his means that specified standards of quality 


ire maintained for ever 


y step of production from ore to finished 


7 -. . -. & hs te 


A 
RESEARCH AND ENGINEERING American Steel and Wire has 


built up one of the finest staffs of wire rope engineers in the 
of the basic researct 
United States Steel Corporation. In 
practice, this means that 1 


country, and in addition can draw from any 
being performed b the 
iger Brand Wire Rope is made fron 
the best material ina fi t steel being produced. The rope 
construction is engineered to fit the job and you get a rope 


that will give the most service at the least cost 


- 
4 
od 


: in ; 


7 
\ 
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PLANT FACILITIES These are unsurpassed in the 


industr American Steel & Wire can make an 


product. You can be sure of getting the same high-quality wire type and size of wire rope and strand up to the 


rope time after time. The illustration shows an electronic 


if a wire rope imperfection exists, records it on a chart and marks 


the pot on the rays 


Inspec large 
tion machine, exclusive with American Steel & Wire, that detects here 


t-inch pre tressed suspension ropes shown 
Phese rope are being used on the Pennsy! 


vania-New Jersey Turnpike bridge 


USS AMERICAN TIGER BRAND WIRE ROPE 





IN ANY PLANT there's o place for Pitosono os o production or repair material. This fast-drying coment 
gives flexible bonds thet resist o pull of up to 1500 psi plus the effects of water, oll, chemicals and aging 


THE ADHESIVE THAT'S— 


Tt ©) VERSAT iLE it can bond virtually any material or combi 


nation of materiais—soive any industrial bonding problem 


sO EAS ¥ to use, anyone can make it work do almost any industrial 


bonding job faster and better 


sO Ss ¥ RONG it can lift a truck meet practically every industrial 


bonding need 


. GOODFSYEAR 


“BONDS ANYTHING TO ANYTHING” 


IT’S SMART TO HAVE PiioBono in your line of industrial 
supplies. You'll find virtually all of your customers can 
use this all-purpose adhesive to their advantage and 
your profit. See your nearest factory distributor for full 
details or write Goodyear, Chemical Division, Coatings 
Dept., Akron 16, Ohio. 


T M. The Goodyear Tire @ Rubber Compeny, Akron, Obie 
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NEWS THAT HELPS YOU SELL 
How SPS precision-plates to your 


This fully automatic barrel plating line at SPS has a capacity of 100,000 pounds per 8-hour day. There are eight other 
lines—including an automatic rack line with a capacity of more than 85,000 pieces per day—in a million-dollar 
plating room, Complete plating and surface treating facilities for products ranging from giant UNBRAKO screws 
to microsize FLextoc locknuts are available. SPS plating facilities are approved by government services 


Oe ee 
FLEXLOEGE ’ ee y 
U RAKE SOCKET SCREW PRODUCTS =—- EEE SU-ocnme wuts MARLOWELE | shor Lquirment §EL-LOK spams Pus 
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customers’ needs 


The electroplating of precision products—to protect them, to 
lubricate them, to make them more attractive—has grown 
during the last few decades from a haphazard operation to a 
highly technical one. Today the plating of UNsBRAKO socket 
screw products and Fiexioc self-locking nuts is a science 
involving some of the most complex aspects of metallurgy, 
chemistry and physics. 


Plating facilities at Standard Pressed Steel Co. are among the 
most modern in U.S. industry. They are operated by personnel 
thoroughly trained in modern plating technology. SPS can apply 
more than 50 separate standard plated or chemically treated 
finishes—listed in the Plating Specifications Table below—to 
UNBRAKO and FLex._oc products. Our engineers will gladly 
help your customers specify the finishes best suited to their 


individual applications. Giant UNarako cap screw and small set screw, both precision 


plated at SPS 
The complete story of plating at SPS is told in the 32-page 
brochure “Precision Plating,” Form 2043, Order copies to hand 
out to your customers and prospects. Write or telephone A. W 
Scott, Advertising Manager. STANDARD Pressep Street Co. 
Jenkintown 13, Pa. 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


SPS Plating Specifications 





PRE- OR POST-PLATE TREATMENT 


THICKNESS 
OR SPECIAL TREATMENT 


SPS CODE NO. TYPE 





P-1 CADMIUM 
P-2 CADMIUM 
P.3 CADMIUM 
P-4 CADMIUM 
P-5 ZINC 

P-6 ZINC 

P-7 « ZINC 

P-8 ZINC 

P-9 ZINC 

P-10 SILVER 
P-12 DULL NICKEL Some Same Some 
P-13 DULL CHROME Same Some Same 
P-14 COPPER Same Some Some 
Pp 
P 








CLEAR POST PLATE DIP 
OLIVE DRAB IRIDITE 
IRIDESCENT DICHROMATE 





A. .0002-.0004 8. .0003-.0005 C. .0005 min. 




















CLEAR BRIGHT 

OLIVE DRAB IRIDITE 
IRIDESCEMT DICHROMATE 
SUPPLEMENTARY PHOSPHATE 
NICKEL STRIKE 








A. .0002-.0004 8. .0003-.0005 C. .0005 min. 

















A. .0002-.0004 8. .0003-.0005 C. .0005 min. 














-15 TIN Same Some Some 
Some BLACK POST-PLATE TREATMENT 





-18 CADMIUM Some Same 


NICKEL 
P-20 PHOSPHIDE 





Some Same Same 





BASE MATERIAL CONDITION 


A. ALLOY OR CARBON STEEL 
BLACK OXIDE | & 1g-8 STAINLESS STEEL 








» Sy MANGANESE. ZINC -IRON 


PHOSPHATING 


. NON-DRYING 


Ol 


PHOSPHATE 





PARKERIZING 


. ORY 
. DRYING OL 


ZINC-+RON PHOSPHATE 





CHEMICAL FILM 
TREATMENT 








. YELLOW 
. BLUE 
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With Aeroquip as its leading 


line THE CYPHER COMPANY 
of Pittsburgh, doubles its 


Aeroquip Sales Engineer Mork Lewis explains o new product and 
promotion to President Bob Cypher 


Frequent sales meetings add up to wecessfu! selling. Here, Bob The Cypher Compony stocks a voriety of Aeroquip Bulk Hose to 
Cypher meets with his 4-man sales stoff, hondie all customer needs. 


FLEXIBLE HOSE LINES & FITTHSS 
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ash Register For This Growing Distributor 


Serving more than 500 customers in mines, mills and factories in 


the great coal and steel areas around Pittsburgh, The Cypher 


Aeroquip Hose and Reusable Fittings lend themselves to fast 


service. Hose con be cut to required length and fittings attached 


Company has steadily increased its annual sales volume. in the in @ matter of minutes. Varied demands can be met quickly with o 


last three yeors alone, sales have doubled! Aeroquip Flexible minimum distributor inventory 
Hose and Fittings are this distributor's key line, presently accounting 


for about 75% of total dollar sales 


Aeroquip quality, of course, is well known and recognized in 
practically every industry. A wide variety of hose types, all with 


Bob Cypher, president, attributes much of his company's success reusable fittings, make the Aeroquip line the ideal one for any 


to the basic advantages of Aeroquip Products. “We emphasize distributor. Excellent opportunities are still available. Why not 


two points in our business,” he says, “service and quality, and write for complete information? 


Aeroquip helps us come through on both 


Please address inquiries to Department A, Aeroquip Corporation, Jackson, Michigan 


View of ports bins, hose line assembly bench, and order-shipping A pick-up truck is garaged on the premises to assure quick delivery 


facilities. of customers orders 


ONE SOURCE FOR A COMPLETE LINE! 


Aeroquip produces a wide range of flexible hose, re- 
usable fittings, and Self-Sealing Couplings for every 
industrial, mobile equipment, marine, railroad, farm, 
and aircraft application. Aeroquip prices and sales 
policies are geared to selling through distributors. 








\eroquip 
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When you get right down to it, a good product, in wide de- 
mand, properly packaged, at che right price and profit 
margin is a pretty good bet. 


In lamps you can get an even better bet. 


For when you sell Champion Lamps you get all the above 


advantages plus a built-in bonus of repeat business. That's 


because Champions are sold only by selected suppliers 
like yourself — not by every competitors’ salesman that 


calls on your customers. 


CHAMPION LAMP WORKS 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Push this powerhouse for bigger sales! 
NEW THOR UTILITY 
AIR HANNER 


Swivel hose connection 


Free swiveling air connection 
keeps hose 


Thor exclusive stop rotation provides 
a light demolition tool, a drill, 
a light clay digger, a chipping 


Easy 
lubrication 


Oversize oil 
reservoir can 
be filled without 
using a wrench 


Thor 
exclusive 
stop rotation 
Instant conver- 
sion with the 
flick of this 
handy cam lever. 


le =€=6—hammer—all in one compact tool. 


~ _ 
Thor Model 15 Utility Hammer converts instantly from a self-reteting rock 
drill to a non-roteting hammer with a flick of an external cam lever 


instantly from a self-rotating rock drill to a 
non-rotating hammer with a flick of an external 
cam lever 

Now you can offer your customers a Thor 

: all-purpose air tool—a tool which drills, chips 
Weight only or breaks concrete and masonry. Only the 


compact Thor Model 15 Utility Hammer has 


Tt Model 15 Utility Hammer converts 


to handle, easy to use and mighty easy on air 
Ask your nearest Thor branch office for com 
plete details —and a demonstration. Thor Power 
Tool Company, Aurora, Illinois 


] 4 instant stop rotation 
The Thor Model 15 Utility Hammer is easy 


THOR POWER TOOL COMPANY 


Branches in all principal cities 


Thor tools ore 
NATIONALLY 
ADVERTISED 


Satur jay Eveniw g Post Life, 


r 
| O O LS Popular Mechanics and 


‘ ading industrial agaxzmes 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





GUTS FAST AND SUPER-SMOOTH 


EVERY TOOTH COUNTS © 


’ 
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KARDEX is the simplest, most effective and inexpensive 


way to control inventories. You benefit immediately by 


exposing slow moving items, guard against overstocking, 


and reduce inventory investment for faster turnover 


KARDEX achieved these results for two large distributors 
Besides reducing inventories of some 500 overstocked 
items, reference and posting time was cut 335%, Cus 
tomer service was improved, and the preparation of 
purchase orders became a simple routine completed in 


a fraction of the ume formerly required 


KARDLOK Colored Signals provide visible control of 


each item flashing reorder points, follow-up dates and 


t 
. 
=" 
=: 
Se eee eee SSSSeess 


other pertinent st 
Why not profit from 
get full details o1 
ative, illustrated fi 


Company and ] 


inventory problems. Sen 


tort 


™ 
} 


nation re quiring action 


rience ot others / \ 1 can 


EX installations in inform 


wut how the 


Charles Ilfeld 


& Company solved their 


1 for 


Ask for CH9 and CH9 


ROOM 2148, 315 FOURTH 
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WAREHOUSING SPACE PROBLEMS? 


Warren Tool’s ‘FLAT PAK’ Five 
Carton Will Help Solve It! 


“ .. but I can order it for you . . .” never closed a sale, That's 
why extra storage space means extra profit: 

The Warren-Teed “Flat Pak” Five carton gives you this bonus 
space in your storeroom or warehouse There ' no wasted space 
in these sturdy containers. Flat Pak Fives ar: also designed for 
shelf stocking. 

Stack them as high as you want. No danger of crushing these 
cartons because the tools inside support the extra weight. Seams are 
pre-stitched with metal clips for tighter closure 

Each carton’s contents is marked plainly for quick inventory 
The distinctive Planders Blue identifies all cartons as Warren-Teed 
tools. All cartons are decimal packed 

Right down to the cartons they're shipped in, Warren-Teed tools 
build your profits and cut your costs. That's why distributors 
and dealers everywhere stock them with confidence and sell them 
with ease. 


AAW HANDLE 
ae finest ii Ww A R 52 Ly E E D” 


WARREN TOOL CORPORATION 


Manufacturers of Warren Teed and Dewtl railway track tools 


Gemeral Offices Warren, Obie 


Papert Diwisieos 30 Charech St New VYort / 
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GROWING WITH THE WEST | 


%& REGIONAL OFFICE 


Les Angeies 


Denver, Los Angeles 


@ SALES OFFICES 


Denver Phoenix Saltlake City Seattle 
Leos Angeles Portland Sen Francisco 


Hewitt-Robins Now Has Seven Sales Offices and 
Two Warehouses to Serve Western Distributors 


Strategically located, Hewitt-Robins Sales Offices 
are prepared to meet the needs of distributors and 
their customers, quickly and efficiently. 

Just as in other sales areas, Hewitt-Robins field 
engineers in the Western Sales Region are avail- 
able to assist your sales force in the solution of 
unfamiliar problems concerning industrial rubber 
products. Hewitt-Robins products are also stocked 


at distributor warehouses located throughout this 
n. 

Hewitt-Robins’ wide and consistent advertising 
in industrial and business magazines, combined 
with the company’s fine sales engineering service, 
has built nationwide acceptance for Hewitt-Robins 
belt and hose products which can easily be trans- 
lated into profitable distributor sales. 
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RAILROAD ROADBED 


The Southern Pacific Railroad is replacing this wooden 
trestle across Great Salt Lake with a 13-mile rockfil! 
embankment. A bulk materials handling system 
designed, manufactured and installed by Hewitt-Robins 
... will process and convey 30,000,000 tons of gravel for 
the foundation. The two-mile conveyor system wiil 
carry 75,000 tons of gravel per day at 850 fpm 


DISTRIBUTOR SPOTLIGHT 


“RUBBER RAILROAD” 


This 45-unit, 7'> mile Hewitt-Robins belt conveyor 
system is the longest currently in operation. It is 
located 1000 feet underground in Carlsbad, New 
Mexico and carries potash ore from the mining areas 
to an immense storage pit. As the ore is needed, another 
belt conveyor system feeds it to a skip hoist for ite 
final trip to the surface and the refinery 


PRESENTING ... 
GERHARD VON MIGULA 


Gerry" Migula, Western Region Sales Manager, 
needs no introduction to the people in his area. Before 
joining Hewitt-Robins in 1926, Gerry, who is a grad 
uate of the University of Vienna, engineered materials 
handling systems for some of Europe's largest plants 
He left H-R in 1939 to form his own engineering firm 
in California. In 1951 he merged his business with 
Hewitt-Robins. He is a charter member of the Cali 
fornia Society of Professional Engineers and has helped 
design some of the biggest bulk materials handling 
systems in the West. Under Gerry, Hewitt-Robins is 
in a position to perform complete engineering service 
from our Los Angeles office 


OE — ee 
FOR SERVICE AND INFORMATION ) 
OW BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 








a LISTED IN THE “YELLOW PAGES” 
This notice appears in every advertisement in our Industria! — 
Rubber Products Division to direct readers to your listing in as 
the local classified telephone directory 


HEWITT-ROBINS, STAMFORD, CONNECTICUT 
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It pays you to stock CLEVELANDs 


Cap Screws, Set Screws, Milled Studs—common 
items in the trade! But what isn’t common about 
the Cleveland Line is your ability to get larger 


diameters and extra lengths for your customers 
as fast as standard sizes. 


On top of that, more-than-ordinary attention to 
all shipping dates brings you deliveries as you 


want them. Even on odd sizes, we really “dig” 
to keep customers happy. 


That’s what pleases users and invites re-orders. 
Write for our latest Stock List. 


[] 


CLEVELAND Top Lualdp FASTENERS 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 


Brass, Silicon Bronze, Stainless Steel 
Hex Head Cap Screws: 4" to 2%" dia. 


Set Screws—Square Head: 4” to 1%" dia. 
Socket Screw Products: Cap & Set Screws, Milled Studs: 4" to 1%" dia. 
Shoulder Screws, Pressure Plugs, Dowel Place Bolts: 4” to 114" dia. 
Pins and Keys, all catalog sizes. Structural Bolts to ASTM Specification A325 
Flat Head Cap Screws: 4" to 1” dia. Tractor Bolts 
Fillister Head: 4” to 1” dia. 


Special Hot and Cold Headed Parts 
Facilities to make larger diameters than listed. 


7 


pepehaeenee™, 
Liveeeerre> 


ppeeeabenerer? 
eve vveett? 


The Cleveland Cap Screw Company 
2931 East 79th Street * Cleveland 4, Ohio * VUican 3-3700 TWX CV42 
Warehouses: Chicago + Philadsiphia + New York Providence + Los Angeles 


Originators of the Kautman (i Process 
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2 TERA MCCOLED MOTORS 


Baldor Motors give the kind of rugged, dependable performance 
that keeps machines running day and night under every operating condition 
the kind of service that has kept Baldor users reordering—with complete 
confidence —for over a third of a century 


Baldor Streamcooled Motors are TOTALLY ENCLOSED for “plus protec 
tion” against dust, dirt and lint. They're splash-proof and drip-proof—fan 
cooled externally without clogging —and are corrosion-resistant inside and out 


You can sell the exceptional advantages of dependable Baldor Motors with 
both prestige and profit. Ask about the franchise opportunity in your ares 


BALDOR ELECTRIC COMPANY 


4353 Duncan Avenve . St. Levis 10, Missouri 
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The most important 
advance in tube fittings 
in years! 

New IMPERIAL /HT-SEAL / 


Furnished in steel and stainless steel 


6. Joints stay pressure-tight beyond the burst pres- 
Successors to all other fittings sure of tube — withstand severe vibration. 


for high-pressure, severe service . Threads are pitched for minimum torque in tight- 


7 
ening — danger of stripping eliminated 
At last! A foolproof fitting that answers all the re- 8. Far greater tolerance in tube length or placement 
quirements of “ideal tube fitting.” f a —s 
: tat : ae . Produced under continuous quality control 
, Sar on wa Peta springing of tube. methods to assure utmost reliability. 
"ini A) cura , ‘- You can’t miss on Hi-Seal! This most important 
. Eliminates tube torquing when making a joint. advance in 20 years keeps you ahead of competition 
. Foolproof — Hi-Seal goes together only one way. _. . brings you a greater share of the tube fitting 


. Assures repeated pressure-tight re-connections. business in a market as big as industry itself! Your 
Imperial representative can give you all the facts 











, PD 








———EE 


FOOLPROOF ASSEMBLY — There is only CLOSER TUBE BENDS ~~ Because of the WITHSTANDS HIGHER PRESSURES — Joints 
one way tubing can be inserted into extremely short tube entry and because made with Imperial Hi-Seal fittings 
sleeve, and only one way that the sleeve no flaring is required, bends are made stay pressure-tight beyond the burst 
can go into fitting. Shoulder on sleeve coraptien ally doe to the end of tubing strength of the tubi itself. Fitting is 
prevents incorrect assembly. No need 1 fittings work in close quarters vecially designed ,* hydraulic and 
a joint to see if it has where other types of Sings cannot be cher services where higher pressures are 
Jy. F made. Only an open-end used. Hi-Seal y...dras encountered. Can also be used in low and 

— oat for assembly tically reduces field servicing time medium pressure applications as well 





Created and manufactured exclusively by . 


THE IMPERIAL 


IMPERIAL s11 $0, RACINE 


Industry's most complete 
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BUTT-JOINT FEATURE MAKES 
HI-SEAL EASIER TO INSTALL! 


(a) Because Hi-Seal provides a _ positive 
butt-joint, and there is no tube entry into 
body of fitting, undesirable tube springing is 
eliminated. This is very important in the 
case of large-diameter, heavy-wall or hard 
temper tubing where tube springing is ex 
tremely difficult and many times impossible 
(b) Note how tube “bottoms” on shoulder of 
sleeve (see diagram). Camming action of nut 
results in a controlled bite of sleeve into 
tubing. Serrated edges inside sleeve provide 
a triple, leak-proof seal. Finally, a perfect 
circumferential seal is made by tapered 
edge of sleeve in recess of body 

(c) Hi-Seal fittings are furnished complete 
with body, nut and sleeve assembled. Avail 
able with long Drysea! pipe threads or with 
straight threads with O-Ring seal 


BUTT JOINT! 
NO FLARING OR THREADING! 


Just off the press — highly informative bulletin 
No. 3061 on Hi-Seal principle and applications 
Includes engineering recommendations, 
dimensional data, complete listing of types 
and sizes for 4%" to 144” O.D. tubing 


BRASS MANUFACTURING COMPANY 


CHICAGO 7, ILLINOIS 


In Conede: 334 Lauder Ave., Toronto, Onterie 


Vas f Aad 


line of tube fittings and tubing tools 
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How Donnelley k (1M ty i hi f Saves you money 


Here's an example. Donnelley catalog experts reduced all vical information. Nothing that a buyer needs to 


this manufacturer's 114 page description to a Donnelley know is left ouc. But still you have a concise listing with 


UNIT of '4 page. The UNIT includes the illustration and no wasted spa 


Me ey 


Pe on ie ® From this manufacturer's bulletin... Donnelley experts compiled 


Arent, (te, ad ccnp af satomaty 
helt temmon The added prado tion, the time sawed 
im berle changes, aed the wiereaned bets Whe will ; 
covey poy few che mmterere cone of the aswt tebi 
The ott operated Cylupier mateesiae 4 coment this UNIT listing 
weet tomon on the belt The @meren « neg , 
t bby 6 velwe kuceted on chr idier was This on W hat Porter -Cawie Air Backstand idiers 
ables the operator ty ture. lonely a a . 
foquitements On wie where many marrrial 18 ur 
warteced wal many (ypee ot behee are tue 
Meat el vamtags to he sbte ve adpe wr 
henge belts quickly Once « eotcatile ¢ : . : 
deceded wpe, that om . —. 


Thee ont cylomter & » Wee heck shewt : ; . 
sed srvames hr 4 oy tote ole a aoke What is it used for? 
How is it ayy 
constructed? 


——. 


NGELEERG BEL P : 
Dimensional 


data 


We have more than 80,000 of these Donnelley UNITS on and clear. UNIT arrangements on pages save space (and 


winting pilates. / you Nave to do 18 Scicc 1c ONes (hal Costs ) ype styics are uniform agcs are neat and casy to 
{ g pl All have tod lect th th T f P i 
represent your line. No need for you to spend endless read. All of this adds up co a handier book to use and 


hours of your valuable time with manufacturers’ bulle more profitable catalog selling. 
tins, compiling and ficting a mass of unlike listings to May we tell you abour the other features of Donnelley 


suit your purpose catalog building that wil 
Consider, too, the advantages of Quality printing when We shall be glad to help you plan and produce the idea! 


you use Donnelley UNIT plates, Cuts and type are sharp book for your needs. Just drop us a line, or give us a call 


av you time and moncy? 


tHe Lakesiog press R, R, Donnelley & Sons Company 


Catalog Compiling Department 
350 EAST TWENTY-SECOND STREET +- CHICAGO 16, ILLINOIS - CALUMET 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS~— 
PRECISION GROUND, THICKNESS WITHIN .OO1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 
“THE TOOLS IN THE PLAID BOX” 
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NEW _ tom 


ALKER- Ma URNER 


to bring you NEW business! 


Now—with these new “Light-Heavy- 
weights" to make the famous Walker- 
Turner line even more complete, you 
have big new profit opportunities. 


Now you can give buyers the finest 
engineered, most accurate grinders ever 
made! Every model in the line offers the 
features your customers want—low ini- 
tial cost, precision performance, rugged 


Vigorot 


Deitel 


o> am 


construction, and advanced safety fea- 
tures. Walker-Turner Grinders and ac- 
cessories mean expanded markets and 
increased sales for you. 

These new grinders are only one 
example of the big things to come from 
Walker-Turner. If you are not now sell- 
ing Walker-Turner tools, write us to 
learn if a distributorship is available in 
your area. 


r 
AA*iT. 


To pre-sell prospects in your area, dominant color advertisements 
on Walker-Turner Grinders will appear in leading trade publi- 
cations. These grinders in your display will meon business for you 


A market in every plant that uses 
carbide-tipped cutting tools. Vi- 
bration-free operation assures true 
grinding. Tables tilt to permit wet 
or dry grinding at any angle. 


Vd WALKER 


DUST COLLECT 


. . » has strong, pressed steel cabinet, 
removable filter, enclosed Ys H.P. 
motor and fan that moves 3.50 cubic feet 
of air per minute. Unit is compact and 
portable. Tremendous sales appec! in 
every plant. P 


INDUSTRIAL DISTRIBUTION *© NOVEMBER, 1956 





A complete line of ‘‘Light-Heavyweight" 


Sell it as a big capacity grinder that 
offers your customers the extra ability 
to do chip-breaker and tool and cutter 
grinding, al! with maximum accuracy at 
low cost. 


. combines positive accuracy with ad- 
vanced safety features—dval shatter 
proof-glass eye shields, engineered wheel 
guards, dust chutes, removable steel side 
plates, and adjustable spark deflectors. 


. » takes up minimum space. Sell it in every 
shop for grinding, polishing, and buffing. Bal- 
anced grinding wheels and precision ground 
shaft provide smooth, accurate performance. 


B & 
WALK 


DIVISION 


Rockwell Manufacturing Company «+ Pittsburgh 8, Pa. 


This advertisement appears in the November 1956 issue of Industrial Distribution 
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Keystone Lubricant tames 


hungry acid that chewed up 
costiy pump parts... 


Eastern chemical manufacturer learns how to cut 
parts replacement and pump maintenance at far 
less lubrication cost. 


Seething sulphuric acid chewed the “innards” out of 
pumps in a large east-coast chemical plant. Valve seats, 
cylinder walls and pistons had to be replaced continually 
at a cost of hundreds of dollars per month. Ineffective 
lubricants boosted costs still higher 


Keystone’s 2K-6 Lubricant put a stop to constant replace- 
ments, For what acid can’t reach it can’t ruin. With a 
tough film of 2K-6 protecting working parts, acid 
couldn't get its teeth into metal. Eighteen months after 
the first application of 2K-6 there had been no parts 
replacements, Subsequent experience has shown continu- 
ing, outstanding performance 


Cost of lubrication dropped to a new low. The previous 
lubricant—even though it sold for ‘4 the price of 2K-6 
was consumed at 5 times the rate of 2K-6—thus the actual 
lubrication cost was reducéd by more than 40%. And 
maintenance expense fell off sharply. Here is evidence 


Replacing acid-ruined parts in this pump cost 
hundreds of dollars per month until Keystone 
2K-6 Lubricant stopped the damage. 


of Keystone’s ability to give you guaranteed savings of at 


least 10% on your present lubrication.costs 
( | 


When you have a difficult lubrication problem— involving 
temperature, pressure, speed, moisture, vacuum or resis- 
tance to corrosion—call your nearby Keystone Distrib- 
utor. He has an intimate knowledge of local conditions 
which affect lubrication and he works closely with 
Keystone’s Lubrication Engineering Staff to give you 
specific récommendations, Further, your Distributor’s 
facilities make it possible for you to save purchasing 
time and reduce inventories. Keystone Lubri ating Co., 
21st & Lippincott Sts., Philadelphia 32, Pa.- Est. 1884 


SEND FOR FREE 
APPLICATION 
GUIDE 

Full information on 
how to avoid lubri- 
cation trouble is 
yours for the asking 
Write for your copy SPECIALIZED 
or get one from (LUBRICANTS 
your Keystone 

Distributor 


w.08 Meee 


“<- ve. 





MR. DISTRIBUTOR: Here's another report on savings 
and increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to utilize 


this, as well as other Keystone case studies in your selling 
for such lubricant performance can help you win 


new customers—and keep them sold 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 1956 





Here’s the quickest and simplest adjustable shelving on the market ! 


BORROUGHS 
STEEL SHELVING 


Borroughs open and closed shelving installation at Automobile Club of Southern California 


Here is shelving that’s way ahead in design and 
value. It is a sturdy, quality product that’s built 
to last. Except for the top shelf (2 bolts and 
2 nuts), no other bolts or nuts are required for 
shelves. You need no special tools whatever with 
Borroughs shelving. Just insert shelf support 
brackets into slots in uprights —tilt shelf into 
support brackets — and shelf is ready for loading. 
Each individual unit is complete in itself ..no 
part depends on unit next to it .. any unit or shelf 
can be moved independently. Send for catalog .. 
it telis a mighty interesting story. 


BORROUGHS MANUFACTURING COMPANY 


6 ‘ ARY } HE AMERICA? 


3024 NORTH BURDICK amy KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidicries: (Americon Metal Products Co.—Detrolt, Michigan—Union City, Tennessee) (AllionceWere, inc.—Allience, Obie 
Kilgore, Texas—Colton, Colifornic) (General Spring Products, Lid.-Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wellington, New Jersey 


Manufacturers of quality products for evtomobiles, trucks, aircraft, offices, factories, warehouses, and homes 
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Design that permits motor change in minutes... 


THE RIGHT “COMBINATION” FOR 


SAN SAN 
100 SERIES 


NOE 


REDUCTORS 


space saving design 
clean contours 
gearing efficiency 
cooling fins 


optional on 
PATENTS PENDING larger sizes 
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another reason why BOSTON GEAR Distributors have 


TOP PROFITS ON TOP VOLUME 


The new 100 SERIES RATIOMOTOR combines RATIOMOTORS 
a gear reduction unit and an easily detachable, The complete power package. Geor 


standard end-mounted motor. unit has fin-cooling and other high 
efficiency features of new 100 Series 


THE ADVANTAGES ARE EASY TO SEE and to Reductors. 

sell. There’s no downtime for motor repairs 

machine operation can continue with a spare motor 

The gear unit is undisturbed, preserving alignment 

Also, the original motor can be changed to one 

of special characteristics (explosion-proof, etc.) at 

any time. 

100 SERIES DESIGN gives the Distributor the me 

selling advantage of this and many other new SOLD WITH OR 
features keyed to modern drive needs . . . features WITHOUT MOTOR 


that mean more adaptability, more applications, 
more sales. 


100 SERIES SALES SUPPORT includes industry- 
wide advertising in 17 magazines read by 500,000 
potential buyers . . . major trade show exhibits 
. catalogs, mailers, and everything needed for 
effective local promotion . . . plus full cooperation 
of BOSTON GEAR Field Engineers 
FLANGED REDUCTORS 


There's no better “combination” for top volume 
The Ratiomotor gear unit, supplied 


and top returns. Ask any BOSTON GEAR Dis- 
; without motor. You buy and attach 
tributor. Boston Gear Works, Quincy 71, Mass ony denderd cnd-acvated moter of 


your own choice. 


1605 TYPES AND RATIOS - FROM STOCK 


The Leading ' 
Distributor Line neue 
7124 STANDARDIZED ca 
TRANSMISSION PRODUCTS 


STOCK GEARS * SPROCKETS and CHAIN + SPEED REDUCERS * BEARINGS 
NEW COMPLETE CATALOG NO. 56 


now on the job — everywhere — 
building bigger-than-ever sales potential 


Bigger (by 192 pages) than previous full-line catalog — 
includes hundreds of new listings — has more selling informa- 
tion, more engineering data. It is industry's favorite reter- 
ence for drive design and maintenance economy — in 
constant use by designers, plant engineers, ond purchasers 
everywhere. 


56-80.8.170Z 
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“KEY LINE SELLING” 


...Wwith 
Deming 
Pumps 


10) -a8-4. 
NTRIF 
PUMP 


to 


SELF-PRIMING 


boost Baus 
your 
profits 


 $) PUMPS 


The Deming line offers Distributors a Key 
to Key Line Selling of industrial pumps. Ability 
to meet the specific pump needs of most industrial 


users is one big advantage of the diversified Deming line. 


The Deming Pump School provides Distributors’ Salesmen 

basic training in applied hydraulics. Deming’s continuous program of 
sales promotion and advertising to industrial users helps pave 

the way for more resultful pump selling. Most important is Deming’s 


long-established policy of cooperation with Distributors. 


Streamline your pump business. Make Deming Pumps one of 


your “Key lines”. It's a proved way to boost your profits. 


THE DEMING COMPANY 
511 BROADWAY + SALEM, OHIO 
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HELLER 
Umerican-Swisa 


ROUND HANDLE 


NEEDLE FILES 


‘ ‘ 


aay SMUT Zs 


HELLER TOOL CO 


Also made in Square Handle Needle 
HELLER (Escapement) 5'/2" size only —cuts 0-2-4-6 


vixen” Gmeucan-Swias wucur” 
FAMOUS BRANDS MADE BY HELLER TOOL co. 


Subsidiary of Simonds Saw and Steel Co. 


America's Oldest File Manufacturer 
BRANCH OFFICES... New York © Chicago © Detroit © Los Angeles NEWCOMERSTOWN, O10 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





So sensitive they 
wouldn't crack an egg... 


Black & Decker Scruguns with 
Power-Speed Control are also .. . 





So powerful they could 
crack a nut! 


Dramatic Egg-Walnut Stunt Helps 
You Sell Black & Decker Scruguns° 


“eyclicate as an egg .. . tough as a nut!” You've 
heard those expressions in everyday conversa- 
tion, Now you can use them to dramatize and sell 
lack & Decker adjustable clutch Scruguns equipped 
with the exclusive, new B & D Power-Speed Control. 
Now, for the first time, you can offer electric drivers 
that provide precise control and uniform perform- 
ance never before possible with any other power 
drivers! Big, smashing Black & Decker ads are bring- 
ing this exciting story to practically every one of your 
prospects in the October 6 issue of The Saturday 
Evening Post . . . plus October and November issues 
of leading trade magazines. 

Here's how you cash in: 

1. Contact every prospect on your list doing 
assembly jobs. 

2. Tell them about the special experimental plastic 
rig that demonstrates the precise control pos- 
sible only with B & D Seruguns. 

3. Remind them how, with power and speed set 
at a minimum, the B & D Secrugun drives a 


screw so delicately that the torque doesn‘ 
crack an egg. 

4. Point out that with speed set at maximum, the 
B & D Scrugun drives a screw so powerfully 
that the torque cracks a pair of walnuts resting 
between the upper and lower plastic plates. 

5. Sell this wide range of control—“from finger 
lightness to wrench tightness”—that helps bring 
all the advantages of controlled electric power 
to every screwdriving application. 

6. Demonstrate how Black & Decker Scruguas 
with Power-Speed Control can save time and 
materials, cut costs and man-hours. 

Remember: Black & Decker Scruguns with Power 
Speed Control give you sales openings in electronics, 
furniture industry, plastics, automotive products, air- 
craft, body and boat builders, air conditioning, heat- 
ing and ventilating contractors and equipment manu- 
facturers, specialty manufacturers, and many others 

You can close more Scrugun sales by dramatizing 
the difference and demonstrating your product! 





THE MOST STARTLING OFFER in electric tool history is 
Black & Decker’s free service certificate on the new No. 100 
Heavy-Duty Impact Wrench! This offer only applies until the 
end of this year, so really push it! 


Unique B&D Service Plan is a 
Red-Hot Sales Tool 


The offer of a free full year’s service certificate with 

every new Black & Decker No. 100 Heavy-Duty 

Impact Wrench has set eyes popping throughout 

industry. It's a sales tool you get once in a blue moon 
so use it big! 

No other manufacturer dares make this offer be 
cause B & D tests show no other impact wrench has 
the guts of this Black & Decker brute! 

For example, in a gruelling torture test, a Black & 
Decker Impact Wrench was still going strong after 
600 hours of continuous operation. For example 
chrome alloy impact springs were compressed 100 
MILLION TIMES—even though engineers regard 10 
million cycles as infinite life! 

So sell that free service certificate on every B & D 
Impact Wrench call you make! 


Leading Distributors everywhere Sell 


Black & Decker: 


Portable electric tools—power-built to last! 
The Black & Decker Mfg. Co., Dept. 2411, Tewsen 4, Md. 





B&D’'s Complete Line Captures More Sales 





One of the most important keys to sales success 
with Black & Decker is the completeness of the 
line. With a history of pioneering in the broaden- 
ing of electric tool applications, Black & Decker 
has developed tools with multiple uses, spanning 
a variety of markets. There are more than 125 
different B & D Tools—without counting speed, 
voltage and other variations—and over 2,000 attach- 
ments and accessory items! 














Black & Decker’s 
Growth— another mark of 
a Key Line! 


Thanks to your selling, Black & Decker’s Hamp 
stead, Md., plant is really hopping these days 
And from this latest expansion will come mor 
of the complete line—more of the quality prod 
ucts—that make B & D a key line for you! 
Those are two of the “Seven Keys to Sales 

Black & Decker gives you. The others: bread 
markets so you can knock on any door; excellent 
service to keep customers satisfied; aggressive 
promotion that pre-s« lls for you; intelligent fac 
tory help to back you up on the tough ones 
and a good profit margin that makes sales pay 


off year after year! 


Make Black & Decker your “key line” and 
you'll make your selling time worth more money! 


LAST MONTH the latest addition to B & D's Hamp 
stead, Md., plant added nearly a half-million square 
feet. This plant is now four times its size when opened 
in 1952 to meet increasing demands for B & D tools 


THIS MODERN PLANT now handles all B & D 
assembly, shipping, accessory manufacture, Black & 
Decker's Towson, Md., plant remains manufacturing 
headquarters for all tool parts 














THE NEW CURTIS MODEL C-100 
TWO-STAGE, AIR-COOLED AIR COMPRESSOR 


Provides Higher Operating Efficiency 
Costs Less to Install 


25-30-40 H. P. 


THIS NEW Curtis Two-Stage will deliver more air per minute, per horsepower and 
per kilowatt hour of electrical energy consumed, thus assuring a saving in 


your electrical bill. 
It’s Air Cooled, thereby eliminating expensive water bills and assuring 
quick and easy installation with no complicated plumbing problems. 


The new C-100 embodies all the well-known Curtis engineering features 
such as centro-ring oiling and Timken Main Bearings. 


For complete information write for illustrated folder. 


OUR 102n¢d YEAR 


MANUFACTURING COMPANY © PNEUMATIC DIVISION 


1911 KIENLEN AVE. + ST.LOUIS 20, MC. 


Fa 


AiR HOISTS ° PACKAGED LIQuio AUTOMOTIVE 
AIR CYLINDERS 5 CHILLERS AIR COMPRESSORS 


ferereeEe See 
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Your Wickwire Rope 
Distributor and our 
metallurgist... 


work together for you 


This metallurgist — who is responsible for the 
quality of our rope wire—is with your 
Wickwire Distributor every time he makes a call. 


True, he’s physically in his laboratory, supervising 
the thorough testing of both ends of every coil of 
wire to assure uniformity throughout the coil 
But, whenever your Wickwire Distributor calls, 
he has the full assurance that metallurgists like 
this are constantly making sure that the product 
has the right chemical and physical properties 
to give long, dependable service. 

It’s just one more reason why your Wickwire Distributor 


knows he’s got top-quality wire rope, slings and strand to 
sell. ..and that these products will serve you well. 


4004 
A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 





Star you specify Taps 


taps and-gages i is speeding 
production, helping to turn 
out better products faster. 


TTY 
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How RBzW advertising builds 
fastener orders for you 


Plants of: Port Chester, N. ¥; Coraopolis, Po; Rock Falls, iit 
Los Angeles, Colif. Additional sales offices at: Ardmore 
(Phile.), Pa.; Pittsburgh; Detroit; Chicago; Delles; Sen Fron 
cisco, Seles agents of: Milwovkee; New Orleans; Denver 
Distributors from coast to coast 


RB«w FASTENERS - S707 Poin’ of any assembly 
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A job that reaches 


from Death Valley 


Rockets and Jets blast 
through nozzles coated 
with ROKIDE* “A”, a 
Norton-developed refrac- 
tory materia! that resists 
temperatures up to 
3600°F. Jet planes slice 
the air with glass-smooth 
wings, polished on ten- 
foot-wide abrasive belts 
produced in Norton's 
Behr-Manning plant. 


Automation in Automobile 
Plants. This Transfer 
Type Automatic Crank- 
pin Grinder is an original 
development by Norton 
engineers. It grinds auto- 
mobile crankshafts auto- 
matically including all 
locating, grinding, gaug- 
ing and transferring oper- 
ations — entirely without 
human aid. 











Across the world —and still expanding: A* vt 274 Grinding Wheel Pionts 


i Grinding and Lepping Mechine Pilent Ww Electric Furnace Plants 











LO ouler Spac 





California’s Death Valley area a barren wasteland? processes them into final finished forn 
Not altogether, for there are important minerals here This practice of starting projects from their very be 
Borax, for one, which is shipped to Norton to be processed ginning has led to the development of many Norton 
into various boron compounds including NORBIDE* “‘firsts’’, a few of which are described below, and all of 


boron carbide, the hardest material made by man for which are working out to the benefit of industr 
commercial use 
These borax-derived materials are characterized by 


extremely high resistance to heat and other unusual 
properties. Some, for example, are used as jet propulsion ? 
and rocket components —— and so, the job Norton begins 


in Death Valley reaches far into outer space 
Norton, in fact, starts almost every product it makes 


Norton electrochemically refines these products and A B we A S iv E S 


Making better products... to make your products better 





Harder Steels called for sharper cutting abrasives. Norton The “ Electronic Brain”. first to be used for billing in industry, 
answered with 32 ALUNDUM’® abrasive, made by a new process keeps accurate traci f Norton customer und distributor 
that resulted in much faster, cooler cutting action. This famou needs. Other electronic computers are used in plotting statiatic 
Norton “‘first’’ is one of industry's most widely used abrasive for quality contr and other production requirement 
Behr-Manning Plants — Coated Abrasives and Behr-cat® Tepes 
Norton Pike Plent — Sherpening Stones Refractories and tlectre 





Products Plant Bouxite Mines Main Office 





Informative Ads 


like this > 


PAVE 

THE WAY 
FOR YOUR 
SALESMEN: 


Ads like this appear regu- 
larly in leading industrial 
and = construction — publica- 
tions, as well as magazines 
directed to specialized indus- 
tries including the railroad. 
marine and petroleum fields! 
kvery ad stresses the com- 
plete line and = safety of 
Crosby-Laughlin Fittings for 
wire rope and chain 


Now Faster 


Delivery 


A new centralized warehous- 
ing svetem cuts delivery time 
of C-L Fittings to you by as 
much as 10 days assures you 
of lop level, sales boosting ine 
ventorics at all times! 


Stock and Sell 
the C-L Line: 


. famous Crosby “Red 
U-Bolt” Clips, “Load-Rated” 
Blocks Crosby - Laughlin 
hooks, shackles, turnbuckles. 
links and other drop forged 
fittings make up the most 
complete line available to in- 
dustry! 


Sell Safety 

Sell 
CROSBY-LAUGHLIN 
Fittings 


— 


RIGGED FOR SAFE DIE seni 


lo handle heavy, expensive die sets 

with complete safety, this manu fac- 
turer uses eight Laughlin Kve Hoist 
Hooks—two on each corner. The wire 
rope ts prositiy ely secured with genuine 
Croshy* Clips and Laughlin Thimbles 
protect the rope at the lifting points 


Lavcnuin Hooxs—drop forged and 

heat treated —take the nek out of this 

job ID he vere precision de signed and 

mianulac tured from s vwecial high quality 

steel] — construction that results in max- 

pene strength and uniformity with ” 
out excessive weight. Hooks are ” —- 
ivailable to fit rope up to 1," with 


capac ities up to 20 tons! : THE STRONGEST LINK 


Poucu Lavcuun Toiweces, manu Wherever a chain link is replaced or 
factured from hot rolled steel bare connections made, a potential safety 
resist crushing forces. They re offered hazard exists—unless genuine Laugh- 
in sizes to fit all ropes from }," to 2'4°! jin Missing Links’* are used to do the 
CEeNUINE Crospy CLIPS provide max job! This easily installed split link is 
essential whenever maximum safety is 
required, It's as strong as BBB chain! 
Drop forged “Missing Links” are 
matched to a perfect fit under tons of 
pressure. Your Crosby-Laughlin Dis- 


imum holding power for wire rope 
from to 3” im diameter. In every 
applic ation where the safety of men 
or materials must depend upon wire 
rope rigging safety engineers apecily 
Crosby Clips! Look for the “Red | tributor carries a complete range of 
BRolt"*—you'll see it in use every sizes from " to 176"! Insist on the 


! ee rideine Mica gl ink . 


where—in every industry ! 


Stocked and sold by natal distributors everywhere 


CROSBY-LAUGHLIN Deccocon 


American Hoist and Derrick Company 


FORT WAYNE 1, INDIANA 
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“One of the hest 
— fool investments 
we ever made! 








The SIOUX Impact Wrench can easily cut 
nut running time to % of what it was é | 
by hand. When you think of the number : REVERSE CAP 
of jobs requiring nut running, and the SWITCH LOCK 
time irivolved, it’s easy to see why men, who Prevents reversing 
have been buying tools for a long time, say mace end 
“It’s one of the best tool investments we’ve ing commutator, 
ever made!” — 
Expect to cut your labor cost substantially 
with any impact wrench. 

Look to SIOUX for 

leadership in power, per- 

formance and endurance. 


Model Humber 325 $ 99.75 
Model Number 330 ©=« 127.50 


ALL THE w 
ust s" STANDARD THE WORLD OVER... *Roug, 


ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


ELECTRIC IMPACT WRENCHES + GRINDERS + FLEXIBLE SHAFTS + POLISHERS @ DRILLS 
HAND SAWS © SANDERS © VALVE FACE GRINDING MACHINES «+ ABRASIVE DISCS 
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How Southern Fasteners Have a 


Direct Bearing on Your PROFIT PICTURE 


From initial order, on through many repeats—your 


Every order from Southern improves your position 
with your customer—just as the customer makes new 
friends through Southern’s invariable Quality, Uni- 
formity, Dependability, and unsurpassed Service. 


NEW YORK * CHICAGO 


WAREHOUSES 
DALLAS * LOS ANGELES 


wood scCREWwWS ° STOVE BOLTS ° 


ROLL THREAD CARRIAGE BOLTS ° HANGER BOLTS 





profit picture improves when you seil Southern 


Screws! 


Write for free Color Label Chart, Package Stock 
Guide, Bulk Stock List. Box 1360-ID ‘ 


«. 
SCREW COMPANY 


STATESVILLE ° MORTH CAROLINA 


MACHINE SCREWS ° Aas TAPPING SCREWS 
DOWEL SCREWS * WOOD and TYPE U DRIVE SCREWS 


Seld Through Leading Wholesale Distributors 
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accurate 
unbreakable 
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Built-in, accurate, unbreakable level with easy- 
view bubble. 

Accurate square, easy to use 

Full 10 foot, replaceable, WYTEFACE® tape 
rule. Sliding end-hook makes inside and out- 


side measurements accurate. $1 GX 
“price only . 


Rugged die-cast case with long-life chrome 
plated finish. shipping weight 2 Ibs. 14 ozs. 
per display box 


of six” 


Made by K 4 E, makers of instruments of precision since 1867 





K+> KEUFFEL & ESSER CO. 


HOBOKEN, NJ 








display box of 6 
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US PowerGaip “wine” setts 


218% SALES INCREASE 


WHY POWER TRANSMISSION DISTRIBUTORS 
HAVE MORE TO OFFER—MORE TO PROFIT! 


= By far the most complete and most versatile line of power 
transmission drives and equipment obtainable from any 
manufacturer of industrial rubber products. 
A combination of sales policy and products thot affords a 
profit-level opportunity without equal. 
The most extensive staff of power transmission field engi- 
neers available to distributors and their salesmen. 
A correspondence course in practical power transmission 
engineering available to our distributors’ salesmen. 
Power transmission handbooks and computing aids which 
make it simple and easy to design a drive with accuracy. 
Seminars held throughout the country for engineering, man- 
agement and purchasing personnel of industrial customers. 
A unique product—the PowerGrip “Timing” Belt drive — 
which helps distributors’ salesmen get into and sell new 
accounts. 

@ AN OPPORTUNITY TO REALLY SELL...NOT JUST MAKE 
QUOTATIONS! 


Wetch NCAA football, Saturday of ernoons, NBC-TV 
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AND GREATER INCREASES 


| IN JUST ONE YEA FORECAST FOR 1957! 


Biggest Power Transmission News of the Decade! 


The award-winning U.S. PowerGrip “Tim- 
ing” Belts are daily finding new and exciting 
uses in both original equipment design and for 
plant conversion. That's why sales are already 
up 218% over 1955... with even brighter fore- 
casts for next year. 

U. S. PowerGrip “Timing” Belt drives are 
now competitive with every form of power 


This versatile, non-slip drive that requires no 
lubrication is used by nearly every big-name 
manufacturer in the country...is fast becoming 
industry's leading form of mechanical power 
transmission. It's the big plus value in U. § 
Rubber’s complete power transmission line! 

To find out how you can gain great, new 
profits as a selected “U. S.” power transmission 


distributor, contact United States Rubber, 
Mechanical Goods Division, Rockefeller Cen- 
ter, New York 20, N. Y. In Canada, contact 
Dominion Rubber Co., Ltd. 


transmission up to 1000 hp. The new XXH 1” 
pitch “Timing” Belt, combined with estab- 
lished “Heavy Duty” and “Light Duty” series, 
provides complete horsepower coverage. 


U. S. FLEXIBLE COUPLINGS — provide for an unusual 
degree of both axial and angular misalignment 
between shafts. The central non-metallic flex unit 

is equipped with rubber teeth on the inner surface 

similar to a “Timing” Belt. These teeth mesh with 
grooves on the metal end flanges. The coupling 
provides a high degree of torsional resilience and =a 
does not transmit lateral thrust. Just introduced 3 
it will soon be available in a variety of size 


U. S. V-BELT DRIVES —A complete and well-estalb 
lished line of V-belts and sheaves including (1) 
light-duty belts featuring electronic cord tension 
ing and improved molding process which, 
together, eliminate vibration and uneven load 
distribution, (2) super-service belts made with 
Dacron cords for longer life and easier matching 
on multiple drives, plus distinctive red jackets to 
simplify stocking and identification, (3) connec- 
,tor-type Streamline V-belting in B, C and D 

ctions and sewing machine sizes, and (4) link 

« open end belting in A, B, C and D sections 


U. S. FLAT BELTING ~The combined lines 
provide the broadest selection of end- 
less and connector type belts for every 
application where flat belt drives are 
used. Such famous brand names as 
1.8. Royal, U.S. Rainbow® and U.5 
Speedage® Cord are known for 
" thrgughout industry! 


Mechanical Goods Division 
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ORIVE 


SELECT-A-SPEDE 
Deve 


_ ELECTRONIC 
S@LECT-A-SPEPE 


Is your adjustable -gpeed drive problem different ? 


_.. then it will pay you to 
look to Louis Allis for the best solution 


There are several reasons why it pays And here are the drive: that can do 
to come to US with your adjustable- the job for you 

* r hr 

speed drive problems. Ajusto-Spede Drives. 1 to 75 hp. 
axe to grind Constant torque with up to 10:1 con- 
tinuous speed ranges available. 
Infinitely adjustable eddy current 


clutch drive 


First of all, we have no 
We can recommend the proper drive for 
your needs because we make them all. 
There's no compromising. 

Secondly, when you turn your problem Select-A-> pede Drives. +’) to 400 hp. 
over to us, We tackle the whole job 8:1 constant torque speed range 


; _ assume the entire responsibility. with magnetic amplifier control. 
and finally, we have more than just Adjust te es —- . ‘aa . . ve BOLer 
drives tooffer..- ; we have engineer- teas”. 
ing and manufacturing experience. an 
we've already solved a lot of drive Spede 2/4 to 15 HP DC adjustable 
problems. That's why we can tell you speed drive motor with speed ranges 
what you need, no matter what kind of up to 100:1 and regulation to l/e” 
wachine you nave. See your Louis Alli: field engineer 
or write and tell us about your prob- 
lems. There's no obligation 


Electron} nd Static Select-A- 


gaat A setot 

Write fer letest in- 
fermative litereture 
describing the obeve 
drives, ef contect 
your nearby Levis 
Allis Seles Office 

5 


aso. THE LOUIS ALLIS CO. 


Mit 
WAUKEE 7, WISCONSIN 


IN 
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CASTERED WORK BENCHES REDUCE MANUAL HANDLING DAMAGE 


A system of castered work benches 
has practically eliminated the manual 
handling of electrical control systems 
and components being produced at 
Vickers Electric Division, Vickers 
Inc., St. Louis, Mo. These work 
be nches equippe d with Faultless Cast 
ersand Floor Truck Locks are used to 
move delicate instruments during 
their production and inspection, with 
out the hazard of manual handling 


[he purpose of the system was to 
provide a method which eliminated 
manual handling of the components 
as much as possible and thereby re 
duce handling damage and subse 
quent rejections of manufactured 
units. Faultless 924-5 Double Ball 
Bearing Swivel and 9725-5 Compan 
ion Rigid Plate Casters are used ex 
clusively on these unique work 

DOUBLE BALL BEARING SWIVEL TRUCK CASTER benches 
A rugged, all purpose swivel plate 


caster with two full rows of hard- 
ened, ground and polished grade 
“A” ball bearings rolling around 
full hardened raceways. Fulldrawn 
steel horn formed for surplus 
strength. Complete choice of 
wheels to suit floor surfaces, loads 
and operating conditions. Series 


We are proud of this Faultless per 
formance for Vickers and yet this is 
but one of the hundreds of tough jobs 
Faultless Casters have solved tor men 
inindustry. Do YOU havea materials 
handling problem/ Our experience d 
engineers will gladly provide you 
with helptul data, if you simply phone 


or write, no obligation 


900GS available with Neo 
prene Grease-Seal retainers, 
where ~ temperatures, FTL ALL STEEL FLOOR TRUCK LOCK 


chemicals or water are Easiest floor truck lock to operate. You 

encountered. simply step on one pedal to lock-——step 

, on other pedal to release. Positive action 

900 SFRIFS a sip” The steel brake disc assembly has a “uni 
cusuian ‘ versal joint’ which assures the Neoprene 
TREAD brake surface a firm, flat contact with the 
ROLLER floor even when floor surface is not level 


BEARING 
RUBEREX mentum BUT 
WHEEL : 


PRESS DOWN 
TO RELEASE 


MR. DISTRIBUTOR! This instatio- 

tion at Vickers Electric Division, Vickers, 4 bown 
Inc., is typical of thousands of Fauitless f- Le . — 
Caster applications making friends in / — 


every important industry. If you are not i A compression 
yet selling Faultless industriol Casters . spring atte the 
for similar projects ond want to know — = by 
the profitable facts, write today, no ,- ‘ rs prederermined 


obligation. ocking pressure, 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





BY OSBORN 





TOP PROFPIT LINE of brushes 
for every industrial need 


On every call, in any industry, you can increase the 
order and your profit by selling Osborn 
maintenance, paint or power brushes 


Consistent and effective advertising, plus top-quality 
manufacture, has established unequaled acceptance 
and preference for Osborn brushes 


Get your share of profit from the steady demand for all 


types of industrial brushes. The Oshorn Manufacturing 
Company, 5401 Hamilton Avenue, Cleveland 14, Obio. 








LO SBOR®» MAINTENANCE, PAINT AND POWER GRUSHES + FOUNDRY MOLDING MACHINES 
——S. —- 
——— 
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h to 
Safety ... Yet Rigid Enovug 
os aanggyal Maintain Straight Cutting! 


880° .v/f-1 <8 
3903-c73m 
SONOWIS 


iv 


“WELD 


Power Hacksaw Blade 
with The High Speed Steel Cutting Edge 


= ir i Sie oe er oS 


This Simonds-Engineered Blade with its factory-controlled weld 
is especially designed to meet all plant safety and performance requirements 
of your customers —- with real savings in time and cost per cut. 








Simonds ‘““Weld-Edge’’ Hacksaw Blades are tough will not snap in op 
eration regardless of abuse, neglect, machine condition or adjustment. These 
blades have a High Speed Steel cutting edge that resists wear and is adapt 
able for all types of cutting. 

What's more, ‘““Weld-Edge” Blades have a specially heat treated back 
that is not only shatterproof but possesses greater rigidity that pays off 
in straighter cuts and longer life. 


For safety, dependability and increased output at lower cost, push 
SIMONDS “Weld-Edge”’ the shatterproof blade with the Red End. All 


standard sizes available from stock. 
For Fast Gervice 
tr 


SIMONDS pemgenly eeeatie 


SAW AND STEEL CO — 
ss —_— SIMONODS 

" . ‘ industrial Supply 
EITGHOURG, MASS d DISTRIBUTOR 


Factory Branches in Boston, Chicogo, Sen Francisco and Portland, Oregon, Canadian Factory in Montreal, Que, Simonds Divisions 
Simonds Stee! Mill, Lockport, N.Y, Heller Tool Co., Newcomerstown, Ohic, Simonds Abrasive Co, Philo, Po. and Arvida, Que. Canada 
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Strength 4 


WHERE IT COUN 


Let your prospective customer pick 
up a Bethlehem Bolt at random, any 
type of bolt, and he'll recognize it as a 
quality product. For Bethlehem Bolts 
have sturdy, easy-to-grip heads, 
straight shanks, smooth-fitting threads 
ype: plus plenty of strength, where it 
; counts 

pETHLEHEW You'll find it good business to 
STEEL keep a large stock of Bethlehem Bolts 
on hand, to meet the varied needs of 

your customers 


Bethlehem Bolts Are Good Bolts 
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Save Space... Save Time...SELL MORE ROPE / 


Make 4 sq. ft. of Floor Space Pay 
Off in High Impulse Sales with 
COLUMBIAN 
COLPACK DISPLAY RACK 


With 


Columh; 


Sturdy, easy-to-handle Colpack Car- 
tons dispense Columbian Pure Manila 
or Radium Sisal in diameters from \.”" 
through %4”. Rope stays properly 
coiled at all times. Each foot is in 
prime condition as it leaves the box! 


Octagonal shape of the carton adapts 
it to your storage and display space. 
Place it anywhere — on floor, on coun- 


ter, under counter, or in basement — 
and it serves as storage bin, display 
unit and dispenser. 


Order Columbian Pure Manila and 
Radium Sisal Rope in 25, 50, 75 and 
100 pound Colpack Cartons from 
your jobber. Price per pound same as 
ordinary coil. 
































EASIER TO DISPENSE 
Alwoys cieon, compoct, Simply punch out hand hole 
neatly coiled. Free from at top of carton. Pull rope 
obrasives. No end, cut. Remoining end 
olwoys easy to reach 


TAKES LESS ROOM LOOKS BETTER 


Cormpoct cartons sove room 
moke room for complete 
stock, preventing lost soles dust, oils 
Store or display onywhere lashings to cut 


Combines neat, handy Coipack Cartons 
of all sizes in a single compact, eye- 
compelling display! In 20” x 29” of 
floor space, rack holds one Coipack 25, 
two 50's and one box of 100 ft. con- 
nected coils. Comes completely as- 
sembled, ready to use. 


Columbian Displays Make Money 
. » « Ask Your Jobber to Prove It! 


COLUMBIAN ROPE COMPANY, Auburn “The Cordage City”, N.Y. 
THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


e* 
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How it Works! 


Only new Sarco TD steam trap 
uses kinetic energy of steam to close valve 


GAS MANTLES have been replaced by electric 
lights, steam locomotives by diesels, propeller 
planes by jets. 

Now, the use of the kinetic energy of steam 
principle gives us a modern type of steam trap. 


The Sarco TD obsoletes all other types for 





Only 3 parts...all stainless steel 
Sizes % to 1”~e@ach body is as small as a tee 
fitting! Capacity is determined not by a bulky 
body but by the effective orifice, vaive action, 
pressure drop and condensate temperature 











Many Advantages 


1. Practically no maintenance—no valve 
mechanism, no narrow channels. Trou- 
ble-free simple design. Only 3 parts— 
all stainless stecl. 


One trap for all pressures —self-adjust- 
ing. One large capacity seat for 600 psi 
as for 10 psi. No changes or adjustments 


. Operates equally well on all loads —on 
heavy, light or no condensate load. No 
prime to lose. No adjustments 


. No steam leak required—to operate the 
Serco TD. Closes tight against steam 


. Discharges at steam temperature and 
vents air and air-steam mixtures at start- 
up and during operation. 


. Freeze-proot — when installed with out- 
let down, free to drain. 





most 10 to 600 psi installations. For example, it 
operates without a valve closing device—no 
bucket, float, bellows, pins, levers or gaskets. 
Glance below and you'll agree that no other 
steam trap is even similar to the Sarco TD! 
For a trial installation--write today. 


Only Sarco TD Thermodynamic Steam Trap 
Uses This Unique Operating Principle 
Which Permits Trouble-Free TD Design 


1. Inlet pressure raises disc “A” from sect... 
immediate discharge of air and condensate 
at steam temperature. 


2. Steam follows the condensate and the 
high velocity jet across the bottom of disc 
“A” creates a low pressure area (Bernoulli 
effect)...the jet is deflected into chamber 
“F” where it builds up pressure by recom- 
pression and this pressure acts on the top 
of the disc “A”... 





3. Pressure in chamber “F”, acting on full 
top area of disc “A”, exceeds force of in- 
coming steam and low pressure area under 
the disc...and immediately forces it down, 
closing the inlet. As condensation decreases 
the pressure in chamber “F”, the disc rises 
and steps | or 2 repeot. 


60-day trial convinces...No obligation...Use coupon! 


SARCO COMPANY, INC., Empire State Bidg., New York 1, N.Y. 
Please send me Sarco TD Steam Trap and strainer for 60-day trial. Size ——— 


For installation on 
Name 

Firm 

Address 


Title ——E 











— 


aieec 
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Talk of the Trade 


THE CLIMAX: They're still shaking their heads at 
the Hardware Trade Association in New York 

You'll recall at the summer golf outing, the golf 
chairman walked off with low net and the cup 

Then came the fall outing and who do you suppos 
No, it wasn't the golf chairman 
Hansen 


was the winner? 
this time—it was the president, Ken York: 


& Yorke 


NEW AND DIFFERENT: ‘The next time you get 
the inclination to do a little cooking, try out thi 
little dish 

Take two cartons of French-cut frozen green bean 


cook and drain; warm one can of condensed musli 


room soup, keep it in the concentrated form and stir 


it into the beans in a casserole dish; top with a can 
of French fried onions; brown in the oven (30 
degrees) and—VOILA Look, ma, I'm a chef 
thanks to Harriet Clark and anyone who says the dish 
affects your waistline just has to look at Sam Clark 
(Samuel Harris, Chicago Seriously, try it out 
and let me know how you like it and, if you hav 


a favorite recipe, I'll do as much for you 


RETIRED: After more than 50 years service, Fred 
Barksdale has retired from his vice 
ing agent post at Brown-Roberts Hardware & Suppl 
Alexandria, La. . . . Jack Smith, who recently com 
pleted a 22-month stint in the Army Transportation 


pre sident pur ha 


Corps, has succeeded Fred as P.A 


IKE AND FRANK: They didn't quite get on a 
firstname basis but Frank Crager (Indiana Mfg 

Supply, Indianapolis) did lunch with President 
Eisenhower last month Frank is a consultant to 
the Smal! Business Administration and, with a group 
of other consultants, met in Washington with 


Wendell Barnes, SBA administrator By the war 
Frank really had himself a trip going to the capital 

Ile went in a private plane with John L. Buchler 
Indiana Gear Works) and they got caught 

I lossie Who's Flossie? Why she was that 
hurricane that whipped up through Louisiana 
You'll find Frank's picture 1 page 124 


HEADLINE HUNTER:  llow: 
headline iia New York new papel 


DEPRESSIONS SEEN 
UNNECESSARY NOW 


I hose 


the 


SPEAKING OF PICTURES, | hop 
that McGraw-Hill pre entation 
99 of ID last month (Or, mayin 


pre itation m Industrial Marketin i 
where it Ippe ured orginal 


to tell vou what I'm talking abo 
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Here’s how 


VEEDER-ROOT 
helps distributors sell 


B| Clo ee 


SS Es 























See this “Sheow-Case of 
veeoar-roor ee 
COUNTERS... — 
wren Couwrens 
fadvetrial Supety Oret: ievter ste - 


Full-page advertising appears regularly in 
leading business magazines, promoting the 
benefits and savings of Veeder-Root Count- 
rol. And each of these pages is signed with 
this message: “insist on standard Veeder- 
Root Counters from your Industrial Supply 
Distributor’. 

In addition there is direct mail and other 

Count on 


helpful material readily available. Re- & 
» VEEDER-ROOT 


member, there’s money for you in counters 
... and Veeder-Root is the line you can count to help you build business with 
Mechanical, Electrical & Hand 


on. For full details, write Ted Nelson at: 
Counters for every 
VEEDER-ROOT INC. industrial application 
Hartford 2, Connecticut 
Offices in principol cities 
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NEW SALES POWER FOR SKIL DISTRIBUTORS! 


brings greater selection and 
versatility to the finest line 


of woodworking tools 


Here's additional proof of the way SKII 
helps you sell—by providing you with more 
tools in the sizes and types your customers 


need for top efficiency 


Now the woodworker or carpenter can 

1% U.P. Reuter % U.P. Revter 
work more easily and rapidly with a router oasis a9 sedel 297 
@ 23,000 r.p.m. @ 23,000 r.p.m 
@ 7'%" high, over-cll © All precision ball 
handling SKIL Model 297 is more than — © Wet weight, 12% Ibs becrings 

j j ® Price—$125.00 © 6" high, over-oll 

powerful enough for dadoing beading, rab © tne only 5% tbs 
eres © Price—onty $57.50 


pecially built for him. The lightweight, easy 


beting, mortising, veining, and cove cut 
ting handles a wide range of decorative 
cutting jobs. And when used with the 
timesaving, worksaving new SKIL hinge 


Hinge-Butt Template Kit 
butt template kit, it brings new speed we. 17070 


and simplicity to door and jamb mortising Eliminates measuring, complicated 
No calculations or layout required! calculations ond layout! Jomb pins 
automatically position templates 
no nailing of temporary door stops 
Sell SKIL quality woodworking tools— ,.. jeden, Gentle end Gntl 
the line that gives you a tool for every fies hinge mortising of doors ond 
' . nite jambs. Price, $45.00 
stomer'’s needs! 
= No. 17070 KIT 


3” Combination Picne 
Model 100 
© Adjustable to full 45° bevel, 
right or left. 
© Full depth adjusiment—0 to 4" 
@ Right- or left-hand chip ejection 
@ 13,500 rpm 
© Ali precision ball beorings 
© Price—$129.50 
‘ Made only by SKI Corporation, formerly SEUSAW, inc 
For the Complete Story on How SKIL Helps 5033 Eston Avene, Chicage 30, H, 360! Ovadeas Yreet West, Toronto 9, Ontario 
You Sell, Contact Your SKIL Representative Today! Fectery Branches in All Leoding Cities 
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"Mr. Ikirt, Republic 
Rubber is Taylor-Parker's 
Number 1 Supplier." 


"It's a pleasure, Mr. Parker, to do 
business with one of the South's 
leading Mill Supply Houses” 


Everybody for miles around Norfolk, Virginia, knows Taylor-Parker Co., 
Inc. . . . and most industrial users identify Taylor-Parker as an Accredited 
Republic Rubber Stocking Distributor. Of all the many manufacturers they 
represent, Taylor-Parker SELLS MORE REPUBLIC RUBBER HOSE, BELT 
AND PACKING THAN ANY OTHER LINE IN THEIR COMPLETE 
STOCK. 

The 65 Taylor-Parker employees can be proud of this fact for two reasons: 
(1) they are doing an outstanding job; (2) they are showing by dollars that a 
well organized, well managed Mill Supply House can successfully merchandise 
a product that many general line houses have too easily let go to the so-called 
“specialty houses.” 

The growth of Taylor-Parker Co., Inc., closely parallels the growth of 
the new South. In 1867, following four years as Adjutant to General Robert 
E. Lee, Colonel Walter H. Taylor started a hardware house known as Taylor, 
Elliott and Watters. Several changes in corporate name followed until, in 
1913, the firm became Taylor-Parker Co., Inc. 

In 1932 Mr. Parker signed his first contract with Republic Rubber. We 
are proud of this nearly quarter of a century of close association with Mr. 
Parker and the entire Taylor-Parker organization. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER A TIRE CORPORATION, YOUNGSTOWN |, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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about an evaluation of our industry that wa 
recently made by the purchasing agent of a well 
known corporation with plants in all parts of the 
country. He said, “The strange thing about you: 
industry is that your people sell thei nationally 
known products but they don’t sell themselves 
They don’t tell me why it is more economical fo: 
me to buy from them than it is to place my busines 
direct. | say it is strange because I have a feeling 
that a lot of your people aren't even convinced of 
the economic importance of distribution themselves 
Or they don’t know how to make their case. They 
don't tell me how, in the performance of their fun 
tions they save me money. Rather, in too many 
instances, your people start their sales talk by offering 
price concessions as if that was the only way they 
ould save me money.” 


fe MY EDITORIAL THIS MONTH, | want to tall 


Tell Your Story 


Now, that sort of sets you back on your haunches 
But it is confirmed by a lot of evidence from dif 
ferent sources. As I read the record, one of the 
objectives of the Joint Merchandising Committee of 
depression days was to “sell” the economics of buy 
ing through distributors to the industrial purchase: 
During the past 10 or 12 years, INpusraian Distr: 
BuTION has prepared and made available to di 
tributors pamphlets, direct mail pieces, advertising 
material spec ihe ally designed to tell the distributors 
story. For example, in one feature section, “Sell 
Your Services to Industrial Buyers’, we even hired 
in advertising and public relations firm to help u 
put the whole argument together in a package. All 
these efforts and others not enumerated have either 
met a desultory death on the vine or quietly perished 
in a sea of apathy. The point is, as the buyer’: 
testimony indicates, we haven't sold ourselves. The 
job still needs to be done 

lhe main points in the story of how an industrial 
buyer saves money when he places his business with 
in industrial distributor are relatively easy to recount 
ilthough there may be great variety in the telling 
You save him time and you save him money because 

1. He can cut his costs of carrying inventory when 
he has at his disposal an ample preassembled stock 
m the shelves of his local distributor. The com 
ponents of this stock can be adjusted to his product 
needs ind production SC hedule 5 

2. He can reduce the costs of running his own 
purchasing department: (a) paper work costs—one 
wder instead of many; (b) sales interview costs 
one salesman instead of many; (c) follow-up costs 
djustments as fast as a local telephone call; (d 
product information or finding costs who makes 
it, price, delivery dates, alternate, substitute or com 
petitive product 

lhe various points in this story need to be told 


Industrial Distribution 


Why Should | Buy From You? 














th 


over and over again. One shot is not enough and 
ways of doing it are almost infinite. Just this week 
I came across a little 4 x 8 four page folder put out 
by a steel warchouse in New England. It is a nicel 
laid out and printed job with a couple of cartoon 
to get attention. Here is what this distributor 1 
telling his customers (yours too, for that matter 
Possession may be nine points of the law, but 
possession 1s expensive. The average hgure in Ameri 
can industry for INVENTORY ‘COST OF POS 
SESSION’ is 2 per cent per month—-24 PER CENT 
PER YEAR. In these competitive days, costs are 
being scrutinized more closely. One cost frequently 
overlooked is the ‘COST OF POSSESSION We 
can cut your ‘COST OF POSSESSION’ and make 
1 substantial contribution to your profit picture 
because INVENTORY IS OUR BUSINESS and 
the COST OF POSSESSION of that imventory 
should be on our shoulders, not yours.” 

And so the brief, effective copy goes 
this distributor could help his buyers cut their costs 
Wonderful! But this is only one voice crying out 
the message in the wilderne And he isn't even 
in industrial distributor, strictly speaking 


Get In The Act 


telling how 


I've had a purpose in pointing out the sad stat 
of customer relations in this industry. All is not 
black. We have an opportunity to do something 
ibout it. Over the past couple of years the industry 
has become increasingly aware of the need for doing 
something to improve its relations with customer 
with suppliers, with employee ind with local civi 
ind educational groups-—in brief, to improve the 
community by im 


The prob 


stature of the industry in ever 
proving relations with many “public 
lem is one of developing a way of tackling the job 
a modus operand) 

At the past convention, a Joint Public Relation 
Committee was set up and assigned the job of com 
ing up with an industry-wide program to accomplish 
these objective: This is a tough assignment. A 
review of our past experience gives no course fo 
runaway optimism. But the Committe member 


we outstanding leaders of the industry, and their 
records reveal years of unselhsh service in activiti 
to he Ip the indust: The need your cooperation 


now and certainly when an effective program is put 


before you, they will need your active support. In 
the meantime, you should get in the act on 
your own hook Tell your tory im your own 
interest, as the steel warechouseman did, one point 


it a tin 


atl, 
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NINE INDUSTRIAL DISTRICTS have been set up on and around new 
belt highway, Route 128, by Boston developer, Cabot, Cabot & Forbes Co 


Today s Industrial Districts: 


Industry is on the move to the suburbs—to vast industrial dis- 


tricts; what does it mean in terms of serving customer needs in 


changing trading areas—in terms of planning for the future? 


NDUSTRIAL pisraicrs such as those 
I pictured above are suburban areas 
planned and developed by a sponsor- 
ing organization for exclusive indus 
trial use. The sponsoring organiza 
tion, or developer, usually offers a 
“package deal”—all the technical 
and financial services necessary to 
erect an office building, laboratory, 
warehouse or factory. 

Industrial districts have existed in 
this country for years, usually devel 
oped at cost, or less than cost, by 
railroads interested in increasing on 
line freight. Today, however, these 
developments are sponsored by pack 
age-builders; there are various types 
and many ramifications. While 
nobody knows who originated the 
package deal, the basic idea goes 
back as far as the early 1900's, 

In general, the developer acquires, 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 


assembles and markets land for the 
exclusive use of industry. This is a 
highly-specialized field requiring a 
broad knowledge of industrial 
requirements plus the ability to per 
form a variety of operations includ 
ing zoning, easements for 
facilities, design and construction of 
buildings to suit individual needs 


service 


Parking Areas Important 


Developers usually encourage site 
purchasers to acquire a minimum of 
50% more land than is needed for 
the building alone. Other parking 
standards used are: spaces equiv 
alent to 30% of employees on duty 
at any one 
cach five employees, or one space 
for each 1,000 square feet of floor 
Double shifts and the need 


time; one space for 


area 


for customer parking, however, have 


made many of these yardsticks 
obsolete 

The emphasis on adequate park 
ing facilities is a boon to distribu 
tors’ salesmen who frequently waste 
time looking for parking space when 
calling on plants located in the heart 
Parking facilities also are 


the 


of a city 
a major consideration for 
suburbs 

The package deal appeals to dis 
tributors who have little opportunity 
to accumulate knowledge on site 
location and design and construction 
of suitable buildings. 

Ihe deal provides, in advance, a 
quoted annual rent if the distributor 
wants to lease, or a lump sum if 
he wants to own. The distributor 
knows the full cost of the building 
right from the start; there are no 
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LeValley Mi 
Industrial Park 


THREE INDUSTRIAL DISTRIBUTORS, Syracuse Supply Co 


Leod, Inc. and Onondaga Hardware Cx ire located im Syracus 


What They Mean To You 


‘| he 
squarely in the 


calle d 


site in the Brook Hollow Industrial and the property purchased 


District. 


unexpected extras and one firm 


pare el selected is 


issumes full responsibility for every 
middle of what today i 


thing. 

There are some reasons why leas 
ing may be better than owning for 
an industrial distributor. Instead of 
making a large initial investment, 
there is a definite rent cost over a 
long period (leases may range from 
15 to 30 years, though some devel 
opers prefer keeping them down to 


20 years ) 


Leasing Has Tax Benefits 


Also, this is a_ tax-deductible 
expense and may be more than the 
depreciation that could be charged 
off if the building were owned by 
In effect, the dis 


is borrowing 


the distributor 
tributor, as tenant, 
long-term money, but the lease need 
not show up on his balance sheet as 
a long term loan would. 

Some industrial districts boast 
elaborate features and luxurious fa 
cilities. Earlier this year, in Dallas 
for example, there was a formal 
opening of an Industrialists Club 


situated on a landscaped four-acre 


The Syracuse Story 
6@ YRACUSE INDUSTRIAL Park” is 
s) the current label for the gen 
eral area lying south of the New 
York State Thruway on the north 
eastern outskirts of Syracuse 

Land previously used for farming 
purposes was placed on the market 
A large part of these farmlands was 
purchased for principals and actively 
developed by a local realtor, Eagan 
Real Estate, Inc., and the 
“Syracuse Industrial Park” 
utilized by them to promote the 


hari 


was 


general vicinity. 

H. E. Torell, vice president of the 
Industrial Supply Division, Syracuse 
Supply Co., says, “Several years ago 
when the question of selecting a 
sits for our future principal office: 
and warchouse arose, our Executive 
Committee made an exhaustive 
survey of all localities in and around 
the city which seemed adapted to 
the requirements of an industrial 


distributor. A decision was reached 


Industrial Park 


seve ral 


SVracuse 
localities 

with 
utility 


services, sewer, water, railroad, drain 


There wer 


almost equally as desirable 


respect to availability of 
we characteristics and weiglit-bear 
but 


class 


was 
the 
chosen from the point of view of 


ng capacity, nom con 


sidered in a with area 
convenience and accessibility to our 
customers—and in our business this 
spells ‘Service.’ 

A survey, undertaken by our 
taff, comparing the newly-selected 
site with our present central loca 
tion in the heart of downtown Syra 
that 


substantially 


L1S¢ howed delivery time 


would be reduced to 
over 80% of our major local manu 
accounts 


facturing Subsequent 


the has 
naturally increased this figure as ad 
both old 
new, have established plants in the 


Industrial Park.’ 


Plans for Syracuse Supply's new 


deve lopment of area 


ditional customers, and 


What happened in Boston —» 




















Today’s Industrial Districts (Cont’d.) 
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q. ft. building in Syracuse Industrial Park 


quate. Today, firm occupies 


building call for approximately 
100,000 sq. ft. of floor space. “Our 
design will aim primarily at facil 
tating customer service, reducing 
the cost of expediting small orders 
and assuring efficient handling of 
bulk shipments by truck or rail,’ 
Mr 


lorell said 


McLeod Moves Twice 


In 1953, LeValley McLeod, In 
of Elmira, N. Y. with branches in 
Binghamton, Olean and Schene¢ 
tady, decided to open a branch in 
Syracuse. In October of that year 
they leased a 
Syracuse Industrial Park develope: 
Fagan Real Fstate, Inc. Though 
the new branch consisted of 11,000 
sq. ft 
ing and three truck loading doors, it 


building from the 


floor area with a railroad sid 


proved inadequate within two years 
Today, the firm oceupies a leased 
concrete and steel building with 


24,000 sq. ft. of floor space 


Branch Manager Robert P 
Edwards, says, “We have approxi 
mately six acres for expansion of 


development of the property Our 
new building has truck level load 
ing docks, ample parking facilities 
and we find it an extremely advan 
tageous location 

Also located in Syracuse Industrial 


RAPID GROWTH is illustrated by LeValley McLeod, Inc whe 


above binlding 
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leased an 11,00 
Within two years, quarters proved inade 


consisting of 24.000 sq. ft 


Park Onon 
daga Hardware Co., a division of 
W. W. Conde Hardware Company 
of Watertown, N. 

Citing his reasons for locating im 
this area, President W. W. Conde 
stated, “We found we could have 
a building built to our specification: 
and rented on a long term lease 
furthermore, geographically, it is 
very available to all our customer: 
to reach without getting into much 
of the Syracuse downtown traffic.’ 

In addition to the new $600 mil 
the 
boundary, the development 


is another distributor 


lion ‘Thruway on northern 
now 
boasts such immediate and adjacent 
facilities as a $20 million airport 
with 5,000 ft. runways, a public golf 
course highways 
pletely surrounding the area, New 
York Central freight lines accessibk 


from three given points, 40-in sani 


concrete com 


tary sewers, 16-in water mains, and 
one of the largest power stations of 


the Niagara Mohawk Power Corp 


The Boston Picture 


+ rHE GREATER BOSTON AREA, since 
1948, one developer, Cabot, Cabot 
& Forbes Co., 
dustrial centers on, or adjacent to 
Route 128, a circular highway that 
out of 


has organized nine in 


has every major highway 
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like 


Boston 
pokes in a wheel. 

One of these developments, The 
New England Industrial Center, 
covers an area of 6,800,000 sq. ft 
fronting on the east side of Route 
in the town of Needham 
Opened in 1953, it now has 17 build 


connecting with it 


125 


--or 


ind is only 75% complete 


ing 


Effect on Boston Distributors 


lo determine how these nine in 
dustrial districts affected the opera 
tions, sales coverage and future plans 
of local distributors, a survey was 
made of distributors in the Greater 
Boston area 

Significantly, 75% of the respond 
ents declared these developments 
had brought additional business to 
them 

Over half of the 
stated that, if they were to plan on 
the Route 128 industrial 
centers would be a major influence 


distributors 
moving, 


in selecting a new location 


Good Highway Helps Service 


President V. A. Dodds of Brown 
Wales Company, Cambridge, said, 
lo be thru 
highway 
trafh 


able time 


close to a major or 
bett.« 
This saves valu 


means service—no 
problems 
Other distributors who 
ited the advantages of escaping the 
congested city trafic problems were 
G. R. Armstrong Manufacturers’ 
Supphes, Inc.; John R. Parry, Inc.; 
ind Chase, Parker & Co., Inc 
Stanley Sheldon, Chase, Parker 
vice president, also pointed out, 
One of the reasons for making the 
moves to Route 128 was the very 
high tax rate in Boston, and tax 
savings are naturally a factor.” 


Mr 


sidered a proposal to locate in one 


Sheldon, who recently con 
of these centers, adds, “We decided 
however, after going over all good 
ind bad things in connection with 
that it 
our advantage to stay in our present 


making this move was to 


location In view particularly of 
the improvements that are being 


(Continued on page 186) 
















«<p . 

: t Me 

eae te, ” 
— ~ . 4, 
os PME. PERN 


3-DIMENSIONAL CATALOG”, one of Rockford Tox 
: dj st ried int fon mt ty j j 1) Hla 


On The Go With A Sales Program 


Illinois distributor's planned sales effort encourages salesmen in fore- 


sighted, intensive cultivation of their accounts; increased sales result 


Here's how the program works —> 
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On the Go with a Sales Program (Cont’d.) 


* 
aah 


“DISPLAY CATALOGS” such as pictured here are stand 
urd equipment in Rockford Tool’s campaign to encourage 
Salesman LeRoy 


intensive cultivation of account: 


* 


Hank DeKieser 


Nelson & Clutch Co 


tool room foreman 


is putting one of the display boards to work on the desk of 


Warner Electric Brake 


“Three-Dimensional Catalogs and Planned 


HROUGH A PLANNED 
T evvort, Rockford ‘Tool & ‘Trans 
mission Co., Rockford, Ill., has given 
direction and objective to its future 
growth. Morris Kobrin, president, 
set the pattern of planned selling 
some time ago by creating the posi 
tion of sales promotion manager 
and putting Robert D, Gaertner in 
charge to initiate an integrated sales 
program 

Both Mr. Kobrin and Mr, Gaert 
ner decided the firm's future growth 
should center on intensive rather 
than extensive coverage of accounts 
Chey knew, for example, that most 
from 
They 
knew, too, that customers weren't 
as fully aware of Rockford 


tock and service in abrasives, bronz« 


of the firm's business came 


ome 50 plants in the area 
lool 5 


ind bearings, and cutting tools as 
they were of its transmission product 
lines. 

The problem, therefore, was to 
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SELLING 


help Rockford Tool’s salesmen give 
equal attention to all lines, instead 
of yielding to the temptations of 
“pet line” selling. ‘The 
called for fundamental reappraisal 


solution 


of the whole approach to sales pro 
gramming and training. Salesmen’s 
presentations to customers, pape! 
work, and control, relations with fac 
tory men, scheduling of calls—thes« 
and other aspects of the sales pro 
gram were revamped and coordi 
nated with long-range objective 


Portable Displays 


First, portable displays were cre 
ited for each category of product 
Mr. Kobrin calls them “three-dimen 
Many of these di 
plays had to be constructed by Rock 
ford 
didn't have display material or were 


sional catalogs.” 
lool, since some suppliers 


reluctant to go along with the idea 
“The 


customer's interest would 


be aroused by these displays,” says 
Mr. Kobrin 
ictually 
He would also be 
ill of the 


lo us this was 


“because he could 
ot the 


able to see at a 


handle some items 


glance items and brands 
we stocked 1 new 


conce pt of selling 


Two-Part Year 


But the creation of the display 
was only the beginning. ‘The next 
tep was to insure that the di plays 
would be shown to the right peopl 
it the 


The year was 


right time 
div ided 


into two five-month px riods, and all 


arbitrarily 


products were grouped into five cate 
gori During the first five-month 
period, a different product category 
One 


how the 


would be featured each month 
week the salesman would 
ompany display and the remaining 
a differ 
s display in the product 


weeks of that month show 


ent supplier 
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CONFERRING on last month's calls with Rusty Girling, 
salesman, (right) is Rockford Tool’s sales promotion manager 
File folder contains 
report” sheet; on board saiesman’s demonstration records 


Robert D. Gaertner 


small accordian fil 


“consolidated call 
im preparation for 


Contacts with Customers Pay Off 


category. At the same time, the 
salesman would hand out literature 
pertinent to the display 

“This monthly push,” says Mr 
Kobrin, “giving 


demonstrations in a product cate 


four  difterent 
gory to key personnel in a company 
would emphasize our company and 
the products in the buyer's mind 


Second Period 


During the second five-month 
period, a different product category 
is featured each week, and literature 
left after 
demonstration 
weekly campaign, according to Mi: 
Kobrin, is to impress the customer 
with the variety of the firm’s lines 
Mi Kobrin Mr 


Gaertner realized that salesmen 
wouldn't automatically start selling 


with the customer each 


The purpose of the 


However, and 


according to cut-and-dried plans 


So they cam 


set up an incentive 


paign, $1,500 for 
prizes that are redeemed by point 
the 
can win points for various phase 


appropnating 


won by salesmen. A salesman 
of the program, and any time hi 
has sufhcient points he can “pur 
chase” a prize listed in the contest 
catalog 

The 


effort beyond the normal 


“contest” doesn't pay off for 
Its pur 
pose, rather, is to pay off for the 
salesman doing just the normal 
that is, seeing his prospects and cu 
tomers, demonstrating products, and 


handing out literature 


For Best Mileage 


l'o make certain displays are given 
the best 
system has 
call 
record of plant personnel, and keep 
ing 


accotint de velopments 


“mileage” by salesmen, a 


been installed of regu 


lating frequency, keeping a 


salesmen posted on latest 


“TICKLER FILE 


terial pertinent to « 


furnished each salesman in form of 


where he can keep memos and other ma 


ich call. Here Mr. Girling checks his file 


making a all 


file 
tabs 


account 


bor there 1 | 
folder, 
to indicate days which the 
should be I he 
lined up in the drawer so that those 
with left-hand tab 
with center tabs twice a 

those 


month 


each account 


with different-colored 


called on files are 


indicate weekly 
calls, those 
with right-hand 


month, and 


tab 


One? j 


“Consolidated” Report 


a list of 
the 


call 


kach file folder contain 
unportant plant people 
duplicate of the ale 
Also in the file’is a 


call report howing what 


and 
man's 
report “con 
olidated 
display the salesman had 


This 


with 


hown to 
the tre 


mdivi 


whom form shows 


whi h variou 


called 
The frequency rate is de 
I he 
data 


suc h ad 


quency 


dual hould be on and 


phoned 
termined by a sales conference 
file folder also contains other 


pertinent to the account 


For “Incentive Campaign,” this way —> 





On the Go with a Sales Program (Cont’d.) 


quotations, literature requests, and 
back orders. This folder must be 
consulted by the salesman prior to a 
call, 

Fach salesman is given a small 
“accordian” file containing 21 
pockets—pockets for six days of 
the first week of the month, three 
weeks of the month, and 12 months 
of the year. Into this “tickler’” file 
the salesman puts notes and letters 
and other memoranda he wants to 
bring up with the account at a par 
ticular time 


The Wives 


Mr. Kobrin and Mr. Gaertner 
haven't overlooked the distaff side 
of the sales campaign. The wives 
of salesmen are invited to choose 
the prizes they most want their 
husbands to win in the incentive 
campaign. And the firm keeps them 
informed periodically by letter of 
sales problems their husbands ar 
encountering 

Salesmen themselves receive pack 
aged sales training letters on varying 
themes (“Gravyland Campaign,” 
“Selling Bee”). Mr. Gaertner also 
subscribes to another service which 
he adapts for distribution to the 
salesmen, and which is also used as 
a basis for sales meetings. 

Sales meetings have been arranged 
with factory representatives, and 
there are weekly meetings at which 
outside salesmen train the telephone 
order men in products. 


Result: Results 


The results of this whole sales 
program have been encouraging, 
reports Mr. Kobrin. All the sales 
men have shown increases in volume 
despite the fact they now have fewer 
accounts—accounts which now are 
worked more intensively than before 
One salesman showed a 90% in 
crease.over a year ago. Another is 
60% up in his sales volume 

To round out the program, the 
firm is now planning a mail cam 
paign and the development of house 
accounts. 


POP SALESMAN Don Harris 


rdom mecenti mipagn 


Three -Target Incentive Campaign 


ocerorp Too.’s “INCENTIV: 
R CAMPAIGN awards point 
to salesmen for effort in three 
categories—for demonstrations, 
for new items sold, and for in 
creasing volume. ‘To maintain 
the salesman’s interest in the 
campaign a poor performance 
in one category does not affect 
his chances of winning in an 
other category. Thus, if he 
falls down in demonstrations 
he can still pick up points in 
new items sold or increasing 
his sales volume 

For demonstrations, the 
salesman wins points every 
time he shows a display, and 
points for the most demonstra 
tions (over a qualifying num 
ber) in a month and over a 
five-month peried 
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lhe salesman can win point 
for any new items not sold in 
the previous year, and points 
for the greatest number of new 
items (over a certain number 
sold on a monthly and five 
month period. The same basi 
of point-scoring is used for in 
creased sales volume. Point 
are also awarded on the basis 
of the salesman’s percentag 
increases in these categories 

The incentive campaign 
places emphasis on the sale: 
men’s demonstrating and sell 
ing to a particular buying in 
fluence in a plant. Otherwis¢ 
there would be a_ tendency 
away from “intensive” selling 
which is the whole point of 
Rockford ‘Tool’s new sales 


program 








What are our sales objectives? 


What earnings will attract, and keep, 
salesmen with the qualifications to do a 
good job? 


What level of fixed salary can we pay? 


Have we made provision for periodic 
review and revision? 


If employing commissions or other incer- 
tive elements, will our rates yield the 
needed incentive? 


Have we pre-tested the plan against 
probable sales results? (Try minimum 
figures, and extremes, based on past 


results.) 


Have we considered the effect of varia- 





To Insure Workability 
of Your Salesmen'’s Compensation Plan 


Answer these 12 Questions 


tions and extremes caused by accidental 
factors? 


Do we anticipate changes of salesmen’s 
territory, splitting of commissions, etc? 


Are we set up to announce, and explain, 
the plan in detail so there will be no 
misunderstanding or apprehension? 


Have we discussed with our salesmen, 
and considered, what income they expect 
and how they prefer to be paid? 


Have we set up operating routines, with 
sufficient personnel, to implement and 
administer the plan? 


Do we expect the plan to substitute for 


observation, direction and control? 





How Should Salesmen Be Paid? 


The system should foster a sense of security, good morale, and an incen- 


tive to earn more—plus being flexible, economical and well administered 


By George lL 


Bottari 





Unfortunately, the above is almost an impossible 
ideal, for a salesmen’s compensation plan com 
if, how 


ever, you are familiar with all types and combina 


pletely satisfactory to all does not exist 


tions, chances of devising a workable plan for your 
sales force will be greatly increased. Drawing in 
large part from the definitive study by Professor 
Harry R. Tosdal (“Salesmen’s Compensation”), this 
article relates the elements of sound compensation 
plans to the operations of a successful industrial dis 


tributor sales team 
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Pay plan is key to turnover problem —> 








How Should Salesmen Be Paid? (Cont’d.) 


executives to conclude the problem is insuperable, nor 
should they be complacent with mediocre plans 
Periodic appraisal and revision of existing compensa 
tion plans, and sincere attempts to devise new ones 
to meet changing conditions, are musts in the manage 
ment of any successful salés team. One industrial 
psychologist estimates that it costs $5,400 to hire, 
train, and then lose a salesman. Few in the industrial 
supply field will quibble with this figure 

Turnover in salesmen, as all executives know, is 
costly in many ways and, when reasons are sought, 
invariably “inadequate compensation” is the key 

While there are unquestionably many satisfactions 
to be obtained from selling, surveys reveal that com 
pensation is a top factor in the minds of those so 
employed, Electrical supply salesmen, for example 
when asked to number in order of importance to 
them reasons why they liked to sell, cited adequate 
compensation as number one (26.1%). (What Do 
You Get Out of Selling?—Electrical Wholesaling, 
August, 1954) Interestingly enough, half reported 
they made $7,000 or more the previous year; 14.7% 
earned over $10,000 








Five Factors 


A good salesmen’s compensation program should 
include 
security 
incentive 


| 
- 
3. flexibility 
4 


economy 
5. morale 
No salesman can funetion efficiently at starvation 
wages. By the same token, no company can afford to 
pay excessive earnings. ‘The plan should offer adequate 
income for acceptable work 
Salesmen, even more than other types of workers, 


want a goal, a challenge, and they expect remuneration 
in proportion to their attainment of that goal. When 
there is an opportunity to make more money based 
on their efforts, most salesmen will work harder and 
longer 

Business conditions must be considered fully to 
msure satisfactory operation of the plan during 
economic fluctuations 

The cost of a compensation program includes 
travel and other expense incurred by the salesman 
(operation of car, et plus the cost of administering 
the plan. While the plan must inspire salesmen to 
do an effective, creative selling job, cost must be 
competitive with the industry. 

Good morale is possible only when everyone con 
cerned believes the plan is fair. Inequities produce 
dissatisfaction. Disgruntled salesmen are often worse 


than none 


Elements of a Good Plan 


. 

While most compensation plans in the industrial 
supply field are composite plans, there are a number of 
elements to be found in any plan regardless of 
combination or type. To appreciate the advantages 
and disadvantages of simple and complex plans, the 
elements listed below should be thoroughly under 
stood 

1. Salary: a periodic payment at set intervals which 
does not vary with results during a six-month or year 
period. 

2, Commissions; payments which vary directly with 
results (sales or profits 

3. Drawing account advances: payments to com 
pensate for irregularities and to provide money for 
travel until earnings are computed. (Guaranteeced 
drawing accounts should be classed as salaries.) 

4. Bonuses: money usually awarded in lump sum 
for achievement of a goal or as part of a company 
profits distributed to its employees (does not vary with 
results and not necessarily related to individual 
accomplishment 

5. Expense policies; range from no allowance to 
complete, generous coverage (including automobile 
that can be used for personal mileage). 

6. “Fringe” benefits: provision for retirement, group 
insurance, hospitalization, profit sharing, etc. (occa 
sionally special set-up for salesmen 

Administration provisions: facilities for prompt 
payment of earnings, understandable calculations; 
periodical review of salaries and other payments; 
provisions for payment in case of reassignment, dis 
charge, transfers, and like contingencies 


Types of Plans 


An ID survey of distributors throughout the 
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country revealed that 86% of thosc polled paid sales 
men some sort of incentive. Dual methods wer 
reported by ¢ of those with incentive arrangements 
usually commission for more experienced, productive 
salesmen; salary and expenses (usually temporary) for 
junior salesmen. Of the 14% paying straight salary, 
many expressed dissatisfaction with their plan. 

Principal among the combination incentive plans 
are: salary plus commission; salary against Commussion; 
salary, commission and bonus; salary and bonus or 
profit-sharing. There are also variations in combina 
tion salary and commission plans relating primarily to 
size of salary, both absolutely and in relation to total 
earnings; starting points of commissions, whether O, 
breakeven point, quota, or other; rates of commission 

uniform, progressive, regressive, or combinations of 
these varied by product, market, salesman, or volume; 
calculations of incentive earnings and other expenses 
to determine profits or net commissions. 


Salary-Bonus Most Popular 


According to the latest survey of sales compensation 
by the American Management Association, a com 
bination of salary and bonus is the most popular 
method of paying salesmen. This method was reported 
by 36.5% of the nearly 200 companies surveyed. ‘The 
bonus is commonly based on a quota that sets a 
certain dollar volume of sales as the salesman’s target 
for standard performance. Extra compensation j 
provided for sales in excess of quota 

Salesmen fare much the same as other employee: 
with respect to participation in pension and group 
insurance plans, the survey disclosed All firms 
surveyed had group life insurance and group hospital 
ization for salesmen, and 90.2% include salesmen in 
their pension plans. Most of those polled paid all 
“reasonable” expenses of salesmen while on the road 

In the industrial supply field, differences in trading 
areas, organization of the company, and variable local 
conditions dictate combinations of the basic element 
that make it impossible to come up with any typical 
compensation plan, even within one firm 

For ex imple here is the plan adopted by a distribu 
‘We compensate 


our salesmen on a percentage of gross margin,” the 


tor in the east north central section 
president of the firm advises, “but even this varies 
Our city salesmen, for example, get 20% of gross 
margin, our country men 30%, the salesmen on the 
service floor 17“: we have specialists who get 2 
Salesmen in this firm are given a drawing account 
sufhciently large to enable them to maintain thei 
home and pay all operating expenses. Each month 
they receive a report showing their sales, gross profit 


in dollars and percentage, and a report on their 


earnings beyond drawing account advances he 
end of the year, they ar paid the difference between 
If they have 


earnings and drawing account advances 


not earned as much as their drawing account total 
the slate is wiped clean and they start over 

Gross profit is figured on each charge. There are 
two columns: one for selling price, the other for 
cost. Actual invoice costs plus transportation charg 


repres¢ nts cost. 


y 


Some Pros and Cons 


Incentive plans were introduced in the United 
States about 1910 and their popularity has increased 
and waned with general economic conditions, Com 
mission plans have the merit of being self-adjusting 
to changes in prices, but not all brane hes of industry 
show proportionate increase It can happen easily 
that even percentage commissions do not keep in 
line with cost of living. with incomes generally, or with 
merit of the particular salesman Moreoy i 
commission plan that increases the carmngs of some 


salesmen satisfactorily may occasion 


omplaint 
complaints of inequality, for example, as when one 
or two individual salesmen in a wartime industry 
receive very large commussions without commensurate 
cttort 

When pre ent rat ire inade ju 
great pressure exe rted by salesmen to get management 
to increase them. Prevailing comm mn rate in 
many mstanc have been constant so long they ar 
ilmost traditional. Management, realizing they have 
yielded high earnings during previous years, is reluct 
int to increase them to alleviate a temporary situation 
Management realizes that to raise rates now (recogniz 
ing the practical impossibility of lowerng them later 
may constitute a handicap im the competitive period 
to come, for the increases will contribute to higher 
cost factors at the very treme when slackened demand 
would mcan iwc! prices 


A consideration of the element of expense reveals 


How to spot danger points—> 





that in general, salesmen who are in whole or part 
on salary are usually fully reimbursed for expenses, 
whereas in the case of commission plans most sales 
men pay their own expenses 

Many salesmen have their own reasons for preferring 
to bear expenses. To them, such arrangements permit 
greater freedom to spend liberally for travel expense 
if they wish. Conversely, it also allows them to make 
economies when arranging itineraries without “inter 
ference” from superiors 

Another point in this connection is mentioned by 
Professor Tosdal,™ . there is reason to suspect 
but for obvious reasons no factual material to back 
it up—that some salesmen engage in the questionabl« 
practice of overstating their business expenses as an 
income-tax deduction, and for this reason prefer to 
handle their travel costs themselves.” 

It is difficult to get this latter group to handle 
special chores, particularly when business is not too 
good, Believing such duties are unprofitable, salesmen 
who pay their own expenses may neglect prospects, 
refuse to perform goodwill services which have only 
long-run effects, or they may even decide not to cover 
their full territory. On the other hand, where the 
employer pays expenses, he can exert better control 
over the salesmen’s efforts 

Ideally, the employer should give the salesmen the 
impression that he does not wish to treat sales 
personnel stingily in his allowances, but that he ix 
aware of the importance of costs 


Administration of the Plan 


The attainment of a smoothly-operating routine in 
connection with salesmen’'s compensation is beset with 
difficulties, many of which are common to all more 
or less complicated procedures. 

Kevin J. Solon, Owens-Illinois Glass Co., states 
“Free enterprise equals expanding distribution equals 
sales management equals sales compensation. The 
key link in this chain must be sales management; but 
since sales management's primary responsibility is 
motivation, you really cannot have good sales manage 
ment with a poor pay plan, and, conversely, it is 
asking a lot to find a good pay plan conceived and 
administered in a poorly run sales organization.” 

It is well to remember that administration diff 
culties relative to a compensation plan are more sever 
than usual, for they hit the salesman where it really 
hurts—in his pocketbook 

Some danger spots are 

1. Carelessness. The salesman himself may make 
errors in writing up orders or reports. Inside salesmen 
may quote wrong prices or discounts. Despite modern 
office equipment, clerical errors occur in calculating 
commissions 

2. Returns. Where the salesman is paid a salary 


this causes no problem, but in commission arrange 
ments, particularly where commission has already been 
paid, there is a chance of trouble unless procedure is 
understood in advance. Usually on an end-of-the-year 
arrangement, commission or bonus is paid on the basis 
of net sales—gross sales less returns and allowances 
Where the return is caused by inside personnel error 
or stupidity of other employee, the salesman may be 
the innocent victim. Charging back commission on 
goods returned is approved practice with practically all 
firms who pay commissions. (Cancellations are not 
usually a problem because commissions are paid on 
the basis of material shipped rather than material 
ordered.) 

3. Bad debts. Experienced salesmen will readily 
admit it is easier to sell to a poor credit risk and 
still easier to sell a buyer who does not intend to pay 
his bills. Common procedure is to deduct commission 
or extra earnings on sales for which payment is not 
eventually received thus discouraging salesmen from 
soliciting bad risks 

4. Holdbacks. On the procedural side, both in 
case of credit losses and returns, there should be provi 
sion in the plan to take care of such deductions 
Usually a holdback of carnings between quarterly or 
semi-annual settlement dates can be worked out in 
the form of paying currently only half, or some othe: 
fraction, of earnings beyond salary or drawing account 
advance 

Ihere will always be the danger of unwise handling 
of salesmen’s salaries, but this should be minimized 
wherever possible. The danger is even greater when 
adequate records are not maintained, or where careful 
appraisals of all salesmen are not made at intervals 
In such cases, the basis for salary increases is often 
the recent impressions of executives and aggressive 
demands by certain salesmen rather than merit, good 


judgment, and general conditions 
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Hal G. Morhinway 
Cragin & Co., Seattle 


These 
Five 
Salesmen 


Vincent W. Adams 
Neill LaVielle Supply Co 


Louisville 


E. L. Navarre 
National Mill Supply, Inc., South Bend 


VE BEEN SELLING imdustrial suppl 

for more than 20 years and | can 
safely say there's no tougher problem 
than the customer who can’s see any 
thing but price And it isn't the 
chiseler I'm talking about—the guy 
who's always looking for bargains even 
when his plant is coming down around 
his ears for the mainte- 
nance tools 

What I'm talking about is a pretty 
teady One | have in 
mind is a buyer for a contracting 
He's friendly, but he takes hi 
job seriously Occasionally, he'll go 
out to lunch with you but he'll pick 
up the check a 
Doesn't 
dors , 
of them 

As I said, he 
tomer and gives me a 
lred_ dollar vorth of 
month, spread over about 15 


want of a few 


customer 


hrm 


ften as you do 
from “ven 


with all 


want any tavor 


Wants to be 


square 
i pretty steady cu 
coup of hun 
busine a 
to iV 
about price 
ind always has a d for ow 
checked with the op 

iting men and they liked our materi 

However, when it comes to th 

fat orders, it’s a different 
example, the buyer will 
inquiry for some items re 


orders. Never complain 


got ve Worl 


crvice I've 


tory 
end 
presenting ¢ 
yuple of thousand dollars worth 
business. We quote, giving him the 
benefit of any quantity schedules we 
in. But I don’t get the orde 

The buver, afte 


receiving q i 


solutions come 


ry 


Se taal 


Robert A. Benedict 


W. L. Reynolds Co., Baltimore 


I. A. “Ike” Scott 


Pye-Barker Supply Co., Atlanta 


hou iihci Gt biti ct tine wmact, 
mkcs Out a list of price 


| quoted DY 
ill other 


vendor bh 
to each of them so 
locate hi 

quoted hgure 


mails out a 
that 


OW pe 


each 


»\ 
i 


endor can ition 


by noting hi rom 
the list, I 
but I 


evel got the 


1 was too high 
out that 
have 


could see 


could also figure who 


order must quoted 


+ about ibove our cost! 


I called on thi 
that the price 
maternal va o low I 


buyer and remarked 
it which he bought the 

wondered 
stuff com 
material we 
that 
from 
had 


whether li had bought 
to the 


buye I 


arable in jualit 


| 
juoted on Ihe saxl yes 
they had 


th srine 


merchandise 
and the 


bought 

ource betore 

had no complaints 
We just can't do 


1 HATOwWw thiatrpzili - 


give all the 


’ 
Ptisi nie mm such 


ildn't begin to 
service and attention to 
I told him 
feel,” the 


uid put you n = 


our a unts that we do 


| AnOW how buver 


how much 
ibove the low juotat m you wer 
We kno you and our compan 
both ou sell A-one 


pon im an 


ind like you 
material and can be reli 

emergen If you can't make an 

oney by selling at such a 

obtained, I « 

But the 

my job is to save 

ouldn’t refuse thi 

What are 


price as 
int Dlame you f 
fact remai 


and I sf 


mplain } 
money 


ofter.”” 


in for study —> 









“These Saleomen's Solutions Brought Comments From 









... Salesman . ...President 


George A. George 
Jasmin Buyer Can Be Handled Lindquist 


1 buyer IS a tough customer but he can be handled 


I'd challenge his statement “my job is to save money iy | f LL , 


. and I just couldn't refuse this offer.” Sure, his job is to 


save money but he can’t always do that by taking the low > 
bid. When I can prove—by actual tests—that my cutting Ih & pew ae, , 
tools will last longer than others selling for less,—I oduaton 
“ae usually get the order. Furthermore, a few dollars saved Balu wat 
a. 








A A on 4n order mean nothing if delivery is late or service 
‘ 


?) R is lacking in an emergency CK aw 
WV 


; This salesman might have done a better job of selling 
himself. If this buyer wants to pick up the check now 
and then—okay. But that shouldn't deter you from 


) pro 
fallogd ; 
fe letting him in on a fishing or hunting trip as a » Get Coufal Clana! 





of your showing your appreciation for past orders 





on friendlier terms. And, after he sends out an inquiry, 


it’s a good time to check with the shop man who is 4) /OK of 
using your supplies. If he’s happy, a good word from appt 
g} PE pPy, 48 f, 77. id , 


him is bound to influence the buyer. 
He The fact that this buyer makes normal purchases from fuse? mot b 
f mM this salesman’s firm without reference to price show Jul 
My that he prefers this firm when he has to pay a little extra yee, 
He needs only to be developed to a point where he : 
Nowe {oc will limit bid competition to a few comparable firm: fussed 


eliminating those who compete solely on price 
Should I still lose the order after exploring all thes 


ny avenues of approach, I'd never mention the matter to the Kel - ALiws hike 












buyer again. The quickest way to lose a customer is to 
ery over spilt milk.—Hal G. Morhinway. 





Buyer’s Square As He Sees It, But— ie bd 


mis is a tough spot. This buyer's square as he sees it 


‘ but he is also shrewd and his rather unorthodox report 
of bid prices is an effective club for chiseling down prices / w 
He is dependent upon this salesman’s house for certain d 
; small orders and apparently service and pays without com . 
‘~ 







plaint while handling out volume orders to price cutter: po 
This salesman will never make a profit on this account tow t PA 
unless he convinces the buyer it's to the customer's b ; 
advantage to deal with him, I'd tell this buyer tut 
1. There is only one reason he gets good service on 


small orders and that is because the distributor is count 
ing on profitable volume too 


2. The distributor cannot stock small-volume items 
adequately for this customer “if he just gives us the the 
short end”, Komember . 

3. A strong local distributor should be important to a thmg 


a plant of this size. What if the customer had to turn Ou 


to other sources for emergency needs? l, 
4. While the customer can't split his business between i (mM 



















30 or 40 salesmen calling on him, he needs at least on 


a L “| well-stocked house as a major source in town. Low bidders 
d. are not all apt to be local or well equipped 
o The salesman must be frank. He must tell the buyer 
i that he must pay a little more for the kind of service 
tale our he wants but that this will cost less than a breakdown 
or idle plant. Explain what invoicing and delivering 


small ae costs the distributor.—Vincent W. Adams. 













jomang %. ON 












These Salesrmen's Solutions Grought Comments Prom 


.. Salesman 
George Not Much You Can Do, But— 


. ayBE the smartest way to deal with a customer like 
Jasmin My is to sit tight and wait for a change in the pur 
ing office. Outside of just arbitrarily cutting prices 


he a - on your competitor, there’s not much you can do with 
a customer like this. After all, apparently one of your 


zi Lrg competitors got the order by quoting only 5% above cost 
f . However, there could be a chance of working through 


pusnsek the engineering department and the shop and setting 
Wl. With this sort of sup 


of the men there to specify my lines. , 

‘ the port, the salesman would be able to maintain his price 
Wh Another approach would be to concentrate on items my 
, ay firm has exclusive in our area. If these lines have a quality 
° Ye nual _— ° edge over those handled by other distributors, then again 
fyadng » I would be able to resist the buyer's attempts to beat me 

down on price 

I wonder, however, in this particular case, just what 
sort of items are involved in the price pressure, since 

on the maintenance items there seems to be no qu 
tion of price at all. Could it be that the buyer is price 
_» conscious only on OEM items? If so, | wouldn't worry 

too much about it on my own since this sort of busin 

is done on a price basis anyway, And, further, there 

usually a small chance of getting repeat order 


Robert A. Benedict. 


Point to Your Operating Standards 


HIS problem pops up in on form or another frequenth 

today The solution boils down to the question of 
how to sell quality and sé rvice to the buyer so he realizes 
these factors, added to the actual goods bought, level out 
the difference between the competitors’ quotations and the 
salesman’s 

The pat answer is to point to your operating standards 
—and just keep selling your high level of service until 
the buyer realizes that it’s to his benefit to deal with yau 
Obviously, when a buyer says “my job is to save money 
for my company” he’s consjdering only price. But this 
salesman can point to quality, service stock and reliability 
is benefits worth the money 

I also wonder if he follows up the quotations—during 
the period the buyer is making his decision 

If the salesman himself believes that he has something 
to sell besides industrial supplies, and if he keeps selling 
the service idea to the P.A.. he's bound to get business 


FE. L. Navarre. 


1) Cort yee VA. W ’ ’ 
gay 20 ouldn’t Accept Buyer’s Statement 
Med . CAN sympathize * this noha and who can't? 


gasp (OW The Lord knows that we've all got this kind of cus 

omer. But I sure wouldn't take this buyer's statement 

ar that his job is to save money for his company and there 

"od pant Nee he can't do big business with me 

pod pany Ni trouble is that this customer is just looking at one 

part of the picture You take a year's figures on your 

ope business and you've got an accurate idea of your profits 

and costs. But only one day's figures can lie~and the 
salesman should point this out.—L. A. Scott 


5 Pai om 
Messrs. Jasmin and Lindquist add 


..-President 


A. George 
yor gory 


My jeter =e 


4 will 


Ke ~— aM 
\ tol pot, Ot 
yonk fhnough 
a pur ‘hs hd 
mn 
Mi 


, bul 
Saute re 


j 


4 his yf fe 
gn 


jo “ae 


further comments —»> 





Speaking of Solutions (Cont’d.) 


George Jasmin, salesman, The Lindquist Hard- 


ware Co., Bridgeport, 
Conn., says: 


| fe 1S A REALISTIC PROBLEM 

and, all in all, I think the 

five salesmen who commented 

were on the right track. As I 

see it, what you've got to do to 

combat this price situation is 

emphasize price from the 

standpoint of time. Get the 

P. A. thinking of what it will cost his company to 

buy a certain product from a certain source over the 

long pull. Get his thoughts away from initial cost. 
For example, the second salesman made the point 

“A strong local distributor should be important to a 

He was so right. P. A.s rarely call 

on the out-of-town price-cutting distributor when they 


plant of this size.” 


are in trouble. It is, therefore, a valid and sound argu 
ment to point out the advantages of doing business 
with a local source there to give service no matter 
what the cost. You can point out that, though initial 
cost may be higher, you must figure the cost of any 
equipment or tools on the basis of the money required 
to keep it in service throughout its normal life 


From your own experience, you know when you 


buy on price you have little recourse if something goes 
wrong 

Another point made was to “explain what invoicing 
and delivering small orders costs the distributor.” | 
don’t think you can get far with this line of thinking 
Let’s be realistic—the customer doesn’t really care 
He would be right 
It’s like ask 


ing for a raise because you have a lot of kids 


what it costs us to do business 
to throw this back in the salesman’s lap 


Another angle I’ve found worth a try—ask the 
P. A.—tactfully—how he would like it if the price 
of his company’s product were cut. Most manufac 
turers shudder at the thought of their product being 
sold at less than suggested prices—that’s taking money 
It hurts. And I point out that 


by trying to buy their maintenance needs at lower 


out of their pockets 


than published prices, they are asking us, as represen 
tatives of a reputable manufacturer, to slash the price 
of an established product 

I'll admit the P 


still feel it’s his job to save his company money by 


A. may be unimpressed—he may 


buying quality merchandise at the lowest price, but 
it’s a valid argument and a sound one. Primarily, you 
must have aggressive points to counteract such a 
situation—too often when confronted by the price 
bugaboo, the temptation is there to throw up one’s 


hands and say “what's the use?” 


——————O————— 


A. George Lindquist, president, The Lindquist 
Hardware Co., Bridgeport, 
Conn., says: 


! SUPPOSE ALL OF US, at on 

time or another, have been 
faced with a buyer similar to 
the one described in this case 
Fortunately, in our trading 
area, there is very little of this 
to contend with 

I would suggest, however, 
that the salesman put himself in the buyer's place, try 
to understand the reasons for this attitude. Also, 
study the organization of the buyer's company. Where 
control is out of town, for example, the local buyer 
may be protecting his job, or complying with main 
office regulations. Perhaps he has to buy by send 
ing out inquiries for competitive bids 

On a locally-controlled company where this situa 
tion exists, I believe management has an obligation 
to step in and assist the salesman. Management can 
do things the salesman cannot possibly attempt. 

If confronted with such a situation, I might get 
together with the president, or some other top execu 
tive, of the company (outside the plant, at lunch o1 
the club) and frankly explain the situation and ask 
if there is any possibility of our getting the business 


where we deserve consideration 

But—and this is important—I would ask him for 
heaven's sake not to let on to his purchasing depart 
ment that I had discussed the situation with him. If 
you get the business because the president of the 
company puts pressure on his purchasing personnel 
you've got the business on a very unsatisfactory basis 

If the salesman has a good house behind him (one 
with a good reputation, a broad inventory of main 
tenance items, and an efficient organization) he has 
everything in his favor—even in a situation such a: 
described in this case. It’s up to the salesman to sell 
himself and his company 

While I have great respect for the salesman who 
pointed out that he could prove by actual tests that his 
products lasted longer, most of the time this pric 
situation exists on quality products that are, by and 
large, comparable. It’s difficult to sell your supplier 
superiority in the face of reputable competition. Whil 
I think every effort should be made along these line: 
[ also think the salesman would make more progress 
by getting the situation on a personal, not a product, 
basis. Everything else being equal, the buyer usuaily 
places his business with the salesman he likes most 
to do business with. And where, for some reaso: 
or other, he must place the business elsewhere, you 
will at least know why. Getting on friendlier terms 


takes time, but we're doing long-term selling 
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How To Get Rid Of 
Order Handling Bottlenecks 


In Four Easy Steps 


A West Virginia house made four simple changes 


in routines and equipment to speed deliveries 


By Van Ness Philip, Assistant Editor 


HEN Briverienp Suppry Co.'s MANAGEMEN1 
Ww analyzed their order handling recently in the 
hope of cutting costs and speeding up shipments, they 
didn’t realize only four simple changes in the routine 
would be needed to get significant results. 

lhey started out with this general aim: locate 
bottlenecks and waste motions, and eliminate them 
one by one. They found four such problem areas 
in typing and transc ribing, in routines for taking phone 
alls, in order filling, and in order assembling—and 
made corrective changes in each case 

rhe results were a speed up of service so the firm 
was able to make same-day or second-day deliveries on 
orders that used to take several days to process, and 
lower internal handling costs per dollar of sales 

lhe company is large and departmentalized, with an 
nusually wide diversity of stock. But the challenge 


its management faces is not umque: how to get paper 
orders into the form of ready-to-deliver goods betor 
the paperwork and physical handling costs have eaten 
up more than their reasonable share of gross margin 
[he management makes no claim of having solved 
“We just tried to find the operat 


ing phases where we were not as efficient as we should 


internal problems 


have been, given time to think out the problem and 


a small investment in more modern equipment. We're 


till looking for new ideas to do a better job.’ 
They cite salesmen’'s satisfaction with the new 
“T get less comeback from customers now 


Walters 
“My customers aren't after 


method 
that we are better organized inside,” says ]. 
of the outside sales staff 
me so much for deliveries, and I don’t have to keep 
running into the office to straighten things out | 


an stay out more where | belong 


Four problems and four solutions mp 
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Get Rid of Bottlenecks (Cont 4.) 


Problem 1: 
Too much transcribing time 


Solution 1: 
Mechanical duplicating 


ffonsenne.y most orders were written first in longhand 

and then typed on multi-part forms with a limited 
number of duplicates. When extra packing slips and 
shipping tags were called for, these also had to be 
typed. ‘This happened often due to the firm's diversity 
of stock and customers’ habits of blanket-ordering 
requiring many separate packages on the same order 

The order department now has a Multilith duplica 
tor This eliminates typing on many orders and 
produces as many order copies, shipping tags and pack 
ing slips as are needed, in one operation. Handwritten 
orders can be fed into the machine directly after edit 
ing; any number of copies, with tags and packing slip: 
can be run off in a few seconds 

Both outside and inside salesmen are supplied with 
special pencils for Multilith impressions and order 
forms on Multilith paper. Outside salesmen have 


DUPLICATOR eliminates Blucheld Supply's 


transcribing bottleneck 


been coached 1 penman hip ind details of orde 
handling procedure o that orders they mail in will 
be legible and omplete and can go into the duplhi itor 


without being 





Problem 2: 
Delays in receiving 
salesmen’s phoned-in orders 


Solution 2: 
Dictaphone-telephone hookup 


or SALESMEN cither mail or phone in thei 
orders. When they phone in routine orders, thei 
calls are generally switched directly to the order depart 
ment instead of to the telephone salesmen, so phone 
desks can be clear for more complex orders and cus 
tomers’ calls, 

But this procedure didn't always work as planned 
Calls came into the order department faster than they 
could be handled, and often had to be relaved through 
other phones, resulting in delays and frequent trans 
mittal errors 

Jack Shugart, order department manager, had a 
dictaphone attached to his phone wire. When an 
outside salesman phones in an order during a busy 
period, he switches on the machine and has it pick 
up the phone call. Later a clerk types out the order 
from the dictaphone. Mr. Shugart finds this faster 
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DICTAPHONE takes down the orders phoned in from 


salesmen, saving time at phone desks 


than taking the salesman’s call in longhand, and it 
frees personnel quicker to answer other phones 
Salesmen are instructed to write out their order 
before phoning them in so they can dictate accurately 
Mr. Shugart says they cooperate well; they know they 


are saving their own time 
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Problem 3: 
Too much time 
filling orders from stock 


Solution 3: 
Extra copies for all floors 


B EFIELD SuppLy has a six-floor warehouse The 
old procedure was for a clerk to go from floor 
to floor with an order until it was filled, a mission 
that entailed considerable legwork. Few clerks were 
familiar with all products and stock locations, and con 
fusion over specifications was frequent 

Now, instead of one order copy for the warehouse 
enough copies are produced on the Multilith duplica 
tor so that each floor involved in the order has one 
Order clerks no longer circulate through the building, 
but are attached to specific floors. Each knows the 
stock on his own floor and can find it quickly 

That way several clerks on different floors can work 
on the same order simultaneously, instead of only one 
Each has shipping tags that go with his part of the 
order, as well as his own order copy 


One Multilith copy, the Master Sheet, is held by a 












EXTRA ORDER COPIES for all warchouse floors permit 

eta rd fille to work at one tin This order will be 
hiled on x floor total m j hown 1 top enter spac 
Floor nos. for items are m lumn at left. Horizontal pencil 
mark shows tl opy f t lst fox Shipping tags ar 
sttached. Onc py, th Master Sheet used to check off 
: iten when assembied 


checker on the shipping floor until goods are assem 
bled This later goes to Inventory ¢ ontrol, Pricing 
and Billing 

Mr. Shugart sets this procedure in motion when he 
edits the original order. He writes in the floor number 
ot each item number ot hipping tag required and 
type of packing slip The Multilith operator wite: 
in the total number of floors and number of items on 
needed 


each floor Then she runs off the copies 


including hipping tag ind packing lip he original 


order is kept on file in the order department 








Problem 4: 
Confusion on shipping floor 


Solution 4: 
Shipping area control chart 


r OLD METHOD of preparing assembled orders for 

shipment was to deposit the goods on the shipping 
floor wherever there was room, with little regard for 
routing, type of transport, or priority of shipments 
“Tag and Hold” orders—those awaiting back-ordered 
matevial before they could be shipped—took up stra 
tegic space while completed rush-orders sometimes 
missed their trucks. Lost goods, unnecessary man 
handling, and other assembling and checking diff 
culties added to shipping costs 

Mr. Shugart had the shipping room divided into 15 
sections, marked out by numbers and lines on walls 
and floor, and had desk charts prepared containing 
series Of numerals representing the shipping areas 
Now, when he edits an order, he assigns it to one 
of the 15 shipping areas, writing the area number on 
the original Multilith sheet from which order copies 
are produced, and placing a check mark over the 





INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 


appropriate number on his control chart 
From the chart he can tell which hipping area 
ive likely to be filled and which free at a given time 


Assignment of the area depend on the 


category ot 
the order and proximity of warchouse departments 
where the order will be worked, as well as on free 
Normally, Mr. Shugart reserves one area 
l'ag-and-Hold 


itegory, one for 


floor spac { 
for Parcel Post shipments, two for 
orders. one tor a special product 
customers normally ordering on a once-a-week sched 
ule, and one for once-a-month customer The nine 


other areas are for all other orders and reserve spac 


Rough Guide Is Enough 


Mr. Shugart 


guide, not a completely accurate record 


considers the chart a rough current 
It does not 
tell him when hipments are loaded to go out, freeing 
assigned areas, but he knows from experience about 
how long it takes to assemble and hip cach type of 
order. If he needs to check on what shipment wa 
assigned toa given aca, he can look up the original 
order copies which remain in his department 

but it keeps 


us from piling everything up in one heap on the 


It's not a foolproof system, he say: 


truck docks the way we used to 
Result: Lower Cost. More Speer 








—_— 


OUTSIDE HELP, provided by ad 
vertising consultant Robert Bolles 
(seated), vice president of Baker, 
Jones, Hausauer, Inc., is key to suc 
cess of sales promotion program 
sponsored by Hartfield-Healy execu- 
tives Frank Grunder, Gordon W 
Hartfield and Ed E Healy 


For Good Sales Promotion, Get Specialists 


Buffalo distributor finds outside agency produces more comprehensive promotion 


program than when sales staff handled function as secondary responsibility 


WeriOUGH WE VE ALWAYS BELIEVED 

T in sales promotion,” advises Ed 
Healy, president of Hartfield-Healy 
Supply Co., Inc., Buffalo, N. Y., our 
past efforts were never very effective. 
We tried to handle the mechanics 
with our regular staff during the rou 
tine day. And it just can’t be done. 
Letters aren't written on time, ma 
terial is hurriedly prepared, mailings 
don't go out on schedule and, in a 
few months, the whole program just 
peters out.” 

I'he solution? 

“Don't do it vourself!”’ states Mr. 
Healy. “Not unin 
formed about operations like sales 
promotion, but we can’t afford extra 
personnel and facilities to carry out 
a consistent, continuous program 
It took us some time to reach the 


only are we 
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above c4nclusion, but when we did, 
we took the next logical step. We 
called in an advertising consultant 
to work out a complete plan for us, 
then we hired a local setvice to 
handle the mechanics, and we've 
set up an annual budget to cover the 
cost of the entire program.” 


Four-Part Program 


a four-part pro 
$7,000 


Embarking on 
gram budgeted at 
(“which for our size—20 employees, 
nine salesmen—is quite a budget”), 
Mr. Healy determined to follow the 


over! 


advice of his advertising consultant 


friend, Robert Bolles (see box) who 
proposed the overall plan 
Crystallizing the firm's thinking 


on purpose and objectives, Mr 


Bolles pointed out, “From a broad 
general standpoint, it should be the 
aim of any promotion to help estab 
lish one or more of the following 
points 


|. good reputation 
and 


~ 


2. immediate 
service 
expert capability of men 


intelligent 


pinpoint excellence of line: 
handled.” 


With these objectives in mind, a 
plan was proposed, and adopted, to 
feature direct 
Campaign) as 


mail (a 13-month 
the 


In addition, past advertising 


most ettective 
media 
in a local trade publication was com 
pletely revamped and increased, a 
ready reference card detailing major 


lines under proper product category 








a year. 





An Expert Says... 


“The big thing about any direct mail program is to make certain 
that you have, and do, the following things: 


1.. Make a basic plan and decide to stick to it for at least 


Place the machinery of getting the mailings into other 
competent hands and don’t try to do it yourself. 


Find out what it is going to cost, budget the money 
and stay with it. 


Once you have set up a plan, selected the machinery 
and budgeted the money—leave it alone and let it 
work. Don’t start monkeying with it.” 
Robert B. Bolles, Vice President 


Baker, Jones, Hausauer, Ine. 








was prepared for distribution by 


salesmen, and an_ institutional 

brochure is to be prepared later 
Presented to the firm’s sales staff 

at a Saturday 


were told how the new promotional 


meeting, salesmen 
push would provide “cold calls” in 
their territory with well-prepared 
promotional material. Salesmen’s 
objectives and efforts (“make one or 
two calls on brand new smoke stacks 
in your territory each week, plug the 
products and line. during week they 
are featured in mailings”) were 
keyed to the promotion plan. 


Sell Your Salesmen 


As expressed by Frank J. Grunder, 
assistant to the president for sales, 
“It’s important that all salesmen 
be sold on what you are doing. Ou 
salesmen realized we were spending 
money on a sound program designed 
to supplement their work and, when 
they appreciated what they might 
gain from such a plan, they cooper 
ated enthusiastically.” 

As much of the material and me 
chanics as possible should be 
handled by outside agencies and 
services, according to Mr. Bolles’ 
For example: 
letters—signing 


recommendations 
“Processing the 
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them, making up reply card, folding 
stamping and pla 
should be d 


CTVICE 


inserting, sealing 
ing in the mail igned 
to a local letter 

On the 
ings to 1,500 name 


costs could be kept under $200 per 


basis of 13 monthly mail 


it was estimated 


mailing (including 3rd class postag 
but not stationery or 6x9 envelopes 

Evaluating the company’s adver 
tising in a local trade publication, 


Mr 


quate and ineffective.” He 


Bolles concluded it was “‘inade 
Teco} 
mended that, rather than continu 


on the old basis, it be cancelled 
Actually, Hartfield-Healy 


pace and going to 


ended by 
increasing their 
use of color 


Outside View Is Objective 


This objective view of their past 
efforts was one of the advantages of 
outside advice most appreciated by 
the firm’s executives. Mr. Grunder 
advises, “Other suggestions and tips 
road. For 


set us on the right 


example 


1. During course of mailings fea 
ture signature of the three top execu 
tives instead of using president’ 
signature on all. This eliminates 


possibility of customers getting false 


1956 


i one dian iv atisd 


functions of 


uMpression of 
ion il publicize 
other top per onnel 
Along 


terial enclosed 


with manufacturer § ma 
with letter 
illy keved to thi 


include 
return card specih 
mailing 
Sclect suppher to be featured 
on basis of percent of total busines 
or potential 
+. While pimpomting one manu 
also list other 


factures product 


products you handle in that product 


categor' 


Sell Suppliers, Too 


In rddition to thi 
directed to present and potential 
ustomers, Mr. Healy advises, “W<« 


are also continuing our policy of 


program 


informing our upphers of our activi 
ties (Sell Yourself to Your Sup 
pliers ID, Feb., 1956 Letters to 
our briefly 
what we have done during the past 


suppliers now review 
three months, with emphasis on our 


promotion and preview 
plans for the coming three month 
I might add,” says Mr. Healy, “that 


cooperating by 


program 


our supplier are 
providing excellent maternal for our 


direct mail campaign 





Inside - Outside 
Cooperation 
Really Works lf — 


Inside man has training 
and authority. to deal 


with customers’ problems 
I 


By Don McGill 


Associate Editor 


r Garin Racuse Co., Philadelphia, cooperation 

between inside and outside salesmen has become a 
working reality because the firm recognizes the inside 
man must stand equal to the outside man in the 
matter of solving customers’ problems. Many dis 
tributors, while striving for inside-outside cooperation 
often fall short of this objective because inside sales 
men do not have the training or authority to work 


with the outside salesmen 


No “Prima Donna” 


According to outside salesman Robert W. Griffith, 
there's no room for the “prima donna” complex in 
industrial selling. Unless the outside salesman has 
the help and guidance of an inside man thoroughly 
trained in the company's product lines, his own job 
can be more difficult—and customers can feel deprived 
of the service they expect from a supply house 

For these reasons, Griffith-Raguse has long followed 


the policy of having inside salesmen attend suppliers’ 
frequently with 


training courses and meeting 
customers 

\ recent example of inside-outside cooperation at 
Griffith-Raguse was the cut-off wheel problem con 
fronting one of its customers, Cutler Metal Products 
Co., Camden, N. J. ‘This firm, a leading job shop 
in sheet metal products (T'V cabinets, truck gasoling 
tanks, etc.), manufactures its own line of stall showers 
home laundry cabinets, and toilet compartments. In 
the manufacture of the latter product, it encountered 


OUTSIDE SALESMAN SEES PROBLEM: 
R. W. Griffith (left) studies cut-off problem with stainle 
steel in shop of Cutler Metal Products Co., Camden, N. J 


4 problem in cutting of strips of stainless steel 

A number of abrasive cut-off wheels had been 
ipplied to the job but were found to be unsatisfactorn 
because they left a burr which meant an extra opera 
tion to remove Consulted on the problem, Mr: 
Griffith took a couple of Aloxite resinoid-bonded 
wheels to the firm's director of purchases, Irving Ship 
kin, for a trial run on the cut-off machine 

Meanwhile, the wheel 
but the staink 
department foreman, Ernie Fischer 


back to Mr. Shipkin, who immediately phoned Mike 
Maguire, Griffth-Raguse’s inside man 


vere tried out im the shop 
stecl strips still showed burrs Ihe 


re ported the tact 


His Own Solution 


An experienced abrasives man, Mr. Maguire sug 
gested his own solution to the problem. On the next 
delivery from the warehouse that afternoon, he sent 
a pair of rubber-bonded wheels to Mr. Shipkin. Put 
into operation, they cut the steel leaving no burt 

Mr. Griffith points out that, without this sort of 
know-how in the office, Cutler Metal would have been 
kept waiting at least until the following day for an 
answer to their problem. But because Mr. Maguir 
had been trained and—more important—encouraged 
to give the answer, the customer was enabled to lick 
a costly time factor 

“The time factor,” says Mr. Griffith 
present with a customer—even if it only means he 


is always 


wants an answer the minute h« pi ks up the phone 7 
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SALESMAN MAKES SUGGESTION: CUSTOMER HAS QUESTION: 
I minate | left by abrasive wheel Ni G t . wh t ft Mr. SI 
ted t Irving SI pkin a nod. by an phone to Grthth-Ra th 


INSIDE MAN HAS THE ANSWER: 


\filk Ma 


NO DELAY IN PROBLEM-SOLVING: 
ik i ! ; M Ma t x f 
He a honded -d , 
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Before You Stock, 
Get All The Facts 


Pre-determined stock limits are not al- 
ways realistic in the face of changing 
markets and buying conditions, Ross- 
Willoughby’s management finds. Here’s 
how they keep inventory policy flexible 


with routines to keep buyers informed 


Wee VRCHASING WOULD BE simpe if all we had to do 

tom set stock limits and keep stock within them. 
but markets change too fast for that today and freight 
rates and other purchasing details are too complex 
Our main concer is not setting limits, but supplying 
our buyers with the sales and stock information they 
need to make intelligent decisions.” 

That's how manegemers,* of The Ross- Willoughby 
Co., Columbus, Ohio, explains its reasons for a newly 
formalized routine to help Purchasing assemble more 
facts, more quickly, on changes and trends. This 
routine consists of 

1.Onthespot reports of large orders by# inside 

salesmen 

2.A “Request-for-Non-Stock-Items” form throwing 

light on new items in demand 

Daily review of back orders and recent stock 
balances on back-ordered items. 

Periodic review of all stock balances on perpetual 
inventory cards ° 

Daily review of all orders by head buyer to spot 
unusual sales. 

Joint sales-purchasing meetings to get information 
on sales trends and explain stock policy to sales 


men 


Why Buying Is Complex 


The management's over-all aim is to hold inventory 
below 90 days on most lines, but at a level consistent 
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REMOVABLE BINDERS make it easy for B. G. Goodak 
assistant purchasing agent, to check stock balances at The 
Ross- Willoughby Co., Columbus, Ohio. Constant review and 
judgment is better than pre-set limits for stecking policy, 


the management bel 


with good service. “We have to maintain turnover of 
liquid capital as well as material,” says B. G. Goodale 
assistant purchasing agent, who oversees most of the 
routines for appraising stock levels. “So stock at times 
may be below minimum limits because some purchase 
orders are being held for combination with others 
to make optimum shipping amounts for best discounts 
and lowest freight charges 

“On the other hand, fast service is essential in thi 
business. Often we have to stock beyond the normal 
limit for special customers or protection against 


seasonal buying spurts.’ 


What a Buyer Needs to Know 


In all, he says, there are at least seven broad cate 
gories of facts a buyer must consider in deciding how 
much to stock 

1. General sales trends in lines. 

2. Buying patterns of specihc industries, resulting 
from seasonal factors, technological trends and 
economic conditions 

3. Special demands and buying patterns of certain 
large customers 
. Number of customers and potential for an item 
Weights and quantity freight charges 
Price brackets for quantity and time limits for 
shipment 

7. Suppliers’ lead times 

The firm has a perpetual inventory system covering 
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all lines and showing amounts purchased and received, 
withdrawals from stock, amounts back-ordered, and 
daily stock balances 

Withdrawals are made after shipment so deliveries 
will not be delayed by paperwork, but inside salesmen 
are instructed to notify Clark Longstreth, inventory 
clerk, of any large orders likely to hurt stock at the 
time of their receipt. He makes note of these on the 
cards on the spot so there will be a fairly accurate 
stock picture even before permanent withdrawals are 
completed. 

Inventory cards are signalled by red tags to indicate 
low stock when the balance is below the amount 
shipped in the previous 90 days. The inventory clerk 
may also signal any item he believes will be hurt by 
large orders now in the works, or any in which there 
has been unusual recent activity 

Some items are not signalled until they drop below 
90 days’ stock because the management has decided 
to hold them at a lower level. In this case a number 
is inscribed on the card indicating the level at which 
re-ordering should take place 


What to Do to Get Full Picture 


More than a mechanical system is needed for proper 
appraisal of inventory, the management men feel 
Here's how they apply the special routines for getting 
more complete information 

1. On-the-spot reports of large orders. 

When inside salesmen receive phone orders ot 
inquiries, they check with the inventory clerk to see 
if items are in stock. If orders are large or involve 
unusual items, they report the amounts to the clerk 
so he can note them in pencil on the cards. “This 
keeps us sufficiently up to date, even though permanent 
withdrawals aren't entered on stock cards until order 
forms come back from the warehouse,” says Mr 
Goodale. “It also calls attention to unusual situation 
without delay so purchasing can get busy investigating 
whether to replenish stock. If a customer orders 500 
of an item with a normal stock level of about 200 
we want to know about it in a hurry so there's time 
to get all the facts. It might be a one-shot deal- or 
it might call for a change in inventory policy.’ 

2. Request-for-Non-Stock-Items form. 

[his form is distributed to both inside and outside 
salesmen for use in reporting requests for items not 
carried in stock. It includes space for remarks on 
whether the item has been requested before and why 
a stock item can't be substituted 

The form serves two purposes from a purchasing 
point of view: it alerts management to items they 
might consider stocking because of changed customer 
demands, and it discourages salesmen from making 
promiscuous requests. “Salesmen used to ask us 
verbally to stock all manner of types and sizes for 


REQUEST FOR NON STOCK ITEMS 


Ye leorman w Sm Y 


cwtoner Crapartaad Cage fog 
Address. ( @a ¥ windewral 
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Received request for following which we Go net carry i sock 
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. ae ” Mb Wiread vag 
A Ah tT. 2 . — 
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Return Ue report to Sales Department et ence for consideration 


Dete & af se 


REMARKS 


PAZ 
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i 


AE 
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REQUES! FOR.NON.STOCK-ITEMS form w filled out 


by salesm hen they think an item should be stocked 


one-customer deals,” says Mr. Goodale Since we 
couldn't carry nuisance items, these requests were 
often dismissed without proper consideration. Now 
we ask for them in writing, which makes salesmen 
give more thought to their requests, and we have 
something concrete to go on when we investigate the 
feasability of stocking 

“It's part of the battle to make salesmen appreciate 
more the problems of purchasing, and vice versa, so 
decisions about stock can be more realistic 

3. Daily review of back orders. 

Back orders are noted in three places: in the pur 
chasing department's back-order file, on copies of 
purchase orders, and on inventory cards where back 
ordered amounts are written in red pencil above 
purchase order entries. Every day, Mr. Goodale take 
the full file of back orders into the inventory control 
room and checks the amounts against stock balance: 
on the cards. This points up any discrepancies and 
also helps Mr. Goodale decide which back orders can 
be combined with purchase orders to replenish stock 
of other items. It also gives him a daily picture of 
most low-stock and out-of-stock items so he can 
change stock limits where necessary 

4. Periodic review of all stock balances. 

Inventory cards are fastened to binders by category, 
ind each binder can be removed separately from the 
perpetual inventory rack. Mr. Goodale checks stock 
balances at regular intervals, removing a book at a time 
so as not to interfere more than necessary with the 
operation of the system. He takes up special problems 
(Continued on page 174) 
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Three-D 


Los Angeles firm uses pic- 
ture blow-ups with unusual 
visual effects to keep lead- 
ing lines displayed without 


tying up inventory 


LARGE CUT-OUT PICTURES, slanted panels, batted backgrounds, raised lett: 
FULL LINES with 


im CODY and special olor ombinations produ ‘ three dimen monat ffi t t Ow fO EXHIBII 
wall Gisplay at Marshall Tool & Supply Corp out tying up inventory and floor 


pace has always been a problem of 
most display-minded distributor 
. ae ’ But the management of Marshall 
5 ‘ =. | | lool & Supply Corp., Los Angele 
believes it has solved it with some 
thing unusual in showroom treat 
ment i pl ture di play especially 


ontrived for three-dimensional 


ettect 
Marsha upplements real ma 


chin ind tools with blown-up 
picture cut-outs fastened to panel 
ind backgrounds that create an 
iNusion of depth. The display pre 
ents a near-to-actual-sized pictur 
of the firm’s leading lines 
or two real machines in each 
ire placed in the foreground s 
they seem to blend with the 


ILLUSION OF DEPTH ws achieved by ha ng actual machin of Ta D fire pal els Other item ire 


; 


mto bac kground where rest of the line illustrated im t rine t 
repr cnted by the cut-out 
paciousness and neat eparation of department 


STORE TRAFIC at will-call departinent i exposed a p ' le ot . 
- Complete Line Pictured 


the room Waiting customers browse around, are reminded 


ment thinks many of them don’t realize full line until they se« 
air ompam has three branche 


al , : i besides its headquarters. “Obvioush 
| TTT ; impossible to carry a complet 
! of machinery at the branch 

ays Carl Marshall, presi 

Vhese blow ups helps us sell 

machines even when we can't 


yw them. Thev give us something 


ngible to talk about 


Open House Made Permanent 


he displays were set up with th 
iid of Mart Lee. a professional col 








: Display Makes Year-Round Show 


sultant, for an open house last year 
After 2,000 visitors had seen them, 
the 
impressed with 


management was sufficiently 


results to make 


them permanent. “The displays 
create the atmosphere of a show 
going on all year ‘round,” says Mr 
Marshall. 

Most of the cut-out pictures are 
24 by 36-in. vertical blow-ups. They 
are mounted on batted backgrounds 
to break up solid wall areas and 
create the three-D 
Slanted panels and partitions add 
to this effect. The 


strategically placed without conges 


impression. 
real machines, 


tion in the foreground, blend in 
color and depth with the picture 
make them seem 


cut-outs and 


almost real from a short distance 
Small machinery and tools are dis 
played directly under the panels on 
raised platforms, or on individual 


islands 


Color Effects important 


Color and light effects were care 
fully worked out. Black, dull green, 
yellows bring out 
equipment Che 
panels tend to eliminate glare in 


and salmon 


details slanted 
displays facing large window areas 

The designers wanted an atmos 
phere of spaciousness and order 
while 
space. 
uncluttered, and placed the cut-out 
pictures far enough apart to stand 
of them at 


conserving every inch of 


They left aisles wide and 


out individually, many 
angles. By using all the wall area, 
they still were able to fit in all im 


portant items in the leading lines 


Copy Draws Attention 


Display copy is in raised letters, 
with manufacturers’ trademarks pre 
dominant. Copy is brief, and refers 
in the case of each machine to a 
point of interest with presumably 


the widest customer appeal 
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Displays are located where store 
traffic is heaviest, near counters and 
pick-up or will-call areas. ‘They are 
organized in departments for order 
and clarity 

The entire set-up can be moved 


and easily rigged up at a trade show 


Display Is Potent Advertising 


has strong 


The 


opinions on display 


management 
“Time and 
again sales are lost because peopl 
won't bother to look at our catalog,’ 
says Mack Marshall, vice president 
“In spite of all the money we spend 
find that 


purchasing agents still don’t know 


on advertising, we many 


that we carry many popular lines 
this 


answer to 


Our display is an 
problem.” 

Mr. Marshall says the firm's head 
quarters and branches have con 
siderable trafic. He 


ing advantage of this through the 


believes in tak 
photographic propensities of cus 


tomers’ minds, “A customer may 
need a certain pice c of equipment 
months after seeing our display 
When they think of this equipment, 
they think of us 

“Often customers come in 
forget what they want. The displays 


remind them 


and 


“Some have subcontractors using 
don't 


about 


equipment . they themselves 
but asked 


the blow-ups remind them to give 


need have been 


us the sales lead.” 


Prestige, Morale Enhanced 


The believes the dis 


plays have considerable good will 
thing 


company 

and prestige value. For one 
they serve to occupy customers wait 
ing for service: “When a customer 
gets enthralled with the displays, he 
relaxes and our inside men have 
time to finish what there doing and 
wait on people in an orderly way 


ays Mack Marshall. “A great many 


1956 


people go out of their way to tell 
us how much they enjoy our show 
room 

modern show 


Employees like a 


room, the management believes 
Ihey also find the displays a help 
in training personnel on product 


knowledge 


it's Also an Art 


The Marshalls think good artisti 
treatment is the secret of effective 
display for their purposes, Says Carl 
Marshall 


thousands on advertising to draw 


“Many businesses spend 


people in to see new models and 
tooling developments, only to have 
the equipment uncrated in the 
midst of organized confusion, with 
little to 
advantages 

Carl Marshall say 
his outlook on the value of display 
there 


progress in the display art in recent 


indicate its features and 


he has changed 


because has been so much 


years 
‘Display is 
to further a company’s prestige and 


a handcraft designed 


promote its sale It is a specialized 


branch of commercial art, and 


involves more problems 


It is three 


probably 
than any other branch 
dimensional, and it requires expert 
both 
The display man is the 


knowledge of machines and 
market 
architect of the final phase in adver 
tising, transforming the customer's 


emi-conscious interest into desire 
for possession 

A display 
stress the 


itself is a thing of the past 


that 
merchandise 


arrangement 


merely 


Long Range Aim Is Best 


of dis 
But 
the type ot display that gets immedi 


“Of course the efhiciency 


play is judged by sales result 


not always the most 


We think 


ite ale j 


; di play for 


\ aluabl 


prestige ells more in the long run 
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BROWNING BELTING 


MILL ANDO TRANSMI'SSION 


block and steel truss 
tw } xpressway 


NEW HOME of Browning Belting & Supply Co. (concrete 


half mile from Kuoxville, lenn., business center 


It tamed to Grow with Your Community 


(88 
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Aveilable parking lot —~ Net needed af present 
LAYOUT OF NEW STRUCTURE shows utilization of 
sq ft. (an increase in floor space of 8,800 sq. ft.) for increased stock 


of conveyor and transmission belting, roller chain 
. for better service from stock 





and Sprocke ts 


heaves, speed reducers, motors, et 
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PLANS for peeding up movement o rT goo fror DISPLAY FLOOR d iter } Oo practice 
hipping room t nter ' rh nvevot ‘ ‘ TT woth than 50 
issed by Claud Ii Browning 
W hitcom! ¢ pr dent 


When Knoxville acted to overcome traffic problems with new 


roads, distributor followed suit with new building, boosting sales 


a 





WAREHOUSE VIEW locking toward shipping ' tl INCREASES IN SALES 


electrica perated vethead yor show 


mng and plitt ng machi luring the four-da open hows j ‘ On ‘ fit 


’ 
belt winding, mea perating ff } " 


mipre cd tor ‘ ! ! large ye wit hand 
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SALES 


QUIZ: Test your knowledge of. . . 


Products and Mar kets 





1. BOLTS & NUTS 


That monster of a machine in the above photograph 
is said to be the world’s largest cold-forging machine 
——@ 1%-in boltmaker. It is said to produce 400 


giant cap screws and consume a ton of steel every 
10 minutes. 

With production like that, supply salesmen will 
have to step up their solicitation, so try your hand 
on the following bolt basics 


A. Use of high strength bolts in steel construction 
hos been booming lately. For example, they 
were used in constructing San Francisco's earth- 
quake-resisting skyscraper, a 25-story office 
building for Equitable Life Assurance Co 
Do you know how to identify a high strength bolt? 


. High strength bolts come in —-in length incre 
ments through 5-in; in —-in increments over 


5-in. 


A good customer said to Benny, the bolt sales 
man, “We're using a heat-treated carbon steel 
bolt and some of our engineers think we should 
use a nut of the same material while others 
claim it isn’t necessary. Who's right?” Benny 
replied, “The strength of a nut depends not 
only upon the hardness of the material used but 
on dimensions such as width, thickness and 
thread pitch. Dimensionally, the nut is over 
designed 50 to 70% compared to the bolt, 
so the nut need not be as hard as the bolt.” 
Who's side are you on? 





2. VALVES 


Van, the valve salesman, points out that valves ore 
important equipment in today’s factories; practically 
every plant, new or old, in all territories uses some 
kind of valves. Obviously it pays to review your 
valve know-how periodically, so here are some ques- 
tions designed to open the pipeline to more sales. 


A. What are the four common types of valves? 
B. Can you name at least six other familiar types? 


C. Lubricated plug valves are used for many serv- 
ices and, like the gate valve, they are employed 
primarily for complete shut off or full flow 
applications. 

The plug, of course, is one of the three basic 
parts—what are the other two? 


. The plug, the movable member of a lubricated 
plug valve, is cylindrical [], or tapered (|? 





3. TAPES 


Many types of industrial tapes are available today for 
a wide variety of useful applications in production, 
assembly and shipping operations. 


A. Tapes fall into three broad classes, each with 
many subdivisions. What are the three general 
types? 


__————————. tapes are unquestionably 
the largest category. Depending on the appli- 
cation, they are made of paper, cloth and 
three other materials. Can you name these 
three other materials? 


C. Which of the following would you say represent 
common uses for the above popular type tape? 


Sound Damping 
identification 
Sealing 


Masking 
Surface Protection 
Packaging 
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4. WIRE ROPE FITTINGS 


One of the characteristics of a successful industrial 
supply salesman is his ability to sell creatively by 
seeking new, different and unusual applications for 
the products he handles 

IMustrated above is a unique application of wire 
rope—1'2-in. diameter preformed galvanized wire 
rope is used to strengthen 26 wooden pile clusters af 
a long coal unloading dock 


A. The fitting in the middle of the single strand 
suspended between the pile clusters is known as 
a . It is used to 
its size is measured by the diameter of the — 











B. Another popular wire rope fitting is known as 
a shackle. Shackles are made of ———— 
and bent into shape. Strong, closed attach 
ments which do not come unhooked, they are 
recommended for Their size is 

determined by diameter of the not 


the 


C. The efficiency of clipped attachments depends 
upon the manner in which the clips are applied 
What is the correct way to attach clips? What 
precautions should be taken? 








5. BRUSHES & BROOMS 


IMustrating a familiar sight, the cartoon (left) should 
stimulate the alert salesman to considering the 
many types and kinds of brushes and brooms used 
for maintenance—sweeping, dusting, washing or 
scrubbing—by plants in his territory 


A. Materials for brushes and brooms come from all 
over the world. For example, steel wire from 
U. S. A; bristle from China, Russia, India, 
South America and Europe. How many other 
types of materials can you nome? 


B. What fiber would you suggest for a customer 
who needed a coarse, stiff brush? 


C. What would you suggest for the user seeking 
a fine texture fiber? 


D. Which of the following do you think might 
represent potential markets for brushes and 


brooms? 
Bokeries Engrovers 
Hospitals Furniture manufacturers 
Institutions Machine shops 
Breweries Dairies 
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Answers to Sales Quiz on pages 110-111 





1. Bolts & Nuts 


A. High strength bolts are identified by three 
radial dashes on the head. This is standard 
marking used only for bolts made from high 
carbon steel and heat treated. Incidentally, 
the heat treatment also gives the bolts a black 
finish. 


B. Through 5-in, increments are in ‘4-in; Y-in 
increments over 5-in. 


Hope you were on Benny's side. He was 100% 
right. 





2. Valves 


A. Four common types are gate, globe, angle and 
check, 


Other familiar types are: butterfly, ball, needle, 
diaphragm, lug, Y, lubricated plug, etc 


The plug can be either cylindrical or tapered 


4. Wire Rope Fittings 


A. A turnbuckle is used to tighten any slack thot 
might develop after extended use. Size is 
measured by diameter of the screw. 


B. Shackles are made of drop forged steel and 
recommended for hitching. Size is determined 
by diameter of body —not the pin. 


C. The U-bolt portion of the clip should always 
bear against the short end of the rope; base 
of the clip should bear on live side of rope. 
Center distance between clips should be six 
times the rope diameter. Tighten nuts equaily, 
with rope under tension; retighten after first 
few hours of continuous service 











3. Tapes 


A. Three basic types are: pressure sensitive, 
solvent activated, heat activated. 


B. Pressure sensitive tapes constitute largest cate- 
gory. They are also made of acetate fiber, 
cellophane and metal foil. 


C. All of these are common uses for pressure 
sensitive tapes 





5. Brushes & Brooms 


A. Plastics; nylon; fibers like Tampico, Palmetto 
and Palmyra, Bassine, Bass, Bamboo and Rattan; 
horsehair; soft hair — camel, badger, ox and 
fitch (a mixture of skunk hair and bristle) 


B. Rattan is about the coarsest and stiffest 
C. Suggest Tampico fiber for this customer 


D. All the industries listed represent good broom 
and brush potential 
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A 


This one-man hoist is a rigger’s or mill- 
wright’s pride and joy! The 4% and 1-ton 
sizes are shoulder-weight—easily carried up 
ladders, accessible to almost any tight corner, 
portable to practically any place in the shop. 
Other sizes up to 6 ton capacity offer similar 
weight and utility advantages over conven- 
tional spur geared hoists. 

The Zephyr line also includes (1) plain 
and geared Army-trolley units with swivel- 


SHOP 


LIFTER 


action trolleys that traverse minimum radius 
curves freely; (2) headroom-saving, clevis- 
connected trolley hoists that eliminate 
casual hoist removal. Construction and 
mechanical features of all Zephyrs are noth- 
ing short of superb Complete details are 
given in the new Chester Hoist catalog. It 
also includes full data on all Chester hand 
and electric hoists and overhead I-beam 
trolleys. Write for your copy today 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 





Ped 
ational 
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Fasteners L/, Hodell Chains go Chester Holete 7 


1956 











U.S. TOTALS 





” pustaiaL Disraipution 





August 1956 
Compared with 
July 1956 





Yl 








First 8 Mos. 1956 
Compared with 
First 8 Mos. 1955 








+6% 


+8% 





+16% 





Supply Sales Trend 


Final Figures For August 1956 





August 1956 
Compared with 
July 1956 


August 1956 
Compared with 
August 1955 


First 8 Mos. 1956 
Compared with 
Firet 8 Mos. 1955 





NEW ENGLAND 
Connee ticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minneso ta 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+ $% 


+11% 


+19% 


+12% 





+15% 
+ 9% 


+14% 


-10% 





+22% 


+22% 


+12% 


+14% 
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YARWAY’S pioneer engineerin 
~~. g# builds you more 
=. steam trap sales 


@ Twenty years ago Yarway pioneered the development of the original 
Impulse-type steam trap 


‘Today —one million Yarway Impulse Steam ‘Traps later—that pioneer 
engineering is still at work. Yarway’s Steam Research Laboratory has given 
Industrial Distributors a complete line of Yarway Impulse Traps to meet 
the trapping requirements of their customers. 


Included are the Standard 60 and 120 Series for normal requirements; 
the 4’ 20-A Low-Capacity for light loads; the 40 Series High Capacity 
for heavy load applications; and the 
Integral-Strainer Series for high pressures. 
The wide popularity of the Yarway 
Impulse Steam Trap is based on small 
size, only one moving part, fast 
YARWAY. IMPULSE heat-up, good for all pressures, stainless 
STEAM TRAP steel construction. 


Write for full details on Yarway’s plan of 
selective distributorships for the Impulse 
Trap and its fast-moving companion, 

the Yarway Fine-Screen Strainer 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRA/NERS 


YARWAY 
FINE SCREEN 
STRAINER 
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SALES TRENDS (Cont'd. ) 





August 1956 
Compared with 
July 1956 


August 1956 
Compared with 
August 1955 


First 8 Mos. 1956 
Compared with 
Firet 8 Mos. 1955 











SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 


Oregon 
Washington 





2% 


8% 


9% 


3% 


+11% 





+ 16% 





+21% 


+ $% 


+13% 


+19% 
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PIPE MASTER 


“Cuts hand-threading 
‘ time 86% on 2” pipe!” 


..-COSTS ONLY $460.00 















something 
ESS 
been added! 


Ni a 
Yew loraer size Aloha del diate ls 


new tact-f lled he sdline- 





‘Best investment we ve This adjustable, quick ne ‘ J 
ew look mn Oster elokd Tastiiey 







ever made! Paid for itself opening die head, for ex 
in only $3 days, averaging ample, takes me less thar 
now a " 
36 threads a day. Look at a minute to adjust for an / ippearing a Telellolahy in 
the convenience teatures size pipe within the to n 
ehilelslel mm > 
al Tel. aaleleleP4alil 13 





2” standard range 





on this complete portable 






pipe machine 





It's inte rmotive sleh, ait tiitel, Price 

alia ty Savings yvelielilie 
elimela Mm lal, [Wrel-tem ie make th 

most powerful advertising pr 

Tm Oli history! 

It's working advertising! ahela alile 

‘delllileMelil Ma lela ERY TY ) aT and week 

out Cillslemelite selling sup 

porting your sales efforts in behalf 


rohi 
of the most complete line of power 








Optional equipment, but 

well worth its cost, is this 
handy rubber-tired sand 

market 

the pipe is centered per that makes it a breeze to 

fectly gripped tightly move the No. $32 any 

and firmly every time where | want to use it | 

ts Oster « 
, ; Idvertising! More evidence 


that the Oster Line is the best 


And this exclusive pat 
ented ‘Auto Grip’ Chuck 
A spin of the wheel and 


pipe threading equipment on the 









Til mle Mmilelilell. 






See how you, too, can 





cut pipe threading costs 
—do better work—with 
the Oster No. 552 Pipe 
Master. FREE illustrated 
8-page booklet contains 








performance data and 
complete information on 

i MANUFACTURING CO. 
this versatile, all-purpose 
pipe and bolt threading 
machine. Write for your 







Main Office and Factory 
1302 East 289th Street 
Wickliffe (Cleveland), Ohio 











copy toda) 





MANUFACTURING CO 


Main Olfice & Fax tory 


13072 East 289th Street, Wickliffe (Cle veland), Oh 
‘eo 
















THREADED PIPE (1's TIGHT 11'S BEST COSTS LESS 
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The Outlook for Business 





By The Economics Department, McGraw-Hill Publishing Company 


INCK WE LASY KEPORTED, nothing has happened to 
$ alter the very bright business outlook over the 
months ahead, say until next Fourth of July. Also 
nothing has happened to clarify the business outlook 
beyond that poimt 

What does become increasingly clear as this year 
wears away, however, is that the American economy has 
become an amazingly sturdy and resilient concoction 
Since this development does throw a revealing shadow 
of what lies ahead, we propose to dwell on it a bit 
rather than repeat what we have already reported on 
the short-run business outlook 


A Preposterous Boom 


If a year ago you had reported that automobile sales 
would be off about 20% in 1956 and housing starts 
would be down about 16%, but that business as a 
whole would not only carry on steadily but keep 
expanding, you would have been regarded by virtually 
all of your countrymen who reflect on such matters 
as downright demented. Indeed, when late last fall 
we intimated that there was a possibility of a develop 
ment of this general sort in 1956, we were asked, in 
effect, if we would go quietly or if force would be 
required. It was inconceivable that there could be as 
much contraction in the sales of mobile and stationary 
housing as there has been this year without having 
it pull the economy as a whole down with it. Yei 
this is exactly what has happened 

The explanation lies in large part in the fact that 
the economy has had the powerful underpinning of a 
continuing boom in business investment in new plant 
and equipment and a continuing boom in the research 
ind development which provides much of the driving 
force for this investment. (As goes capital invest 
ment, so goes prosperity.) It is an underpinning 
which, far more than incidentally, the economy i 
going to have for a long time to come 


Our Buoyant Consumers 


\nother key part of the explanation of the extraordi 
nary performance of American business this year 
is found in the remarkable buoyancy of consumer 
spending. For the country as a whole it has gone up 
steadily during the year 
in communities afflicted by involuntary unemploy 
ment (automobile manufacturing towns) and the 
voluntary unemployment resulting from strikes (steel 
towns, among others) consumer buying has not begun 
to reflect the resulting loss of wages 


And even more remarkable, 


! i ' 
capacity of wage workers to keep on 


Unemployment npcnsation pavinent w;coul 
in part, for the 
onsuming while unemployed. But those who ha 
looked into the matter in steel and automobile man: 
facturing communities report that the larger part of 
the explanation lies in the high wages received by 
workers in these communities when the plants ar 
operating, and confidence that they will be working 
again before long. ‘This gives the workers the statu: 
of substantial citizens financially who, if short of their 
own resources to tide themselves over during their 
occasional periods off the job, can readily get them 
from the local merchant 

I'he rounds of wage increases which, in many indu 
tries, now come as regularly as the coming of the 
changing seasons, also play a part—and a major part 
in sustaining a buoyant course of consumer spending 

Another key force in keeping the curve of con 
umption steadil tilted upward is, of course, provided 
by the vigor, skill and enlarged effort with which the 
its of advertising and selling have been pursued. 
his year, for example, the total volume of consumer 
about $9.2 billion 
up about 8% over last year's recording breaking 
volume of $8.5 billion 


he expected right along in the years ahead if a con 


ulvertising in the USA will be 


Increases of this order are to 


suming public as rich as the American consuming 


public has becom Think of it! Average annual 
family income $5,206 not to be allowed to becom 


jaded by its abundance of worldly goods 


Big Holiday Season Ahead 


\s a result of prodigies of the sort enumerated 
retail trade is hitting all-time highs, both in dollar 
volume and physical volume as it enters its big fall 
and holiday season. Since the record has been made 
so far, without any help from the auto industry—in 
fact, despite a decline in the volume of new car sales 
it reflects substantial gains in the sales of apparel furni 
ture and other household goods, including most typ 
of electric appliance 

Whether retail trade can sustain this pace remain 
to be seen. But the omens are very favorabk 

In short, the well-stocked counters of retail stor 
are not likely to remain so through the Christmas sea 
son. What Santa does not lug away, a few clearance 
sales will. And the resulting re-orders to factories will 
keep production in high gear well into 1957. Two 
thirds of everything produced in the United States 
is sold over a retail counter. So the general business 


outlook continues bright for next vear 
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A“youngster speaks up for NYBaP 


Uly, 
BE] TINE 


Wee wh 


Mag 


" Ger , 
1@r a) Ma, 
"@ger 


Our original purpose in this series of ads was to call attention to the number of distributors who 
have profitably represented NYB&P for two or three generations. Their reactions to their long- 
time association with NYB&P policies, products and personnel, we felt, would have real signifi- 
cance to prospective new NYB&P distributors 

Now comes one of the “younger” members of our distributor family, convinced that it 
doesn't take half a century or more to appreciate the advantages of an NYB&P franchise. Natu- 
rally, we are happy and proud to add these commendatory comments to those of our “old-timers”, 


tlte 
sf “ 


(ge V-BELTS AND “‘TIMING®”’ BELTS 


~—/ 





NYB&P INDUSTRIAL RUBBER PRODUCTS 





J America’s Oldest Manufacturer of Industrial Rubber Products 
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Manufacturers’ New... 
Training Programs « Displays -« 





tor imprint, the catalog is illustrated 
with photos and engineering draw 
ings of the various cutters, and speci 
fications are set out in tabular form 
Chicago-Latrobe Book 
Covers Masonry Drills 


Chicago-Latrobe, Chicago, has 

ued a folder on its masonry drills 
howing size ranges in spiral flute, 
fast cut, 
\ Wiou 


onstruction are listed 


and extra-length drills 


ipplications in industry and 


tiie Vcie 
LATROBE 


DISTRIBUTOR sales managers Larry Collins, Ed Ramp and Joe Ray, all of 
Ducommun Metals & Supply Co., Los Angeles, are shown direct mail pieces by 
Norton abrasive engineer, Robert Hamilton (right asion of Santa ( 
opening. 


on oc ia plant 


Carbide Tipped 


MASONRY 


Norton Plant Opening DRILLS 


Accents Distributors 


Norton Co., Worcester, Mass., 
in connection with the recent open 
ing of its new plant in Santa Clara, 
Calif., set up some mailings which 
focussed attention of West Coast 
customers and prospects on their 
local Norton distributors. In addi 
tion, newspaper and business paper 
advertising, in featuring opening of 
the plant, showed names and loca 
tions of distributors. 

One mailing consisted of a four 
page letter showing pictures of the 
plant on the center spread and a has 
listing of the firm’s products on the catalog 
back page. The first page was de- rate sections for high-speed steel 
signed to permit the distributor to and carbide cutters. 
insert his own letterhead and signa deals light, 


description of the new plant 
Norton is currently preparing an 
other four-page letter which will 
include a map spotting West Coast 
This 
this month to a list 
distributors 


distributors will be mailed 


furnished by 








Viking Tool Has 
Milling Cutter Catalog 


Viking Tool Co., She!ton, Conn 
new milling cutter 


Columbian Vise Issues 
Miniature Catalogs 


V ise & Mfg Co., 


leveland, has issued two miniature 


issued a Columbian 


The publication has sepa- 
italogs describing its full vise and 


Each section level lines. The vise catalog fea 


with medium. and _ tures a cross-section photo of the 


firm's line of machinists’ vises 


ture. The text of the letter empha 
sized the distributor's “ample and 
specialized stocks,” along with a 
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heavy-duty cutters. A section is also 
included on engineering special 
Providing cover space for distribu 


Among other vise types described 
ire sheet metal workers’, chipping, 


1956 





Packages « Films «¢ Literature 





combination pipe, hydraulic, wood 
craft and carpenters’ 


The 


styles of aluminum levels, together 


level catalog shows five 


with magnesium, line and surface, 


pocket, torpedo, carpenters’ and 
masons’, and general purpose levels 

I'he firm has also issued two bulle 
“Gyro-Vise” no. 734 


Photos and text describe unit, and 


tins on its new 


emphasize its increased jaw width 


of 34 in 


Belmont Packing Issues 
Condensed Catalog 


Belmont Packing & Rubber Co 
Philadelphia, has issued a 24-page 
“condensed” catalog on its mechani 
cal packings 

Featured are several recent pack 
ing developments including the 


“Bel-Vee’ 


braid 


firm's V-ring packings 


CTISS-CTOSS packing series 
twisted foil packings for oil and dis 
tillate temperatures to 1,000 deg F., 
and a new Inconel-wire reinforced 
plastic packing for valves handling 
superheated steam 

Providing space on front cover 
for distributor's imprint, the catalog 
illustrates each type of packing and 
characteristics 


details construction 


and application There are three 


pages of recommendation charts 


Wickwire Film Traces 
Rope Manufacture 

W ickwire Steel Dyiv., 
Colorado Fuel & Iron Corp., New 
York, N. Y., has produced “Quality 
film 


describing the manufacture of wire 


Spe nce, 


Unlimited a sound-color 


rope Running 30 minutes in 
length, the film follows all the opera 
tions in the production of wire rope 
from basic steel making to the test 
ing of the finished rope 


Also illustrated in the film are 
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Dumore Using “Mobile Lab” 


DUMORE C©O.’'s Detroit district 
drilling laboratory” to d 
and tapping equipment. Dist 
tions IT he lab. Say M 


right on the job.” 


Midhapel ’ 
tomers the firm hin tomati 


men | dog rt ‘ for 


Herb Ainswe 
drilling 
demonstra 


tributor slesimen 





chemical and physical tests accom 
panying various manufacturing step 
and application and care of wir 


rope 


Upson-Walton Clips 
Are Re-Packaged 

Upson Walton Co Cleveland 
has developed new packaging for it 
line of “Gold Clip” rope clips. They 
are now packed in cardboard carton 


which are end-labelled showing clip 


4 


NOVEMBER 


ize and quantity Cartons weigh 


from six to 69 Ibs. depending on 


lip 174 Firm claims new packag 


ing will facilitate distnbutor'’s hand 


ing, delivery, and inventory control 


SPS Automates 
Second Production Line 


d Steel Co., Jen 

completed it 
jutomated line for the heat 
threaded 
heat 
than 
According 


Capac ity 


Standard Press¢ 
kintown, Pa ha 
( ond 
treatment of precision 


fasteners, raising its automat 


treating capacity to mor 
100,000 screws per hour 

to the firm, this added 
vill further deliveries to 


distributor: 


Hipro { 
Ihe automatic line conveys batch 
weighed runs of fasteners through 


seven stage ot timed washing hard 


quenching, tempering, and 
1 | 


At the end 


fasteners are 


ening 
rust-proofing operations 
of the line, the 
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“Tm Looking for Digtributorg !* 


“I'm Jim McAuliff, Sales Manager of the Industrial Division for 


WESTERN JACKS 


Yes, Western is a new name in jacks. But our line of jacks is not new in the 
industry ... and neither am I. 

When Western Railroad Supply Company acquired BUDA’s jack business 
recently, I joined Western to head up Industrial Sales. All of Buda’s jack inventory 
and parts have been moved to Western, and we are now manufacturing the same 
solid, dependable Buda jacks. Only the name is changed 

Everyone knows that the BUDA name has meant quality in jacks for a long 
time. I know . I was Field Sales Manager of Buda's Industrial Division and I 
learned, from firsthand experience, the fine acceptance these jacks enjoyed in 
industry 

I can make this guarantee: you just can’t find a more dependable, reliable firm 
than Western. These people have been in business for more than 60 years, manu- 
facturing signaling and communications equipment and are tops in the field. This 
coupled with a complete quality line of jacks, tried, tested and proven over the 
years, is a combination you can’t beat. 

If you want to give your jack sales and profits a real lift, write me for details 
about Western's distribution plan.”’ 


rm WESTERN 2. 


‘ 


2400-2434 South Ashiand Avenue « Chicago 8, Illinois 


a 2. 
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It’s easy to sell lubrication savings like these: 


ALEMITE 


save at least 3% man-hours for 
every I00 Ibs. of grease loaded! 


Find a plant that is still loading lubri- 
cation hand guns by the costly messy, 
old-fashioned hand-and-paddle 
method. Point out that an Alemite 
Loader Pump will save them at least 
3% man-hours for every 100 lbs. of 
grease they use—and provide cleaner 
lubrication besides! That’s all it takes 
to make a profitable Alemite sale! 


Cash in on the big market for 
Alemite Loader Pumps. They fit all 
hand guns equipped with standard 
Alemite Loader Fittings. Sizes and 
types for all prospects to fit original 
refinery-filled 120- and 400-pound 
drums, or 25- and 35-pound buckets 


Adjustable Leverage! Normal leverage —8 
strokes fill a 1-lb. gun. Increased leverage 


for cold weather or heavy grease Model 7199-1 
Pump and Cover 


for bunghole 


Volume Delivery! Large-diameter pistons of 400-Ib. drum. 
provide volume delivery. Positive prim- 
ing. Relief valve permits return of handle 


to “down” position 


For complete information. write 


Alemite, Opt. H-116, 1850 Diversey Parkway, 
Chicage 14, Iino 


Products of STEWART-WARNER CORPORATION 
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Cruger Atten 


Frank M 
Mfrs. Supply Co., Indianapolis, and 
38 other small business leaders con 
ferred recently with President Eisen 
hower in the White House on the 


Cruger, of Indiana 


Government's assistance 
for small firms. The group endorsed 
the Administration's aid 
but urged further steps to provide 


more tax equity for 


program 
program 
small com 
panies 

Mr, Cruger, who is president of 
the National Industrial Distributors 
Association, attended the White 
House meeting as a member of the 
Small 
National of Consultants 
President had 
the group to confer with him on 


Business Administration's 
Council 
Kisenhower invited 
recommendations of his Cabinet 
Committee on Small Business 
The consultants, who serve the 
S.B.A, without pay, were in Wash 
ington for a two-day program of 
conferences. At a with 
Wendell B. Barnes, Small Business 
Administrator, and Dr. Arthur F 
Burns Cabinet 


session 


chairman of the 


‘NEWS: 





After meeting with President Eisenhower o 
M. Cruger, president of the National Indu 


House with Wendell B. Barnes, Smal! 
of the 8.B.A.’s Council of Consultants 


Committee, they discussed taxe 
management aids, foreign competi 


affecting 


recommended 


tion and other matters 


small firms. ‘They 


Wells Executives Map Out Distribution Plan 


Using Inpusraiat. Disraisution’s Marketing Map, Wells Mrz. Corp. executi 
chart their distribution plans at company’s annual sales meeting. Charles Wap!e, |r 


William Henry and Neumon Neighbours, sales representatives; Floyd B 


Hagen 


buch, sales manager; R. W. Bowers, vice president and general manager, and E. H 


VanLoo, held service manage: 
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comprise the group 





MANUFACTURER 











mall business problems, Frank 
Distributors Association, leaves White 
Administrator, and other member 


revision of tax laws to encourage 
mall business expansion and protect 
mall tax-exempt 
competition; expanded Government 
information further 
tudy of the effects of foreign im 
mall business 


concerns from 


services, and 
ports on 

Council members told the Presi 
dent business was good and expan 
sion was proceeding to record highs 
in their local areas 

Mr. Cruger has been active tor 
some time in small business regional 
A two-day Small 
Clini 


held in Indianapolis just before the 


work in Indiana 
Business Opportunity was 
Washington meetings 

Ihe S.B.A.’s 


loans to 


program includes 


business small firms, 
disaster loans, help in selling prod 
ucts to Government agencies, and 
technical and management inform 
ation The 
Cabinet Committee on Small Busi 


still 


SCTVICES. President's 


ness recently advised greater 


(.overnment assistance 


1956 





Burglars Open Walls, 
Take Two Tons of Drills 
From Union Twist 


Vhieves cut holes through walls 
of two buildings recently at Union 
I'wist Drill Co.’s Chicago branch 
and made off with two tons of high 
powered drills valued at more than 
$150,000 

Police said the burglars entered an 
adjoining building that was under 
cut 
two 


both 
weckend, 


holes, three 
fect 


buildings 


construction and 
feet ind 

through walls of 
Working during a 


apparently took their time, as 


high wide 
they 
the 
floor was strewn with cigarette butts 
soft drink bottl 4 
shipping employee discovered th 
Monday morming 

Holland, Union I wist 
aid half the 
All 


nani 


and empty 


robbery 
Norman H 


district manager om 


pany's stock was mi the 


the 


ing 


drills have company 


stamped on them police stated 


Don Lightner 


Lightner Named 
Mid-isiand Manager; 
Gc. D 
pointed general manager of Mid 
Island Supply Co Island 
City, N. ¥ Joseph Brosch, partner 


and vice president has severed his 


Lightner has been ap 


Long 


connection with the firm 

George T. Treacy, Jr., who started 
the business |! years ago with Mr 
Brosch, eontinues as president and 


owner! 


Dallas Firm Launches Machine Tool Division 


Charles A. Laurie 


lool Supply & kngineering Co 
division, Machine Tool Sales Co 
Canton St 
Charles A. Laurn 
College Names Rickman 
To New Advisory Post 


Paul D. Rickman 
Bard Steel & Mill Supply Co 
Mich 


ident of 
kK ila 
ippointed 
committee for 
1 partment 


pre 


mazoo has been 
to the SOT) 
Industrial ‘Technolog 
of Western Michigan (¢ 

We Mi higan 
trial Distribution 
thi 
Rickman | 
Distribution 
He is re 
pon ible for advising the entire de 
the 


id the 


olle ve 
Indu 


cone 


tern new 
curnculum 
under department 
Mi 


the 


and 


ilso chairman of 


Industrial ours 
idvisory commiuttec 
partment on new courses and 


conduct of current course 


Paul D. Rickman 


iI 


i 


Robert N. Johnson 
has 


headquarters at 


new 


ISI] 


Yallas, ‘Lexa organized a 


1 two-stor 


who joined the parent firm last winter to launch the 


ubsidiary, has been named general 
lool Sale 
of the 


manager of Machine and 
vice president and a director 
parent company 

A graduate of Ohio 
had been with Dresser 
and United States ‘Time 
be Mad : 
ha 


po 


University 
Mr. Laurie 
Industrie 
Corp. in the Southwest 
Marine World War Il 


nce idmuinistrative 


iti mid 
held 
onnected with tooling production 
ind plant management. He started 
Pratt & Whitney Co. a 


toolmaker 


vith in 


ippre ntice 


New Director Named 
lool Supply & engineering ha 
Kolbe rt N\ 


to its board of director 


clected Johnson, sale 


cngineet 
Ihe 
thr 


following have been elected 


to om pan executive com 
Irving H. Buck 
Paul G. Harkey, Wallace 
and Mr. Laurie, vice 

Richard M. Irvin 
John Clinkunbroomer, purchasing 
Jou B. Bell, office 
George Stepter 


lool Sharpening Service divi 


mittee president 
Dewees 
presidents 


ectctary-treasuret 
agent manage! 
and representing 
the 
sion 

Other of 
directors, besides Mr Johnson are 
Mr. Buck, Mr. Harkey, Mr. Di 
weese, Mr. Irwin, Logan Ford and 


H. L. Merritt 


member the board of 


FOR ADDITIONAL NEWS, SEE NEXT PACE => 





Newton Succeeds Greene In Starrett Sales Post | Se!! Value of Service, 
_ Electrical Group Head 


Urges Association 


Distributors and wholesalers must 
ell the public on the concept of 

ilue added by distribution” if the 
economy is to stay healthy, the 
American Society of Trade Associa 
tion Executives was told recently at 
ts annual convention 
Carl O, Newton Cortland A. Bassett William J. Green Financially solvent wholesaler 
ire essential to protect investments 


Carl O. Newton has been appointed vice president in charge of sak of suppliers and consumers, said 


of The L, 5. Starrett Co, to succeed William J. Greene, who retired Arthur W. Hooper, executive dire 
after serving 42 years with the com tor of the National Association of 
pany Electrical Distributors. He said the 


Cortland A. Bassett will succeed | distribution field now shows a ce 
chning proht picture 





Mr. Newton as general sales man 


“6°! Distributors Essential 
Mr. Newton, who joined Starrett 


in 1929, had served as New England If we are going to be successful 


salesman, New York branch man in getting manufacturers to view 


ager, and since 1952 as general sales wholesaling as a part of the national 
manager. He is a director of the | cconomy, we will have to emphasiz« 
company the concept of the value added 
: . ) 
Mr. Greene is retiring from active by distribution Distribution | 
management at hus own reque st but mn lated to su h things as transporta 
will continue as a director Arthur tion ; counting, warehousing and 
of goods. Each of thes 


necessary to the total effort 


some of the parts are not onh 


T. H. Hubbard li. Starrett, pre ident, announced 
Mr. and Mrs. Greene plan to mo 


‘ > . 
Harris Pump & Supply to New Orleans sometime later thi 


Promotes Hubbard. Duffy veal, where they will make their ital but require heavy investment 


ind the assumption of commercial 


Harris Pump & Supply Co., Pitts hom 
risk 


burgh, has named TIT. H. Hubbard Started Selling in 1914 
vice president in charge of sales and Time, Delivery Vital 
E. A. Duffy sales manager Mr. Greene joined the compan 

With the company since 


Mr. Hubbard was previously vice 


aid the nation’s high living 


1936, | 45 4 salesman in 1914. After serving af 
in the World War I Air Force as a tandard de pends on providing what 


pilot and captain in 1917, ke became people demand, at the time and 
place they want it, at lowest p yssible 


president and general sales manager 
Mr, Duffy joined Harris Pump in 
1955 as sales promotion manager 


New York branch manager and ten 


years later, he became Eastern sal cost. Production has been profitable 


manager because this has been acc omplishe d 


but if declining profits cause distr 


bution firms to fall behind produc 


Mr. Greene became sales dire: 
in 1939 and later vice president and 
director of sales tion industries, the entire econom 

“Probably no man is more loved | sutter 
and respected throughout the trade Without distributors, said Mr 
than Bill Greene,” said Mr. Starrett | Hooper, a typical order would have 
in a company letter marking Mr. | to placed with as many as two 
Greene's retirement and congratu lozen sources and it might take six 
lating him on his service record months to deliver 

Mr. Bassett, the new general sales Wholesaling, he said, should be 
manager, joined the company in | considered as part of the broad 
1946. He has lately been attached | process of distributing product: 
to the southern New England terri- | rather than as a separate marketing 


; 


tory | system 








BE. A. Duffy 
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Voigt To Manage 

Air Tool Sales 

For Aro Equipment 
Aro Equipment Corp 

pointed Gene R. Voigt sales man 

ager of its Air Tool Division 
With Aro since last year as 


mt to the general manager of the 


has ap 


issist 


Air Tool Division, he was previously 
Mill Supply & 
Louis industrial 


sales manager of 
Machinery Co., St 
supply firm. He had been with the 
St. Louis company since 1947 

Mr. Voigt will take charge of all 
domestic and export sales of Aro ait 
hoist: 


accessorics 


ind = air 


tools, equipment 


Gene R. Voigt 


Fort Worth Steel 
Re-Aligns Sales Units 
Fort Worth Steel & Machiners 


Co. has separated engineering sales 
from merchandise sales in different 
departments 

The merchandise sales depart 


ment, headed by M. S. Jackson, Jr., 


vice president, is now devoted fully 


to sales of standard Fort Worth 
products 

rhe new engineering sales depart 
ment will carry out a program to 
expand the company’s sales of fully 
engineered plant installations and 
pneumatic systems for handling 
bulk 
L. B. 


charge of engineering 


materials It is headed by 


Temple, vice president in 


Norton Co. Creates Three New Divisions 


John Jeppson 


Norton Co. has created three new 
the 


under John Jeppson as vice 


divisions, Abrasive Dhvision 
presi 
dent and general manager; Kefrac 
William G. Fallon a: 

and ble: 
Hloward |. Daly 


VICK president ind general manager 


tories, with 


tro 


general manager 


Chemical under 
The company has six divisions m 
all including the Grinding Machin 
Behr-Manning Norton Beli 
Manning Overseas division 
Lhe the 


ibrasive cin sion 


ind 


management said term 


mind “refractories 


division had been used loosels 


many vcal 


the 


within the 
but 


company fo 
the first 


have been organized along true di 


this is tine unit 


Midnagect 


te th 


MO lines und ra ecin il 


Norton Co 
where it is nece to 
the 
for the operation of thr 
Milton P. Higg pre 

Donald | Price ile 
md George A 
for 
Jepp on with m 


ha HOW PTOWT 
pom*\ 
broaden base of 1 ponsil slits 
ompany 
ident, stated 
Manager 
tor grinding wheel 


Park 


will re port to 


sales manager abrasive 
Mii 
then org 


change Th inizahonal 


tructure 


Johnson In Over-All Change 
Ralph M. Johnson, formerly vice 


president in charge of sales of abra 
sive and refractor products become: 
ice president and director of sale: 
three 


managers on sale 


responsible for guiding the 


new division 
distribution, distributor poli ies and 
sclections il training iles 
promotion and pncing 


Mr 


president and director of manufa 


Jeppson also beconn vice 





turing, with responsibility for pro 


William ©. 





Fallon Howard J, Daly 


duction guidance to the three nev 
division head 
Lhe Abrasive 


production and 


both 


Division will handle 
sale ot abrasive: 


crude and finshed; grinding 


and other bonded abrasive 
products, ‘The 
plant in Santa Clara, Cal 
part of the division 


Ih Refractorn 
handle all product 


wheels 
new grinding wheel 


will ty 


Division vill 
for 
other produ t A 
lectro-Chemical 


reftracton 


ind Some 


I'he 


Division will handl produ tion and 


is 


wened to it 


furnace 
Alabama 


cruck 


ile of product of electri 


plant in md 
for th ile of 


well 


Oueber 
except and 
finished 
pecialized product 
Worcester, Ma 

\I Jeppson ha pent all tn 
reer with Norton 
Ainhes 


ly been ‘ 


ibrasive as as some 


produced Wy 


bu bin Le 


radiating from t ¢ oll yc iti 
pre ident 
rge of manufacture of abrasive 


retractory product 


lidwell 
Head Marshall Divisions 


and Henderson 


Marshall Supply & 
Co lulsa, Okla. ha 
Harold M. ‘Tidwell 
Oklahoma City Di 

Hl. A. Hender 


manager of the 


hquipnn nt 

ippointed 
manager of if 
sic 


been named 


Ma hare 


{oti ha 
COMMpal 


lool Department 


Marketing Head Named 


lhe H. M 
pointed Robert 1). ‘Tuttle as market 
been St. Louw 


branch manager for two year 


Harper (co. ha ip 


ing manager. Ile ha 


FOR ADDITIONAL NEWS, SEE NEXT PAGE oS 





Mamet Succeeds Eigo as Nelson President 


Paul H. Mamet 


Kenneth J. Fitzer 





Essex Brass Acquires 
Detroit Controls Line 


Essex Brass Corp. has acquired 


certain items in the lubricator line 


of Detroit Controls Corp 

Former Detroit lines now han 
dled by Essex include the No. 200, 
No, 500 and No, 600 
polished brass, glass body oil cups, 
and the Fig. 500 air 
lubricator, with design simplified 
Single and double connection hydro 
static lubricators were included 
the purchase, but the Essex man 
agement has announced their manu 
facture will not be continued and 
Essex lubricators will be substituted 
for Detroit's customers. 

The deal was arranged by John 
Q. Nagel, Essex Brass president, and 
Henry Ledyard, Detroit Controls 
sales manager 


series of 


compressor 


‘ 





peri Products 

Appol : points Hartley 
ar 

| 

| 


eting Head 


George M. Hartley has been 
named manager of marketing for the 
Metallurgical Products Department 

| of General Electric Co., 

|. E. Weldy, recently appointed con 
sultant for the company’s Marketing 

Services Division 
Sales manager of General Elec 

| tric’s Chemical Materials Depart 

ment for the past four years, M: 

Hartley has been with the company 


mice 1946 


succeeding 


Joseph W. Figo 


4. N. Nelson, Inc., Brooklyn, 
N. Y., has elected Paul H. Mamet 
president succeeding Joseph W 
Kigo, who has become chairman of 
Kenneth |] 
named vice president 

Mr. Eigo had been president of 
the 100-year old industrial supply 
firm since 1937 and Mr. Mamet 


who joined the company in 1935 


the board Fitzer was 


had been vice president since 1943 
Mr. Fitzer was manager of the firm's 
Kearney, N. J., branch 





Gene R. Voight 


New Orders Increase Slightly at High Level 








AMERICAN SUPPLY 4 
MACHY. MFRS. ASSN | 


New Order Indes 
industria! Supplies and Machinery 


FEDERAL RESERVE INDUSTRIAL 
PRODUCTION INDEX 


1047 1949 Average OC 


U. 5. DEPARTMENT OF COMMERCE 


New Order index Ovrebie Goods 


950 195! 1952 1953 1954 1955 1956 





The American Supply & Machinery Manufacturers Association index of new orders 
for industrial equipment and supplies showed a slight increase for August, reversing 
the moderate downtrend of the previous four months. The index is substantially 
above the level of the same outed of 19 


ADDITIONAL NEWS STARTS ON PAGE 234 








Distributor suggestions 
lead to improvement of 
Carboloy* tool offering 


Five important changes 
made so far this year 
in Carboloy carbide line 


Authorized Distributor 
sales show significant 
increase over 1955 


NEWSLETTER 


The program introduced last spring to bring about closer cooperation 
and communication with Authorized Carboloy Distributors has already 


begun to pay off. 


This program was set up to help Distributors in every phase of their 
marketing problem and to provide them with an opportunity to take 
a more active role in deciding which products they can best handle to 
supply their customers’ needs. 


As a direct result of opening this new channel of communication, five 
Distributor suggestions have already been incorporated in the Carboloy 
line. Through these suggestions, the Carboloy offering has kept in touch 
with specific Distributor requirements . and the way is always open to 
future adjustments, should the need arise 

In each of the five cases listed below, Distributors recognized their 
customers’ problems . . . and forwarded possible solutions to the office of 
the Manager of Distributor Sales, in Detroit. 





Here’s what has happened: Distributors are now selling a broader 
selection of heavy-duty toolholders. They are offering customers a wider 
range of throwaway blanks—with a greater choice of radii. And, they are 
now providing an expanded line of solid boring tools. 


In addition, Authorized Carboloy Distributors--because they are in 
constant touch with customer problems—have authored two important 
suggestions for changing the carbide grade used on two Carboloy products. 
By having these grades changed, their customers are now getting exactly 
the performance they need from Carboloy cemented carbide reamer blanks 
and heavy-duty insert buttons. 





The adoption of these suggestions demonstrates how well we are listening 
to the voice of the Distributor. They are examples of the many ways 
Carboloy Distributors are being helped in their quest for a greater share 
of the carbide tool market. 


Preliminary sales figures for the first three quarters of this year have 
proved just how successful the new Distributor program has been. Carboloy 
Distributors have significantly increased their sales over 1955— despite 
tougher market conditions. Metallurgical Products Department of General 
Electric Company, 11133 E. 8 Mile Road, Detroit 32, Michigan. 


CARBOLOY 


ertsea. Fee CA RBiogs 


*Carboloy is o trodemerk of General Electric Company 








Price Index for 19 Product Classes 


(1947-49 100) 


Sept. Aug. 
NAME OF PRODUCT CLASS "56 "D6 


Abrasive Products 129.0 129.0 119.8 
Cutting Tools 147.4 145.3 143.4 
Fans and Blowers 171.3 171.3 156.0 
Fasteners 169.7 166.3 
Incandescent Lamps 145.0 145.0 147.2 
Industrial Rubber Products 146.8 145.5 14.1.8 
Lubricants 92.0 89.9 74.6 
Materials Handling Equipment 158.7 156.8 142.0 


Mechanics Hand Tools 164.8 163.8 152.6 


(Files, saw blades) 
Metalworking Accessories 151.8 151.8 145.9 
Motors 111.8 111.8 109.6 
Paint 119.1 119.1 114.8 
Portable Power Tools 130.7 130.7 124.6 
Power Transmission Equipment 161.3 156.6 145.1 


Precision Measuring Tools 134.2 134.2 129.2 


Pumps and Compressors 155.6 155.6 137.6 


Steel Products 168.6 168.6 153.9 


(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 155.8 152.0 141.4 
Welding Machines 149.9 144.5 129.2 


(Equipment, rods) 


Total Index (weighted average) 149.8 147.5 140.0 


Source Rureau of Labor Statiaticn and Industrial Distribution 
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ON THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 








ference of pla tic pipe TT 
give full prote tion to the pipe 
against abrasion and carnng 
slupping varchou hand 
installation and service 
Other advantages claimed 
casier stacking of coils, more 
seating of pipe clamp 
resistance to burst and tear 
Manufacturers ( orp., Mansfield 
Ohio 


with w wkholding ul 


the 
j " rl hit > nd 6-jay 
Stencil Ink Spray * ust | huck ma " 
_— foal . model irc now available m 6, 
ind |24n diameter Previously th 
miversal Aust ly 


i diameter 


Press Finger, 
Stencil Is Marked 


Available in 16.2 oz. aerosol con | \ 
. -- . Buck Tool Co... Kalamazor Nii 


Is 


tamers, a new stencil mk spray 


ipplied by finger pressure and the 
ink os said to be dry a few moment: 


Pulleys 
Completely Sealed 


after it is sprayed on 
All-Welded Construction 


Krylon, Inc., Norristown, Pa 
Viger” conveyor 
Plastic Pipe Perfect Balance tee! plat d clis continuou 
velded to inside tube and hul 
Raised Ribs For Tireless Operation ; 
yjlate di lave been mtroducce 
Protect Wall g ; : 
\lodel 2] spray ull ha ! hort ' ce mac hined mcentri 


ompact head and two-finger trig he hore. they are normal sila 


vith 
Protecto-Rib”, a series of raised lh] 
ribs extending at close interval 


throughout the outside circum 


ger with easy pull and proportioned =) . diameter and ma 


handle )btained in pipe size diameter 
Atomizing air control a ockwood Pulley Mfg. Co 

control are said to afford 

pattern adjustment with an 

number of air caps 


Paasche Airbrush Co.. Ch 


Chucks 


Dust Proofing Mechanism 
Permits Full Capacity Range 


Developed for grinding machin 


and dividing heads, a new dust proof 
, 


chuck can be used either dry or we 


and dust proofing mechanism in 1 


INDUSTRIAL DISTRIBUTION © NOVEMBER, 1956 





TODAY 


PRODUCTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 





Abrasive 


Greater Sharpness, 
Finer Crystal Structure 


Known as 44 Alundum, a new 
ibrasive produced by a special cle 
tric furnace process has been added 
to the company’s line of aluminum 
oxic ibrasive 

Primary benefits, when compared 
to other non-premium priced abra 


ives, mclude higher inherent 


strength and greater toughne 


Norton Co., Worcester, Mass 


a machine 1 Oin. di 
pre as | » witroduced 
Phough prumar talw 
' production tool, it is also desig 
for use in too 1) tel 
. departments and del 
' Primaril i prod hominy I 
ay ee a ' "2 ae ae: for wood and netalworking am 


15-in. drill pr has been added t 
the maker's lin 
Also suitable for small commer Cutter Wheel 
Slip Type, Made of jal shops, components may be ob 
Unplasticized PVC tained for making w pecial purp 


Expansion Joint 


Fits No. 2 Pipe Cutters, 
> > ‘ 
Made in | ind 3-in sizes, slip equipment Pipe Machine Wheel Cutoffs 


n jounts of PVC have Delta Power Tool Div., Rockwell Nam Hack Magi i nev 


a pe expansio 
\fg Co., Pittsburgh nol af é cr wheel | nd te 


been added to the maker's line 
All size illow an expansion ot 


3j4n, and test at pressures up to Winch-Hoist 


325 psi and temperature p to 


1V¥2 Ton Capacity, 


140 deg. | Seandard Uh 20 § 
Fube Turns Plasti Inc., Lou tandard Lin 30 Ft 
ville, Ky Model 3000-30, a new ratchet 


lever hoist, weighs 13} Ibs. and i 


ludes a flexible aircraft cable said 


Drill Presses 


20-in Size, 
Wide Range of Models 


Said to mmnbine adaptability ot 
1 power tool with capacity holes of 
l-in. diameter in cast iron, jan. in 


teel in produ hon operation of 


Delivers Tough Materials 
At a 30% Greater Output 


ibid 
ii hy : 

, 
caulk i nev 


iia model 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 136 AND 137 




























NATIONAL 


TWIST DRILL 











Behind this shield... 


Aational 











On the Market Today (Cont’d.) 


rosive substances, various sizes will 


he 
of cach installation 
Hewitt- Robins 


Conn 


to mect i1i0n 


wailable speci fi 


I Stamford 


Roller 


For Presses That Print 
On Corrugated Containers 


| A oa rgel 
a COMMpoUuna acvcl 


Nhack 
1 for 
a) Se te 


treng 
ordinary light or heavy material rength, 
tabilit 


Specification weight 44 Ib 
Dayton Rubber Co Davton 


inlet outlet ain it j 


fit Ohio \ 


tandard up 


from 
boxboard 
to 


swell 


pr a new 


high tensile 


ink 


said have 


tor open end V-belting has be 


vith a hardened steel valve 


low and good 


nounces 
Made for B and ¢ 
said to « 
Belts of 
emergency replacement 
Flexible Steel Lac ing Co., Chicago 


ection V-Belt 


nable the user to make 


it 


bin. male p. t 


to iny length for fast 


female taper p. t 
nozzk 


Alemiite Din 


Chic igo 


Stewart-Warner 
( orp 


V-Belt Holder 
Shapers 


For Emergency 
Can Be Used Anywhere 
Without Anchoring 


Replacements 


\ new po ket size tool for ippl 


Alligator V-Belt fasteners t Seri 3100 spindle shapers feat) 





Index of This Month's New Products 


FANS 


American Bl 


ABRASIVE 
Norton Cx 
ADHESIVI 
Minnesota Mining & 
Adhesive & 
BENCHES 
Hallowell Div 
Steel Co 
CHUCKS 
Buck 


FURNACI 
Mig. ¢ | 
1) 


(oatmng 


GAGES 


len-Ke 
Standard Pressed Shefheld Corp 


Yarnall-Waring Cx 


Versarack 


Slide Adjusts 
Laterally :-RINDING BALLS 


lool Co , 
McDanel Refractory Porc 


\ new Slide-Adjust model of its 
Versarack that for 
quick changes in spacing to accom 


slides laterally 
modate new package sizes, has been 
mnounced by the manufacturer 

M.-H Standard Corp., Jersey City 
N.] 


Dock Bumper 


Cushions Ships 

Against Moorings 

Cylindrical in shape with a hole 
in center, a new rubber dock bumper 
has been developed 
Made of synthetic 


pounds to resist rot, aging and cor 


rubb« r com 


136 


CLIPS 
Canton Mile. Cx 
CUTTER WHEFI 
Beaver Pipe ‘Tool 
DRILL PRESSES 
Delta Power I 
well Mfg. Co 
DRILLS 
Arro | xpansion Bolt Ce 
Keller lool Div 
Denver Cx 
Phillips Drill Co 
DOCK BUMPER 
Hewitt-Robin 
ELECTRODE 
Marquette Mig | oF 
EXPANSION JOINT 


Diy 


ool 


In 
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Tube Turns Plastics, In 


-RINDING 


iC 


1D 


WW 


Ci 


WHEELS 


MELTERS 


LAMPS 
Ny 


; 
Vvatii 


In 


tN Mi at h 


bk Prods 


tri 


LOCALITE 
iz 


OILER 
Rit 


1956 


Pressed Steel ( 


( 


’ 











supporting column and drive motor 
mount design for users who must 
shift machines to job-site or within 
plant to effect material handling 
economies 

Motor installation is possible 
without tools or bolts, and newly 
designed controls are said to permit 
quicker set-ups on variety work 


Boice-Crane Co., Toledo 


Slide-Abrader 


For Deburring and 
Finishing Small Parts 


Engineered for deburring, radiing 
and finishing of small parts for ma 
chine shop, screw machine, die cast 
and stamping departments, a new 
Handee Slide-Abrader is portable 

(Continued on page 138) 





Index of This Month’s New Products (Cont'd) 


PIPE 
American Hard Rubber Corp 


PIPE. FITTING 
Bonney Forge 


PULLEYS 


16! 


Rockwood Pulley Mig Co 132 


PUMP 
Le Roi Din 
Brake Co 


PUMP MOTOR 
Jabsco Pump Co 

PUMPING UNITS 
Deming Co 

REGULATORS 
Klipfel Valves, Inc 
Watts Regulator Co 


ROLLER 
Dayton Rubber Co 
SALAMANDER 
Insto-Gas € orp 
SHAPERS 
Boice-Crane Co 


SLIDE-ABRADER 


Westinghouse Au 


Chicago Wheel & Mfg. Co 137 


SOLDERING IRON TIPS 


Hexacon Electric Co 166 


138 Krylon, Inc 137 


Manufacturers Corp 132 


STENCIL INK SPRAY 


PTACHOMETER GENERATORS 
General Electric Co 140 
' TAPE 
General Tape Corp 
PRAP 
Perfecting Service Co 
TRUCKS, HAND 
Milwaukee Truck Co 
PRUCKS, LIF I 
American Pulley Co 
VALVE 
Powers Regulator Co 
V-BELT HOLDER 
Flexible Stee] Lacing Co 
VERSARACK 
M-H Standard ( orp 


VISES 
Columbian Vise & Mfg. Co 
Desmond-Ste phan Mfg. Co 


WINCH-HOIS1 
Lug-All Co 
WIRE CLOTH 
Cambridge Wite Cloth Co 


WRENCHES 








J. H. Williams Co 
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Winute Wan 
KEYWAY BROACH KITS 


For cutting key from Vs" wo 1" i 
bore from \y" coin tae dilettr tee os ede” 
as One cont, 


es 








and features a three speed drive and 
| an automatic timer. 


Chicago Wheel & Mtg. Co., Chi 


cago 


Polyethylene Pipe 





Non-Toxic, 
Smooth Bore 


Packaged in long coiled lengths 
a new flexible plastic pipe is highly 
resistant to acids, alkalis and other 
corrosive chemicals, and is not sub 
ject to electrolytic corrosion, rot or 
bacterial attack. 

Available in 4, } and 1-in in 75 Ib 
pressure-rated series; 14, 14 and 2-in 
in standard wall series; also Twin 
Pipe Ixl}-in and 14xl4-in for jet 
well installations. 


: ice Policy Keeps American Hard Rubber Co., Sup 
Your Welcome Warm plex Div., New York 


Buyers ore glad to see you when you sell LUFKIN, They 


know you are selling top quality products » » Gnd they 

know each product is backed by an 86 year old reputa Pump-Motor 
tion for fair dealing. it's o@ hard-to-beat combination Ge 
confidence in the product, and confidence thet the product For neral 
will olwoys be serviced to the satisfaction of you and 


your customer | Mi 7 , 
Yesignated as Model 2187-50, a 

CHROME CLAD close-coupled, portable electric mo 
TAPE RULES tor and pump unit with a dry su 


Chrome-Clod is a Lufkin ex - 
clusive that ensures long tion lift of approximately 15 feet 
weer, A tories of electro | incorporates a vacuum switch that 


platings build a hard base 
for a final rust-resisting automatically stops the motor when 
chrome plote. No chipping liquid supply runs dry 


or peeling in this all metal z . . 
Gab. Was ean oftes Asttln Jabsco Pump Co., Burbank, Calif 


Chrome-Clad lines in o wide 
ronge of tapes and tape 
tules 


Sete [UEKIN TAPES - RULES 
PRECISION TOOLS 
and they'll sell you 

THE LUFKIN RULE CO., Saginew, Michigan 
New York City Borrie, Ontarie 


SAVE TIME 
a CONSULT YOUR INDUSTRIAL DISTRIBUTOR 
beret es. current @ He can supply most items immediately from his stock. 
(ieoments sary jhe @ His knowledge of new tools and methods will help “) 
you operate at peok efficiency. 
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Transfer Use 








PUMPS 
are easy to sell—because... 


More Marlow Acceptance! Customer ac- 
ceptance for the broad Marlow line makes 
it easy to sell. Your customers know that 4 
Marlows perform at high efficiencies with os q 
| }. Planer Sludge Pomel 
low operating and maintenance costs. The 
Marlow line includes self-priming centrifu- 
gal, end-suction centrifugal, diaphragm and 
plunger pumps, for a wide range of service 
applications. 


More Marlow Sales Help! Marlow main- 
tains a complete field force of factory 
trained engineers located strategically 
throughout the country. This exclusive 
Marlow service means fast, local help on 
difficult pump applications and service 
problems. 


More Marlow Advertising! Marlow adver- 
tising and merchandising efforts are aggres- 
sive and effective. This presells your market, 
making your sales job easier than ever 
before. For complete information on the 
Marlow Dealer Agreement, write Marlow 
Pumps, Ridgewood, New Jersey. 


Marlow, specializes in 
pumps for: 
Contractors 

Dry Cleaning 

Fire Fighting 
General Industry 
Irrigation 

Oil Country 
Petroleum Marketing 
Sewage 

Swimming Pools 


PUMPS 


MARLOW PUMPS 


Division of Bell & Gossett Company 
RIDGEWOOD, NEW JERSEY 
Morton Grove, Iilinois Longview, Texas 











Motor Driven Self Primer 
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big wheel 


. in the hose clamp field . . . that’s AERO- 
SEALS — new quick-attach JET or REGULAR. 
They ignore the most severe vibration, never 
shake open! Precision worm gear drive means 
positive self-locking every time. Hose lasts 
longer, too, because AERO-SEAL’s wide, 
smooth band provides even pressure around 
hose — no leaks! Stainless steel band resists 
corrosion, gives far longer service. Re-vsable 
many times, AERO-SEALS are available in a 
complete size range for a variety of uses. 

Insist on genuine AERO-SEALS —first choice 
today as always. Make more money with the 
world’s finest quality hose clamps. 


Quick ATTACH 


of | Tachometer Generators 


AC and DC, 


| 
Small Diameter 


Designed for incorperation into 
variable-speed drive systems, new 
AC and DC small diameter 
tachometer generators are totally 
enclosed units of ball-bearing con 
struction 

The units have a diameter of 
3,,-in; protected terminals are 
located in an easily accessible con 
duit box 

General Electric Co., Schenec 


tach 


For Volumes 
To 1,000,000 CFM 


\ new line of Airfoil centrifugal 
fans with single and double inlet 
construction have been introduced 
for large industrial applications. 

Volume control can be achieved 
with an adjustable speed fluid drive, 
inlet vanes, outlet damper or ad 
justable speed AC motor 

American Blower Corp., Detroit 


| Pressure Gage 


Features Gearless 
Type Movement 


Bandrive pressure gages use 4 


ond AERO-SEAL REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, N. J. 
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TO YOUR 
BEARING PROBLEMS 


The availability of oil-filled, self-lubricating sintered powdered 
Bronze Bearings is greatly enlarged by the many sizes that are 
included in the new Bunting Standardized sintered 

Bronze stock line. Chemical and physical specifications of these 
Bunting stock bearings are ASTM-B202 Type I, Class A. The 
material also meets the requirements of SAE Type I Class A, 
AMS-4805 and MIL-B-5687A Type I Comp A. The basic 
composition is 90% copper and 10% tin of high purity. 


This high quality powdered bronze with built-in lubrication 
together with Bunting Cast Bronze Bearings made of Bunting 
No. 72 Bronze (SAE-660) give mechanical production and 
maintenance the means of finding the simplest, best and most 
economical answer to any bearing problem. 


Boru Bunting Cast Bronze and Bunting oil filled, 
self-lubricating sintered powdered Bronze Bearings and 
Bars are available to you through your nearest 
Bunting Distributor. He has in stock all sizes for your 
immediate needs. Ask him or write for complete lists 
and dimensional data on Bunting Cast Bronze 

and Bunting Sintered Bronze Bearings. 





This adverti 
ron Age © Mill & yore 
Machinery © Modern Machine Shop 


Seuthern Power & industry ©¢ Steel 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


The Bunting Gress end Bronze Compeny + Telede 1, Obie + Granches in Principal Cities + Distributors Everywhere 
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instead of the gear rack, pimon geal 


you and your customers PROFIT with 


ind hairspring assembly found in 


pseu SLOMB || Social oe me om 
SURFACE COMPARATOR Advantages claimed ‘inchuide 


backlash eliminated, accurate cali 








bration over full dial arc, all parts 


in movement under constant load 
Help your industrial fabricating customers to big 


yearly savings by demonstrating the new B&l 

Surface Comparator. Show how surface compari operating conditions including wide 

sons can be made right on the spot where the umbient temperature changes 

work is being done, with no guesswork—no Norden-Ketay Corp. New York 
“fingernail” scratch tests—no waiting till final ' 
inspection to learn if work meets standard. It's 
quick, easy and critically accurate. You'll do 
your customers a real favor—and help yourself 
to bigger and better profits, too. Industrial net is 
$40.00 with generous distributor discount. 


it all times, not affected by mgorous 


WRITE for full details on the 
Surface Comparator and 
complete line of industrial 
magnifiers. Bausch & Lomb 
Optical Co., 54911 Bausch 
St., Rochester 2, N. Y. 








BAUSCH-G LOMB 


Ww 














7 I G TOUG be Hand Trucks 
, Heavy Duty, 
‘ Light Weight 
and SMART! lhree new models of hand trucks 


onstructed of l-in tubular electri 


Wilten Vises make even the hardest clamping jobs 
easy, and have the strength to withstand loads that 
would murder most vises. Powerful straight-line pull, 
54,000 psi malleable alloy castings, and a perma- l'ubular steel stair climbers, 10-in 
nently sealed grease pack are a few of the features 
that help you build sales. These extra values, plus 
Wilton’s competitive prices and @ 5-Year Uncondi matic wheels with roller bearings, 
tional Guarantee make Wilton the most profitable and 12-in x 14in nose plates are 
vise you can sell! 


illy welded, have been added to 


the maker's line. 


x 2.50-in industrial type semi-pneu 


some of the features of the new 


model 


Milwaukee Truck Co., Milwaukee 


Atrach this 
ad te your 
letterhead 
for our 1956 
FREE 48 


Wire Cloth 
Woven From Titanium 
In Standard Mesh Sizes 


Availability of industrial grades of 
wire cloth woven from titanium wire 
in mesh sizes ranging from 60 mesh 


WILTON TOOL MFG. CO.. inc, down through the COaTSCT $17CS has 


Schiller Pork, been announced 


Caml ve W : 0., Ca 
Sold Ry Leading Distributors the World Over = ridge Wire Cloth Co., Cam 
bridge, Md. 
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SATISFIED 
CUSTOMER 


TELLS THE 


BRISTOL 


STORY 


You probably saw this Bristol ad in the tech- 
nical trade press. 

Or a variation of it aimed at management in 
BUSINESS WEEK. 

In any case, read it again and think how much 
happy customers like these can mean to you who 
sell Bristol socket screws. For, these are the cus- 
tomers you can really build a business on in 
repeat sales, larger orders, word-of-mouth adver- 
tising 

And, as you can see, Bristol is letting the world 
know about them in national ads! 

As a Bristol socket screw distributor, you get 
complete backing with advertising, publicity, 
technical information aids, and point-of-sale dis- 
plays. Make sure you take advantage of all these 
aids to boost your sales of this naturally profitable 
item 

Bristol Socket Screw distributorships are still 


available in a few localities. Write for information. 
A425 


THE BRISTOL COMPANY 


SOCKET SCREW DIVISION, 
Waterbury 20, Conn. 


“Not one failure in 30 years,” says Project Engineer, W alt 
Holms of Dexter Folder Company as 


Bristol's” Multiple-Spline socket screw 
solves 3 design problems here 


On Dexter Folder Company's Cleveland folding machines, they 
didn't start out using Bristol’s® Multiple-Spline socket screws 

The switch to multiple spline socket screws was made later on 
to overcome three difficulties caused by ordinary set screws 


1. Rounding ovt of sockets was common until the changeover to the 
multiple-spline screw. “These Bristol screws are set and loosened 
as many as 1000 times during the machine's life, yet | newer heard 
of a Bristol multiple-spline socket rounding out,” reports Mr 
Holms 


2. “Burrs” on the shofts, caused by the original steel set screws, 
were blocking movement of attachments along the shaft. To over 
come this difficulty, Bristol engineers developed a new set screw 
design featuring a relatively soft brass point which could not harm 
the steel shaft 


tad " 


3. Permanently quip 
to freeze on the shaft after being in place for 5 or 10 years, The old 
set screws would frequently strip before loosening. Not one socket 


#, gears, pulleys and the like, used 





failure in 30 years has been noted since Dexter switched to Bristol's 


niultiph spline socket 


With 20,000 existing folding machines in operation amd over 

100 Bristol multiple spline set 
screws in each, Dexter Folder 
Company's report on their per 
formance carries conside rable 
weight Bristol's socket screw 
products the most complete line 
on the market—are sold through 
leading industrial distributors 
Find out about them today 


Bristol set screws hold perforator 
and grooved-wheel in tight align- 
ment. Slippage here would dam 


age knife blades 


Precision socket screw manufacturers since 1913 
Bristol's Hex Socket Screws ' 


B stot) Mont pe 
‘poe oreet 


“row 


Wfevie fe 


Made in sizes as small as No 0 in Alloy Stee! and Stainless Stee! Cap Screws up to 14” 


INDUSTRIAL DISTRIBUTION «+ NOVEMBER, 1956 





Falling bolts photographed 
with Strobe lighting 
at 1/30,000th of a second 


UNIFORM QUALITY BY THE MILLIONS 


Ki? 


@ Fasteners in every @ Handy 
Pack are of the same high 
billet to bolt, From our 
own rolling and wire 
drawing mills to final threading 


Ns, 


. vent 
WESTERN OFFICE: Chicago, HArrison 7.2179 
SASTERN OFFICE: New York City, REctor 2.1088 


CENTRAL OFFICE: 
Nerth Tonowenda, JAckson 2400 ( Buffalo 


BUFFALO BOLT COMPANY 


Yivis of Buffalo-fclipse Con 


HORTH TONAWANDA, ™.Y. 


Making both fasteners and Friends for !00 years 
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mustcenit 


VOTR 


High Speed 
Hard-Surfacing 


ibrasion 


r-tyv pe welding 


I 
mnounced 


No 


( hrome 


© 
£0) 


LD >i 


gnated 
powdered rol 
oated rod which has 
vardim of 285-320 Brinell 

to 485-550 Brinel 
Mig. Co., Minneapoli 


a dk po tec 
Ain 


harden 


Marque tte 


Drills Only 


Perimeter 


Ir] 
il 


it dr the Dey 


1LISE only 


ypansion Bolt Co., Marion 


Salamander 
Safety Shutoff Valve, 
Thermostatic Control 
uid to 
as heat output is con 


salamander is s: 


1415-1 
avings 


No 
ofter 








Ingersoll-Rand 
DISTRIBUTORS 
J Ried a: Wiciele)p 
REPUTATION... 





A distributor's reputation 1s built on many things. Among them are good products 
and service. And Ingersoll-Rand distributors get the advantages of both 


As for quality of products, both Ingersoll-Rand Type 30 Compressors and 
Ingersoll-Rand Motorpumps are designed, engineered and built to the highest 
standards to give maximum service with minimum maintenance. You can be 
sure that when you sell an I-R Compressor or Motorpump, you have helped to 


build your reputation 


And when it comes to service, Ingersoll-Rand maintains 27 branch offices and 


warehouses to fill your needs for stock and for trained, technical advice and help 


If you are not now a distributor of Ingersoll-Rand Compressors and Pumps, 
and you are located in a territory in which we have no distributor representation, 


write for complete information 


Ingersoll-Rand 
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SPADES 


OTHERS 


Moly steel of proven analysis, heat 
treated to secure maximum hard- 
ness and toughness—Proper blade 
design—Highest grade handles— 
These quality features combine to 
make Moly shovels out wear and 
out last all others. 


THE WOOD SHOVEL 
& TOOL COMPANY 


Piqua, Ohio 
“ o — ~ ~ 
rolled ‘ 
from spec jal \ 
anal ysis 
Mo-lyb-den-um 
alloy steel, / 
fos treated Fo 


=~ enaw” 


These ore.... 












/ 
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trolled without anyone in attend 
ance 

Available for use with natural gas 
as well as L. P. gas the number of 
types of Insto-Hot Infra-Red heat 
ers has been similarly broadened 


Insto-Gas Corp., Detroit 





Tape 


Utilizes Stronger 
Tape Backing 


No. 66 transparent pressure-sensi 
tive tape utilizing a polyethylene 
surfaced cellulosic backing has been 
introduced. Available in 4-in. wide 
long, it is claimed 


break 


rolls, 2,592-in 


tendency toward accidental 


age is overcome by stronger tape 
backing 
General Tape Corp., St. Paul, 


Minn 


Grinding Wheels 


Resist Loading, 
Fast, Cool Cutting 


Designated as “20 Structures”, new 
vitrified grinding wheels are said to 
feature grit spacing for improved 
chip clearance, heavier bites and 
elimination of burning and distor 
hon 

Wheels are designed for both 


WHY 


the ever-growing 
acceptance of 


erson 





A-4 PIPE UNIONS? 


Many reasons account for the fact that more 
and more leading industrial plants prefer 
and specify JEFFERSON UNIONS. One 
reason is that, dollar for dollar, Jefferson 
malleable iron unions offer advantages in 
strength. service life and uniform high qual- 
ity which make them superior to others and 
are of such greater dependable quality that 
they can replace higher cost steel unions. 
They are particularly recommended, (in sizes 
from “se” to 2” inclusive) for such services as: 

500 ib. P.S.1. steam or oil at 550°F, or 

2000 ib. P.S.1. non-shock cold W.0.G. 

They are approved by Underwriters’ 
laboratories for use in the above service. 
Obviously, ability to use JEFFERSONS in 
such service means substantial savings in 
original installation as well as in the main 
tenance of piping systems. 

Other reasons why industrial and other 
users specify “Jefferson” are based on exclu. 
sive features. Among these are the “re 
cessed brass seat’, airfurnace malleable 
iron having an average tensile strength of 
55.000 ib. P.S.1.. seating surfaces of true 
spherical contour, ground together in pairs 
and never separated again during manufac 
ture, and rigid testing and inspection before 
shipment. All these advantages add up to 
the more dependable quality inherent in 
Jetierson Pipe Unions ... quality which is 
recognized and pied by users every 
where. 


The complete jetterson line includes: 150%. 
2502. and 300% unions, union ells, union 
tees and flange unions. All types are avail 
able with brassto-iron or iron-to-lron seats. 


Ask us for complete details 
on sizes, capacities, etc 


JEFFERSON — 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 
Get the facts... . 
Sell JEFFERSON 





— 
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Why you’ll make a lot more money 
selling RIM’s Big 7 Packing Types 


As an authorized R/M distributor, you wil! get no competi- You'll please your customers by ending confusion in their 
tion from the factory. For all R/M packings for mainte stockrooms——by enabling them to equal or better the per 
nance purposes are sold only through authorized R/M formance they 


ire now getting with much lower inventory 
distributors. This policy, adhered to strictly for the past 


probably just 3 or 4 types)-——by helping them cut mainte 
16 years, will enable you to make every minute of your VANCE 


reduce downtime, simplify ordering speed 
selling time count 


deliveries 


R/M’s Big 7 are designed to give custom-built performance. Type 1, for pumps, valves; Type 2, for high temperature 
R/M “versi-pak,"® for example, a Type | packing, is so valve stems, expansion joints; Type 3, for high speed rotary 
scientifically engineered that it can be used with outstanding air compressors; Type 4, for 
effectiveness on many kinds of pumps and greatly reduce terials; Type S, “Teflon 

inventories materials 


corrosives, acids, viscous ma 
for chemicals; Type 6, gasket 
Type 7, for hydraulic and pneumati equipment 


Du Pont tt) edemart 


R/M'S BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 





FACTORIES: Bridgeport, Conr Manherrn 


$c Passa NJ Crowterdeville, tnd 
borough Onterie, Casedea 


RAYBESTOS-MANHATTAN, INC. | sarsestos mannarran imc. Pockings © Asbestos Textiles « 


Industrie! Rubber, Engineered Piaetix wand Sintere< etal Predwe 
PRORING GPNISION, PROGANG,..6.1.. 1 > cnccte ant timed Gee ones et te 
MECHANICAL PACKINGS AND GASKET MATERIALS 


Brake Linings * Broke Blocks « Clutch facings * Leundry Pads and 
Covers * Bowling Balls 
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You profit most from the most complete line. . . 


A Grounure CRIPBELT 


FOR EVERY PURPOSE! 


DOUBLE-V GRIPBELT 


For multiple shaft drives. Driven 
shafts may operate in the 
same or opposite directions 


This unique belt assermbles to any 
length needed. Ideal where 
obstructions hinder belt replacement. 


FHP BELT 


The perfect iow-cost belt for all light-duty 
drives. Smooth, vibrationiess power, 
longer life 


STEEL CABLE GRIPBELT 


Transmits heavier loads with smaller 
sheaves or fewer belts. Negligible 
Stretch, longer life, greater economy 


GRIPBELT, SUPER GRIPBELT 
The high-quality all-purpose belts 


proved by years of satisfactory 
service in all types of drives. 


POLY-V* BELT 


New multiple V-belt in single unit 
Delivers more horsepower 
cuts space requirements, 
eliminates matching problem 


©  #uybestes Monhotion, bnc 


GRIPROLL 


For special applications where 
endless belt cannot be used 
Cuts to any length, splices readily 


Serve your customers’ every 
V-belt requirement efficiently 
and easily from these depend 
able Gripbelts. They combine 
with Browning's wide range of 
sheaves to form the most com 
plete V-drive line. Join the 
many distributors who are 
cashing in on the high quality 
and salability of these products 
Write for Catalog GC IOI 


MANUFACTURING COMPANY 
MAYSVILLE, KENTUCKY 


horizontal and vertical spindle sus 
face grinding, tool and cutter grind 
ing and cylindrical and internal 
grinding of hard and soft steels, car 
bic brass, aluminum, copper 
rubber rolls and wood 

Electro Refractories & Abrasives 


Corp., Buffalo 


Classifies Retaining 
Rings in “Tenths” 


With inspection rate of 400 to 
00 per hour, a new Precisionaire 
gage measures thickness and paral 
lelism of half-moon type retaming 
rings at three places and permit 
IZA lassihcation im OOO] incre 
ments for selective assembly 

Shefheld Corp., Dayton, Ohio 


Valve 
Doesn't Talk, 
Hum or Chatter 
An electrically operated air valve 
recommended for noiseless control 


of air conditioning damper motors 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTOR’S 
SUCCESS STORY 


Few, if any, industrial products have ever attained 
the wide distribution of ARMSTRONG TOOL 
HOLDERS which are used by over 96% of the 
Machine Shops and Tool Rooms; are the standard 
tools the world over, wherever metal is machined. 
This tremendous selling accomplishment is a tribute 
to the capabilities of the nation’s Industrial Dis 
tributors and their salesmen, for ARMSTRONG 
TOOL HOLDERS have always been sold through 


Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and catalog, 
stock and sell ARMSTRONG Lines “Across-the 
Board.” 


ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, iLL 
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7] ° as well as for control of pneumat: 
Yanrkwo Seine Coinrtt, motors and valves on industrial 
G equipment, has been announced 
5 Port connections are 4-in. NP] 
~% Replaceable TOOL STEEL Jaws ind, when electrically energized, the 
Keep PARKER VISES valve will pass full air at supply pre 


Lire up to 25 Ibs 


In Top Condition Ihree gradual-acting Powerstroke 


laphragm motors intended for 
The entire top (working surface) of a Parker Vise is ‘ 
. gradual push pull control of levers 
protected by long wearing tool steel. This mreans longer 


life, better and more accurate holding of work r rods on industrial equipment, as 


= r Alter long, severe service, if the jaws wear down or are well as for heating, ventilating, and 
ven you replace ul "01 —_ : 

Parker Sieel Jaus you *™ane 1 an entire new working surface can be provided uir conditioning control, have been 
replace the entire easily by replacing the wol steel jaws 
working sulfate, introduced 
Help your customers save Strokes and starting pressures are 
materials, save time and get idjustable; a hesitation spring 


beter work—see that they permits use where a mid-stroke 
get Parker Vises The pause is desired 

: , : ‘ . 
Charles Parker ompany, Power: Regulator Co Skokic 


Meriden, Conn Ii] 





100% Sales Through The 
Distributor. Full protection 
to the distributor stocking 
Parker Vises 


PARKER VISES @3 *mz™<x' 


|e Parker Sales Policy... 











Take the quesswork out of 
MAINTENANCE 
UTILIZATION and 
PRODUCTION records 


Furnace 


Burns All 
Types Gas 


Model No. 133, a new gas fired 
forge furnace, is said to provide high 
fast heat needed for sharpening and 


forging part and tools 


HOUR METERS 
O° storneating current Equipped with four burners with 


cparate hut-off valves on end burn 


The Hobbs AC Hour Meter indicates operating time of any machine or equip it rated at 370,000 maximum 


ment powered by alternating current — basic time data essential in the study of BTU iy , 

utilization and production methods . . . and vital for protective maintenance Input per nour 
ograms. Wide range of applications — small, compact, easy to install. Rugged Johnson Gas Applianc e Co 

y built and sealed against moisture and dust. Powered by an accurate synchron Cedar R ‘eT 

ous motor specially dedaned for this instrument. Easy to read — tells at a glance Cdar Napids, 10Wa 

accumulated time of operation to 10,000 hours, showing 1/10th hours. Also 

available in 100,000 hour models 


e@tvery industrial firm « prospect! Write for Cotalon 
AC-587 and COMPLETE DEALER INFORMATIO 
Four-Foot Fixture 


John W. Hobbs Corporation For VHO Fluorescents 
2079 YALE BLVD SPRINGFIELD, ILLINOIS 1) clopment of a four-foot fix 


A Division of Stewart-Warner Corporation rere fing tas company’s VHO (ver 


Lamps 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 





The Veelos Vibration Analyzer 
proves that vibration exists! 


Your Veelos salesman will gladly set up this electroni: 
vibration analysis in your customer's plant. It takes 
about 15 minutes—it's free—and it shows your custom 
er what causes vibration on his machine. There is no 
guesswork—this is proof positive! Your customer can 
test any V-belt against Veelos, on the same machine, 
under identical conditions—and see for himself how 
Veelos instantly improves his operation and cuts costs! 


.» How about that storage problem? 


As far as your customer is concerned He can store all 
the Veelos Belting he needs (O, A, B and C widths) in 
16 inches square! And as far as you're concerned-——you 
never have to over-stock. Veelos is packaged in tough, 
corrugated boxes, each holding a 100’ reel. You can 
ship to your customer in this same carton. This inven- 
tory story—plus the amazing VIBRATION story—makes 
selling Veelos as easy as A.B-C! It’s a sure-fire way to 


increase your belt business! 


: 
A Many plant men pay for hidden belt vibration 


and don't even know it. 


B You can easily reveal such vibration, and show 
how Veelos cuts it es much as 90% 


- Thus, you heave a sure-fire sales story convincing 
reasons for your customers to buy Veelos! 


jy" == i 
Yes, it’s easier to make money with 
Veelos—and we can prove it! 


¢w Your customer actually measures 
vibration—sells himself! 


You don't have to engage in argument your customer 
sees, not only what causes vibration, but how much vi 
bration difference there is between any ordinary V-belt 
and Veelos! He knows that “shake” affects his product, 
his machine life, and his maintenance costs, The Vibra 
tion Analyzer proves without question that V eelos Belting 
cuts such vibration! When you tell him that 4 reels of 


Vee los replac a 416 sizes ol \ be lt you ve made a sale! 





Write for free Vecloe Data Book 
many pages of important information 


about V-belt drives! 


MANHEIM 


Manufacturing & Belting Company 
214 Stiedel St., Manheim, Pa 


LINK ¥-BELT 


Veelos is known os 


Veelink outside USA 


“Industrial Belt 
Specialists Since 1911” 


Adjustable to any length « Adaptable to any drive « Balanced power « Constant power « Vibrationiess power 








(REGARDING 


VISES--- 


Let's get together 
for good business 


MORGAN 


gives distributors 
every possible sales 


advantage ...... 
\einapiienee 


we THE LINE: 


The Morgen line of v 





ses is complete in 
types ond sizes giving yeu a dependable 


source of supply ct all times 


te THE GUARANTEE: 


it's unconditional. We set no time limit on 
our guarantee nor do we have a specified 
This 


applies where any Morgan Vise shows a 


period of time for free replacement 


manufacturing of material defect 


we THE QUALITY 


Rigid control of materials, accurate machin 


ing, 
your osvurance of the very finest quolity 


and close inspection standards ore 


we THE CONTAINERS: 


Each vise shipped is packed in a strong 
fibre board carton to prevent damage in 


transit 


Write for the MORGAN Distributor 
Plan. Ask for details regarding our 
FREE display stand. We urge users 
to buy thru their local distributor 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 


high output fluoresce! 


recn aunoun ed 
Designed with a light green tint 
ceve-rest the fi 


termed green 


ture iid to cut down glare ai 
ombined with the louvers, pr 


more comfortable lighting and 


ict 
ool 
ing appearance 

Sylvania Electr 
New York 


Products fi 





ei eee 


Adhesive 


For Honeycomb Structures, 
Metal-To-Metal Panel Bonding 


Designated k-C-147] 


lhquid adhesive 


1new mod 


fied phen nic 
to have good peel strength and heat 
resistance up to 180 f 
developed to bond metal facings t 


has he cl 


honevcomb core material in the pro 
of 


iid also for bonding metal-to-metal 


duction honevcomb = structure 


panels 
Minnesota Mining & Mtg. Co 


idhesives & Coatings Div., Detroit 


Wrenches 


Sizes Added 
to Midget Line 


The range of opening sizes of the 
ympany's 15-75 deg. Midget Super 
renches has been extended to in 
clude »% and #-in sizes 
J. H. Williams & Co., Buffalo 
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-YOU CAN— 
WIN NEW 


BUSINESS 
Les WOOK eee — 


DARNELL 


CASTERS AND WHEELS ~d 








an 


* Good Profit Margin 
+ Nationally Advertised 
* Always In Demand 


RUBBER TREADS ... a wide choice of 
treads suited to all types of floors, includ- 
ing Darnetloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage 


RUST-PROOFED by zinc pleting, 
Darnell Casters give longer, care-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION .. . all swivel and wheel 
beerings are factory pecked with a high 
quality grease thet “stands up” under at- 
tack by heat and water. Zerk fittings are 
provided for quick grease-gun lubrication. 


STRING GUARDS .. . Even though string 
and ravelings may wind around the hub, 
these string quards insure easy rolling at 
all times. 


OVER 4000 TYPES OF CASTER’ 
& WHEELS FOR EVERY USE 


Distributorship Information Gladly 
Sent On Request. 





LTO 


DARNELL CORPORATION 


1956 





Convenience and Quality Features 
Help You Sell Johnson Bronze Bars 


Your customers will appreciate knowing that for the fact that they are cast from Johnson alloy No 
their convenience, Johnson Bronze solid and cored 72, a special analysis that is rigidly controlled from 
bars are now stamped on each end with the exact heat to heat by frequent chemical checks. Thes 
size. This eliminates measuring stock and helps bars are either chill-cast or centrifugal cast —both 
prevent errors—- makes for quick inventory methods eliminate the possibility of sand inclusions 
In addition, the ends are centered for ease and allowing for maximum uniformity 
accuracy of machining. All the operator must do Your customers get convenience and quality plus 
is set the chuck on the indented marks, take a the opportunity of selecting the size they want 
«* cut and he has the size bar indicated. This from more than 400 stock sizes when they specify 
speeds machining BU concentric parts. Also Johnson Bronze bars. Remind them of all thes 
Johnson bars are it onvenient 13” length idvantages on your next call. Johnson Bronz 


are easy to store ' hanc le (lompany 45 South Mill Street New Caatl 


The quality of Johnson bronze bars stems from Pennsylvania 


GENERAL PURPOSE UNIVERSAL BRONZE BARS LEDALOY! eLeCcTmIC MOTOR 


over 900 sizes 


GRAPHITED 
over 175 sizes 


| 
| 
| 
| 
l 
) 


af SS | oefh 


over 400 sizes over 400 sizes over 350 wae 
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Messe & 


SOo.tonnr 


Grinding Balls 


Retain Shape, 
Wear Longer 


Improved by higher firing tem 
peratures and a new body formula 
the maker's new high density grind 
ing balls are available in sizes rang 
ing from 4 to 24 in., with 3-in. size 
made upon reque t 

McDanel Refractory Porcelain 

SEND TODAY for Kester's new 78- Co., Beaver Falls, Pa 


page informotive textbook “SOLDER 
. Its Fundamentals and Usage.’ 


The almost universal acceptance and popularity of Kesren FLux-Core 

Sotpen is largely due to its quality, based on constant solder alloy 

control and consistent flux formulae. Kester comes in 8 fluxes, with all Pump 

available in 5 core sizes. And since Kester's the type of solder that Rated at 340 GPM 


everybody wants, it’s far easier to sell and to sell it again and again Against 10 Ft. Head 


f @ foster F Core +r never las ory ic ! 
You see, a full spool of Kester Flux-Cor Solder never lasts very long — ee 


1 new air-operated sump pump ha 
troduced 

Some of the features claimed 

low air consumption 

mor controlled motor, built-in 

11 ystem, no priming 41 


d, light weight 


Cc O M PA NY 4214 Wrightwood Avenue, Chicago 39, Illinois : e¢ Roi Div., Westinghouse Au 
Newark 5, New Jersey * Brantford, Canada Br rs Co., Milwaukee 


INDUSTRIAL DISTRIBUTION «© NOVEMBER, 1956 





which “twin” has the 


_DECARB? 


LOOK ALIKE? Sure. But one of these heat-treated cap HERE’S POSITIVE PROOF OF 
screws may be structurally weakened by decarburization. Only 
accurately controlled heat-treating such as practiced by HMS ASSURED VALUE! 
Hartford Machine Screw Company can positively prevent 
decarb .. . can protect your customers against losses resulting 
from fastener service failure. 
SO don't take chan es For assured value, night price and 
fast delivery whether heat-treated, brass, stainless or low 


carbon always recommend HMS. 


Al;ways commend HME... 1a The bor, you never chop 


Competitive screw thread Typice!l HAMS screw thread 


uniform texture no decarb) 





Note decarb white area 





roet iph 


HARTFORD MACHINE SCREW COMPANY 


D n dard pany 


101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 


CAP SCREWS « SOCKET PRODUCTS «. TAPER PINS « DOWEL PING «. HEX NUTS 
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Dont be a 
SORE 











\ 


You can be a winner with WITT! 


WITT Cans and Pails hold their shape indefinitely 
guaranteed to outlast 3 to 5 ordinary cans 


They really sell customers love their long-lasting 


serviceability 
Sturdy lids fit tight, remain snug for years 


Want sure profits and steady sales? Then introduce 
your customers to WITT Cans-—made of heavy 
gauge steel for battleship ruggedness 


wane (hn 


THE WITT CORNICE COMPANY 
2111 Winchell Ave., Cincinnati 14, Obie 





Why CHOKE’ your 


soldering | iron? 


— just CRADLE” it with a 
HEXACON 
HATCHET SOLDERING IRON 


The operator has to “choke” the conventional 
straight iron to hold it, whereas the 
HEXACON HATCHET IRON “cradles” in 
the hand with no perceptible grip whatsoever 
~ thus relieving hand strain and eliminating GAT WO 
the “heavy hend”, the cause of poorly sol- 25" 
dered joints. Because HEXACON HAT- ~ 964 
CHET IRONS are perfectly balanced in JOM 
weight, they enable the operator to solder in 70m 
a natural position and relieve fatigue of arm 
and beck. 


oisTeisuToRs! HEXACON offers more then forty 
different Industrial Soldering trons 
Line is only one of seven distinet types) 
from 25 watts to 700 watts with tips from ‘% 
1%” in diameter — for every soldering need 


HEXACON ELECTRIC COMPANY 


138 West Cloy Ave., Roselle Pork, New Jersey 


A COMPLETE LINE 
OF HATCHET IRONS 
8Y HEXACON 
—Originater 
ond Pioneer 
watts TIP DIA 
25 1/6 
30 J 
60 
60 
100 
150 


PRICE 
$ 6.50 
16 6.5 
sl 6.75 
4 1h 
s 12 
4 


1 
; 
; 
, 
! 
(HATCHET a a 
7 


ranging 300 


> 
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Lift Truck 


Combines Forks, 
Drum-Handling Attachments 


Platform 


For 
pose lift truck has forged-steel fork 
providing capacity to lift 1.000 Ib 
to a height of 65 in 

\ steel platform can be slipped 
forks 
ind replacing the forks with 
stacker 
tecl or fibre drums weighing 500 


Ibs 


regular use a new multi-pur 


Oovc! ind by four 


bolt: 


i drum 


removing 
attachment, 55-gal 


handled 


Pulley 


can be 


American Co., Philadel 


phia 


Regulators 


2, 3, or 4-Way 

High Capacity Type 

New diaphragm-operated pressure 
designed for 


regulators precision 








Texrope Grommet Belts 
Texlite Sheaves 


Magic-Grip Sheaves Vari-Pitch Sheaves 


A. Texrope Drive Line 


dollar volume offered by a Texrope franchise, 
fill out the coupon below. We'll be happy to 
tell you more about this fine opportunity. 





HE combination of Texrope drives and 

grommet V-belts is backed by the name 
of Allis-Chalmers, originator of the multiple 
V-belt. Throughout industry, when a good 
sheave is needed, plant operators just say 
“Texrope”’. 

Now industrial distributors can profit- 
ably share in industry acceptance of the 
Texrope line: Allis-Chalmers is expanding 
its national network of distributors. This is 
an opportunity for progressive, sales-minded 
organizations. 

Besides the selling power of the Texrope 
name, Allis-Chalmers offers its distributors 
money-making stock plans — plus a wealth 
of promotional assistance. 

If you are interested in producing the 


Allis-Chalmers Manvfacturing Co. 
General Products Division 
Milwaukee 1, Wisconsin 


representative cal 
Nome 
Addiew 


Firm 


Other products hendied 


Teslite, Magic Grip, Vari-Pitch end Tesrepe ere Allis Chalmers trodemerts 


ALLIS-CHALMERS 
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I am interested in hearing more about the advan- 
tages of a Toarepe franchise. Please have your 





; " ' 
) iI cl 
{ i Op 


equipment have been an 


iif pr ule 


; 

I hey are said to respond instantly 

to sudden large volume demand 

without excessive momentary pres 
ure drop 

Air line filters with different de 


of filtration and two type of 


have been added to the manu 


lie 
of the new air line filters are 
lso available in combination unit 
onsisting of filter, regulator, lubri 


itor for automatic filtration, regula 


...worth more to you vod 


Watts Regulator Co., Industrial 
Lawrence, Mas 


ind lubrication of air ope rated 


For a big, fast machine that will give 
you high-production sawing of 12-inch 
round stock, 20-inch flat and 12-inéh 
pipe—and maintain hair-line accuracy 

write for complete details or contact your 


local Kalamazoo distributor 


Increased 
Jaw Width 


Known as Gyro-Vise No. 734, a 
new vise has jaw width of 34-i1 
jaw depth of 24-in. and jaw gripping 
irea of 7§-in. Maximum jaw open 
ing is 5-in 

Replaceable pipe jaws for pip 
capacity of 4 to I4-in. is another 
addition to the new vise 

MODEL 1220W Columbian Vise & Mfg. Co 


Cleveland 


Drill 
Positive Mechanical 
Feed Attachment 


Called the “K-Matic”’. a new port 


ible aitr-powered drill is said to de 
elop up to 1,000 Ib. of thrust and 


Kalamazoo TANK and SILO COMPANY recommended for aluminum al 


titanium or heat-treated stain 


718 HARRISON STREET... KALAMAZOO, MICHIGAN ary 
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<<) 
P&M ZIP-LIFT , | 
| 


y | Pan 


pax zipurt WEVE-LIFT PAH KANO 
SPECIAL A pan weviwieT & SPECIAL CHAIN HOISTS POM J18 CRANES 
a 


PUSHBUTTON 
CONTROL 


—_— = 
— a 


«6 STOCK ROOM 


> 4 oe 








~~~ 0-0 oe 











Hoist Line 


--- where one hoist 
does the inventory job of eight ! 


i 








You can keep only 12 hoists in stock, yet have 96 
different hoists to offer your customers — when you handle 
the P&H line. You can shrink your inventory and 
expand the variety of hoists you have to offer, because 
of P&H’s dual-voltage motors and new reeving procedures 
This helps you solve the double-barreled stocking 
problem of cash investment and storage space. 


Here's why: You get four different optional lifte with 
the Zip-Lift Special. All motors are reconnectable at the 
control box to 220 or 440 voltage ratings.* 


Furthermore, the P&H Zip-Lift Special is competitively 
priced. You can sell this quality wire rope hoist at 
electric chain hoist prices! 

If you're not already a P&H Hoist Distributor and 
want to know how this inventory-shrinking hoist can fit 
into your sales picture, use the coupon below for 
prompt information. There are still a few desirable 
distributorships open. 


*These feetures else apply te the PAH Pushbutton Zip tif 


P&H HOISTS, HARNISCHFEGER CORPORATION 
4663 W. National Ave., Milwaukee 46, Wisconsin 


Gentlemen: Please send me full information on the PAH Zip Lift Special thet 
permits me to sell 96 holes with an inventory of eight 
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New “Series 333’’ Drills 
for Drilling Cast Iron! 


CARBIDE DRILLS 


Whatever your carbide drill requirements may be 
whether solid carbide or carbide tipped it always 
pays to make sure you use an “ACE”. Their “ground 
from-the-solid’’, highly polished flutes have keener 
stronger cutting edges. And that means finer ac 
curacy, longer tool life, and lower drilling costs for you! 


Call your local Ace Drill Distributor today! 





WEW CATALOG covers the entire line of Ace 
Ground from the Solid’ High Speed Steel ang 
Carbide Dritts, Reamers, Drilt Blanks and 
Speciar Drills. Send for it today! 





firm states an adjustable Safe 
Torque” screw driving clutch, de 
signed for use with their air- powered 
screw drivers, gives accurate control 
ot torque from free running to 
gathering 

Also introduced the manuta 
turer are new models of multiple 
screw drivers and nut setters for 
torques from 2.3 to I] ft.-lb 

Keller Tool Di., Gardner-Denver 


Co., Chicago 


Pipe Fitting 


For Constructing 
Angular Branch Connections 


Elbolets”, a new branch welding 
pipe fitting for constructing angular 
branch connections with a full penc 
tration weld, has been introduced 

Recommended by the maker for 
use for making 45 deg. connection 
for directional flow and instrument 
connections, and for connection 
into elbows for instruments, drip 
and hangar and support connec 
tions 

Bonney Forge, Allentown, Pa 


Ice Melter 





First and foremost .. . by 
producing a complete line 
of quality bolts, nuts, riv- 
ets, screws and other indus- 
trial fasteners . . . products 
that assure complete cus- 
tomer-satisfaction. 


PACKAGING — to latest indus- 
try stondards. Uniformity and 
extra durability mean space- 
saving, product protection, 
faster inventory checking 


% 


_—_s 


DELIVERY — by the fastest 
means and usually from 
stock. 


| Pee ists Pastry 


ADVERTISING — planned to 
help you sell . . . placed in 
publications your customers 
prefer 


CATALOG — first 

in the industry to 

be completely 

up-to-date, incorporating all 
latest packaging recommen- 
dations adopted by the In- 
dustrial Fasteners Institute . . . 
thumb-indexed for quick re- 
ference . . . carefully plan- 
ned throughout for conven- 
jience of you and your 
customers 


nys to be a CLARK distributor. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 


ACE DRILL 


ADRIAN, MICHIGAN 


Harmless To 
Pavements, Metals 





nbitssiin “bene mee Known as Ice Rem-CF, a new 
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Whate Your 


C.0.? 


wEW SELF-PRIMING WORTHITE 


CENTRIFUGAL CHEMICAL PUMP 





ee 
¥ serena ror 





KB et, VeE-#” 


a oun 7 


THESE 


DOLLAR-STRETCHING 


FEATURES 


qtr 


Launching the year’s best sales booster 


The new Planned Direct Mail Program is on its way to Worthington distributors 
KB 


Here it is! The new 1956-57 Direct Mail Program 
for Worthington Distributors. The most impressive 
collection of pump and compressor sales boosters 
ever assembled 

Last year, 653,496 pieces of direct mail were 
used by Worthington Distributors. Aggressive sel] 
ing and aggressive promotion helped them, as a 
group, chalk up the best year in our history 

Worthington stands ready to help any of its In- 


dustrial Distributors set up direct mail operations 
to ta k i adva nt aye Oo it hi nev pr omotiona | pac k nye 
For information write to Worthington Corporation 


Merchandising Sales Dept., Harrison, N. J 


WORTHINGTON 


= 
THE FRANCHISE THAT WORKS FOR 


> >> 
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Cover or clamp 
mounted for 


55 gallon drums 


b 
iS 


Mobile units for 


5-10 gallon 
containers 


Special pumps 
for fast transfer 


of fluids 


For those customers who want 
better material handling pumps 


This completely new line of air-oper- 
ated material handling pumps is de- 
signed and made by Binks especially 
for pumping paints and heavier mate- 
rials direct from shipping drums or 
containers. This ends the costly work 
and waste of transferring materials 


The versatility of these new pumps is 
extracrdinary. They can be used to 
pump paint direct to spray guns or 
through extensive paint circulating 
systems...1c pump calking and other 
heavy materials to flow guns...to 
spray heavy materials such as roof 
ing compounds, sound deadeners and 
insulating materials transfer 
tluids—fast 


to 


Your customers will like the power, 
simplicity, safety and long, trouble. 
free life that give these new pumps 
their outstanding performance. Never 


EVES 


Wo 


»¥ TA 


it: ana \ 


before has a pump of this type offered 
so many advantages. And the line of 
spray guns, flow guns, hose, eleva 
tors, and other accessories available 
for use with these pumps is unequalled 
both in number and quality 


TO HELP YOU SELL 


this new equipment, Binks has pre 
pared a series of informative bulletins 
describing the line. Send now for a set 
and see for yourself why Binks Mate- 
rial Handling Pumps are in growing 
demand 


> 


a 


SPRAY BOOTHS FREE INSTRUCTION 





3128-30 Carroll Ave. West, Chicago 172, Illinois 
REPRESEMTATIVES 1M PRIMCIPAL U.S. & CANADIAN CITIES « SFE TOUR CLASSIFIED PP pikecrory 
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chloride-free ice and snow melting 


material in prismoid form does not 
produce a heat effect as part of 1 
melting process and also will not 
orrode aluminum and other meta! 

Be 
has a greater de pressing pot on ice 
than salt, it is claimed to have more 


thawing capacity at lower tempera 


ause its molecular structure 


and in the sub-zero range 
Inc., Cleveland 


tur 
Spe co 


Clips 
For Wire Rope 


Ve up to 1¥2-in. 


( lips for wit 16 
iwailable im plain self-colored 


rope inh SIZE 


ire 
finish, cadmium plated or hot dip 
galvanized 

U-bolt portion is heavy steel with 
malleable saddle shaped to fit wire 
gnip 
Canton, Ohio 


rope strands with maximum 


Canton Mfg. Co., 





WHEN | TELL THEM 


uN " 
THE 0 i [ STORY... 
STANDART PRopucts 


SELL! 


Points of superiority — Actual cases of BIG STAND- 
ARD SAVINGS in money, men, materials and time 
—~ OPEN DOORS and MAKE SALES for me! 


i've found the BEST material in a briefcase is what | call 
the Standard "ONLY STORY’ only Standard Infinitely 
Variable Speed Snagging Grinders, for instance, can save 
foundry prospects up to 50% in wheel costs only 
Standard's Carbide Too! Grinder has the ‘One-Step-From 
Rough-to-Finish'’ advantage to save floor space and, again 
grinding wheels. And all through the Standard line of 
machine tools, I've got an only story from Super Pre 
cision Spindles, ‘checked out" in our own sound, dust, 
vibration proof laboratory to slides, tables and feeds 


for every application 


| SELL with Standard You can, too! Write 
today for the Standard Story! 


District offices in Los Angeles, Son Francisco, California, West Bedding 
Connecticut; Washington, 0. C.; Atlenta, Georgia; Wilmette, tMlinels; Cold 
Springs, Kentucky; New Orleans, Lovisione, Beltimore, Merylend; Kansas 
City, Missouri; Morristown, New Jersey; Buffalo, New York, New York 


Cincinnoti, Toledo, Obie; Pittsburgh, Pennsylvenio 


“the STANDARD electrical toot co 


MACHINE TOOLS SINCE 1912 © 2520 RIVER ROAD « CINCINNATI 4, OHIO 
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WALL 


INDUSTRIAL A gf 
SOLDERING IRONS —— & 


Localite 


Reflector Ventilates 


Exclusive Lamp Heat, Keeps Cool 
THERMOSTATIC ACTION . 
Model 55-VCX Localite features 


Guoranteed for the lite of the iron! 
Prevents excessive tip burning! 1 newly designed reflector said to 


than ANY OTHER 
automatically ventilate the lamp 


soldering irons of equal tip size 

Proved 4 times faster on the production lines heat and keep the reflector cool 
of America’s leading electronics firms, Complete Another new product introduce 
range of sizes . . . scientifically designed . . . by the company is a nylon “Kool 
individually tested .. , for easier, surer precision re eld” desioned as a cuard for posi 
work or heavy duty soldering. Operate on 110- a f eo eee So m 
120 volts, AC or DC! Model 18T illustrated, j tive protection from burns that ma‘ 
$6.25 list. . happen from accidentally touching 

WAL i035 Write for FREE Catalog 1 hot reflector caused by heat of 


eVRTT o en ~ 100 watt lamp 
mANY CT URtN Fostoria Pressed Steel Corp., F‘ 


Grove City, Pennsylvania 
toria, Ohio 


Benches 


Reduce your inventory overhead — increase your Special, Laboratory Type 
sales — stock smaller, lighter Sier-Bath Added To Standard Line 
Flexible Gear Couplings. Shelf-space is worth more 
because Sier Bath Couplings are 3/5 usual size, 
1/2 usual weight! And smaller, lighter Sier-Bath 
Couplings require less space for assembly, 

while the use of snap-rings instead of flanges 


“Simpler! Only 7 parts 
{ } pecia! laboratory benches—built 
to specifications with air, gas o1 

Smaner and Lighter! oe ' 


; bi icuum cocks, electric outlets and 
and bolts eliminates special tools; cuts assembling, 
uncoupling time to mere seconds! All this } 3/5 Usuel Size )ther departures—are now a standard 


at 21% less cost!* 1/2 ae | item in the manufacturer's line 

pe ny ohn =o. eared may Now tailored from standard com 

Sier-Bath Flexible Gear Couplings are available in ponents, design and construction 1s 

many standard and special types in sizes altered only 

7/8 to 12. Horsepower ratings range from 4 to ' ' 

4500 HP/100 rpm. GEAR . oO spec 1m requiremen 5 

*compared to four other leading brands. PUMP CO.,INC. Hallowell Div., Standard Pressed 
9246 Hudson Bivd., North Bergen,N. J. ' , 

SOUND DISTRIBUTOR POLICY omnes o GeheRe Steel Co., 


eae 


where necessary to fit 


Jenkintown, Pa 
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for efficient, econonjfical use of steam—recommend the trap with 


| 


! 


top quality... 


to keep it on the job 


The top quality of Nicholson steam traps... the result of design 
simplicity plus rugged construction . . . pays off big in performance for 
the user, and in profits for you! 

There's a big, broad market for Nicholson wherever steam is used. 
And quality ... Nicholson quality ... gives you an important product 
superiority to sell. On such quality can rest the economical use of 


steam ... the efficiency of process operations 


One moving part 

Positive shutoff —no steam waste 

Powerful, intermittent valve action 

High capacity — effective use of large orifice 


Sell top quality. Sell Nicholson 


Write for new 
Bulletin 10-55 


Ok NICHOLSON a Comay 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 
LAUNDRY, ORY CLEANING AND PRESSING MACHINERY 


14 OREGON STREET, WILKES CARRE, PA + SALES AMO EMGINELRING OFFICES IN OF PRINCIPAL CITIES 
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DO YOU HAVE 
YOUR COPY? 


Use this catalog as a selling tool to 
develop new business. Sell more pre- 
cision surface equipment to tool 
rooms, inspection departments and 
all metal workers for precision lay- 
out, assembly, welding, production 
and machine maintenance. Challenge 
precision working surfaces and hold- 
ing devices shown in the catalog 
include: 
Semi-Steel G Granite V-Blocks 

Layout Surface Plates Semi-‘teel Welding 


Tables 
Checking Tables 
Bench Plates 
Lapping Plates Bench Blocks 
Straight Edges Surface Plate Stands 
Universal Right Angle Plafes 
Angle lrons Box Parallels 
Universal Box Angles Work Benches 
Be sure each of your salesmen has 
a copy of this valuable sales aid, the 
Challenge catalog of precision equip- 
ment 


$€.102 
TRADE MARK ® 
THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 
The Challenge Machinery Co. voi t 
Grand Haven, Mich. 


Sent... .. copies of Challenge Pre- 
cision Catalog 


Position 


: 





> 
2 
> 
a 
‘ 
| 


; 
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Oiler 


Automatically Maintains 
Oil at Constant Level 


Recommended for use on ring 
oiled and anti-friction bearings, gear 


boxes, pump housings and moisten 


| ing pads, a new constant level oiler 


has been introduced 
Transparent reservoirs permit vis 


| ual check of oil supply and condi 


tion of the oil. 
Oil-Rite Corp., Manitowoc, W is« 


& 2.2 © 


tar ore ton ot 


Vi 


A FEW REPRESENTATIVE SITES AND dmArES 





Soldering Iron Tips 
Outlast Plain 
Copper Tips 

Hexclad soldering iron tips, in an 
expanded line, have been announced 
by the maker. 

Features claimed include coating 
of iron alloy over copper base on all 
exposed surfaces, inserted part of 
plug tips coated to protect against 
oxidation of copper, tinned ready 
to use 

Hexacon 


Park, N. J 


Electric Co. Rosell 


Trap 


Bucket Type 
Universal 


Developed for low pressure-high 


Help yourself to FAST service 
from complete factory stocks 
of BRASS FITTINGS by 


SPAWN 


Flare Fittings Hose Connectors 


Compression Pipe Fittings 


Bortied Gas Trasler Fittings 


=m] EF 


Tank Valves & Shutofls 




















Automotive 

Droin & Shutoff Cocks Accessories 
Needle Valves Special Fittings 
WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., IN 


oTseco 


MICHIGAN 





WHITNEY 
No. 95A Hydraulic Punch 


Here is another exemple of Whitney 


A Tool 
with many 
Sales 
Points 


skill in design and engineering 
Opereted from a foot treadie. De 
scent of punch always under com 
plete control of operator, Makes a 

hole thru 4" iron——o %” hole 
three 3/16" iron 


Taave MaaK 


REGISTERED 


20 STROKES 
PER MINUTE 


capacity 
12% tons 
Operator 
works 
from 
the 
front 
of the 
tool. 


Send /or 
complete 
cotalog 


W. A. WHITNEY MFG. CO. 
636 RACE STREET @ ROCKFORD, ILLINOIS 





1956 





|. STANDARD GEARING 


« 


that meets CPEIAl needs available trom 


Foote Bros. has pre-engineered an CK | A\\\a 
®° fs 
oi\\\\_—— 


extremely broad range of gears to 
form an almost complete variety y ««,, , 
of ratios, capacities, center-distances and ; \\\\\\\h 
sizes to meet specific requirements. ad N\\ 
Manufactured to strictest quality 
standards, you'll find Foote Bros. open J \ 
gearing the solution to availability 
and cost problems. See Foote Bros. 
for all your gearing needs. And 
they're completely cataloged... 


FOOTE BROS. Duti-Rated 
Lifetime Gearing 


Here's grecter capacity in less space! Longer lite 

Duti- Rated, gears ore specially heat-treated for in 

creased tooth surface hardness and produced to high BACKING 
precisson tolerances yet can be ordered from stock 

fo meet special gsoring specifications! Send for the a THE DISTRIBUTOR 
Duti-Rated manual for complete information and tech a a ’ 

nical date on the standardized styles and sizes avail . ads like this 


Bere; <a for Mane AS ‘al in leading trade publications 


or, gn?” 


Orem wenn 


-_ 


This Trademark Stands for the / = "| finest industrial Geaving made FOOTE BROS. 
: . , Worm Gear Gets 


. ws oS 4 


7 


Standardization and Quantity produc 


tion—by feote Bros —make this line of 


—- F 
5 — ; quality standard and special worm gear 
j 
‘ . sets possible. These are the same worm 
gear sets veed in Foote Bros. famous Hy 
. 
grode Drives, now made aveaileble tor 


Beller Vewer Tan wussin Through Caller Leare : apedel eperating oad cardeo condi 
FOOTE BROS. GEAR AND MACHINE CORPORATION one, Witte feep fay Mie complete 


4545 S. Western Bivd., Chicago 9, I dota. Ask for Manual SW.1 


cotalog of ratings and dimensional 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





Here is a “Check”’ 


that will open doors for you 


The Durabla Check Valve as part of your 
line will excite curiosity—open doors to new 
sales records, What's more, it's the perfect 
check valve, delivering unequalled customer 
benefits. Examples: lower cost; reduced in- 
ventory; highest quality (stainless steel con- 
struction ) ; operates in any position; handles 
any liquid, gas or air — at all temperatures. 

A Durabla Check Valve is formed by com- 
bining the basic check unit with any stand- 
ard pipe fitting (see right). To meet the 
check valve requirements of any customer... 
in any industry... you can supply exactly the 
valve needed when you handle Durabla — 
without carrying a large and varied line of 
check valves. You simply stock the basic 
unit in line sizes from %” to 2”, boxed and 
clearly labeled for stocking and handling. 

Send for further details on this unique, 
sales-increasing check valve. Ask for a copy 
of bulletin ID116, 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street . New York 6, New York 


Viet our exhibit, Booth 385, National Power Show, 
New York Coliseum, November 26 to 30 


/t 
A 
SiOE 
| ourcet 





condensate rate applications, a new 
light-weight bucket type steam trap 
for unit heaters and small process 
machinery has been made available 
in 4-in. pipe size with a universal 
range from 0 to 125 Ibs. psi 

Perfecting Service Co., Charlotte, 
N. ¢ 


Pumping Units 
Single & Duplex 
Condensation Returns 


Rated up to 10,000 sq. ft of direct 
radiation with pressures up to 20 
Ibs “Hotshot” 
return pumping «nits 
added to the company’s 

Shallow-type cast iron receivers in 
6 or 20-gal. sizes are said to permit 


new condensation 


have been 


line 


low connection to return line 
Deming Co., Salem Ohio 


ice Melter 


Cannot Be Tracked 
Into Office or Plani 


lce-Foe"’, a new ice melter is 
said to eliminate winter hazards on 
loading docks, platforms, stairs and 
other areas 

Completely soluble and non-toxic, 
it will not harm grass or vegetation 
and will not damage shoes, concrete 
or asphalt 

W alton-March, 


Il 


Highland Park, 


Regulator 


Precision Control 
Of Hot Water Tanks 


Known as “Golden Genie” be 
cause of its golden finish, a new self 


C.cousssssmensousesened 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 


168 














For tool 
and work holding 


Jacobs 


CHUCKS 


Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks... first in service. 


The Jacobs Manufacturing Company + West Hartford, Connecticut 























Stocked by 
» Industrial Distributor 





everywhere 


ALLEN 


MANUFACTURING COMPANY 
HARTFORD 2, CONNECTICUT, U.S.A 








HY-PRO—the tap specialists — 
also specializes in SERVICE! 


1. 24-hour delivery Hy-Pro offers you 24-hour service 


on all standard taps. And Hy-Pro has a complete, up-to-date 


stock of standard taps. 


3. IBM equipment—The most modern IBM tabulating 


machines guarantee you prompt handling of your order —and 


insure the most accurate billing records 


ON’T settle for just any tap when you can have the 
best, and have it on time 
Hy-Pro specializes in tap production, and in service, 
too, giving you the quickest, most complete service pos- 
sible. One of the reasons that Hy-Pro is among the leaders 
of the tap industry is this insistence on speed as well as 
efficiency 
Remember, Hy-Pro protects the quality of the taps you 
sell with its exclusive 3-Way Quality Control 
1. Heat-Treating —insures tap toughness with the tap 
industry's newest equipment 


2. Electronic Analyzer—checks hardness uniformity 
. Micro-Hardness Tester—analyzes metallurgical 
structure 


This quality insurance is available at no extra cost. 
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2. National coverage — No matter where your company 
may be located, you'll find Hy-Pro ready to offer you or yout 


customers faster service 


4. Route specialists — Hy-Pro specialists who know the 
quickest, safest routes to you and to your customers are in 


charge of the routing of your tap orders 


1956 promises to be a year of record Hy-Pro sales. . 
and extra profits for you. It pays to push Hy-Pro., 


“The Tap Specialists” 
New Bedford, Massachusetts, U. S$. A. 


AOOITION AL WAREHOUSES, 

setoson ~* 
wiwaenre em 
weenet 2 eae 


10426 W MCN ICHOLE #0 seaee7 aw.e@e er wOoeate 


oereorl 2: wicH 
vetvererty’ «41o7TT 


“/C“eo ‘ 
Geeoen 40817 
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Inred- Gard 


rea Seize Compound 


PREVENTS SEIZING AND GALLING OF THREADED SURFACES TO 1260 F. 


Power and Utility Service: boiler manhole, handhole and face 















FLANGED PIPE = nlate studs...cylinder head and exhaust manifold studs... flange actuated vapor pressure temperature 
CONNECTIONS 
ae bolts on high temperature pumps, valves and steam lines regulator has been developed for 
fra’ le in Refinery and Chemical Service: flange bolts on pipe connections, accurate, positive ¢ ontrol for installa 
os vy autoclaves, reactors, kettles, pumps and valves...studs on “‘cat tions where danger of overheating, 
ayitacs crackers, heat exchangers, suction heaters, coolers and condensers produc t spoilage or equipment dam 
( ” Steel Mill, Forge and Foundry Service: soaking pit or ingot stripper | age is feared 
a oi ; ' 
| [: =) crane assemblies... steel studs in magnesium and aluminum dies | Klipfel Valves, Inc., Hamilton 
ro) and forging dies...studs on furnaces and cooking ovens Ohio 
A 
ae Available in 4 pint, pint and quart cans. Order a trial can today! 
| 








HANOHOLE AND 
FACE PLATES Send for free sample and literature. 


CRANE PACKING COMPANY 


6469 OAKTON STREET, MORTON GROVE, ILL. (Chicago Suburb) 
in Coneda: Crone Packing Co , Ud, 617 Parkdale Ave, N. Homilton, Ont | 





















OFFICES IN ALL PRINCIPAL CITIES 









| DEPENDED ON | 
BY DISTRIBUTORS ga 


for 





For Light-Duty 
Drill Presses 


years Simple x No 3-DP drill press vise 





has a full 3-in. jaw width and jaw 








“POSITIVE” Lock Washers are a 
product of the confidence many Dis- pening, with jaw depth of I4-in 
tributors have placed in us as their sole ind weight of 6 Ibs 
source of supply for the past 65 years. Overall length of 7y4-in. is said 
“POSITIVE” Lock washers are all-im- , 
) permit use on small drill press 






portant adjuncts to fastener sales. Their 
vse in your customers’ plants are vital tables 

to critical assemblies of their products. Desmond-Stephan Mfg. Co., U1 
To serve your customers well, rely on bana, Ohio 

@ source of supply geared to making 
the best possible product and selling 
through distributors. 












Gage 










Two-Color Readings, 
Reduced Maintenance 













I'wo color red and green readings 








ire obtainable with the maker’s new 







Color-Port water gage designed for 
high pressure boilers up to 3300 psi 






Individual cover-glass assemblies 
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RECOMMEND ONE OF THESE 


AIR HOSE COUPLINGS 


Because they are so practical, convenient and economical in a wide range of 
indoor and outdoor aopplicctions, the two couplings described below will literally 
sell themselves to a great many users of air, gas, hydraulic, spray and water hose. 
Unequollied for quality and reliability, they will give the kind of service that can 
only result in repeat orders ...over and over again 


“AIR KING” onc. [=— |sfomnnnne 


| 
; . 


~ 


- 


a) 





“DIX-LOCK”’ 


TO HELP YOU in selling more Dixon products, 


G@ consistent advertising schedule is moin- 
tained in leading industricl trade popers, Viele 6G GC 
directories, etc. Also, envelope stuffers and 4 Vv Duplin 


other direct mail material, covering most items, ADELPHIA 22 


»ENERAL OFFICES | Tmeel Bi PHI 


ore available with your imprint ta 
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permit quick servicing of the gage in 
place, without removal from the 
boiler 


Yarnall-W aring Co., Philadelphia 


Drill Kit 


Packaged in Metal 
Flip-Top Box 


Kwikit’’, a new drill kit contain 
img one dozen 4-in. and one half 
dozen #-in. self-drilling concrete 
fasteners, a combination holder and 
setting tool, has been introduced 

Phillips Drill Co., Michigan City, 


Indiana 


PROFITS ROLL IN WITH 
WHITNEY CHAIN DRIVES 


Distributors of Whitney finished steel PORTABLE CAR RADIOS 


chain and sprockets find chain sales Soon to appear are transistorized 
easy and desirable everywhere for car radios working on their own bot- 
these reasons: a complete premium teries which can be readily removed 


quality line — tops in the high profit from instrument panels or glove com- 
partments for use as portables, says 


margin group — sales opportunities Electronics, McGraw-Hill publication 
in every plant — nationally advertised 
—- exclusive features — single source 
of supply — strategically located 
warehouses — skilled specialists for 
all drive problems — field engineer- 
ing assistance for service and sales 


New... Whitney's packaging — catalogs that sell all customers. 
inctudes plastic enclosed dis 


bi h t 
chola enombly, hendlieg ond WHITNEY IS THE DISTRIBUTORS’ 
' - Another 
alinaies Wilbon servicel BEST SALESMAN 

















1itney 


CHAIN COMPANY 
239 HAMILTON STREET + HARTFORD 2, CONN. 


He's been expecting you. He's gene 
ROLLER CHAIN © SILENT CHAIN * CONVEYOR CHAIN © SPROCKETS © FLEXIBLE COUPLINGS for the day.’ 
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WHEN THE ORDER DEPENDS ON 


BE SURE 
THIS BOOKLET 
IS IN YOUR 
BRIEFCASE 


wes 
vary CAN YOU ANSWER THESE QUESTIONS? 
e@ What's the difference between “cut” and “rolled” threads? 


e What type of tapping screw should be used .. . and why? 


e What are the differences between a machine bolt 
and a cap screw? 

@ When should you recommend “Standards”? ‘Specials’? 

@ What's a ‘Helix’? “Pitch diameter’? 

@ When should coarse or fine threads be specified? 
These and many other questions are answered in simple, 
non-technical layman's language in this helpful 20-page booklet, 
“Fastener Facts” is a “must in the briefcase or catalogue of 
every Industrial Distributor salesman. It enables you to answer your 
customers’ questions clearly and concisely. You can suggest 
ways to solve their fastener problems and often save them money, 
This is another helpful selling aid produced, and 
offered to you free, by The Lamson & Sessions Company. 
Send for your copy today! 


~. Ju LAMSON & SESSIONS (; 
) 


; % 
ra 
1971 West 85th Street - Cleveland 2, Ohio 


PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 















Before You Stock 


- Bit PROFITS Get All The Facts 


Starts on page 104 


"WlG Hu R ee SE 


vith RISTSELE —— 


p4 Pp (jt F 
KOO! / Vhi procedure often atche 


Nationally Known 



















ticky inventory situat’ons that have 





escaped attention for some time, lik 
obsolete lines still in stock or pecia 





Here is an easy-to-sell product 
A that pays you high profits. Thousands ze items ordered for a customer 
of users in industry. All of your cus 
vho ha ince changed hi Opcta 
tomers are prospects for repeat sales 
RUST-SELE 101 Dampproof Red non 
Primer, stops rust... seals rust... on 5. Daily review of orders by head 
any metal surface. Goes on right over 
rusted and damp surfaces. No expen 
sive surface preparation needed R. | Davis, chief pur ha 
RUST-SELE Company manufa aont ret F +} 
tures the most complete line of heavy igre SUS seeeeresy © - aye 
duty maintenance coatings available reviews all orders every mornin 
Nationally known, they are sold on! 
through lednenstel y 1 athe May He tnes to spot unu ual sales a 
we tell you about the RUST-SELE changes of buying patterns afte 
profit plan for your organization? ine stock policy 
Write today to Rust-Sele Company, 5” 
Cleveland 5, Ohio 









buyer. 











; 








9808 Meech Ave., Joint sales-purchasing meet 









ings 
Che management holds meeting 


designed to coordinate the sales and 







purchasing departments’ viewpoint 





“We explain to salesmen that o 





function in buying is to mak 


CALDER eee the OT ast tists Line money for the company,” says M 


for Bigger Profits ... Easier Sales Goodale. “We want them to 





why we consolidate back orc 





ave margins; why we don 





many nuisance items, and 
have to let some stock slide bel 
the 90-day level even though 
a i Le LL | . 
objective, like theirs, is to mainta 





BUILT RIGHT Best materials throughout tool 





steel cutters Right and Left hand Threaded Bushings 










and improve service We show 





them we are trying to conserve 


liquid capital for management t 





invest in stock and better servi 






the fast-moving lines that mah 


living for all of us 






Effort, Not Formula 








also need salesmen rhe pi 








EASY TO HOLD Extra We 
well distributed getting information on market an 






Weight 





for smooth handling ustomer hanges This can't be 





done mechanistically or by form 






There has to be a joint effort b 
ales and purchasing to get all the 
SOLD ONLY THROUGH DISTRIBUTORS facts 

“And stock poli y has to be 
flexible enough so that buying 


CALDER MANUFACTURING ok decisions will take all the facts int 


27049 North Prince Street Lancaster, Pennsylvania , 
mcocoun 
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DIVERSIFIED 
LINE OF 


For every end milling operation UNION offers a complete selec- 
there’s a particular end mill that tion of top quality end mills in 


will do the job for you quickly, standard and special types to 





accurately and economically. suit the requirements of your job. 


UNION TWIST DRILL COMPANY «@ ATHOL, MASSACHUSETTS 


Owners and Operators of: 8. W. CARD DIVISION, Manefield, Mase 
BUTTERFIELD DIVISION, Derby Line, Vermont and Rock leland, Quebe« 





This and similar ads 


are appearing in 27 


Leading Publications 
TO HELP YOU SELL 
VIKING PUMPS 


| 
! 


VIKING 


the 
Oomph 


ne little Viking Pump 

supplies the hydraulic 
power to raise thie lift up 
to 36 feet. The stend con 
be roleed, lowered oF 
stopped at any level from 
the grovad or stand, sim 
ply by sterting of stop 
ping the electric motor 
driven pump 


Used 
studios fer lighting equip 
ment end camera work, 
thie lift le manvfoctured 
by Hamlin Mydravile Lifts, 
Monrovia Machine Works, 
Sen Gabriel, California 


in metion picture 


They also moke portable 
hydrautic litte for factory 
maintenance crews, storage 
room stackers, scaffolding 
stands, light bulb changers, 
orchard spreyers, casket 
lifts, and meny others 
Hamlin has built these lifts 
fer more then 20 yeors, 
end hes included Viking 
Pumps as on integral part 
of each unit 


if you're leoking for 
positive, dependable pump. 
ing, learn mere about 
Vikings, Write fer Bulletin 
Series 565mm 




















&) 


VIKING PUMP CO. 


Coder Fell lowe USA 


ln Conode #6 ROTO- KING” Pures 


See ow coteleg = Sweets 





D-A-T-E§ 
TO REMEMBER 








Nov. 15-19—Central States Indus 
trial Distributors’ 
annual convention, 


Beach Hotel, Chicago 


Association, 
Edgewater 


Nov. 26-30—National Power Show 
American Society of Mechanical 
Engineers, Coliseum, New York 
City 


National 
the 

Engineers 
Hotel, St 


13th Annual 
I'echnical Conference of 
Society of Plastics 
| Sheraton-Jefferson 
Louis 


Jan. 16-15 


Jan, 21-23—Annual Mid-Year Meet 
ing Of the Southern Industrial 
Association, 


Hotel, 


Distributors’ 
Beach Biltmore 
Beach, Fla 


Jan. 27-30—Annual 
Associated Equipment Distribu 
tors, Conrad Hilton Hotel, Chi 
cago 


Meeting of 


Jan. 25-31—Plant 
Engineering Show, Public 
torium, Cleveland 


March 25-29—Western Metal Con 
gress & Exposition, Pan-Pacifx 
Auditorium and Ambassador Ho 


tel, Los Angeles 


Audi 


June 18-20—Annual Triple Indus 
trial Supply San 
Francis¢ 0 


28-31—National Industrial 
Packaging & Handling Exposition 
Convention Hall, Atlantic City 





Convention, 





CORROSION PROBLEM 


Air conditioning can start corrosion, 
says Electrical World, McGraw-Hill 
publicetion, if it causes moisture to 
collect on susceptible metallic surfoces 
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Palm | 


Maintenance & | 





FLEXCO 


Sell these 3 Great Names 
in Belt Fastening 
and Repairing 


- « « THEY MEAN MORE 
PROFITS TO YOU! 


7 


FLEXCO FASTENERS 


.., the quality fastener that does an out- 
standing job in joining and repairing 
conveyor and elevator belts. 


FLEXCO HINGED FASTENERS 
are used for joining extension conveyors. Has 
removable hinge pin. Troughs naturally. 


ALLIGATOR V-BELT FASTENERS 


and open-end V-belting. Your customers 
can make up belts in any length to fit any 
drive, the fast economical way. 
ALLIGATOR 
CONVEYOR 
BELT LACING 


is universally used 
to join flat conveyor 
belts of any width. 
Only a hammer re- 
quired to apply it. 


REMA, the new 
and amazing self-vul- 
canizing rubber re- 
pair material that 

adds years of life 

to conveyor 


belts. 

The FLEXCO-ALLIGATOR Prestige Line 

—sold by key distributors everywhere 
FLEXIBLE STEEL LACING CO. 





LY THROUGH 
PPLY HOUSES 





DISTRIBUTORS: Big ads like 
this are telling your customers 


to order Acme Dowel Pins ' 
from you. Write for suggested ; Sizes from % * to 6” in length— 


initial stock and price lists. 4%" to 1” in diameter. Stand- 
ards and specials, including 
pins of stainless steel 











Write for information and : 
potene on entero, standard Precision pins, hardened and ground to 
= <8) aed coruite 0002" or .001" over nominal diameter 

Fe Suenings, oversized 002", .003", .004" and 
dowel pins, chamfer : 

005 

micrometer gages 
and portable 
bench centers. 


. Acme Pins are case hardened to 60-62 Rockwell 


“C”’ scale and core hardened to 36-38 


¥ Acme Pins will break before bending or mushrooming 


if your distributor does not yet stock Acme Dowel Pins, 
please send us his name so we may avail him of a stock. 
Also ask for Acme Dowel Pin Folder. 


ACME INDUSTRIAL COMPANY 


218 North Laflin Street, Chicago 7, Wlinois « Phone MOnroe 6-4122 
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The Reader Ie Bose 


or... How ABC Helps You Run The Magazine Business 


Readers who pay for magazines are always ripe for new ideas, new informa- 
tion, new trends and new technological developments. By giving or with- 
holding their subscription money, reader-customers vote for or against 
editors and publishers. Counting these “votes” is the important job of the 
Audit Bureau of Circulations — the watchdog of the publishing industry. 
















YOU CAN TELL which magazines have fully-audited paid ACCURATE FIGURES — ABOUT YOU are the heart of 









circulation when you see the ABC symbol on their ABC's job. ABC does a candid, unbiased, certified 
cover or contents page. This is the symbol that stands audit of all subscription figures of member magazines 
for the Audit Bureau of Circulations, a cooperative and of the subscribers’ jobs, functions, and loca- 
organization that sets standards of good business con tions. These audits help editors to tailor the contents 
duct for its publisher members of their magazine to your specific job interests 






*, A i 
Mi nid ie, S 
wt \ Vim 7 He Ae 


we 2 
eds 
Se 





YOU'RE THE BOSS when you pay money for any maga YOU, THE SUBSCRIBER, WIN when you buy ABC maga 









zine. Your vote of confidence and your renewals of zines, for this mark is your assurance that you are 
subscriptions are dominant in the thinking of editors getting a publication tailored to your needs. McGraw 
and publishers. Advertisers are vitally interested, too, Hill has been a charter member of ABC and has sup- 
and their support helps earn the dollars needed to do ported its aims continuously for over 40 years. And 
a stronger, more useful editorial job for you ABC, in turn, is responsible in many respects for the 





high standard of business magazine publishing today. 







McGRAW-HILL MAGAZINES 


McGRAW-HILL PUBLIGHING COMPANY, 
330 WEST 42nd STREET, NEW YORK 36. N. Y 





INC 
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BUSES BRING INDUSTRY REPRESENTATIVES and their wives to the Clarkson 


College Campus in Potsdam, N. Y., from associations’ executive meeting in Lake Placid 


| 


{ 


% 
STUDENTS GREET VISITORS in Lewis House. Industry leaders inspe ted col 


lege facilities and lunched with students enrolled in industria! distribution cours 


PRESIDENTS OF THREE ASSOCIATIONS take place of honor at luncheon: Charles T 
Jordan, The Chas. Parker Co., American Association president; | rank M. Cruger, Indiana 
Mfrs. Supply Co., Indianapolis, National Association, and Ashley DeWitt, Briggs Weaver 
Machinery Co., Dallas, Texas, Southern Association (second from right), With them are 
Dean Lowell Ww Herron of Clarkson College and Dr. William G. Van Note, Clarkson president 
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Industry 
Leaders 
Visit 
Clarkson 


rriciaLs of Clarkson College of 
Technology reported on 
progress of the college's industrial 
distribution course to 125 industry 
leaders and their wives recently 
when a delegation from the industry 
associations visited the campus. 

The group spent a day at the Pots 
dam, N. Y., college as a feature of 
the annual mid-year meeting of the 
executive committees of the Na 
tional and Southern Industrial Dis 
tributors’ Associations and the 
American Supply & Machinery 
Manufacturers’ Association in Lake 
Placid. Industry representatives met 
professors and students, inspected 
facilities and attended a luncheon 
given by the college at which Dr 
William G. Van Note, president, 
and Dean Lowell W. Herron werc 
speakers. Juniors and sophomores in 
the industrial distribution course also 
attended 

Ladies were entertained by the 
faculty wives at luncheon at the 
Potsdam Country Club, where the 
whole group assembled later for 
refreshment 


Cooperation Noted 


Dr. Van Note thanked the in 
dustry for its cooperation and 
warned that distributors and manu 
facturers wanting to hire graduates 
should get their bids in early in the 
students’ senior year. The Grst class 
graduates in June 1958 


..-.- that’s why 
you can sell 
MADESCO 
BLOCKS 


with confidence 


You can best satisfy your cus- 
tomers’ needs with Madesco 
blocks because they embody 
performance-features devel- 
oped through 30 years of spe- 
cialized experience. Your basic 
inventory, plus our fast factory- 
to-you service means maximum 
sales, fast turnover, top profit. 
Your customers get blocks that 
assure utmost safety, top oper- 
ating efficiency, longer block- 
life under the most exacting 
conditions, at competitive 
prices. Madesco Blocks in stock 
assure you constant repeat sales 
from satisfied customers and 
new sales created by recom- 
mendation and aggressive ad- 
vertising. Write for illustrated 


catalog, today. 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE 
OF SPECIALIZED NEEDS 
BACKS YOU UP. 


WORTH ASKING FOR-BY NAME 
MADESCO TACKLE BLOCK CO., Easton, ——" 7 
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-SaveTime 
ave Bother 


re find it 7, 

rif you 4 

er look in the ~~ 
Dake Catalog first! 





PRESSES 


range from 1 to 300 
tons capacity in 
arbor and 
hydraulic models. 
There is 
nearly 
always 
one that 
suits your 
customer 
to aT... if not Dake 
Swill design and 
build one for 
his special Pe 
requirements. 
Dake is the line 
of presses that 
rings the bell 
in profits 


as wellas + ! 



















DAKE CORPORATION 


Grand Hoven, Mich. 
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COMFORT AND INFORMALITY stimulated idea-production at Manheim Manu 


facturing s recent “brainstorming” sales meeting. With coats off, comfortabl iairs 
and supply of cigars, cigarettes, ashtrays, and ice cold drinks, salesmen toss¢ ry 
gestions relevant to brainstorm question posted over table. Question was also printed 


on note paper 


Sales Meeting Features Brainstorming 


ANHEIM Myc. & Bextrinc Co., 
Manheim, Pa., recently held a 
sales meeting built 
“brainstorming” idea. 
the firm’s sales manager, Vincent K 
Alexander, this meeting may be “the 
standard by which to judge all 
future meetings.” 
With the entire 
force taking part, six brainstorming 
sessions sparked ideas on such sub 
jects as “If I were sales manager 
to “How can we develop the home 
workshop market?” The tradi 
tional brainstorming rules were fol 
no negative thoughts, no in 


around the 
According to 


Manheim sales 


lowed— 
volved discussion. 

Particular attention was paid to 
the physical aspects of the meetings 
The 20 idea-producing salesmen 
were seated in comfortable chairs 
on either side of a large table. At 
a head table sat two recording secr« 
taries and the brainstorming moder 
ator. Each secretary transcribed the 
suggestions of the 10 men diagonally 
across the large table from her 

An adequate supply of cigars and 
cigarettes, plenty of ashtrays, and 
ice cold soft drinks and water con- 
tributed further to the relaxed at- 


1956 


been found 


with th 


mosphere. Indeed, it has 
that providing ice cubes 
soft drinks spurred idea-producis 
whereas coffce or drinks without ice 
seemed to put a damper on it 
Each 


brainstorm question was 


clearly defined by the moderator, 
ind a sign with the question's exact 
wording was hung over the table 


doubly sure the 


| 0 make 


was uppermost in the participants’ 


que tion 


minds, it was also printed at the top 


of the 
ticipant 


note paper given each par 


started off 
with a warm-up panel on “How to 
the idea being 


The six sessions wer 
improve men’s suits,” 
to dispel any inhibitions about put 
ting forth far-fetched ideas 

The six brainstorming session 


during the three-day sales meeting 
were interspersed with other activi 
discussions to assure a fresh 
At the end of th« 


sified 


ties and 
start each time 
first three sessions, a team clas 
the several hundred ideas produced 
and a two-hour period was spent 
discussing them by the whole meet 
ing. The same procedure was fol 
lowed with suggestions produced by 
the last three sessions 








Wayne 


Here’s a brand new money-making line of rotary 
pumps to build sales in every industrial plant in 
your area. New in developments . . . old in principle 
and acceptance with years of pump building experi 
ence behind them. These Wayne Pumps are quiet, 
long-life, high-efficiency rotary pumps thoroughly 
tested and performance-proved in handling liquids 
and semi-fluids of varying viscosities 
These pumps have oniy two moving parts with 
Wayne’s exclusive rolling gear circular tooth design 
Your customers can pump the same GPM with 
a smaller lightweight unit. Five Wayne pumps 
cover all requirements 
SERIES A—Standard Duty High and Low Spoeds—fu, 
operating pressures under 125 psi. 
SERIES B— Standard UL Approved—for pumping hazard 
ous liquids 
SERIES C—Rugged Duty Packed—for medium and high 
vis. operating pressures to 125 psi 
SERIES D—Rugged Duty Sealed —for | iq uefied gases and 
other fluids 
SERIES E—Rugged Duty Steam Jacketed—with steam 
jacket for high viscosities. 
Here’s a pump line to open up new markets for you. 
Newest design ... backed by a strong promotional and 
advertising campaign. Get the Facts. Put yourself 
in the Wayne Profit Picture of Industrial Products. 


THE 


Industrial Divailon + FORT WAYNE, INDIANA 


WAYNE PUMP COMPANY 


—— <= oe i at ka CT — oat Se 


———  y 


ROTARY PUMPS 
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r Wayne | POSITIVE DISPLACEMENT 
lense DESIGN 


1. Liquid is drawn inte pump by suction created 
when pumping elements are disengaged. 
2. Crescent acts as valve, preventing backflew. 


3. Fisid is forced out discharge port as pumping 
elements re-engage. 
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' 
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PUMP SELECTOR GUIDE 


Send This Coupon For Full Deta On 


Wayne Line plus new and novel 


Wayne Pump Selector Guide 

-_ aeoearewwerwwes @ wee = =| 

THE WAYNE PUMP COMPANY I 

ind. Div. + FORT WAYNE, INDIANA I 

Please send me tull date on Wayne industria! Proftt line 


Please send me new Weyne Rotary Pump Selector Guide 


z 
7 
: 
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What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


There are many reasons why distributors should stock 
Harper fastenings of nonferrous alloys and stainless 
steels. Here are a few of them. 


1. Over 7,000 different items— your customers can find 
just what they want in the complete Harper line. 


2. Complete stocks ready for prompt shipment from 
Harper warehouses and branches in all market 
areas. 


3. Highest quality manufacture by the largest exclusive 
producer of fastenings from nonferrous and stain- 
less. 


4. 


5 


Careful packaging to protect fastenings and assure 
clean, perfect stock 


. Long experience in selling through distributors 


which assures an understanding of distributors’ 
problems. 


. Better profits because of higher selling price of non- 


ferrous and stainless fastenings. 


. Small stocking space. 
. One source for all needs—one account to keep—one 


invoice to write—one bill to pay. 


THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in al! corrosion-resistant fastenings 


Bolts « Nuts © Screws ©¢ Rivets * Washers 


of Brass ¢ Bronze * Monel « Aluminum ¢ Stainless Co 


HARPER 


EVERLASTING FASTEMINGS 
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al 


AT YOUR FINGERTIPS 


FOR ALL ABRASIVE PRODUCTS: 


STOCKS, SERVICE & LITERATURE 
—_ Qo - 


Write for these booklets by name. 


Latest ae 
ae a 


a! ets 


CALL YOUR LOCAL BAY STATE DistRisUuTOR 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S.A. 


WHEELS of PROGRESS Brench Offices 


ond Werehouses: Bristol. Conn., 103 Woodland St., Phone Ludiow 2-745! 


Chicago. 3701 West 49th St., Phone Frontier 6-6677 
a y Cleveland, 3771 Chester Ave., Phone Express |-8924 
Q Lg Detroit, 25600 Princeton Rd. (Inkster). Phone Logan 5-8670 
; ea Pittsburgh. 1691 Washington Rd.. Phone Locust 3-1144 
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IT PAYS TO 
PUSH THE 
QUALITY 
LINE 


YOUR INDUSTRIAL PROSPECTS 
e 


KNOW THE LINE 


They know they can count on quality 
construction, efficient and economical! 
operation. Johnson has led the gas equip- 
ment field for over 55 years. Johnson's 
good reputation and national advertising 
mean you have less of a selling job to do 
They help you close the sale faster. That's 
why it’s good business for you to push 

the Johnson line. More sales, more profit 





Today’s industrial Districts 
What They Mean to You 


Starts on page 82) 





made in downtown Boston, we 


would have easy access to the new 
highways which are 
process of construction at this tim 


circular in 


From our point of view, a chang 
would 
the 


not be desirable; however: 


ituation may change.” 


for you. Guaranteed satisfaction for 
your customers. 


a cept a, ee aad — 
4 2 ae a. 


4 Sonn 


Territories Re-aligned 


of the distributors said 


realignments of territories or reas 


* 
— 
» 
»* 


<No. 142 Heat Treating 
Furnace 


Heats fast to save time 


7 
7 
7 


lit ete eee ee ee ee ee ee ee 


=e - 
—- 


signments of salesmen’s responsibili 
ties had the 
shifting pattern of industry toward 


been necessitated by 


—— 


these centers, and half of them cited 


a concommitant decrease in cost of 
solicitation 


An article entitled “Bringing In 


No. 120 Hi-Speed Furnace > 


1500° F. in 5 minutes. 


dustry to the Suburbs”, Engineer 
ing News Record (October 13, 1955 
detailed the Boston opera 
tions of Cabot, Cabot & Forbes and 
concluded, “You are going to hear 
more of Cabot, Cabot & Forbes, and 
of other firms like it, during the 


oe: oe oe ie ee Few 


Issue 


<No. 118 Combination Bench Furnace 


. ideal for all around shop use. 
- 
No. 101 Bench Furnace > 


Heats to 1800° F. 
without blower. 


years to come. The pattern they 
provide fits what Jimmy Durante 
to call 


prev ail 


used ‘the conditions what 


=< 


<No. 60 BCD Concentric Ring Burner 
3 burners with separate controls. 


Big Developers Active 


\ctually, this developer is also 
scouting new districts in St. Loui 
and in South Carolina. Last sum 
mer they announced future develop 
ment of a 500-acre tract of land in 
Hartford, Conn., known as Brain 
ard Field. One distributor, R. M. 
Grant Tool Supply Co., already is 
located close to this area, and two 
distributors are building 


No. 1202 Blower —> 


13 CFM at 6.5” 
w.¢. pressure. 


< No. 706 Annealing Furnace 


Temperatures of 400° to 1800° F. 
SCE ee ra 2 





more 
nearby 

Tom Norris, president of The 
Tracy, Robinson & Williams Co., 
said, “We've been contemplating a 
move for some time; we wanted to 
get out of our old location which 
sadly lacked parking and shipping 
facilities and which was a multi 
floor operation. But the big ques 
tion, after deciding to move to the 


WRITE TODAY FOR THE NEW 
JOHNSON CATALOG with 
specifications and prices 


on the complete it it burns gas () took to Johnson . . . since 1901 





JCHNSON GAS APPLIANCE CO., 588 & Avenve NW, Coder Repids, lowe 
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You asked for packing 
2 in 36°36" sheets! 


> Now here it is 


from 








BELTING 
Conveyor, Transmission or 
V-Belting 


HOSE 
For air, water, steam, oil, 
suction, welding 


PACKING 
Sheet packing, duck and 
rubber packing, press pads, 
chute lining 


MATTING 
MOULDED AND 
EXTRUDED RUBBER 
PRODUCTS 








QUAKER RUBBER DIVISION - 


Quaker 


Just watch Quaker's new method of 
packaging shrink your handling 
costs. No more need to cut sheet 
packing from rolls 36” wide. Quaker 
has cut them for you... and put 10 
of them in a really easy-to-handle, 
easy-to-open and easy-to-stock 
package 

Even loading and unloading are 
easier, since the package weighs only 


55 lbs. Easy to open? You bet. Just 





Each easy-to-handle, 
easy-fo-open, easy- 
to-stock package 
holds ten 36” x 36” 
sheets of Quaker 
Delta Red 
Sheet Packing. 
Ve" or Vio” thick. 











pull out the tab and the sheets al- 
most pop out. Quaker’s new pack- 
age eases your stocking problem, 
too. These packages take up little 
room, whether you lay them flat or 
stand them on end 
Convinced we've got what you 
asked for (46” x 46” sheets of Quaker 
Delta Red Sheet Packing)? Then why 
wait? Get in touch with your Quaker 


representative now. 


H. K. PORTER COMPANY, INC. 


PHILADELPHIA 24, PA 
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QUAKER PIONEER RUBBER DIVISION 


PITTSBURG, CALIF 
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outskirts, was, “Which direction 

Every plant needs a SHOPL IFTER shall we go in?’ We decided on a 
Time ianr. site near the proposed Brainard 

LB. HAND LIFTER Field Industrial District; it has all 


the features we want, plus the fact 


More than 10,000 have the area is mushrooming with indu 
been supplied fo over trial activity.’ 
50 different types of L. L. Ensworth & Sons, Inc., faced 


: ‘ the same problem after learning the 
industrial plants would have to make way for th 


all over Americo New England Thruway Vice 
President E. C. Kilray pointed out 
“We have a multiple operation; we 


Only $719°° held plenty of space and modem 


facilities to handle our large steel 


business and our broad line of in 
Rugged, simple, few moving parts. Will 
last a lifetime with practically no upkeep 
Pays for itself over and over again in modern one floor plant in the Brain 
time and labor saved — lifting dies, ma AF ” 
chine parts, loading and stacking. Elimi id Field Industrial District 
nates fo er ! lifting oe. ; ' 
1000 tb. and 2000 tb. Shoplifters anc ; 
many special duty models available. Problem: Where to Locate 
Write Don Subr for salesmen's catalogue 
sheets and re-sale information. Another Hartford distributor, Sul 


Performance guaranteed livan Tool & Supply, Inc., also is in 
Sold with a 10-day 
free trial offer 


dustrial supplies. We're building a 


the process of erecting a new build 
ing As President E. C. Sullivan 
puts it, “The problem, once you 
ECONOMY ENGINEERING CO. 


4532 W. take &., Chicage 24, I. ; 
Eastern Sales Office: 342 Madison Ave., New York 17,.N. ¥ that puts you as close to industna 


ictivity as possible, sO yOu Can give 


decide to move, is to find a spot 








peed SeTVICE to important 
xccounts. We selected land, but it 
vas owned by three different parties 
ind took a little time to purchas« 


ag Se intact. It’s located in the Bloom 
that's right, “seven thoveand y . ’ 
Rete Cot ere Gaeed. field section, which is expanding in 
SHELF! And that's not all. We similar fashion to the so-called I) 
con give you speedy service 
on “specials,” too, “Don't’ dustrial District 
turn down your customers’ in 

iries on special items. Turn 

over to us. If it's stain 





less, we con moke it. We mil! 
drill, grind, tap, slot, thread 
heed, stemp ond bend. We'll 
get of to a quick start from 
either a blueprint of sample 


STOCK OR SPECIAL... LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU 


STAINLESS STEEL 
Bolts and Cap Screws 
Socket, Set ond Cap 
Nuts, Washers 
Sheet Metal Screws 
Wood Screws 
Pipe Fittings 
Machine Screws 


fastenings 


Write, wire, or phone for your 
copy of the new STAR catalog. hy 
screws have 


STAR STAINLESS SCREW CO. 


445 Union Bivd., Paterson 2, N. J. + ‘phene: Little Folle 42300 
(mE Direct N.Y. ‘phone: Wisconsin 7-9041, Philedelphie; ENterprise 623! Look, Bemis, o good puscheniag const 
MANUFACTURERS’ REPRESENTATIVES: A Few Cholce Territories pen. tequirigg levited dosen't hoop saying, Wher In 


me? ’ 
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BUTTERFIELD 


pbele) Mei at-y ol -tej (Te Mi [ol 
hele. ae olla le) gaat tal ot — 


* they cut clean 
* live long 
* finish smooth 















This handy dispenser rack 
saves time and trouble for your 
customers. Roll shim stock 
(solid, not laminated) is neatly 
packaged and protected — four 
separate rolls, each a different 
gauge. Your customer just 
snips off stock as needed. When 
roll ends, you get an automatic 
reorder, Available in 6” x 100” 
rolls, brass or steel stock. 








4111 Union Street, Glenbrook, Conn 


SALES TIPS 


PROFITABLE 
SELLING 


Commauder 
TAPPER 


what are its advantages? 


© Handles @ wider range of tep sizes — #00 to %" — 
the range of 4 conventional toppers! 

© Adjustable torque control prevents tap breakage. 

® Neo friction clutch to wear out. Commander Tapper's 
Spring Clutch Drive provides longer, quieter 

jon. 

© Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. 

© Does precision tapping —even with inexperienced 
operators .. . it's “the Tapper thet thinks for its 
operator”. 


features that help you sell 


© Wider range provides greater utility —reduces tool | 


investment for your prospect. 


© Adjustable torque control assures positive top | 


protection. 


© Automatic sensitivity of torque control stops the top | 


when it’s dull, “loaded”, hits @ hard spot or bot- 
toms in a blind hele. 


© Compact, rugged, light-weight—bwuilt for production — 
topping. 


INDUSTRIAL DISTRIBUTION ¢ NOVEMBER, 





Manufacturers’ 
Activities 


Starts on page 120 





for packaging and shipment. A com 
plete run takes about two hours 
depending on the size and type of 


fastener in each run 


Clauss Cutlery Has 
New Snips Displays 

Clauss Cutlery Co., Fremont, O 
has developed a new display for its 
Designed to hold 
nips, the display 


aviation snips 

two pairs of the 
consists of holder with advertising 
matter that will fit any standard 


pe gboard 


HANDLING—Elwell-Parker Ele: 
tric ( 
letin illustrating and describing a 
new line of die handling trucks for 


o., Cleveland, has issued a bul 


inclined presses. Design and opera 


tion of the new units are discussed 


HAND TRUCKS—Nutting Truck 
& Caster Co., Faribault, Minn., has 
issued a catalog sheet on a new line 
of heavy-duty, general-utility hand 





SIMONDS 


ABRASIVE CO. 


Reinforced Resinoid Bonded 
ABRASIVE WHEELS 


RED WHEEL 





Sove time and money on weld grinding with SIMEX re Le 


heavy duty use. Structurally different—with auto tire cord safety web backing! 
Send for Bulletin ESA-244 


4 
: rr RED CENTER WHEELS 











ideal for deburring, finishing, polishing and cutting-off. Slightly flexible 
for general offhand use and the lighter weld grindin. jobs. Extra 
strong and toast cutting Send for Bulletin ESA-244 





DOUBLE 


— CUT-OFF WHEELS 





Glass fiber reinforced for extra strer gth less 


| breakage relate | long lite 


v 


Fast tting n all types of metals ard non-metals 


Send tor Bulletin ESA-243 








CA YOUR SIMONDS 
DISTRIBUTOR 


SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


LOCAL STOCK Bronch Warehouses Boston, Dotrol, Chicege, Portiond, Sen Frencisce Distributors in Principe! Cities 


FAST SERVICE Division of Simonds Sew end Heel Co., Fichburg, Mose 












Specific ations and illustra 
ire given for cach truck type 














COMPOUND — Lake Chemical ‘ 
Co., Chicago, has developed new 
packaging for its “Pipetite-Stik” pipe 
joint compound, which is now avail 








ible in one-dozen and three-dozen 





ounter display boxes The product 





ilso features a new wrapping for 


sticks 










dividual 

















PAPE—Permacel Tape Corp., New 
Brunswick, N. J., has issued a 
yrochure on qualities and applica 
tions of its plastic electrical pres 
sure-sensitive vinyl tapes. Permacel 
29, 30, 302, and 291 tapes ar 











~B-RIGHT-ON 


SOCKET SCREW PRODUCTS 
z 










always measure up! 










Product, Promotion, Policy on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It ia the result of Brighton's fair 
play policy... and your assurance 


of extra profit and extra customer 












good will 






From factory to you to the customer, 
B-RIGHT-ON products are satis 
They 








controlled always 





faction 






measure up on: 


praoouct Carefully selected ma 
terials, precise modern production 
methods and rigorous inapection 
guarantee consistent high quality 





























Gibson-Homans Displays 
Calking Gun and Compound 


Gibson-Homans Co., Cleveland, 


P2AOMOTION — Users are reminded by 
persistent national advertising that 
they can count on their B-RIGHT 
ON distributor for what they need, 
when they need it 












has developed a dispenser-type rack 
to display its calking gun and 10 
alking cartridges Suitable fo 
ounter display or hanging on wall 
the rack holds additional guns on 
the back and is of all-metal con 












POLICY Brighton sells through dis 
tributors, backing up their salesmen 
with factory experts, and their 
atock with centrally located factory 
reserves. 

Write for the B-RIGHT-ON Dis 
tributor Profit Plan, Compare it 
with others on Product, Promotion, 
Policy and PROFITS. Prove to 
yourself that 












truction 










CONTROLS — Paragon Electrix 
Co.. Two Rivers, Mich., has issued 
®) 1 20-page booklet on its “multi-pur 
you can do better . . . with B- RIGHT -ON! pose” and industrial time control 

ree \ fold-cut reference chart defines 
each control, and where it may be 


used and how to select and pur 


ne Seaton SCREW & MANUFACTURING CO. ae 
Cincinnati 2, Ohie 


~— I 
















COMPOUND -—Speco, Inc., Cleve 
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STRONGER 
and SAFER 
for every 

high pressure 
pipeline 
duty... 


... because 


they are 


TC) Ce 


OTHER VOGT PRODUCTS 


Drep Forged Stee! Valves — 
Petroleum Refinery and Chemical 
4 ant Eav omen Stean 
Generoters — Meet Exchengers — 
ca Mating end 


Refrigerating Eau pmen! 


Constantly imitated but never duplicoted, Vogt drop forged 


steel fittings and flanges have unmatched strength and toughness 
for your most severe pipeline duties Laboratory controlled 
materials and Vogt's special forging techniques assure products 


which are always uniform in structure, fine grained, and free from 


porosity. Thereby the shocks and stresses imposed by high pres 


sures and high temperatures are easily withstood, and with 


stubborn resistance to erosion and corrosion Consult Catalog 
F-9 for our complete line of fittings and flanges 


For a copy of Vogt Catalog F-9 address Dept. 24A-F i 
HENRY VOGT MACHINE CO., P.O. BOX 1918, LOUISVILLE 1, KENTUCKY 


Philadeiphia, 


SALES OFFICES: New York. Chicago, Clevelend, Del 


St. Lovis, Chorieston, W. V 


Froncisco 


DROP FORGED STEEL 
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FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 
PROFITS TO YOU! 


FLEXCO is a clean packaged 
item ... no splits. . . no trouble 
... no complaints . . . least resist- 
ance to sales. 


it’s a Quality Product that does 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— 
for all conveyor belts... manu- 
factured by the pioneering leader 
in bele fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good a Tr 
whether by freight, truck, ex- 


press or parcel post. 


An excellent profit item for all 
concerned. 


Ask for Bulletin F-112 


FLEXIBLE STEEL LACING CO. 


44 








land, has issued a two-page bulletin 
on its “Ice Rem-CF”, a compound 
for thawing ice and snow. Variow 
applications are pictured 


TUBING—Babcock & Wilcox Co., 


| Beaver Falls, Pa., has issued a four 
| page folder (no. 186) tabulating 


specifications and applications of its 
tubular products and fittings and 
flanges in various grades of stecl 


| Firm has also issued a similar folder 


(no. 138B3) on its seamless and 
welded pipe in carbon, alloy and 
stainless steels. 


Lufkin Display 
Marks Christmas 

Lufkin Rule Co., Saginaw, Mich 
has devised a Christmas display for 


rules. ‘The rules ar 
Also included with 


its tape 
Christmas wrap 


| the carton is a newspaper mat en 


abling the dealer to show thes 
items in his Christmas newspap 


| advertising 


CONTROLLERS — Bristol  ¢ 
Waterbury, Conn., has issued a 56 
page bulletin on its new series SOOW 
pneumatic controller illustrating ap 
plications for control of temperature 
pressure, flow, vacuum, et Se 
tions describing control principl 
and illustrating various contro! 
modes available are included 


CHAIN—American Chain 0D: 

American Chain & Cable Co., York 
Pa., has issued a four-page bulletin 
on its “Accoloy X-Weld 125” chain 


| for use as sling chain, banding chain 
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‘IN THE BAG” 


FOR YOU 


WHEN YOU 
SELL THE 


NEW... 


Waverly 


MC z I t: 


Job HI-DRI, the ‘quatity- 
controlled" oil and grease 
absorbent now mined and 
manufactured at our new, 
modern plant in Quality, 
Georgia. Write today for sam- 
ple and complete details of 
the NEW Jobber Incentive Plan. 


Mined 


A Me 
manvtactured S72 
and guaranteed by avi 


WAVERLY Petroleum Preducts Co. 


1724 Chestnut St., Phila. 3, Pa. 
Mine end Plent— Qvelity, Geargia 





Now, offer your customers a complete line of Capewell’s famous Metal Cutting Saw 
Blades—Hand and Power Hack Saw Blades, Band Saw Blades and the new high 
speed Sofetech Hole Sows. 


1. CAPEWELL tools are top quality, made by a company with 75 
years of metalworking experience. 


2. CAPEWELL products are pre-sold through a consistent national 
advertising program in the leading trade magazines. 
CAPEWELL provides you with tested sales aids to stimulate your 
sales force. 
CAPEWELL Soles Engineers all over the country are actively work- 
ing in your behalf. 
CAPEWELL's policy of selective distribution means protected sales 
and protected profits for every Capewell distributor. 


6. CAPEWELL's liberal freight allowance policy means profits to you. 


OTHER CAPEWELL FAST-SELLING, QUALITY TOOLS... 


PIPE FITTERS 
HAND TOOLS 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





| load binders, towing, booming, ct 
More W | Specifications, weights, and dimen 


sions are presented 


’s Com Li 
R- P2C s plete ne PULLEYS-R. & J. Dick Co., Pas 


saic, N. J., has issued a 12-page price 
catalog on its line of “Barry” con 
veyor pulleys. Specifications and 
engineering drawings are also in 
cluded 





@ The R-P&C Valve line is a complete 
one, It includes gate, globe, angle, and , 
at oe cee Bier eaneeen > Tae LUBRICATION -Bijur 
cast steel —in an extremely wide variety 
of sizes, styles and pressure classes. In 
addition, R-P&C offers a complete line ing the planning of distribution sys 
of cast steel fittings plus numerous spe- z cae tems for all types of the firm’s auto 
cialties such as bar stock valves, asbes- | “ 5 matic lubricators in a wide range of 
tos-packed cocks, Lubrotite gate valves, of ag machinery. Components are illus 
and automatic stop and check valves. RK ‘ als é trated and described 


This complete line will assist you in 
securing a good volume of the valve ae: a VALVES—Hills-McCanna Co., Chi 
business in your territory. Here are | 2 cago, has issued a 12-page catalog 
some of the reasons why: Ty ai (no. 100) featuring its diaphragm 

ae valves. The three basic types of 

EASY TO SELL es it ee Te ae valve operations are shown, and 

For over 86 years R-P&C hasbeen build- | “0a wn? ati dimensional specifications are given 
ing a reputation for quality and depend- a ae oe 
ability among valve users. This makes © oy 4 LIGHTING — Benjamin —_ Electrix 
selling R-PaC easier —saves your sales- he a6 3 Co., Des Plaines, Ill., has issued a 
man's time. hee a a 36-page bulletin (no. B) containing 
aS “ ; descriptions, illustrations and light 

PO pic 2 chy eA : ape a g ; ing data on its “394” industrial 
technical assistance—help you eal the eek a ware fluorescent lighting units. Lighting 
big orders. 


Lubricat 
ing Corp., Rochelle Park, N. J., has 
issued a 12-page brochure describ 


systems for various types of factory 
-, AaB at work areas and atmospheres are 
SALES AIDS pel shown 
An extensive advertising schedule in | gies 
industrial publications, a quarterly ~— a » | HANDLING~—Alvey-Ferguson Co., 
house organ, complete up-to-date cata- = Cincinnati, has issued a six-page 
logs, free wall charts and other gives GF ia Ee cee oF. brochure (no. RA-56) on its “A-F 
ace clot taties ot te ee es Wes — * Live Storage” racks. Publication 
order with R-PaC. abate es. tells how custom and engineered 


EASY TO STOCK AND SHIP 
R-PaC’'s unit packaging system keeps 
stocks neat, cuts down handling time 
and costs. 


racks can store for short periods 
items like inventory, parts in process, 
palletized loads, different-sized pack 
ages, etc. Firm has also issued 
brochure on its “live rail” wheel 


conveyor 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 


TAPE—Minnesota Mining & Mfg. 
Co., St. Paul, has issued a booklet 
entitled “Tape It Easy,” providing 
photographs and instructions for 
wrapping bends, elbows and short 


co R-PaC Valve Division section, etc. with “Scotchrap” brand 
AMERICAN CHAIN & CABLE (A: irs, pipe insulation tape 


Value BEARINGS—Rollway Bearing Co., 


Svracuse, N. Y., has issued a four 
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How our Field Representatives help Authorized J-M 
Distributors sell more Packings and Gaskets 


e J-M Field Representatives are trained in correct packing 
installation practices. They can help on tough technical problems. 


e J-M Field Representatives can be reached through J-M 
sales offices located near every major manufacturing area 


Technical sales experts serve as Trouble-shooters, Partners, Instructors 


| = Authorized J-M Packings [JJ Product data, literature, merchandising aids, 


sales leads and other helpful information 


Distributor can call on a Johns- Manville 
Assistance at sales meetings at which slides and 


Field Representative for: 
other visual aids are used 


Technical assistance supported by the J-M Aid in coordinating distributor's sales efforts 
Headquarters Engineering Staff and J-M Re with J-M advertising and sales promotion 
search Center when a customer has a difficult 


packing or gasket problem. These are but a few of the ways in which a J-M 


Field Representative can help you if you hold a 
Sales assistance including accompanying dis Johns-Manville franchise. For more informa 
tion, write Johns-Manville, Box 60, New York 


tributor saleamen on certain calls and also 
16, N. Y. In Canada, Port Credit, Ontario 


making packing surveys. 


Johns-Manville PACKINGS, GASKETS & TEXTILES SY 
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page bulletin (no. 956) on its iin 
of crane-hook thrust bearings. Bul 


Th letin tabulates ratings and dimen 

e 0 Is sional data 

SLEEVES and SOCKETS its tore sume o. 
Kenosha, Wisc., has issued a catalog 


° of its swaged wire rope assemblies 
and a complete line of Collets ST Mose -iedia Oa fae 


sions, drawings, capacities and sizes 


of both rope and terminals 
USE-EM-UP STANDARD 
TYPE TYPE 


COLLIS Taper Tools are made by men skilled in this type of manufacture. Users 
ge long satisfactory service from Collis Equipment and find the answer to all 
drilling, reaming, and tapping needs in the Collis Line. 


We con give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, and 
Magic Type Chucks os well os on Sleeves and Sockets and Collets 


"Call Collis for Service’ 
mmm THE COLLIS COMPANY summa 


DEPT. A, CLINTON, IOWA 


Johnson Gas Book 
Covers Full Line 


Johnson Gas Appliance Co., 
Cedar Rapids, Ia., has issued a new 
catalog picturing and describing its 
line of gas furnaces, burners, valves, 
torches, mixers, blowers, stock tank 
heaters, and controls. Specifica 
tions and shipping weights are given 


FASTENERS — Cleveland Cap 
Screw Co., Cleveland, has issued a 
four-page folder on its full socket 

AMERICAN Gear Pumps screw line Various screws are 
. on i aint can o tee shown in large photos with brief 


bo: 20° suction lift without primin 
Develops pressure of 100 ibs _ text. Pressure plugs and socket 


Pate > af 


screw keys are also included 


CARBIDES —Nelco Tool Co., 


Manchester, Conn., has issued a 


AMERICAN Neoprens Rubber 
Impeller Pumps 


6 sizes from Ve" to 1%" ips, Easil ( if ‘OV fa ? : 
A__¥.. Impeller iv he ce we, an Beg bulletin (no. 56) covering its line of 
t jamming . ¥ : : . 
pi BL pram Boag ys 4 carbide and carbide-tipped tools. 
speeds. Bulletin is condensed version of 








same po a larger catalog to come 
line of American pumps .. . Ask for 


TOOLS—Hamilton Mfg. Co., New 
AMERICAN MACHINE PRODUCTS Haven, Conn., has issued a catalog 
on its recently-purchased line of 
“Barnaby” screw machine and turret 
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THERMOID ‘‘P.S.”’ 
HELPED SELL 
THIS JOB 


Matched Thermoid Multi-V Belts installed on 20 h.p. 
motor driven tanning drums in the Geilich Tanning Ce., 
Taunton, Mass 


A SIPS 


Severe wear on V-Belts made frequent replace- 
ment a costly proposition for this tannery. A 
Thermoid Distributor, backed by Thermoid P.S 
Personalized Service) solved the problem with 
matched Thermoid Multi-V Belts. Plant personne! 
report longer belt life, smooth, positive drum 


action, less down time, lower replacement costs 


Thermoid P.S. can help you solve difficult and 
unusual applications because you get Personalized 
Engineering Help from Thermoid representatives 
And that’s not all 


PERSONALIZED PRODUCTION provides you 
with a complete line of Thermoid Hose, 
V-Belts and Conveyor Belting — built to the 
exacting requirements of any industry. 


Thermoid Hose 


Laos 
——_) 
1 
/ \ 2 


: 


Thermoid Conveyor Belting 








PERSONALIZEDPROMOTION supplies you with 
effective sales help, tieing your program to 
intensive Thermoid industrial advertising 
And Thermoid also helps you conduct sales 


meetings and sales training seasions 


Get all the facta now on why it’s good business 


to do business with Thermoid 


- 
hermold few. 
Trenton, Wj 


eee 


Thermoid Brake Blocks, Clutch Facings 















lathe tools 
dimensions, and engineering data 
on gages, bushings, holders, etc. One 
page is devoted to a table showing . 
amount of stock required to make 


1,000 pieces 








Included are prices, 







off the shelf service 


of ACME Precision Chains 


saves you time and money! 

















| CYLINDERS~— Modernair Corp . 
San Leandro, Calif., has issued a 
folder on its “Provenair” series of 





vlinders for air, water, or hydrauli 






operation at pressures to 200 psi 





Cutaway drawing reveals construc 







tion features 









COMPOUND Prod 


ucts Co., Chicago, has issued a book 


l imesaver 






| let outlining methods of fitting 






bearings, gears, slides, pistons, etc., 






vith the firm's lapping compound 













CONTROLS A. W Cash Co.., 


Decatur, IIl., has issued a four-page 






bulletin (no. 979) on its type 57 






Your Acme Distributor has the chain you need | pneumatic recording controller and 
type 58 recorder. Photos show in 


: RIGHT IN STOCK ~ ON THE SHELF! terior views of devices, and variou 






characteristics are listed 





Single strand roller chain is al- 
ways available in 10 and 25 foot | PIPE PUSHER—Mercury Hydrau 
lengths at your Acme distributor. lics, Inc., Denver, Colo., has issued 
Neatly packaged in clean a bulletin describing various applica 
convenient cartons, plain- 
ly marked for easier han- 
dling and shipping. Pack- 
aging eliminates dirt, 
prevents damage to chain. 
Available in all standard 











tions and characteristics of it 
“Speed-Thru” hydraulic pipe 
pusher. Operational instructions for 






the unit are also given 





! UBING—Superior Tube Co., Nor 





sizes. Another Acme serv- ristown, Pa., has issued two “data 
ice you'll find most useful memoranda” (nos. | and 2) on it 
2c ic 2 tubing products. Memorandum no 
FREE CHAIN CATALOG and economical. Reels 6 pr 
also available for handling | lists 121 metals and alloys from 






Write Dpt. 15-E for your “ ee ie 
80-page copy of Acme’s large quantities of Acme 
latest catalog. Packed Chain. See your Acme , 
with valuable chain data. distributor. Memorandum no. 2 describes its 
An indispensable chain Weldrawn” tubing made from 
reference 


vhich the firm produces its stand 






rd and special diameter tubing 












Id-rolled strip and fusion welded 










COMPOUND-Stonhard Co., Phil 
idelphia, has issued a six-pag folder 
its “Stonpach” compound for 







: patching of overlaying concrete 
Call h/ Ar floors damaged by acids, grease, oil 


M r PS a hemicals. etc. Folder also lists and 
A describes other of firm’s product 


for Service 










PIPE—American Hard Rubber Co 
New York, N. Y., has issued a 
bulletin (no. CE-57) on its “Ace 

















1956 
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This advertisement 
is currently appearing 
in the leading metal 

working magazines 






P @ 
. em” mr 
> ee ee | a -* 
4 ° 





EFFICIENT MILLING...in any direction! 


New CLEVELAND 4-flute center cutting End Mills 
reduce individual end tooth shock and assure smoother 
cutting action, particularly in plunge milling. 


The advanced design of i-fluce $00 Series High Speed End Mills 
is your assurance of accuracy and high production in both trace 
and ge neral purpose milling. The accurately form-ground notches BALL NOSE 


and the precision ground cutting edges give you absolute uni 


formity and positive chip removal oe Iry these new CLEVELAND 


End Mills on your next job. Get all the advantages of 4 flute mills 
J 


and plunge cutting, too! Contact our nearest Stockroom, or 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 


THECLEVELAND twist pri co. 


1242 East 49th Street . Cleveland 14, Ohio 


Stockrooms: Wew York 7 + Detroit 2 + Chicage 6 + Dulles 2 + San Francisco 5 + Los Angeles 58 
E. P. Barres, lid, Londen W. 3. England 


H-69 HOSE END 


Medium-high pressure for air, fuel, 
hydraulic fluid, grease, oil and LP-gas 


applications. Easy, quick installation 


- 


“~_& 
here's further evidence 


that Weatherhead CLAMP-TYPE HOSE END 


High pressure . for air, hydraulic 


fluid, steam applications Easily as 


is your dependable single source 2 ggg -e—-agrs Ml 


versatility 


for the most complete line of hose and fittings 


With the addition of the NEW H-69 and Clamp-Type hose ends, the Weather- 
head line becomes one of the most complete in the world. Now you can 
handle any hose line service problems . . . in the plant . . . in the field . . . 
in record time. The Weatherhead line is competitively priced . . . and presold. 
Opens the door to new markets . . . this means more business . . . more 


profits. Offer your customer the complete line . . . that’s Weatherhead 


WEATHERHEAD (2405 rHe way 


THE WEATHERHEAD COMPANY, FORT WAYNE DIVISION 
Dept. J-11, 128 West Washington Bivd. Fort Wayne, Ind 


In Canada: The Weatherhead Co., Ltd., St. Thomas, Ontario 


6a 





Bring This BIG NEWS To Your Customers! 


NEW APPLICATIONS 


at 
Before Asso 


FOR TODAY'S 


YBBER-CUSHIONED 
ABRASIVES! 


Replacing 
costlier, 
Slower 
methods 


TIME SAVINGS FREQUENTLY 50% 
BURRING, CLEANING, FINISHING, POLISHING—IN ONE OPERATION 


Sell your customers on the idea of investigating Brighthoy's unique rubber 
and abrasive action—one which they must see to believe! 


Proof of Brighthoy’s amazing versatility is conclusive Throughout the 
country dealers and their salesmen are writing substantial orders for new 


Brightboy applications—then cashing-in from steady Brighthoy “repeats” in 


\ mushrooming volume. 
Readily available, multi-use Brightboy stock grains and textures are “job 


matched” to your customers’ requirements. In many instances they completely 
Brightboy is made in eliminate the expense and delay in ordering “specials”. There is a wide range of 
hol , , : Po 
wheels as well as in a Brightboy abrasive grains in Silicon Carbide and Alaminum Oxide, Grains and 


full range of accessory 

aeiecte~cale, dite textures run from extra fine to extra coarse-ALL in soft, firm and tough 
end blechs-—~fer me rubber binders 

chine and manual op- 


erations 


WRITE TODAY for attrac- 
4 tive dealer proposition on 


nationally-known, nationally- 


demanded, nationally adver- 


tised Brighthboy; for the a ae 
Brightboy Catalog which lists ‘2 hitb hyo 
grains and textures, produc- oA a 


tion applications, mac hine Pee 
ponte Rt usseER CUSHIONED ABRASIVES 
ma 


BRIGHTBOY INDUSTRIAL DIVISION © WELDON ROBERTS RUBBER CO. * 95 North 13th St, Newark 7, N. J. 











America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 
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Hexible poly thy 
ind fitting Pips 
pons nstallation 


are shown 


FANS—American Blower Co 

Detroit, has issued an ecight+ 
talog (no. 4824) illustrating an 
cribing its new “Airfoil” centnf 

fans for industrial use. | 

mce features and construct 


, 


ire discussed ind picture 


HANDLING-— Mors Mig. ( 
cast Syracuse, N. Y., has issu 
ulletin (no. 2-55) on its sing! 
louble stationary drum rotat« 
vids up to 2,000 Ibs 


This steel slide—proven unbreakable years of industrial service 


extra built into Desmond-5 mplex vises——the extra without the extra cost 


Milled from a solid steel bar and fitted thre 
gives the ten models of metal-working vises ! 


the mos! severe service 


Other feature providing extra convenience 
aw inserts wivel, longer, stronger 
pinch 
Cratex Kit Shows 
Rubberized Abrasives 
Cratex Mfg. Co., San Franci 
yped a polishing kit 
‘ tion of 24 of its rul 
nded wheels, cones, block 
It intended i 


| 


I ’ pe ind custom 
D e By ewe ap c heey’ a 
THE 


DESMOND-STEPHAN MFG. CO., URBANA, OHIO CYLINDERS—A. kK. A 


STANDARDIZE ON EXTRA VISE VALUES 


FB N. Y., he ued 


featul 


oO issued 


Your prospects will see this sales-build- 

ing advertisement in Mill & Factory, 

Foundry, Modern Machine Shop and 

other publications. Total circulation more STFEL—Alleeh 
than 250,000. For steady, repeat busi- Pittsburgh. has 


ness—promote Desmond. : i inical sheet on 
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For Meters — Appliances 
~ General Purposes. For 
Gas — Water — Air, Sizes 


= “rit swore, toe Hees Your Customers ALL the Items 


from Ye” through 3” 





in the HAYS | Line of 


Siw 1 STOPS - VALVES - FITTINGS 


For Appliances — Gen 
eral Purposes. For Water 
— Gas — Air. Sizes “% 
through 2” 





GRADUATED DIAL INDICATOR STOPS 


Granduated Flow 

Contro| — From 
Ve Open to Full Open 
Used in Oil and Gas Fields 
— For Gas Fired Equip 
ment — Gas Engines. For 
Water — Gas — Steam 
Sizes from ‘«” through 





STANDARD BRASS STEAM STOPS 
Square or Flat Head 


For Steam — Water — Air 
125-150 ibs. Steam Work. 
ing Pressure. Sizes from 
Ye” through 3” 


Point out to your customers the advantage of standardizing 
on HAYS for their needs in stops, valves and fittings —- on 
steam, water, gas, or chemical lines—-from the hundreds of 
items in the HAYS line. A full range of sizes is available {o1 
each type The HAYS Catalog will show you how large 
and complete a line you can supply trom one reliable source 

HAYS has a long established reputation for quality be 
cause quality is built into every item and has been for more 
than eighty years. Every stop and valve is precision ground 


and individually tested before it leaves the factory 


1AY 


quaiit 








IRON STOPS 
iron Body and Iron Plug 
iron Body and Brass Plug 
For Gas — Air — Steam— 
Water. Sizes from ‘< 
through 3 





BRASS THREE WAY STOPS 
Three Way—Three Port 
Three Way — Two Port 


| 
For a Gas — Steam 
¢ Sizes Ya" through 3” 
For diverting flow 


INDUSTRIAL 


FITTINGS FOR FLARED COPPER TUBING 


Ca Double Seat — Double Seat 


For new, safe installations Every fitting is a 

union in itself ideal where replacements of old 

installations are necessary Vibration-Proof — 

Twist Proof — Leak Proof For Plumbing 01 

Burner LP. Gas Industrial Applications 

Tested and approved by Underwriters’ Laboratories 
Sizes from 4" through 2 


HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE, PA 
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produced by its forging and 

Super-Sellers casting division. Catalog feature: 
a “steel finder” giving information TRANSFERS POWER 

BECAUSE THEY'RE on various forging and casting stec! 


grades at 
Super-SAVEPS oo oe RIGHT 


Mass., has issued a 76-page booklet 


on barrel finishing with its “Tum A N G L E S 


blex” abrasive media. Types of 
barrels, selection of abrasive, clean 
ers, time cycles, etc. are discussed 
Firm has also issued a bulletin on 
the use of its “Crystolon RC 235 

refractory cement for use in incinera 
tors, boilers and gas generators, and 
other high-temperature applications 


MOTORS — AllisChalmers Mfg 
Co., Milwaukee, Wisc., has issued 
SPROUT-WALDRON bulletins on its DC motors (4 to 


200 hp.), explosion-proof motor 
- (types GZZ and APZZ), open drip 
proof motors (types G. AP, 


PULLEYS | APWW), and enclosed fan-cooled 

: motors (types GZ and APZ All 

You make more than steady profits bull 
with Belt-Saver Pulleys; you also bulletins include large cutaway 
make friends — for Belt-Savers drawing showing motors construc 


produce amazing savings. tom fnabuecs Cc R oO Ww Pe 


The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing tween pulley and belt, in- W ELDING Dre Mfe D MITRE GEAR UNITS 
creasing belt life from 50% to —_ p—STCSSC! b ay 
400% in installations conveying Dresser Industries, Bradford, Pa 
abrasive materials. As a result, the right angle needs, and are especially 
large demand for Belt-Savers is adaptable to confined areas. They're 
continuously growing for appli- its circular weldments, illustrating i! er ' le 
cations ranging from stone and nd d ‘ } a’ f id ; small, rugged, quiet, and precision mac 
gravel to wood chips and foundry . + ooeuees 2” .ceadeeierere Crown Gear Units have matched “Zerol” 
sand. and rings and discussing principle hardened gears which are mounted in 
Tell all the prospects in your of Gash welding. alone with phot ' 1} 
territory how small investments ) asi Ching, akong With photo double shielded ball bearings, and com 
in Belt-Savers can produce big of flashwelds on various metal 
returns, Contact aaa” cane sary, is easily accomplished, and four 
ries, mines, sand and grave a a . arr 
plants, contractors, and other busi- ¢ Give mounting Banges provide easy 
nesses that transport abrasive 
ne pe nr 4 soaeven bate, Special models will be engineered and 
" K quotations submitted for any specify 
steady business, too. SYNTHETICS VERSUS SOAP ' 
In addition to Belt- 
Savers, Sprout- Waldron Europeans still rely largely on soap 
offers the famous “Blue instead of synthetic detergents, says are available almost everywhere. 


Face” line, It includes a 
wide selection of sturdy, Chemical Week, McGrow-Hill publi Write for engineering details 


cast iron pulieys, in many cation. While the latter have taken 
sizes and types, for trans- over more than half the U.S. market 


are an ideal solution to all types of 


has issued an eight-page catalog on 


pletely enclosed. Re-lubrication, if neces 


installation 





problems. Write today for the name of 


your local distributor. Crown Gear U nits 


Write ie.” —_ among western European countries 
bulletins contain- per capita consumption of these syn 


ing full informa- thetic cleaners ranges from a low 
tion about Sprout- of 0.1 pound a year in Italy to a high 


Sprouts mare! of 5.8 pounds in Germany. Average 


of & Co., Inc.,3 Logan consumption of both kinds of clean @ division of Harrington & Richardson, Inc 
Street, Muncy, Pa. ers wos 11.3 pounds in Italy, 28.7 
PARK AVENUE, WORCESTER 16, MASS 
Ye for free booklets! pounds in Belgium. In the US. aver — lets one 
age usage has climbed by about 50% 


over the post 50 years, reaching a ‘She 
SPROUT-WALDRON , ae ? » tributors in 43 states, 


q ‘ 
re) Over 120 leading dis 


high of nearly 27.7 pounds o year io : oe, 
cAsTiRONn 958 a, 


PULLEYS Seid in Canedea by H. & R. Arms Co., lid 
Montreal 23, P. Oo 


276 
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ortable 

ELECTRIC HAND TOOLS 
THAT DO A MAN-SIZED JOB 
.-- that aman can appreciate 


IT’S EASY TO USE THE LOW-PRESSURE APPROACH. 
Show your customers this dependable line of Swiss pre- 
cision-made *LESTO portable electric power tools and 
indirect high pressure is automatically present the moment 
your prospect hears the story, sees how these electric hand 
tools perform. 


When your customer holds one of these Swiss electric 
.* he'll know 
for year round working 
pleasure. Chances are, you'll “clinch” the sale with litile 
effort and have a satisfied, steady customer for a long 


tools in his hand; he'll thrill to its power 
it’s a tool he can depend on 


time to come. 


SWISS QUALITY — known around the world for precision workmanship .. . dependable, long-lasting performance 
*Patented by Scintilla Lid., Switzerland 


LESTO ELECTRIC HAND SAW 
All purpose—vuse as o rip, crosscut, 
» coping, keyhole, bond, scroll or jig 
saw. Twenty different blades to 
choose from for almost every 
> type of specialized job. it's fost 
in action, light in weight. Effortiess, 
eceurote, rapid cutting. Fire cut 
eliminetes sending. Makes inside 
holes without first drilling a start- 
ing hole. Moving ports ore equip- 
ped with 8 bel! and roller bearings 
to reduce friction, increase machine 
life — assuring the finest bolance, 
least vibration. Three models for 
cutting curves and foncy shapes in 
hard and soft wood, formice, press- 
boord, plastic, metal, ebrasive 
moterials, otc. 


LESTO ELECTRIC HAND NISBLER 
A special tool compactly constructed 
for evtting sheet iron and metols 
Too! heed con be turned in ony 
direction, in a complete circle, with 
ovt turning the housing- making it 
easy to use in hoard to get ot ploces 
Will not distort the material! Cuts 
up to 14 gouge 


VICTOR J. KRIEG, Inc. 


PRECISION MADE POWER TOOLS FOR UNSURPASSED PERFORMANCE 


LESTO ELECTRIC HAND SHEARS 

for all types of sheet 
metal work, the compect hendy 
shape makes these sheors on ideal 
tool for reaching herd-te-get-at 
places. Two models cut up to 12 
gouge 


S ee 
LESTO ELECTRIC HAND DRILL ' 
For essembly line production, weed for wooed 
ond metal working. Compact lightweight drill, _ 
easy to handle for the mechanic in the field. © 
Equipped with ball bearings 


SERVICE 
AND PARTS 
AVAILABLE 
FROM COAST 
TO COAST 


611 BROADWAY, NEW YORK 12, NEW YORK 
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SAA 


INDUSTRIAL 


BRUSHES 4» BROOMS 


Best for All industrial Needs 


Management is always interested in equipment that gives them 


This in turn mokes your selling profit 


full value for the money 

able. Your markets are in . 

© Meta! 

Packing 
Plants 


Aviation 
Working, 
and Power 
@ Paper and Tex 
tile Mills © Mines 
@ Dairies @ Hotels 
@® Schook @ Ga 
rages @ Railroads 
®@ Airports @ 
Warehouses @ Pub 
lic Buildings @ etc 


@ We wrge veers to 
buy thre their lecal 
distributer 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 


, BRUSH and BROOM $15 fst. 1890 





INDIANAPOLIS 7, IND , 








INSIST ON 


COLD ROLLED 
THREADED 


SI 


ORDER FROM YOUR MILL SUPPLY HOUSE — 
INDUSTRIAL JOBBER OR DIRECT FROM 


cave SINTZ ine. 


1940 STANLEY AVENUE 
DETROIT 8, MICH. 


ese qery 


, ae 
y Soares and 
—o~ bee 


“COLD ROLLED Twat ato - - coe 
, seretestie attest 
' *QUALITY *SERVICE “Price 
a eeeeed TNS an STUDS * FORMED RODS 
-_ PIPE PLUGS 
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Operations Ideas — 
Can You Use Any? 


Hund Motorized Truck 
Recorder 
Calculator 

Platform Table 
Carton Stapler 
Air Conditioner 
Platform Truck 
Flexible Shelving 
Pocket Tape-Recorder 
P. R. Program 
Wall Calendar 
Partitions 
Order Point Calculator 
Storage Saddle 
Photo-Copier 


Hand Motorized Truck 
his truck is 


has a complete enclosed drive unit 
In capacities of 16 to 20,000 Ibs 
Platform 


ind 


a new model that 


twin dual drives are used 
widths 
lengths of 48 in. and up are available 
n lowered heights of 9, 10, and 11 
of lift by either dual o1 
extra 


—— 


of 2 in. minimum 


in 34 in 
juad lift cylinders activated by 


heavy duty pump motor unit 


Recorder 
Uhi 


wrder is for recording conference: 


doublk purpose continuou 





Eudurauce Kated COUNTERS 


Modern Stroke and 
Revolution Counters 


For Heavy Duty 
The Punch Press King 
200 Million Count Life 


Rugged as oa bulidoz 
er, smooth operating 
as a watch 


A Silver King is use 
sells the plant 


=— 


Heavy Duty 
Revolution 
Counters 

200 million count life 
Speeds to 4000 CPM 


Available with 5 or 7 
number wheels; top 
coming of top-going 
shaft rotation; right or 


{) 


For Moderate 
Duty 
6 million count life 


Small, compect, reli- 
able 


left shaft extension— 
knob-, key-, ond non- 
reset models 


Automatic Batch Counters 


Electrically actuated. Wide range of 
models —for continuous avtomotic 
batch counting without missing @ count, 
manval start and stop for automatic 
cose delivery control; quick, easy and 
unlimited selection of batch quantities 
many special features to meet specific 
requirements 


that Count LONGER 


The complete line needed for 
Complete Industrial Service 


Used throughout industry from coast 
to coast by — 


Automotive, Aircraft, Appliance and Machinery Manufac 
turers; Scale, Instrument, Gear, Tire and Battery Makers 
Steel, Aluminum and Brass Plants; Cement, Soap, Container 
and Paper Makers; Printers, Lithographers and Binders 
Metal-Working, Stamping, and Ordinance Plants; Foundries 
Die-Casters and Plastic Molders; Dairies, Bottling Plants 
and Breweries; Glass, Bottle Cap and Shoe Manufacturers 
Packers, Canners, Food Processors, Chemical Plants. Ware 
housers and Distributors, etc., ete. etc 


Backed by a policy that builds 
distributor prestige and profit. 


Publicized through millions of ads in 
a score of industrial publications. 


Electric Counters and Actuators 


For Heavy Duty 
200 million count life 
Balenced ao motures 
Tested at 1000 CPM 


Unequalled for low cost and 
eccuraty where 100 million 
counts of more are involved 


For Moderate For Moderately 
Duty Heavy Duty 
50 million count lite 
Balanced armature 
Tested at 1000 CPM 


6 million count life 
Tested at 600 CPM 
Smoll, compoct, reliable 


Most PIC Electric Counters are oveilable for proctically all volteges; 60, 
40-50, 25 cycle and OC, in b mt and panelmount dels. Literature 








We have a profit making 
proposition for you, 
“MR. DISTRIBUTOR 

‘Write for particulars. 


* 


25th Anniversary — 1931-1956 
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HLL 


AURORA 


HOT FORGED from solid, 
owe sega steel bars, de- 
signed and produced for 
dependable, long-life service 
other important and lengthy mat under the severest piping 
ters. When not used in this man conditions! 


RESINOID 
DIAMOND 
WHEELS 


trials, phone CONVCIsdavIOn md 


ner, cach unit is a normal desk-top 

dictation machine Iwo of the VERY USE! 

makers standard instruments ar A TYPE FOR EVE SE! 
FOR ALL PRESSURES 

mounted in a cradle and plugged FOR ALL TEMPERATURES! 

into a control unit. Through a m 


crophone or a telephone tie-up, Cor 


versation is fed onto the disc of one m,' 
machine. When the end of th: f — & Double 
disc is reached, the other machin xtra Heavy 
switches on UNIONS 
Available with 
: screwed or socket 
weld ends. 4000- 
i Ib. sizes Ye" to 3”; 
; \ 6000-lb. sizes Ye” 


to 2” 





available to qualified distributors who specialize 
used by major U. S. industries. 


cutting tools. Add a product to your sales picture which has 











Your further inquiry is invited and we will be happy to provide full particulars. 


UNITED STATES DIAMOND WHEEL CO 





ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 
lb. service 


been fully approved and is 


abrasives and 


% Distributorships are 











(MALE & FEMALE 
UNIONS 


| Calculator With steel-to-steel, 


bronze-to-steel, stain- 


With this device it is possible to less steel-to-steel or 
orifice seats. 3000-Ib. 
do multiplication, division, percent (service eale. 


ages, interest, margins, counter of 
fers, etc. It is designed for use by 
salesmen, engineers, businessmen (Fut STAINLESS & oa 
bankers, or anyone who works with FULL ALLOY 
figures. It is all metal construction STEEL UNIONS 


of aluminum, weighs only | oz. and 








2 
mae! 
EE 
oe 
— 
s 
of? 


With screwed or 
fits into the pocket. It may bx socket weld ends 


operated with one hand a and 8000-Ib. 
me a 


WRITE FOR CATALOG 
Platform Table - 
Showing the complete Cotawissa line of 


A portable magnesium platform Pertect Seal Products 
table to be used in conjunction with CATAWISSA VALVE & 


the manufacturer's loading ramp, FITTINGS COMPANY 
permitting parallel loading of rail | 300 MILL ST. CATAWISSA, PA. 
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R/M Poly-V Drive 


Delivers More Power in Less Space! 


No other belt drive can deliver as much power in the 
same space. It's R/M’'s patented Poly-V Drive devel 
oped by R/M engineers after years of research. This 
totally new concept in power transmission delivers up 
to 50°; more power than a conventional V-belt drive 
of equal width 


Unique design accounts for the unusual power capacity 
of R/M Poly-V Drive. A single, endless belt with parallel 
V-ribs runs on sheaves specially designed to mate 
precisely with the belt ribs. The uniform pull of this 
single unit belt distributes drive load evenly over the 
full width of the sheave... gives higher horsepower 
capacity per inch of drive width than ever before possible 


There are many advantages in this space-saving drive 
wherever heavy duty power transmission is required 

in the equipment you manufacture—or the equip 
ment you use in your plant. Poly-V Drive has elimi 
nated the matching + vee of multiple V-belt drives, 


MANHATTAN 


greatly increased the life expectancy of belta and 
sheaves and maintains more constant speed ratios under 
all loads. Just two cross sections of Poly-V meet every 
heavy duty power requirement—R/M Poly-V Drive 
cuts costly belt and sheave inventories to a new low! 


Let the R/M engineers who developed Poly-V Drive 
work with your engineers to improve your power trans 
mission applications, Contact RM or write for a 
copy of Poly V* Drive Bulletin #6638 


CONDOR V-BELTS - R/M SUPER-POWER v-BEl is 


Write for Bulletin #6868 on the 
complete line of Condor V-Belts 
for regular service on conventional 
V-belt drives. Also write for Kulletin 
#6628 on R/ M Super- Power V - Belts 
with 40 
ity where needed 





more I orse power capac 











RUBBER 


‘oly-V is a registered Ra ybestos Manhattan trademark 


DIVISION —PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


QD Ke- eS SF ees FF 


Flat Beit; 


Roll Covering = Tan: Uning “ pbvesive Whedh 


MBE FER RAE ose, AEE BEE 


Asbestos Teatiles * Pockings * Enginesred Plastic. and Sintered Metol Produch * 


eS eee 
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Check these 
KELLER 
SALES FEATURES 


Wide Capacity Hendles 

al shapes and sizes of 

files from e dia 
s* 


Twe Speeds 
450 stroke per 
Stroke length 14 im 


Large Worktable 
plenty of room for 
ng quide block 
By” « 8% 


Table Tilts up to | 5-degrees 

nm any direction Easy t 

oe et Om ars where trackside space is limited 
i aaa 4 teuried thumbscrew 

is now being offered to potentia 

Long, Dependable Service , 

Saves Time, Saves Money—Does the Job a aaah, dehe user It is constructed of light 
Better! These New Keller Die Filers ore o splash lubricated Equipped weight magnesium, measures 8 by 5 


‘Sales Natural” for you with Oilite bearing 
throughout ft., and can be positioned by a lift 


i pays for itse)f (and sells itself) by cut 
ting down slow, costly and inaccurate Plenty of Power ‘ 
hand filing methods. Get the profit-mak n3 HP. 1800 rpm mobile loading ramp is locked in 
details, write for Bulletin 256 TODAY! sotor 

place at the side of the platform 


SALES SERVICE MACHINE TOOL CO parallel to the track and d dock 
2347 University Ave. St. Pavl W14, Minn 


truck at the car door opening. The 





board bridges the gap between plat 


a DIE form floor and car entrance. Edges 


of the platform deck are equipped 


FILERS with patented safety curbs to pre 


vent power truck run off and elimi 


Designed and Built by the makers of the popu- 
lar KELLER Power Hack Saws 


nate tire damage 


You'll find it easy to sell 
Equipto Modern- Flow 
Lockers. Pilfer-proof for anything less. That means easier Carton Stapler 
construction; decorator styling; sales for you without profit- wasting 
complete absence of nuts, bolt, “price” competition. 

and screws; and six times faster Fast-selling Modern-Flow Lockers tion with pneumatic construction to 
assembly put them in a class by are available for immediate delivery in insure rugged, dependable service 
themselves. Once factory execu- all standard sizes and types. Clip and All wearing surfaces are hard 
tives see them, they won't settle mail coupon today for full facts. 


This stapler has manual opera 


chrome plated and the chassis 1 


Sold they haga 
a fe eee ee made of stainless steel 
eemeellbs Equi pio 
825 Prairie Avenve * Aurora, Hlinols P ent 
Rush me a LOCKER CATALOG contoining full facts Air Conditioner 


\ new fan and coil room air c« 
Steel Shelving, Ports Bins, & ong ane ros 
ditioner for year-round air condi 





tioning provides both heating an 
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Tuis one dependable source has every 
thing to offer you in brush quality—in 
service—in completeness of the line. We 
work through close cooperation to smooth 


the distributor's sales job. When any of 
your customers have a brush problem, we 
will come up with the right answer to give 
you the sale. 

You in turn are in position to give your 
customers their exact requirements for 
every application. Your sales job is truly 
simplified. 

When quantity purchases are made or 
you have a repeat order, your customers 
get brushes that are uniform. Where 
specials are required, lay the problem in 
our lap and we will have the answer for 
you. 

Ls eee o 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-5) 
IT FEATURES 
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When you make money — we make it too... 
These latest additions to our line, we believe, enable 
you and your salesmen to get more sales dollar vol- 


ume out of more anchoring sales opportunities . . . 


1 one compact unit, in luc 


ing air filtration and ventilation 


RAWL DRILL-HAMMER ih 


ce anding ount 4 nder ; 
CONVERTS AN ELECTRIC DRILL, ECO. oo age Alig or Faas 
NOMICALLY, INTO A DEPENDABLE, FAST, es 
POWER HAMMER. MORE THAN DOUBLES 
THE VALUE OF YOUR Y%” ELECTRIC DRILL. 1 remotely-located central heating 


ind cooling system which del 


cabinet unit is designed for 


onnected to a supply ind return 


iter piping s' ‘fem emanating from 


Drill quickly into softest or hardest ma- 
io ba : the hot or chilled water 

sonry or stone with inexpensive Rawidrills. 

Saves money — eliminates necessity for 

using expensive carbide-tipped drills. 

Automatic clutch starts or stops action 

automatically when the drill point touches 


or is taken away from work. “‘light”, "medium" or ‘heavy’ blows 
are selected by turning the collar. RAWLDRILLS TO FIT. 


RAWL RAWL 


CALK-IN 


Improved machine screw en- 
chor, Sleeve is precision-cost 
of an exclusive Raw! lead al- 
loy, especially developed for 
masonry anchors. It's just 
soft enough for easy, com 
plete caviking and hard 
enough for tremendous hold- 
ing power. Sizes up to %”. 





SCRU-LEAD 


The most holding power possi 
ble with any lead screw anchor 
Exclusive Row! lead alloy used 
for easy installation and huge 
holding power. The top flare 
ovt speeds up anchoring time 
because screws con be inserted 
quickly. Use for either wood 
screws or sheet metal screws. 


Write for free new dimensional wall chart and catalog. 














THE 
RAWLPLUG Co., Inc. 


Box 406K, New Rochelle, N. Y. 
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Platform Truck 


This new platform truck meas 
ures only 22% in., imcluding an 
54 in. battery compartment, plus 
length of load 


series Of operator led, electric-driven 


It is one of the new 


industrial trucks introduced by the 
manufacturer at the Material Han 


dling Institute Exposition 


Flexible Shelving 


This shelving can be built to fit 
the users’ particular needs and | 
casily assembled and rearranged for 
flexible storage requirements. Start 
ing with a basic unit, consisting of 
base shelf, top shelf, back panel and 


two end panels, the user slides in 





POWELL 
Lubricated Flug 


VALVES 


GEAR PERATED PLUG VALVE (Sector al) 
6” and larger, Flanged Ends 
Pound W.0.G. Semi-Steel and ASA 


150 or 300 Pound Steel 


BOLTED GLAND TYPt 
200 Pound W 


POWELL 


SCREWED GLAND TYPE 
(Sectional). 1" to 4”, 

Flanged Ends. Wrench 

perated 0 Pound WOG 
Sem-Steel and A.S.A. 150 


or 300 Pound Steel 


Powell Lubricated Plug Valves maintain our 110-year tradition of quality and 
precision. Only the finest available materials are used, And painstaking quality 


control is rigidly enforced through each and every step of manufacture 


Features include quick and positive operation—just a quarter-turn to open or 
close. Lubricant grooves surrounding each port provide a positive seal when the 
valve is closed. In an open position, seating surfaces are not exposed 
Valve users who want one source of supply for lubricated plug as well as all 
types of bronze, iron, steel and corrosion-resistant valves will want full details 


on Powell Lubricated Plug Valves 











Available in Steel and Semi-Stee! through distributors in principal cities. If 
none is located near you—or if you need help on valve problems—write direct to BRONZE. iRON. STEeEe! 
AND CORROSION 


The Wm. Powell Company, Cincinnati 22, onic... 1Oth VEAR resistant va.ves 
The sounte ok supply kon all vabvye needs! 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





“Butt Doc” Vises 


Give YOU This Big Selling Point 
PRENTISS SWIVEL BASE 


The base is Machined to close 
tolerances to insure POSITIVE 
LOCK. 


The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened, 
this base plate or split ring 
squeezer against the hub on the 
vise body, locking the vise to 
the base. 


A POSITIVE LOCK IN 
ANY POSITION 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 


Sold 100% through distributors 








—-_ deal 


FIRST CHOICE FOR INDUSTRIAL MAINTENANCE 


1. 


w Stiff Ears. Connot 
pull together of 
top when tightened 
Eors also form per- 
fect nut tock 


2 


Heavy Shoulder te 
engoge vise jows, 
— cleme te 

wlled tremend- 
ously tight 


3. 


Tongue runs ia 
chonnel holding it 
close to hose ond 
moking « wniform 


ore 

Pliable in bond por- 
tion orips)=s Fight? 
ond con be opened 
up, temeved ond 
wed over ogoin 


Never Kust- 
Make Hose Last Longer 


ASK YOUR INDUSTRIAL BATTLE CREEK, MICH 
DISTRIBUTOR OR WRITE 


* — : INDUSTRIAL BRASS FITTINGS 
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many shelves as needed, sclects 
the required number of dividers 
from four sizes offered, snaps them 
in place, and the unit is ready. A 
wide range of accessories, including 
ibel holders, shelf boxes and peg 


panels are available 


Pocket Tape-Recorder 


Salesmen on the road just chp a 

tiny microphone to ther lapel and 
wd thew sales reports im th 
pound, compact tape recorder 

lf in. deep, 3§ in. wide and 

mg, operating on hearing aid 
batters lhe dual track mag 
tape | ontained in hand 
ium cartridges the size of ciga 

vacks, each sufficient for 60 

wT rding The tape can be 


| 
ad and { ised 


P. R. Program 


Vhis i 3 packaged public relation 
rram for the individual salesmat 
vho wants to cement his custome 
ition In the kit are 250 per 


ilized correspondence cards in 





10 categories: anniversary, apology, 
MR. HEADS N. THREADS 


birthday, condolence, congratula ; ; 
will give you a hand 


tions, contacts, get well, mecting 
new people, miscellaneous and guaranteeing 


thank you \ suitable cartoon is GREATER GAINS 


printed in brown ink on each card r 
in the lower left hand corner. ‘The <— on sales of 


personal imprint, name, firm and BULK FASTENERS 
iddress, is in gray ink on the upper _ 
left hand corner. Matching envel Rented ) 0 


opes are supplied. Personal data 
ards are provided to keep a record 


tf contacts and families neads and throne 


CAP NUTS Priced much lower then cost or solid types; two piece welded, stronger 
lighter; smoother; more bolt clearance, 6-32 thru 1" stocked. Offer instead of brow for 
biggest profit 


COLD FORGED WING NUTS Strong—won't breck even when hit with hommer 
perfect right angle topping; 6-32 thru 1/2-13 stocked. Priced right 


Of course, heeds ond threads products conform to all applicable American standards 
Sold in fuli bulk case quantities only. Samples on request 


COMPARE heads and threads 


PRICES atc! “ , ov I be emered ot heeds end threads 


DISTRIBUTOR ‘ ' ore Cnty COE Cy Sn a ee 
Wall Calendar PROTECTION POLICY consumer 


[his is a Kilig S176 year 1m 


DELIVERY mn Chicege end Jersey City warehouses 
minder wall calendar with chang: FOR YOUR CONVENIENCE 

nabout y 1 eo ~ €O2943 
ible monthly cards having big dat age: Phone — LOngheath 1-3762 © Teletype Core 
4 City: » e HEnderson 2.4272 « Teletype Cvd' 


pace for craseabl notes It l sh: Chane WHitehell 3.1587 


ibout 2 ft quare and is used for 


delivenes, duc 


FOR EVEN RECT MILL SHIPMENTS ‘ ver “ ‘? nearest ye 
GREATER SAVINGS e o 7 oe . 72 aw 
dates, program mecting ek It credit « dve " 1 30 doys. Seve 


che duling orde rity 


made of processed wood and 


holds a complete sct of months QUALITY , "Bey mes ~y connet & finer product 
irds which can be inserted NOS By HSENG MERIETIETS NS WENT OF 


s very much o rent every one of 


moved from the front as \ leat , , } weer most critica! eustemere eseure 


from the sides 


ai GUARANTEE 
Partitions 


Sem-pnivate office units can be 
reated from open floor space im a VaGe CATASS 

the complete heeds end threads line 
natter of minute vith these di 


ider wall partitions, latest addition Boi.ts wuts 


arnage ) 
to the maker line of movable m Honger thact 
LOCK WASHERS 


Sel ’ 


tenor walls. Of precision steel and . 
- 

screws Heavy Sen 
Machine Socket Cap Mes Squore 
” ature Wood Mot Pressed Wine 


4 you Gre milerested m selling bult 
fosteners of substomial profits SAMPLES OF ANY OF OUR FASTENERS 
write tedey fer ow 26 page leeve CHEERFULLY AVAMLABLE ON REQUEST 
eal indesed complete fastene 

caletoe 


IMPORTERS GF QUALITY FASTENERS —The World le Your Factory — 14.000 Shulled aftemen from Mme Countres to Serve You 








and 


threads inc. 
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VINCENT 


GRINDING WHEEL 


DRESSERS and CUTTERS 


CREATE CUSTOMER 
SATISFACTION! 


Design Makes the Difference 


fesesince a” ame 


\ 


Hardened hex bushings absorb wde and 
fadial thrust during dressing operation, 
Wear is reduced, accuracy increased and 
long life assured 


Vincent Dresser Cutters are made of spe 
chal analysis steel heat treated by the 
Vincent Process’ —a unique hardening 
formula developed particularly for this 
purpose This process produces uniformly 
hardened and tempered cutters heat 
treated to the exact degree of hardness 
and toughness required tor the best in 


dressing 


The Vincent line of grinding wheel 
dressers and cutters will increase 
your sales—increase your profits 

reduce service calls. Write now 
for full details on this profitable 





glass construction, the wall int 
grates with all other types of the 
makers walls. It features 
panels, quick-setting leveling devices 
on legs, concealed wiring channel, 
baked enamel finish and new type 
plastic glazing strips for inserting 
and removing glass pancls without 


sliap ith 


chipping or breakage 


Order Point Calculator 


Using an accredited formula, th 
device establishes exact order point 
for stock indicate fo 


each item, the minimum stock leve 


items It 


at which a replenishing order must 


Both the 
appropriate afet 


be issued basic inventor 
minimum and 
allowance are computed automat 


ically and shown ck irly 


Storage Saddle 


A space saving system of 
palletized grinding wheels 
veloped by two employee 
grinding wheel manufacture: 
Key to the 


house. system 


show ’em 
this plier... 


and yvyou'’.tl 
| 5 


“> 


nger protit per sale Se.ut 


Aj a, g 
aS / A \ 

a 
COMPLETE CHANNEL 


SELL Tre LOCK LINE 


A sale is in the making every 
time your customers “heft” a 
Channellock 420 plier. The rea 
son? No other plier does so many 
jobs so well. It grips any shape 

. of any size (%" thru 14") 

. witha grip like a pipe wrench. 

This all ’round usefulness is the 

reason why more and more house 

holders... 

want and buy Channellock 

420. So make the Channellock lins 

your plier line... and let the 

Channellock 420 lead the way to 
greater profits for you 


as weil as mechanics 
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TH LUBRICANT 
D 
BEARING LIFE 
50%," 
tata mon 











“Under actual tests, LUBRIPLATE 

extended bearing life fifty per 
cent or better as compared to other 
lubricants. It was also found that, dur- 
ing test, LUBRIPLATE increased effi- 
ciency of machines twenty per cent by 
reducing friction loss. Republic has 
been using LUBRIPLATE successfully 
for the past eight years.” 


THERE IS A LUBRIPLATE 


LUBRICANT THAT IS BEST 
FOR EVERY INDUSTRIAL, AUTO- 
MOTIVE, MARINE, SPORTS, 
AND HOUSEHOLD PURPOSE 


i ikea 

















"THIS LUBRICANT 
INCREASED 
BEARING LIFE 
FROM 2 WEEKS 
TO 2 YEARS" 


—says THE GLOBE COMPANY 








he 


“Animal acids and moisture, 

most harmful to ball and roller 
bearings prevails in the entire meat 
pooms industry. With conventional 
ubricants, some of the bearings in our 
Roto-Cut machines did not last two 
weeks. Since using Ball Bearing 
LUBRIPLATE in machines operating con- 
tinuously 24 hours a day for over two 
years, we have not had a single bearing 
replacement.” 





LUBRICATION REQUIREMENTS 
OF ANTI-FRICTION BEARINGS 


| 
To assure long. trouble-fre« 
anti-trictwor megrings, th 
used in both roller and ball ty 
I to fectiy per 
abl flectively | 


; 
or 


i Ri luc 
balls of 


munimun 


friction at 


rollers 


Protect the surface of balls, rollers 
and races against rust and corro 
sion during both use and layuy 


serv i 1 supplem ntary seal 
luding dirt prox s du rr 


ure and acid from th aring 


In most instances, grease type, rathe 
than oil type, lul 


pe riormanm 


ricants gry the best 


inti-friction Dearing 
$000 RPM 


mperatures up to Te | 


lubricants usually 


operating at speeds ul to 


mt ipplicatior 

iin Dearing hor 
| ikage at 
} roviding a 

yp lubricants 

trom abrasion 


forcign matters 


A medium to light-medium density lu 
bricant 1s usually preferred tor us 


inti-friction bearings It tn 


tain a hugh hlm strength, even at 
vated temperatures, yet be workabl 
lower! temperatures ror Sy 
‘ttarting and must not chans 
iry drag. It is a gr 

to lect a lubricant cont 

nm anti-rust and corrosior 
a chemical additiy 


tionally high fils 


well a 
rts exce} 
The sel 


hould be 


tion of an oil type lubr 
chiefly guided by the 
under whicl 
Anti-f rictior 
ngs with extremely close clear 


and tf mperatures 


carings ope rate 


Of rating at excessively high spe 
juil i ligne hodied, free flowing 
with high stability and low int 
lubricated anti-frict 
DCcAriINg hould alway quip] 
eals to protect the 


frictsor Oi 


with adequate 
against contamimation with rorcign 


abrasive matter 


step with today's increased 


lo keey 
nstallations of larger single unit mult: 
operational machinery, the selection of 
highest quality lubricants (oils and 
greases) with adequate film strength 
to sustain the increased speeds and 
heavier loads imposed upon individual 


machine parts, is of prime importance 





“HIG LUBRICANT 
ClIT BEARING 


_ REPLACEMENTS 
OVER 40%” 
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says —HANOVER BUILDING 
SUPPLY CO. of Hanover, Pa 





we replaced 
of our 


"Before using LA'RRIPLATE 
the wheel bearings in over 60°, 
trucks each year, Since using it, bearing 
replac ements have dropped to leas than 
10° We have also been able to increase 
periods bet ween chassis lubrications from 
500 to 2000 miles. We are very happy 
over our change to LUBRIPLATE, and 
heartily recommend it to fleet operators 
interested in saving money 
HANOVER BUILDING SUPPLY CO 
C. O. Albright, Pres 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE .usricants 
WILL IMPROVE ITS OPERATION 
AND REDUCE MAINTENANCE 











LUBRIPLATE LUBRICATION 
MAKES CARS 
AND TRUCKS 
RUN BETTER 
AND LAST 
LONGER 


LUBPIPLATE HO 5 
moroe on tt on 
twa’ HEEOS BO 

AbOs TIVES 











For nearest LusRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LupaipLaTe Data Boo” a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 6, N. J 
or Toledo 56, Ohio 





QUALITY 
CONTROL 


on master, joiner and end links— 


adds to the superiority of 


TM 


factory made 


alloy sling 
chains! 


More and more distributors are cashing 
in on the growing market for TM factory 
made Alloy Sling Chains—and there are 
good reasons! These famous Slings meet 
and exceed the demands of industry. 
They're tougher and safer, due to new 
Gamma Ray (X-ray type) quality control 
on master, joiner and end links... Con- 
trolled Atmosphere Heat-Treating and 
other new production techniques. In ad- 
dition, only TM Alloy Slings are equipped 
with patented Tayco Hooks—the finest 
on the market! Start selling TM Alloy 
Chain and you'll gain well-satisfied 
customers and rich profits right away. 
Write for Bulletin No, 15. 


Advertised in Business Week 
and leading ade magazines 


Backed up with effective sales helps! 


TaytOr Mave \.*: 
(_hatv 
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TAYLOR CHAIN CO 


yooden saddle (shown im illustra 
tion). Made of palletizing lumber 
reinforced with a steel strap, thi 
iddie makes it possible to stack 
pallets of grinding wheels three o1 
four high. Former method of stor 
ige was “pyramid” stacking. Nearl\ 
twice as many pallets can be stacked 

the same area using the san 


reni 


Photo-Copier 


[hree new ofhce copyimg ma 
hines, a cabinet floor stand and 
two new copy papers have been 
innounced by the manufacturer 
Illustrated is the restvled model 
nternally engineered to permit the 
ise of a new white copy paper, the 
fifth color in the maker's line of 
paper \nother model can copy 
from any material regardless of 
thickne from a newspaper page 
to a book page. The third model 

1 table top machine which copies 


naterial up to 14 in. wide 





CREDIT AT THE PUMP 


A “spredy credit service” system 
recently begun ot the service stations 
of one refining company tokes about 
30 seconds to record sales right at the 
pump and now is being tried out by 
at least one other company, reports 
Petroleum Week, McGraw-Hill publi 
cotion. The system uses ao feather 
weight plastic credit plete and 
mounted mechanical wmprinters. Deal 
ers poy on annual rental tor the mo 
chines, installed and maintained by 
the company 














ee 


aud boost profits, loo 


STOCK MODELS IN SIZES TO FIT 


PRACTICALLY EVERY NEED 


MULTI-DUTY 


Interchangeable male, female and 
pipe joints for centered and uncen- 
tered work. Nine sizes: Morse tapers 
| through 5, also straight.* Loads to 
1500 Ibs. at 50 RPM 


HEAVY DUTY 


For close tolerances on work up to 
22,000 Ibs. at 50 RPM. Eccentricity 
less than .0002"! Morse tapers 4, 5, 
6 and 7.* 


UNIVERSAL \y 
Accurate to plus or minus .0001"! 
Unusually high load capacity up to 
5200 Ibs. at 50 RPM. Morse tapers 
2, 3, 4 and 5.* 
NEW PIPE POINT Ny 


For turning heavy pipes and other 
large, hollow cylinders. Sizes from 3” 
to 7%” diameter. Load capacities up 
to 22,000 Ibs. Morse tapers 3, 4, 5, 
6 and 7.* 


* DEAL Live Centers ere alse eveileble in Brown 
& Sharpe end Jerne tapers 


SELL THESE TOOLS, 


atar 
/DEAL) ELECTRIC ETCHERS 


SOFAL, MARKERS 


with 


“JOB STANDARDIZED" 


LIVE CENTERS 


Now, your customers can get the type and size 
live Center they need right from your IDEAL 
stocks. And, that means big sales and steady 
profit for youl 


Easy to order and stock, IDEAL Live Centers are 
designed to give guaranteed accurate, ‘custom 
results from standard models. They meet all co 
pacity requirements and deliver bigger and better 
production, every time. The broad selection of 
models and sizes means ‘‘specials’’ are seldom 
necessary and helps you close 99 sales out of 100! 
What's more, IDEAL maintains complete stocks for 
quick delivery should you run out. . . just pick up 
the ‘phone ond order, anytime! 


Backed by a national advertising and sales pro 
motion program, IDEAL Live Centers can build 
profitable new business for you. If you want to 
cash in on the big IDEAL Live Center volume, write 
for details NOW! 


TOO — AND ADD TO YOUR PROFIT! 


a 

SDEAL) OEMAGHETIZERS 

=-—- 

Quickly demagnetizes tools, punches, drills 

lies of work from magnetic chucks. Prolongs 

tool life by removing harmful abrasive par 
' ticles Three modele—for all sizes of work 

' — 

/DEAL) TACHOMETERS 

-_—_— 

Gives quick check on equipment perform 

ince, efficvency Indicates shaft speeds in RPM 


Hand type May be used as single unit oF 
with meter and generator connected by cord 
Accurate to plus or minus 1% of full scale 
Two models 2500 and 5000 RPM 


Etches anything made of iron or steel an Cuts «4 permanent mark mito any material 

their alloys. Easy to use as a pencil. Burns steel, glass, plastic, or hard rubber 7200 cut 

smooth, permanent mark. Eliminates delay ting strokes per minute adjustable for dept 

and expense of special name plates. Always Anyone can use it—sturdy and durable. Oy Write for Prices ond 
ready—safe—portable' Three models for al! erates from AC outlet Further Information 


types of work 


SOLD THROUGH 


LEADING DISTRIBUTORS IDEAL INDUSTRIES, Inc. 


In Cenede: Irving Smith, lid. Mentree! 
1000 Park Avenue «+ Sycamore, Iilinois 
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powerful new 





salesmaker for you 





Here's the kind of rea/ 
ability 
looking for in a 


port 
your customers are 
hydrauli 
bender to form '4" to 2” pipe 
One man can 


and conduit 


casily carry and operate the 


new advanced-type Ganew 
Lae No, 880. Light, but strong, 
aluminum alloy used in many 
parts for big savings in weight with no sacrifice 
in strength, There's power to spare here and « 
complete 10° bend can be made with one ram stroke 
With attachments this versatile bender can also 
be used to bend thin wall 
conduit, tubing, bus-bars, 
The new Gaeew tes 
No. #80 Bender with 
separate wydranl i 
pump and ram is 
casily hand 
operated or can be a 
teamed with a Gasanw an Power Pump for fast 
productica jobs, It's a widely need- 


ed new tool tie-in your sales —— 


efforts now tor extra profit! Write 


for Bulletin E-217 and prices 


CREENLEE 





‘The Buyer Looks 
at Business 





Composite opinion of purchasing 


agents who comprise the N.A.P.A 
Business Survey Committee 


Optimism Reinforced 
The 


report is 


the August 
strongly reinforced by th 


optimism of 


September report 

Looking toward the fourth quar 
ter of this year, purchasing execu 
tives ar bullish 
thirds of those who reported believ: 


definitely I'wo 
that business will be better than th 
third quarter of 1956 and only 
believe it Furth 
more, 55% tter 
than the 
1955, with 18% predicting it to b 
less good 


Concern, 


will be worse 
believe it will be b« 
very good fourth quarter of 
Conservatism, rather ¢) 
best characterizes | 
opimous of those who see no chan 
or a decline in general business con 
ditions 

This rosy outlook no doubt stem 
from the fact that their compani 
large 
orders and are stepping up produ 
Some 35‘ 


continuc bookings of new 
tion to fill these orders 
report higher production this month 
as compared to 25% the previor 
month) and only 9% have cut bach 
production, compared to 24% last 
month 

While a few specifi cases of rca 
price reported 
the 


decidedly upward. 


competition are 


over-all price movement 


Some pur ha 


ing executives have re-emphasized 


belief that it is their 
to hold 


all management should strive 


the 
sibility 
that 
to offset higher costs by product 


resp mn 


pric cs in 


cconomics. 


Employment continues very high 
and inventories are reported as being 


in balance 
extremely 


except for 


short supply, such a 


line and 


items m 


A Profitable Seller 
with a broad market 


you can order it from stock 


ihe new... rugged... 
efficient HEPPENS TALL 
DRUM & BARREL TILT 


For precision control of pouring . 
this new Drum and Barrel Tilt lowers 
overall costa and adds new efficiency 
to pouring and dumping operations. 
Features include: 

1. CONTROL .. . provides close, accu- 
rate control of pouring liquids, pow- 
ders, oils, and chemicals. 

2. OPERATION .. . turns 360° , 
equipped with easy-to-operate « hain 
or hand wheel. 

3. SIZE OF CONTAINER .. . handles 
standard 55 gallon steel drum. 

4. CAPACITY .. . capacity is 750 lbs 

§. SPECIAL SIZES ... may be de 


signed to specifications. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 


| Advertised ji in leading trade magazines 


 Heppenstal 








GREENLEE TOOL CoO. 


| 
| nickel. 
1931 Herbert Ave., Reckford, Ilineis | 


Buying policies remain substant NEW BRIGHTON, PENNSYLVANIA 
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— 0 ECE TTT 


INIXDORFF|" 


STRENGTH 
ina name 


NIXDORFF-KREIN MANUFACTURING COMPANY .« 6:6 Howannd OT. «+ ST. LOUIS 10, MO, 
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ESSEX cevices 


MULTIPLEX 


SIGHT FEED 


LUBRICATOR 


Medel 377 . . . 4-4eed illustrated 


@ Electric Solencid-Operated Valve for Automatic 
Lubricetion of Bearings and Journals. One to 
fourteen teeds——tour sizes of Reservoirs 


A reliable, positive,and automatic lubricating 
device—thrifty in oil consumption—requires 
ae little or no attention. ¥ a of — 
nutecture mum convenience, wide adaptability, a w 
LUBRICATING DEVICES price makes this a good item for volume sales. 
WATER GAUGES It is convenient to install and operate for 
GREASE CUPS pemps, engines, machinery, etc. Stock them 
eek ny for prompt service. Let us send you the com- 
(ip a plete ESSEX catalog and make us your supply 

- toms Troducts source for all products listed. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est, 1901 DETROIT 7, MICH. 


DOWEL PINS @ 


from %" to I" dia., %" to 6" lengths. Supplied in 0002" 
and .O00!" over basic sizes. PRECISION BRAND 
dowel pins are attractively packaged ond also come in 
bulk quantities. SPECIAL SIZES ALSO AVAILABLE 


alse avatlable 


SHIM STOCK © FEELER 
STOCK * GROUND FLAT STOCK + 
MUSIC WIRE © DRILL RODS © 
ARBOR SPACERS 


PRECISION BRAND’ 

Preferred by Machinists 

Distinguished for quality, accuracy, uniformity, straight 

ness, etc. PRECISION BRAND dowel pins are made 

from the finest steel obtainable for this purpose They 

ore hardened ond ground to *.000!’and are available A: 


Prereinttarte STEEL WAREHOUSE, Inc. 


NUE « \OW NER‘ »k VE ILLINOIS 
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illy unchanged, with the munor 
movements tending toward slighth 


longer lead times 


Prices Continue Upward 


lhe upward price spiral continuc 
unabated, From 84% of the report 
ing purchasing executives say the 
ire paying more tor the items the 
buy and only 3% report lower prices 
his small group that is paying less 
in general, represents quantity buy 
ers of specific items, such as oah 
flooring. Business managements ap 
parently believe that now is the tim« 
to pass increased costs on to the 
buyer, rather than to rely on being 
ible to effect cost reductions to off 
set higher labor and material prices 


Inventories Stabilizing 


here is a general feeling that u 
ventories are stabilizing at a realist) 
level. While some purchasing execu 
tives find inventories of certain 
items temporarily too high or too 
low, it is evident that most are satis 
fied with the over-all situation. The 
low inventories of some critical 
items such as steel and nickel, par 
ticularly with current indications of 


| a booming fourth quarter, are th 


greatest concern of many 


Employment Improved 


\ slight improvement is noted in 
this month's report on employment 
Che number stating employment as 
worse than a month ago has drop 
ped to the same level indicated in 
the high employment period early 
in the year. However, this improve 
ment seems to be gradual rather 


than abrupt 


More Lead Time in Buying 


The lead time required for buy 
ing production materials remains 
substantially unchanged from last 
month's reported 60- to 90-day 
range. The only significant variance 
is the increased order lead time 
necessary to get certain steel items 

Forward buying of MRO ma 
terials has been extended slightly 
this month, with lead time being 
increased more toward the 90-day 





range, rather than the shorter penod 


that have been prevalent m recent . 4 | 
months I. | a r I U 0 [ . 


Little change is noted m the six " “ on 


months to one year advance order 
ing required to get delivery of most 


large capital goods items 


Specific Commodity Changes 

The trend is clear, with very few 
items being reported as down im 
price 

On the up side are: Aluminum 
steel and steel scrap, tin, caustic 
soda, chlorine, alcohol, soda ash 
phthalic anhydride, paper and cor 
rugated boxes, meat, tools, rubber 
machinery, gray iron castings, bear 
ings, fibre barrels, typewriters, cle 
tric motors, electric apparatus and 
equipment, cement, wax and hard 
ware 

On the down side are Some cop 
per items, glycerin, ammonia and 
lumber 

In short supply are: Aluminum 
mickel, stec! in many forms, paper 
und kraft, cellophane and bearing: 





B k R ® @ Your associations have said that Selective 
00 eviews Distribution benefits both distributor and manufac- 


turer We heartily agree! We know, as you do, that 





FIRE AND PROPERTY INSUR a large number of mediocre distributors in a market 
ANCE, William H. Rodda, Pren 
tice-Hall Inc., 70 Sth Ave. New 
York, N. Y., $6.95—This is a com not increase sales of our products. Here's an example 


prehensive and somewhat technical 
coverage of all types of property of the way we operate In a large city having more 


which can be served by a few topnotch outlets does 


casualty insurance, including valua 4 oa 

“4 6 than 40 distributors, the entire “potential” of the mar- 
tion rates, contract execution, and 

multiple line protection, now legal ket for our products is allotted to only six, well-rated, 


in many states for the first time se: Se 
Transportation, automobile, crime ethical distributors who sell at full profit. Their sales- 


boiler and glass protection ar men do not lose sales on an “unfair advantage” basis 
umong the categories described 
The Beaver Selective Distribution Plan is sound. It's 
THE AUTOMATIC FACTORY profitable to you. Check on it today. 
A CRITICAL EXAMINATION a 


Instruments Publishing Co., Pitts it's Tight—11's Best—Costs Lees 


burgh 12, Pa.—A group of student 

in Professor Georges F. Doriot Some Franchises for B E E R 
course at the Harvard Busin Beaver Selected Distributor ships » if , 

School did this 80-page study on pore ot ag Today Pip SToots 
automation last year. Readable and i 236-400 DANA AVENUE WARREN, OWI0, U. S. A. 


concise, it describes actual case his 
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MO EMU CLEAKAN CE 


, 





? 

"> 3” TOO DRAGS ON woRKpiEce 

po WiLL BE GENERATED AND 
DEFORMATION OCCURS RAPIDLY 


LO MUCH CLEARANCE 


s 


SDGE 1s WEAK AnD 
D 
WK EITHER Cwp og Race 


“Y Cay x 
* Alp 4 “WO ty y, 
Wie <M Aye 
CNay, © Mie 


O Wigepy 


DISTRIBUTOR SALESMEN 
SELL MORE 


.. » thanks to frequent and easy-to-under- 
stand training on carbide tools — by 


Wendt-Sonis factory men. 


WENDT-SOnis 


COMPANY 


Dept. 10-1156 
HANNIBAL, MISSOURI + ROGERS, ARKANSAS 
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a well as trends, an 
ost to support it con 
Among the conclusio1 
sutomation will realize large sa 
it will be evolutionary an 
il, particularly im small-com 
industries; small plants will be 
yme disadvantage ompared with 
units due to the need for 
ng tools and setups and for 


! 


engineering knowledg 


| 


| oOnom uplh val 


| / 
ocal, not nationwide a 


jufomati facto 


THE EXECUTIVE LIFE, by 
litors of Fortune, Doubleday & 
o., Garden City, N. Y., $3.50—The 
wlern executive is treated as ad 
pect ind examined 


Oc1w p vi hologi il 


well as at face value 

had fun with thi 
entertaining reading though 
nous purpose ! intended In 
uded are chapter on How to Get 
i Raise, Why Executives Crack 1 p 
Hlow Hard Executives Work and 


llow to ‘Treat Vice President 


FORTY YEARS OF ECONOMIC 
GROWTH, National Industrial 
Conference Board, Inc., 460 Park 
Ave., New York 22, N. Y., $1.00 

Thi 30- page chart-survev traces out 
phi none nal econom progr ic 
1916 and hazards some guesses about 
the future At present rates of 
growth, the booklet points out, na 
tional output by 1975 will be one 
trillion dollars in terms of 1947 pur 
hasing power Bolstering this will 
be a population of 22! million and 
in additional 25 million job 


V.N.P 


VIANAGEMENT FOR TOMOR 
ROW, Eighth Annual Conference 
Proceedings 1956, Society for 
Advancement of Management, Phil 
idelplhia Chapter, Chilton Co., Phil 
idelphia, $6.00—This book has both 
the merits and shortcomings of any 
winted proceedings. It presents a 
umber of papers on numerou 
ispects of management together 


with discussion questions and an 


1956 





G-E Fluorescent Lamp Facts: 


Less than 1% of all General Electric 40-watt fluorescent 


lamps are as much as 5% below published light output! 


S GIVE YOU MORE FOR ALL YOUR LIGHTING DOLLARS 
> vv , 








WHAT DOES THIS MEAN TO YOU? I! cle 
' iblished light output is 2500 lumen } 
customers can be sure that the G-E lamy 


; , 
in the carton will deliver 2508 rm They 


im che 


from satished Customers 


CONSISTENT/ ADVERTISING OF FACTS 
LIKE THIS MAKES YOUR SELLING 
JOB EASIER, MORE PROFITABLE 


General Electric consistent 
money saving benefits of G-l 


lamps—and this has helped create the « 


You can “measure” the light output of whelming brand preference that exists 

G-E fluorescent lamps, right in the carton! General Electric lamps. Carrying the im 

; to ewes th shen mee tetera pressive story of G-E fluorescent lamp facts 
eonnen S.eoTme prams ym hang ot —— se ‘ - - = 

: Ne ee ee cataren tat you'te emmrnt o lie - . this fall are such magazines as Fortune 

_ ~ Ce Aart Ay "Tt so-won Genmeens lames Time, Newsweek, U. S. News & World 

oe ae "tetew hate chev 8 ~ ewe " ope — ‘ Re port Wall Screet Jo imal and Business 


pate Ces OL Laepeese via Past Chrveta Week. Factual advertisements like the one 
Progress ts Our Most Importont Prodoct shown at left hely pre-sell your customers 
GENERAL @® ELECTRIC on General Electric lamps 


ocr “ qht augue 
os (sere save You Sone 
fieruw 40-00 Gucnemnen lamps é 








G-E'S VALUE STORY IS ON THE PAGES 
OF LEADING NATIONAL PUBLICATIONS BONUS OF LIGHT DRAMATIZED 
WITH THIS GIVE- AWAY 
G-E BULB SLEEVE 


G-E fluo 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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DISTRIBUTORS 


can’t sell 


CUSTOMERS 


can’t buy 


BETTER FILES 


than 


h 


LIGATo, 


BRAND 
FILES 
SWISS PATTERN 


That's been true 
for 50 years and it's 
true today. 


We help Distribu- 
tors make money 
by selling SOLELY 
through them, and 
giving them the 
SERVICE and qual- 
ity files they need. 


We keep Custom- 
ers coming back for 
more by the supe- 
rior workmanship 
and extra fine qual- 
ity we put into 
these fine files. 


The line is com- 
plete. All sizes, 
shapes and cuts. 
Made in both Amer- 
ican and Swiss pat- 
terns, to the most 
exacting standards. 


CARSON-NEWTON CO. 


Belleville, N. |. 


CARSON 
NEWTON 


wer. On the other hand, when 4 
spoken speech 1s printed im black 
and white, as is the case with this 
book, it seems to lack the sharpness 
imstinctively look 


and detail one 


for im a printed work 


But maybe this is carping. for 
any distributor willing to spend the 
rather high price for this book there 
general ideas on 


ar oe good 


management proble THs and horizo j 


DA.CM 


OFFICE WORK AND AUTO 
MATION, by Howard S. Levin, 
John Wiley & Sons, New York, 
$4.50—A virtue of this book is that 
it gcts away, to some extent, from 
the pretentious language of many 
current books and publications deal 
ing with moder office equipment 
lhe new types of equipment now 
becoming available to businessmen 
for improving office efficiency are 
described in principle and operation 


in easily understood terms 


Although much of the material 
is slanted to the very large ofhe« 
operation, the author's clear explana 
tion of basic machine types and 
principles would recommend the 
book to Particularly 
good is the 
language 
equipment several distributors have 


distributors 
( hapte r on common 


equipment, a class of 


found adaptable to thei type of 


business 


But perhaps some author will be 


inspired in the near future to 


hook 


produce a beamed at small 


offices 
DACM 





SUN-WARMED HOMES 


By 1975, 13,000,000 U. S. homes wil! 
be heated by the sun, says Electrica! 
World, McGraw-Hill publication. Many 
others will supplement this heat with 
such electrical units as the heot pump 
which may utilize not only hot air from 
the roof but also waste heat in the 
septic tank and from wash woter 
heated by the household water heater 











T 
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Utica’s° 
New Seber O-Lock 
Wrench... 


more than Ahonen End 
Wrenches in] 


‘ 


It’s all done with 
the MAGIC BUTTON 


Lighten the load of your tool kit 
with Utica’s Sevect-O-Lock ad- 
justable wrench 








Don't weigh yourself down with 
sets of open end wrenches. Thin 
jawed Sevect-O-Locks will fit a 
variety of jobs. 


Push the magic button and the 
wrench locks in position—like an 
open end wrench. Pull the magic 
button —it's a conventional adjust- 
able wrench 


Se_ect-O-Locks, the #93 series, 
are available in 6, 8, 10 and 12 inch 
sizes and are priced the same as the 
regular #91 series 





— 
Ve 
“G— 


Push —it's Locked 


“PATENTED 
S 7 D 


THE HALLMARK OF QUALITY 


UTICA DROP FORGE & TOOL 
CORPORATION 


UTICA 4, NEW YORK 


Division of Keteey. Mayes Whee Co 


! 

-* 
i i 
! a>..= 
! ; 

! 

' 











FROM THE 


o~ FILES 





25 YEARS AGO 


Harold k.. lor sales manager of 
Svracus Suppl (Co Svractise 
N. ¥ described his method of 
keeping sales meetings from going 
stale: he prepared questionnaires 
for salesmen several days in ad 
vance and expected them to know 


the subject 


It was calculated from market sur 
veys that distributors were selling 
a little less than half of the total! 
production of pipe, valves and 
fittings 


Some industry icaders voiced the 
opimon that the Depression had 
put the distributor in a stronger 
position: direct-selling manufac 
turers were now scrutinizing ther 
sales cost more closely than ever 
and had begun to see the value of 


SC lling through distnbutor 


barwell, Ozmun, Kirk & Co., St 
Paul, took on the Van Dorn-Black 
& Decker High Cycle line for 


heavy duty grinder: 


\ West Coast distributor reported 
that his recent month's volume 
was one-seventh the volume of hi 
peak war month (in World War 
I); but he said he wasn’t pessimis 
tic. Business was on the upgrade 
ind he expected to expand the 


sales force in 1932 


Ross-Willoughby Co Columbu 
Ohio, added a pump department 


Southwestern Machinery & Supply 
Co., Phoenix, Anz., changed it 
name to McConkey Docker & 
Co. in recognition of ‘Ted H 
Docker, who had joined the firm 
from Johns-Manville Sales Corp 


Mi. 
Me 
r 


ty %. 
- 


Resistoflex seeks qualified industrial 
distributors for TEFLON” hose 


RESISTOFLEX originated and developed its F'luorofler 7 
hose over 5 years ago. This flexible hose has a tube made 
from a patented compound of Teflon. It is reinforced with 
stainless steel wire braid. The hose is chemical-proof, cor 
rosion-proof and can be used at temperatures from 

100°F to +500°F ambient. It offers amazingly long 
life under the severest service conditions 

A new plant now enables Resiastoflex to produce Teflon 
hose to meet the growing industrial dé mand in chemi al 
and processing plants as well as industry in general, If 
qualified, you can profit by the distribution of this unique 
hose development 

Resistoflex offers bulk hose and fittings, and make 
available a simple tool which permits you to make Teflon 


hose assemblies to order. Send for details 


RESISTOFLEX CORPORATION, Roseland, N. J 


Western Branch: Burbank, Calif 


20th year of service to industry 
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* Nationally Advertised 
* Always In Demand 
* Good Profit Margin 


FLEXIBLE 
COUPLINGS: 

No lubrication re- 

quired. Provide positive 

protection against vi- 

bration, torque, shock 

of intermittent loads. Cushions changed 
without shutdown. Light, medium and heavy 
duty: fractional to over 2400 hp 


VARIABLE 
SPEED 
PULLEYS: 


Quickly installed 

on new of old 

equipment. 
Change speed while machine is running 
Ratios to 8 to |. Fractional to 15 hp 


SELECT-O-SPEED 
TRANSMISSIONS: 


Economical as com. 
pared to other variable 
speed transmissions. In- 

stant adjustment over 
wide range of speeds. 
Hand wheel or lever control 
to 1. Fractional to 5 hp. 


UNIVERSAL 
JOINTS: 


Precision ground. Finest alloy 
steel. No binding, backlash 
or end play. 13 sizes. Bores 4 to 2 in. 
Lengths 2 to 10% in. Diameters 2 to 4 in 


Request details on our special 
stock-carrying trial proposition. 


The Wholesak 


Ratios to 10 | 


25 Years Ago (Cont’d.) 








F. W. Knott, Detroit Belt Lace: 
Co. president, pointed out in full 
page ads that national belting 
sales had increased from $31 mil 
lion in 1914 to $65 million in 
1929, despite talk of industry 
changeovers to other means of 


transmission 


10 YEARS AGO 


Gene McCarthy, of Beals, McCa 
thy & Rogers, Buffalo, N. Y., r 
covered from a six-weeks hospital 
seige after tearing a leg tendon 
in a fall on a stairway. 


Hulings Antrim, Antrim Hard 
ware, Camden, N. J., killed a 797 
lb. tuna in Nova Scotia water 


Neal Co., Buffalo, 


hunting in 


Ray Neal, R. C 
spent his vacation 

Canada 

Hardware Conver 

tion in Atlantic City attracted a 


large group of distributors 


Jack Sturges joined the sales staff 
of W. S. Wilson Co., New York 
City, from Goodyear ‘Tire & Rub 
ber Co 

The Southern Industrial Distnbu 

tors’ Associatien, under President 

Lloyd B. Mize, Industrial Supply 

Corp., Richmond, Va., launched 

a new action program involving 

regional meetings and expanded 

services to members. 


Dallman Supply Co. held a gala 
open house for 2,500 guests in it 


new San Francisco headquarter 


\ survey showed industrial distrib 
utors’ sales were up 17% since 


V-] Day 


Emil C. Ducommun, president of 
Ducommun Metals & Supply Co 
and one of the four sons of th 
founder of the Los Angeles house, 


Distributors... 


your customers 
can get . 


BETTER GROUND 
FINISHES 


with J & S$, guaranteed* 
self-adjusting live centers 


ACCURACY .0001" 
OR LESS 
with PERFECTION LIVE CENTERS 
SPINDLE TYPE 


* GUARANTEED 
FOR 2000 HOURS OR ONE YEAR 





New Swivel Milling Vise 
— 15 New Features 


The only hardened and ground 
swivel vise. Mounts low, swivels, 
needs no pedestal. Patented down- 
holding clamping jaws give many 
times the holding power of an ordi- 
nary vise, yet only half the weight, 
with twice the openings 


it you sell to the metal working feild, write 
for tree literature on the complete 145 line 


Q==== 


J & $ TOOL CO., INC. 
873 DORSA AVE 
LIVINGSTON, NEW JERSEY 








LOVEJOY FLEXIBLE COUPLING CO. & 


4679 W. Lake &., Chicege 44, Illinois 








died at the age of 65 
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10 Years Ago (Cont'd.) Be A ee coed Pa hae 


Moore-Handley Hardware Co., Bu 


mingham, Ala., was purchased by SALES ENGINEERS 


Equitable Securities Corp., of 


Nashville, Tenn., and Union S« INCREASE 


curities Corp. of New York City 


(or “eve milion DISTRIBUTOR SALES 


The Hardware Irade Association of 
New York put roast beef back on 


the menu for its dinners 


Purchasing agents were pessimist 
about business conditions in their 
monthly Purchasing Agents’ Sur 
vey tor the hrst time in man 
month Ihe reason: “Prices in 
many cases are so fantastic that 
purcha es cannot be justified 
We may be approaching an indu 
trial buver trike 





NEW LINES 
Each BARNES SALES ENGINEER has one big objective —1 
ta k e n 0 ni by a sales of Barnes hack and ‘em paec Sedes. +. ieee 


D | S T v | 6 U T 0 R S Besides being a metal sawing expert, thoroughly trained at the 


factory, the BARNES SALES ENGINEER also serves in the capacity 
of a salesman, an instructor and a “merchandise advisor.” 





I Or] 1] As an expert, he offers reliable advice on your customers’ metal 
Harry | eu, Ine tlando a cutting problems. 
has been appointed distributor for 


O'Neil Irwin Mfg Co 


As a salesman, he sells your customer on the advantage of buying 


Barnes blades from you 
Orr Iron Co.. Evansville. Ind.. ha As an instructor, he trains your salesman either by working with indi- 


| I | listributor for vidual salesmen on-the-job or through group sales meetings 
CCI Teatrice ‘ ) 0 WT 


Walter Kidde & Co As an advisor, he works closely with you to maintain inventory at 
y y y 
the proper level. He assists you with display material and other 


soles aids; and readily keeps you informed of new sales promotion 


rhe Ross-Willoughby Co., Colum 
bus, Ohio, has been appointed to 
listribute lines of the Horton 
Chuck Division, Greenfield ‘Tap 
& Die ( orp 


material and techniques 


Your BARNES SALES ENGINEER is a vital part of Barnes’ services, 
rendering a valuable service to you--AND to your customers. For 
every Barnes distributor, there is a BARNES SALES ENGINEER espe- 
cially designated to give him complete assistance. Like every 
Barnes hack and band saw blade, you can depend on a BARNES 
The Cameron & Barkley Co., Jack SALES ENGINEER 

sonville, Fla., has been named di 

tributor for the following ling For 36 years Barnes has helped its distributors increase their 

*Ramset Fastening System sales of blades, produce satisfied customers and keep them sold 

‘The Phillips Drill Co 

* Au Hydrauli In 


Beal MeCarth & Koger Ir 
Buffalo, N. Y has been ap 


pointed distributor for Cadys 
Metal Fabric ating (Co 
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T CTANLEY ag ot Obituaries 


Kkdward B. Flack 
Klack-Pennell Co. 


Another new heavy duty saw 
6/2" H68 cuts 2 x 4 at 45° 


This is Stanley's H68, a 64%” companion to the new 
line of heavy duty builders saws. H68 cuts a 2 x 4 at 45 
and 2%," at 90°. It has ball bearings throughout and 
every other work saving feature of the new 6”, 7” and 


8” Stanley saws 


HOS has the “Free-Start’ Guard that never sticks at 
iny angle of cut and gives maximum blade coverage 
HO68 has the Motor-Saver Drive that protects saw motor 
against shock caused by striking foreign objects like nail WY 


etc. And H68 costs only $64.95 , for ( 


x 


Anthony W. Taylor. 


Crucible Steel 


SAWS KITS 
Here's the new low-priced These kits include saw, ext 
line of Stanley heavy duty blade, ripping gauge, lubdri 
builders saws cant and wrenches in sturdy 
metal carrying case 


only $59.95 W665 only $75.95 
only $64.95 W668 only $80.95 
only $69.95 770 only $85.95 
only $79.95 W885 only $97.50 


STANLEY 
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Morris Zippert, 
Morris Abrams. Ine. 


Morn Zippert f secTctal md 
treasurer of Morris Abrams, In 
New York City, died Oct. 9 

He joined the firn 
treasure j 

cu 
bk 
Ira 71 
Thathas 


NI 
Mrs. Claral 


\ske i 


Robert A. Johnson. 
Hexacon Electric 
\ | h Ol ; etal 
riner un the blexacoi 
| Sept ; } Ni 1 


tainsic iftes hort ithe 


\ W orld 


it PIacdtla 
f Illino rriaste 
Titi pi ble 


t of the Cutizen \ 


crnigince 
Te ick 
tion and a member of a numbx 


ocal ci group 


He | ed by his wife; three 
ons; h parent Mr. and Mr 
Arthur L. Johnson, of Roselle Park 
ind a brother, Richard O. John 


if Crantord 


Charles E. Bunting. 
Bunting Brass Chairman 
Edmund Bunting 
hairman of the board of The Bunt 


‘ By ' oO died it hi 


ly Bra & 


( harle 


| cp 9 after 


nome if 
ong Tiny 

Youngest of three sons « 
William H 
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YANKEE” spiral drivers 
make screw driving easy 


Yankee pita ratchet cw dt 


caSsicl They arive ind draw I he 
wing automatically 


thrust, leaving the blade in the « ‘ t. This ts espe 
ful for overhead work, or in narrow and awkward | 
Yankee No SOA the 
ad 


quick return sf inns the handlk 


driver shown here 1s rr 
quick return. Other quick return 
131A and light duty No 1SA_N 


ind heavy duty models without quich 


ACCESSORIES 


Pt oot 
hete 


rT 


Stock ond sell “Vonkee” tools. For 
full details, write Yankee Tools, 
Division of Stanley Tools, Depart- 
mont 4611, Philadelphie 33, Pe 


NOVEMBER 





BROACH 


what's a 


BROACH 
saw blade? 


When your customer asks 
you how the Broach tooth saw 
blade differs from a Standard 
tooth, here's a simple 
explanation 

Basic lly, there are just two 
types of metal-cutting blades 

either the teeth are all the 
same sive (standard tooth 
or the teeth vary in size 
throughout the blade ( Broach 
tooth ) 

The name BROACH was 
adopted because the gradu 
ated teeth of thi saw fol 
lowed each other in succes 
sively larger size, acting like 
the edges of a broaching tool 
We found that this variety 
in tooth size (illustrated most 
clearly in the Repeater Broach 
blade at the left) produces a 
supremely important advan 
tage acontinuously changing 
angle of entry by the teeth 
into the material being cut 


OUlpto} 


- 


- 


Instead of the hacking 
head-on jabs of standard 
same-size, same-angle-of 
entry teeth, the BROACH 
teeth deliver a smooth gen 
erating cutting action. This 
reduction © a minimum of 
metal-on-metal resistance is 
vital to all cutting efhciency, 
but it is especially valuable 
in cutting the harder and 
tougher alloys so widely used 
in modern metal fabrication 

Sterling and Super-Sterling 
hold exclusive patents to the 
whole line of BROACH hack 
and band saw blades, but our 
large production (we have 
just built a bigger plant 
enables you to sell profitably 
these premiam blades at 
price your customers have 
been paying tor standard 
blades. A real selling edge tor 
salesmen in today's market 

Write me today for your 
free copy BROACH 
catalog No. 56! 


oe 


> 
aes LL, Pew Cann. 


Vice Presiden Sale 


DIAMOND SAW WORKS, INC. 
Chafies, N.Y. 


Joseph A. Birkhead, 


Lunkenheimer Co. 
A. Birkhead S for 


years Southwestern sales representa 


Joseph 


tive for Lunkenheimer Co., died 
Houston, Texas, Sept. 2, after a long 
illness 

He joined the compas ile 
taff in 1929 and had since sold t 
the oil, power and chemical ind 
tries in the Southwest as territ 
representative 


He } 
daughter 


urvived by his wi 


A. T- Wendler, 
The Fairbanks Co. 

A. T. Wendler, Pittsburgh branch 
manager of The Fairbanks Co., died 
at his home in Wexford, Pa 
Sept. 15 

He had completed 50 years with 
the company last February and had 
managed the Pittsburgh branch fo 
25 vears 





CLOUD-MAKING TESTS AHEAD 


Utilities having substantial hydroelec 
tric investments moy get a new “produc 
tion tool” if a French meteorologist’s 
theory works, says Electrical World, Mc 
Graw-Hill publication. The director of 
an observatory in central France re 
portedly believes it may be possible to 
create clouds for rainmokers to use. He 
has gone to a Belgian Congo coconut 
palm plantation to test his theory thot 
a hot zone surrounded by a more tem 
perate zone would create strong up 
drafts of hot air which would form rein 
clouds or clouds that could be seeded to 
produce rain. A center section of the 
plantation will be cleared and covered 
with charcoal; the scientist expects the 
sun to heot this area to much higher 
temperatures than the surrounding for 


est area, thus making rain clouds 


MOP-WRINGING BUS 


A new twist to the role of buses 
public convenience was added by «a 
janitor mopping the steps of a city de 
portment store says Bus Transporte 
tion, McGraw-Hill publication. As a bus 
approached, the janitor dashed to the 
curb and thrust his mop in front of the 
necrest wheel. Then, with the mop 
thoroughly wrung ovt, he went beck to 
his job 
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LAMINATED HARD MAPLE 


industrial sales records prove the 
popularity of TOLCO laminated 
bench tops. The very finest Northern 
hard maple is cut into narrow %% 

yminations and electronically glued 
to torm a solid maple top. You car 
have your share of this profitable 
business if you sell TOLC O—the 
industry proven top Nationally 
advertised — industry accepted — sold 


y through authorized distributors 


WRITE TODAY FOR THE TOLCO 
DISTRIBUTOR’S PROFIT PLAN 


THE TOLERTON CO. 


P.O. Box 1658 Alliance, Ohio 
Established 1894 





DIVISION OF 


Since 1903 


black 


TWIST DRILLS —REAMERS 


CELFOR TOOL COMPANY 


AVILOSEN 


Selel aa mm. © 2 88.8 e INC 


is lie Siem se ©. Bi 


3272 SOUTH GREEN ST 








CHICAGO 7, ILLINOIS — 


ONE 


For years considered the best in a lim- 
ited territory, AMPCO quality Drills 
and Reamers are now becoming favor 
ites in an ever widening circle of friends 
Now, from coast to coast, GTD-AMPCO 
Drills and Reamers are proving that 


AMPCO TWIST ORILL 


AFTER ANOTHER 


what. was long good in one section of 
American Industry is good the country 
over 

Yes, one drilling or reaming job after 
another is going GTD-AMPCO 

Get the best, specify GTD-AMPCO 


Division 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELO, MASS 
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PP ANG MIRA RAITT PLAGE CLE DOTTIE a NL RE I RMON ENA BL LA LOO SAL BE MMOLE 


Most people “Remember the Alamo,” but... 


do buyers of industrial equipment know where to find 
you... what lines and parts you stock? Use the ‘Yellow 
Pages’ of your telephone directory to advertise your 
name, address, telephone number—and details about 


the stocks you carry 


Ihe ‘Yellow Pages’ provide a ready source of buy 
ing information for Purchasing Agents and other buyers 
in all types of firms. That's why your advertising in the 
‘Yellow Pages’ will be so effective. It will reach new 
firms in your locality as well as newly appointed Pur 


chasing Agents in older firms. 


Be sure buyers can spot your company qwick/y in 
the ‘Yellow Pages’. Have your sales message appear 
under appropriate headings. 

~ 
Find Your 


Nearest Distributor 
In The 


Yellow Pages 


Advertisers of branded industrial products 
are using this embiem to tell buyers where 
to find their local distributors 


Cali the Bell Telephone business office and find out what sales results advertisers are getting from the ‘Yellow Pages’. 
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New Sales Features for Distributors 
in New Addition to Famous 





NEW LIGHTWEIGHT MODEL R 


SPUR GEAR HOIST 


CAPACITY 1 TO 10 TONS 


New Values for Distributors’ Customers 


This new model presents Philadelphia distributors with 
additional opportunities for Sales volume. It brings 
competitive advantages that mean increased sales and 
profits. The Philadelphia Line is growing. It offers oppor- 
tunities for distributors to participate in additional hoist 
sales on a profitable basis. Why not look into the “Philo 


delphia Story”. 


FEATURES OF THE NEW LIGHTWEIGHT MODEL R SPUR GEAR HOIST 
This Model “R” Lightweight Hand Hoist is specifically designed to 
provide portability, low headroom, faster hoisting and greater ease of 
use, so essential in industry today 
Real Portability—-Compactness Lightweight. The use of high-strength 


aluminum alloy castings and alloy steels, and the fact that there are 





CAPACITIES Yo TON TO 10 TONS 





fewer parts in its construction, makes the Model “R” a hand hoist that is 


SPECIFICATIONS the last word in Compactness and Portability. The half-ton model weighs 
HOIST BODY — Aluminum 
Alloy, Heat-Treated. 

a = Some’ tenn Operators like it . . it’s easy on muscles. The rugged Model “R”, 

Type. 
BEARINGS — Timken To 
pered Roller Bearings. 
PINIONS and GEARS—Alloy 
Steel accurately cut... 
with Ground Shofts . 
Hect Treated. 

LOAD CHAIN Alloy Stee! 
Hardened for Strength 


only 36 Ibs. Larger capacities likewise provide unusual lightness, a dis 


tinct advantage for moving the hoist from one job to another quickly 


whether in half, one or two-ton capacity, is o one-man hoist 
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om NEWS 


PATENTED 
LOCKING 
FEATURE 


Starts on page 124) 





Frank A. Mitchell 


Mitchell To Supervise 
Henry Disston Sales 
Frank A. Mitchell has been ap 


pointed general sales manager for 
Henry Disston Division of H. K 
Porter Co., Inc., of Pittsburgh. 
Formerly director of marketing 
for York-Shippley, Inc. he will 
upervise Disston’s industrial, hard 
ware and export sales here and 
abroad. He has also been national 
sales manager of Fedders-Ouigan 
Corp. and general sales manager of 
the appliance division of Servel, 


In 


Superintendent Named 


David W Singley has been ap 
pointed general superintendent ot 
Henry Disston. He was recently 
Disston’s superintendent of indus 

trial manufacturing 
Birnie V. Edridge has been ap 
ILLIA pointed controller of the Henry 
Disston Division. He was formerly 
vice president and controller of 


rou aldron & Co 
INDUSTRIAL TOOLS — 7 


LC Breedesi bine Ld “ad Kind 7 Metallurgist Promoted 


Edward Valves, Inc., Rockwell 
; Mfg. Co. subsidiary, has promoted 
Ni ~~ On CL CO % Amold S. Grot to chief metallurgist 
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it costs no more to get 


these EXTRAS 


STRONGER — higher tensile strength, no 
sand holes. 


TAPER TAPPED — all pipe threads ta- 


pered to ensure leak-proof joints in every 


installation. 


PROTECTED — galvanized fittings zinc 
plated after fabrication for maximum pro- 
tection of all surfaces, including threads. 


CARTONED — for extra convenience in 
handling, eliminates damage and inven- 


tory loss. 


ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 





250— UNIONS 


SAVE FREIGHT 


Combine shipments 


of CAPITOL fittings 


for freight allowance 
COUPLINGS 


NIPPLES 








PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 


BOTH MALE 
AND FEMALE 
FULL TAPERED 
— THREADS 
~ MEETs 
spRAL 


SEAMLESS AND FORGED 
STEEL HEX BUSHINGS 
Sizes: a" ma VW 

i i a oe 





FORGED STEEL 
SOLID SQUARE 


HEAD PLUGS SEAMLESS 


AND FORGED 
STEEL CAPS 


fh bp 


REDUCING INSULATING 
COUPLINGS UNIONS 


WELL SUPPLIES 


ond Forged Steel High Pressure Fittings 


CAPITOL 
e: i 














BRASS AND ALUMINUM NUTS 


Costing no more than nuts produced by 
other, less accurate methods, Fischer 
precision-turned brass and aluminum 
nuts make possible important savings 
in assembly operations. Check these 
advantages: 


Countersunk on both sides for faster 
starting... 


Tapped square with face to Class 2 toler- 
ances for smoother, easier running and 
superior bearing surfaces . 


Turned from stock under basic size so 
they're never tight on wrenches... 


Tapped through. eliminating “blanks” 
or rejects... 


Cleaned and degreased belore delivery 
to save you these operations. 


Specify Fischer on your next order. A com- 
plete range of standard types and sizes is 
maintained in stock ... “specials” can be 
produced quickly and inexpensively. 


Write today for 
Catalog No. 55 


§ -, a *y 
ie a 


PHONE CUSTOMER acts service 
vith a smile from Ray Rench, Kalama 

branch office manager of Detroit 
Ball Bearing Co. of Michigan 





Tool Engineers’ Meeting 
Spotlights Automation 


\utomation in the metalworking 
industry and machine replacement 
economics will feature discussions 
it the sixth annual Tool Engineer 
ing Conference to be held Nov. 2-3 
at Illinois Institute of Technology, 
Chicago. 

Among speakers at 
sessions will be Harry Conn, of 
Scully-Jones & Co.; Ray Jablonski, 
Metallurgical Products Department, 
General Electric Co.; R. L. Hugo, 
Jones & Laughlin Corp; Frank 
Hoke, U.S. Internal Revenue Sers 
ice, and other representatives of 
industry and the universities. 

A dinner, luncheon and ladies’ 
program are also planned 

Illinois Tech along with North 
western and Illinois universities and 
Illinois A.S.T.E. chapters are spon 
soring the conference. 


technical 





GHOST MOTOR 


A motor thet doesn’t run has been 
developed by one company to solve 
costly problems in testing switches and 
relays, reports American Machinist, Me- 
Grow-Hill publication. The “ghost” 
motor con't wear out because it has no 
moving ports. Real motors—some cost- 
ing $200 each—were used formerly and 
wore out foster than the equipment be- 
ing tested 
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NEW SALES POSSIBILITIES for B&S Distributors! 


-.. with new, exclusive 
JOHANSSON THRIFT BLOCKS 


+ .000008' 
accuracy and 
parallelism 
10to 15 
micro-inch 
RMS surface 
. finish 
000006" 
flatness 


We urge 
buying 
through the 
local 


distributor 


Two Sets Availabie 
Set We. 1 (84 blocks) 
100” to .200” by .001” 
200” to over 12” 
by 000025” 
A half million different 
gaging 
Set Ne. 2 (96 blocks) 
300” to over 8” by 00005” 
Over 150 different 


(BS gaging sizes 
Brown & Sharpe 
Now today’s lowest-priced “working” gage blocks open up 


brand new sales opportunities for distributors. New Brown & Sharpe 
“Thrifty Jo's” give the user “B” block accuracy and range .. . make high 
precision standards —— for “on-the-job” use in any shop. And 
they're offered for sale through authorized Brown & Sharpe Distributors 


Besides having the selling advantage of low initial cost, “Thrifty Jo's” 
are real time money savers on the job. They can be used to check the 
accuracy of regular working gages or, can be assembled into actual 
working gages using Brown & Sharpe Jo-Block Accessories. Available 
in sets of 84 or 36 blocks, or as individual, standard sizes. Thrift carbide 
wear blocks available for use as outer blocks. Get the whole story. 

Write to Brown & Sharpe Mfg. Co., Providence, R. L 
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Aer s a Suggestion IAs 


YOUR CUSTOMERS WILL APPRECIATE... E 








Postiv-Lok tooling reduces costs as much as 25% 
or more by eliminating the integral taper shank 
from large end mills and putting it on a holder. 
The Postiv-Lok holder soon more than poys for 
itself through cost savings on end mills. The 
Postiv-Lok design also assures reduced set-up 
and change-over time on a machine when pro- 
duction requires switching from one end mill 
to another. 


The versatility of application, found only in 
Postiv-Lok tooling, also saves much time, work 
and cost when changing a machine from one 
type of tool to another. For, a machine equipped 
with a Postiv-Lok holder is quickly and easily 
converted from milling to drilling, reaming or 
other operations. Postiv-Lok adaptors for various 
tools assure easy insertion and removal from 
holder with a minimum of machine down-time. 


The standard line of Putnam Postiv-Lok end 
mills will in most instances provide a tool that 
exactly meets your customers’ cutting require- 
ments. However, we will manufacture to your 
customers’ exact specifications special Postiv-Lok 
cutting tools. 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 


Owen W. Harrison 


Holo-Krome Screw 
Assigns Eastern Manager 


Owen W. Harrison has been ap 
pointed Eastern regional sales man 
ager for The Holo-Krome Screw 
Corp. The post is a new one, estab 
lished because of increased sales and 
sales force expansion, R. A. Modig, 
vice president in charge of sales, 
announced 

Mr. Harrison's 
cover the Eastern half of the coun 
try. George W. Schwager continues 
as travelling sales manager concen 
trating on the Midwest and West 


responsibilities 


crn terntories 

Mr. Harrison, who started with 
Holo-Krome in 1941, has been sales 
representative in northeastern Ohio 


To Sell Bassick Parts 


Metallurgical Products Co., 
Brookline, Mass., has been appoint- 
ed sales agent for The Bassick Co.'s 
sintered metal parts line for New 
England and Eastern New York 
State 





GREASELESS JOINTS 


By 1958 or 1959, many cars will hove 
joints thet never need oil lubrication, 
predicts Petroleum Week, McGraw-Hill 
publication. Recent development of an 
automobile suspension joint with oa 
slippery fabric-lined socket is consid- 
ered part of a drive by auto mokers 
ond suppliers to do away with lubri 
cation 


2. SOR ae 











@cCs's sales-building product 
improvement is but one rea- 
son why the @cc? franchise 
is the most valuable bearing 
franchise there is. Among 
other reasons are — 20S)"'s 
complete line of ball and roller 
bearings— 2Cu’'s strategically 
located warehouse stocks 
@OS'’s training program for 
distributors’ salesmen 
=Ocr"'s top flight field engi- 
neering assistance — and 
2ccr's fair play on price 
policy. 


More New Customers 
For Authorized S«F Distributors! 


Already, industrial equipment manufacturers are putting SKF 
Type “C” improved Spherical Roller Bearings in their products. 
Hundreds of the users of these products will therefore become 
new customers for Authorized SKF Distributors. 


But that’s not all. For with 2080" Type “C” Sphericals in stock, the 
0°" Distributor offers a superior replacement for old style sphericals, 
too — at the same price, a bearing that, size for size, has more capacity 
and, in many applications, longer life. Thus, he gets new customers 
among users of older machines as well as the newest. ress 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
manufacturers of sxe and HESS-BRIGHT® bearings 


oKF 


a ee, Ce 
PILLOW BLOCKS 
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1. A BROAD PRODUCT LINE containing equipment designed 


to meet virtually every need a distributor would be called 


upon to answer by his customers 


3. EXECUTIVE VICE PRESIDENT E. W. LOH- 
MAN points out that Chelsea advertises con 
sistently to industry through key business 
publications. The company's objective is “to 
pre-condition the distributor's prospects on 
the need for adequate ventilation, and on 
the specific role Chelsea can play in solving 


any air moving problem 





2. EXTENSIVE PRODUCT LITERATURE is o practical 
and useful sales tool for Chelsea distributors. Included in 
what is available to them are general catalogs, product 
line catalogs, technical bulletins, envelope stuffers, 


self-mailers, instruction sheets, and photographs 


4. “FACTORY,” says Mr. Lohman, “covers plant oper- 


ating people and thus carries our message to the 











people most concerned with industrial ventilation 


You get valuable sales assistance when the products you 
handle are advertised in FACTORY. Why? Because FAC- 
TORY readers are the men who operate America’s top 
manufacturing plants . . . the same men who so greatly 
influence the purchase of plant equipment. FACTORY is the 
only business paper thot serves this group exclusively. 


@ A McGRAW-HILL PUBLICATION 


330 WEST 42ND STREET, NEW YORK 36, N. Y. 








Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works cvertime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


_ “CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It's 

fully described in catalog 53. 


woere st iseeeer 


LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half the 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


Re-Me-Trel Lifting Rams and 
Pullers — 10-100 tens 


New Rel-Tee lifts 


full capacity on cop 
or tee 


Serow 
docks — 
12-24 tons 


Standard Hydraulic Jocks —3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Util. — 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Il. 
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Jack Lacey 


Jack Lacey Joins 
North & Judd 


Mark Jack Lacey, former 
pre ident of The Peck, Stow & 
Wilcox Co., has joined North & 
judd Mfg. Co. in the newly created 
post of assistant to the president 

With Peck, Stow & Wilcox 26 
he has been president of the 
Manufacturer 
the 
sales career with 
Works, he 


Pyrex glass and 


vCal 
American Hardware 
\ssociation during 
Ile be 


(Corning 


past yeal 
gan his 


( slass 


hie Ipe d introduce 


where 


later managed the Steuben Art Glass 
Division. He has been a director 
of North & Judd for the past three 


vCal 


Traffic Manager Named 


Gordon P. Smith has been ap 
pointed general trafic manager of 
the Eastern division of The Colo 
rado Fuel & Iron Corp. succeeding 
Harry H. Marsales, retired 
recently The Wickwire Spencer 
American Wire Fabrics and Roeb 
trafh« be 


under hi 


who 


ling will 


departments 
direction 





VENDER POPS CORN 


A new coin vender, now being 
readied for production, turns out hot 
seasoned popcorn sealed in a plastic 
bog, according to Food Engineering, 
McGrow-Hill publication. High fre 
quency radio waves pop kernels on 
demand 














Sell PRODUCTION PROFITS 


in a Spray Can! 


potcheck INSPECTION KIT 


Now Available 
—— figns's one sents of ———" 


JUST SPRAY ON 


otcheck 


' DYE’ PENETRANT INSPECTION 


to find 
CRACKS, SEAMS, 
POROSITY 


in any mechanical port! 


@ CONVENIENT, EASY TO USE 
Spotcheck with all materials in spray cans 


@ DOES THE JOB EASIER 
Detects cracks in tools, parts, machinery 


@ ENDS GUESSWORK ARGUMENTS 
Positively spots cracks, not scratches 


@ NO OTHER EQUIPMENT NEEDED 
Eliminates pumps, hoses, brushes, 
compressors 

@ PORTABLE — USE ANYWHERE 
Sensitive inspection in the plant or field 


COMPLETE SK-1 KIT 


Everything ded for complete dye penetraont inspec 
tion included in handy, lightweight Fibergioss carrying 
cose. 2cans Penetront, 2 cons Developer, 4 cons Cleaner. 








* Pius hondling and shipping chorges of $1.00 








WRITE TODAY! 


for Distribution 
YOU QUALIFY... IF 


1. You distribute production maintenance 
equipment, OR... 


2. Industrial specialty items to any market. 


WE OFFER... 


1. A new, ever-expanding market, and 


2. A sales-tested, production-proven 
product, and 


3. Liberal discount arrangements, and 
4. Promotion by national advertising 


pius... 
UNLIMITED OPPORTUNITY! 


Spotcheck is the most versatile testing kit on the market 
today. It can be used to detect cracks, seams, porosity 
in virtually every type of non-porous material including 
plastics and ceramics. And, it's completely portable .. . 
all component materials are self-contained in pressurized 
spray cans for speedy use in testing parts, tools and 
machinery in the shop and in the field, 


AUTOMATIC REPEAT PROFITS! 


The many proven uses for Spotcheck in every industrial 

operation is your guarantee of healthy repeat business 

with every sale. Current distributors report that replace- 

ment material purchases — Penetrant, Developer and 

Cleaner—represent many times the amount of the initial 

sales. Capitalize on the trend to nondestructive testing 
. . stock and sell nationally-advertised Spotcheck. 


Indicate your qualifications, lines carried, areas covered, type of accounts 
serviced. We'll send you compiete dota on the BIG-PROFIT story for Spotcheck 
CANMARS distributors. Our salesman will not call on you, write for this opportunity now! 


OF QUALITY IN 
NONDESTRUCTIVE 


MAGNAFLUX CORPORATION 


ess SYSTEMS 7330 W. Ainslie Avenue + Chicogo 31, Illinois 
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Byron E. Coon 


j A Re Cc a oO FE Delta Power Tool 


Creates New Posts 


/ | For All Masonry yron EE. Coon, manager of sale 
; (RUST PROOFED) promotion and advertising for Rock 
4 / /j 


vell Mfg. Co.'s Delta Power ‘Toc! 
ue 


= 3 


/ 


§ Division, has been promoted to 


4 general sales manager of the divi 
DRILL HOLE , ion and Irving G. Meyer, an assist 
1 int to the vice president, has been 
| named sales manager and product 
thickness of fixture. | | manager for Delta Homecraft 
” F. P. Maxwell, vice president in 
harge of the division, said Mr 
on will be in complete charge of 


the sales organization Ihe posts 
INSERT ANCHOR vere created for better administra 
Through fixture and tap 


it into masonry flush 
against the fixture. tors and dealers, he announced 


tion and closer support of distribu 


\ir. Coon was sales manager of 
Wisconsin Knife Works before join 
ing Delta in 1951. He spent two 
| years as Western regional manage 
PLACE NAIL Mi 
Into anchor and hom- / 
- until fully in 


Mever has worked in sales in 





DISTRIBUTORS: 
MW 
to Your Customers 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio Irving GC. Mever 
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Milwaukee and as a product man 
ager in Pittsburgh 


Standards Program Expanded 


Rockwell Mfg. Co. has expanded 
its standardization program to in 
clude all divisions Fulton R 
Magill, standards engineer for Rock 
well’s Delta Power ‘Tool Division, 
will head the new standards depart 
ment 

Standardization work has alread 
been completed in the Delta Divi 
sion. This shows, the management 
said, that standards for materials and 
pracedures, such as fasteners and 
drafting practices, are applicable on 


1 Company wide basi 


President Dedicates Plant 


Willard F. Rockwell, Jr., Rock 


well president, recently dedicated 


the company’s new 100,000 sq. ft 
plant at Porterville, Calif 

Shortly after he broke ground for 
a new 180,000 sq. ft. factory in 
Kearney, Neb 

Both plants will make meters and 
valves, bringing to four the new 
factories added to the Meter & Valve 
Division between mid-1956 and the 
middle of 1957 


Plan South-Midwest Expansion 


Rockwell Mfg. Co.'s meter and . 
valve production in the Southwest 0 ange ni 


and Midwest will be doubled within 
two years according to plant expan LUBRICATION NECESSARY 
sion plans in the territory, company 
officials revealed recently 
Lloyd A. Dixon, Jr., vice president on these side entry mixers 


in charge of the Meter & Valve Divi 
$100, speaking at a Southwest The Cleveland Mixer Company of Ohio. installed Wood's Lifetube 
regional sales meeting in Sulphur Flange Units on a number of their side-entry mixers. They report thet 
these bearing units are virtually maintenance free and operoting 
very satisfactorily. 
Life-Lube Flange Units ond Pillow Blocks ore ideal for hard-to-get-ot 
the major share of the division's plests er fer heovy duet end dirt conditions. They sever Reve 18 Be 
lubricated because they're delivered permanently lubricated for life 
Rockwell-Nordstrom valve and some (with the correct amount ond right type of lubricant). A neoprene seal 
other production — facilities wer bonded to a steel core seals lubricant in. There are no grease fittings 
being shifted in and near the South to catch oll thirsty dirt, And, there is no danger of leckege, either 
Life-Lube Flange Units are available in sizes from ‘4 to 2'%" and 
interchangeable with most leading Flange Units. 


For further information and new Bulletin, write. 
T. B. WOODS SONS CO. 
Rockwell has opened a new gas 


meter research and development | CHAMBERSBURG, PA. 
laboratory in Dubois, Pa. Equipped : 
with comprehensive testing equip 


Springs, Texas, said several new 
lines will be added at the company’s 
three year old plant there. He said 


west, to keep pace with growth of 


markets in the region 


Opens Research Lab 


Newark N J Datias, Tex Cleveland, O 
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ment, it will provide for wear and 
endurance testing on diaphragms, 


The most efficient ee een 

gears, officials said. A new salt spray 
purchasing syst faa unit will test corrosion of materials 
is thr ough eee Two Sales Divisions 


Organized by Lamson 


Recognized Lamson Corp has divided its 


selling organization into two divi 


Industrial sions, Allied Products and Engi 


neered Systems 


Distributors Allied Products, which includes 


blowers, drysets, Erecto conveyors 
and packaged airtubes, will be man 
aged by Vernon C. Story. He will 
direct sales and engineering 
Bp aie fine yet fete dhile te Carroll Hennessy, newly clected 
devise a more efficient, lower is vice president, will direct the 
cost method of buying indus- i’ngineered Systems division, which 
-— goods and —_—e -~ , 4 UPeo includes pallet loaders, conveyors 
t system established by Pry and other products sold througl 
enized industrial distribu- " 7 - i. field he “ an 
tors throughout the United rr 
States. Harry > 
Recognized distributors give you immediate availability of a vice president ia charge of broad 
tools and supplies, emergency service around the clock, one source phases of new product research and 
for many items and assurance of dependable products. There is level, = OW. Ache as 
one Tee tle we a ' 4 b os peagle of hae developmen . Acheson, also 
in ctaclresme—ne me paper work. ; ; elected a vice president, will direct 
Every time you by-pass a recognized distributor in the pur- 
chase of industrial supplies and equipment, you are in effect ard product improvement. Francis 
weakening the most efficient purchasing system ever invented. D. Weeks, formerly vice president 
Think it over next time you're tempted to buy what looks ind treasurer, has been named first 
like a lower price from someone other than a recognized indus- ’ ers 
trial distributor. 





Keller has been clected 


manufacturing operations and stand 


vice pre sident. 





This message, directed to your customers, will be 
inserted in Duff-Norton Jack and Coffing Hoist Divi- 
sion advertisements this year. It will appear approxi- 
mately 2-million times in leading trade magazines. 


DUFF-NORTO 


PITTSBURGH 30, PA. 
complete line of mechanical, screw and hydraulic jacks 


OFFING HOIST «: 


Division 


DANVILLE, ILLINOIS 
Their purchasing deportment is still 
complete line of ratchet, spur gear and electric hoists rother smell, | understend.” 
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INVENTORY at 
Knox 
f Walter 


CONTROL Ol 
Br Belt & Supy Cr 
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New Industrial Section 
Set Up by Purolator 
Product Inc., has 


Equip 


Purolator 






reorganized its Industrial 
ment Division into three sections to 
help expand distribution of indus 
trial products 

Sales 
categories, 
Plumbing-Heating, 
own selling organization. Francis D 
Skelley, director of industrial sales, 


handled in three 
Bulk 


with its 


will be 





Industrial, and 





Cac h 






under 





program 





will supervise th 
Richard T 
ager, Industrial Equipment Division 

The Industrial 
clude coolant filters, process filters 





Karr, general sales man 







section will in 







and plant power equipment filters; 
the Bulk filtration 
ment for basic petroleum products, 





section equip 






ind the Plumbing-Heating section, 





ill filters for use in the water supply, 





oil burner and heating field 













BIGGEST FOR BOWLING 


Probably the 
ever fabricated and installed in Hawan 
are being used in a building thot will 
house 34 bowling alloys. Construction 
Methods and Equipment, McGraw-Hill 
publication, says. The trusses ore 154 
feet long, and weigh about eight tons 


largest steel trusses 
































ve 

> Sot tan JOS : 
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easy to operate 
only 44!5 pounds 


ideal for tight spots, can move 
30 tons, 2 inches with ease. 









“‘lo-hite’’ 
hydraulic jack 


gives you opportunity for increased 


sales and greater customer satisfaction 


You can increase your sales and achieve greater cus- 
tomer satisfaction with the Duff-Norton “Lo-Hite” 
hydraulic jack because it is designed for close clearance 


operations where an ordinary jack cannot be used, 


Your customers often have difficult problems involving 
vertical, horizontal, inverted, or inclined moves of 
heavy loads. You can help them solve these problems 
by pointing out that this jack can handle these jobs with 


ease by remote control. You make a friend and a sale. 


When 


These are the features that help you sell 


closed, the “‘Lo-Hite” ram is only 4'4 inches high, yet 
can safely move 30 tons, 2 inches. It is operated by an 


independent hydraulic pump which is connected to 
the ram by an 8-foot flexible rubber hose. The jack is 
folds into a compact kit which weighs 


To provide your customers complete information on 


the “‘Lo-Hite,”’ give them bulletin AD-32. It will help 


you with the sale. Duff-Norton Company, P. O. Box 
1889, Pittsburgh 30, Pa. Canadian plant— Toronto 6, 


Ontario. 


UFF-NORTON 





Giving industry oa Lift 
Since 18683 


Jacks 


DUFF-NORTON COMPANY 


“2+ 6% 


Me ts 





1956 
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Any size, any quantity... shipped 
from stock the day you order them! 


For your convenience Western carries enormous stocks 
of these case-hardened, alloy steel dowel pins in al! stand- 
ard sizes. Standard diameters from ',” to 1” —standard 
lengths from %4” to 6”. 

Whatever your precision parts requirements, it pays you 
to standardize on Western. You get your parts as you want 
them when you want them by using Western's 83 years 
of experience in precision manufacturing techniques. 


Why not write today for Western's catalog and prices? 





The Western Automatic >. 


Machine Screw Company 
division of Standard Screw Compeny 


371 Woodland Ave., Elyria, Ohio 


ith 
ty 
wn a 
KOs 

\ .* - 


~ 


Precision Screw Products, Parts and Assemblies Since 1873 
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Thomas FE. O'Neal 


Gilbert H. Howarth 


Beals, McCarthy & Rogers 
Names Three Executives 

Thomas EF. O'Neal has been ap 
pointed assistant to the president of 
Beals, McCarthy & Rogers, In 
Buffalo, N. ¥ 


Vice pre sident and gk neral man 


Norbert GC. Ruf 





f Follansbee Metals Corp. of 
York, a Beals, Mc 
iffiliate, he been 
lollansbee ten yveat 
time with U.S Steel Corp 
Gilbert H. Howarth 
vith R. R. Donnelley ¢ orp., 
ippointed office and personne! 
nanager at Beal McCarthy & 
Rogers Buttal headquarters 
Norbert G 
issiStant vice p 
Metal at 
ind credit manager 
Paul W. Evan 
& Roger president 


chang 


El 
New 


Roget 


‘ 
a 


arthy 
has with 


ind was at on 


formerls 
ha 


pecn 


Ruf has been named 
ident of Follansbe« 
that concern’s office 


McCarthy 


ounced thy 


Beals 


iti 


Plymouth Cordage 
Diversifying Operations 
wdage Co. ha 
United Sho 
hinery Corp. its W. W 
Co ina the | C. Rhode 
Co it New Bedford, Ma 
Both plants make tacks, nails and 
prin ipally for the 


Plymouth ( 


from 


pu 
Ma 
& 


chased 
Cros 
ubsicdiars 
branch 
evelet shoe 
industry 
Edwin G 
Plymouth ¢ 
tep 


hoo pre ident of 


ordage ( illed the move 


1 major in our announced 


diversification outside 


Ihe plant 


Plymouth Cordage 


program of 


the cordage industry 
will operat i 


Industrie In 


Representative Promoted 


llexible lubing 
moted Robert H 

He 
ndustry applications 


| - Ange les offi c 


Corp. has pro 
Poulton to senior 
ince will concentrate 
raft 


from the firm 


al 5 Cilig 


on ill 





GROWING ON AIR 


The chemical industry is finding a 
booming market for air and air-derived 
products, says Chemical Week, Mc 
Grow-Hill publication. The use of 
oxygen alone has risen from six billion 
cubic feet in 1940 to an estimated 71 
billion thes year 











LeI 


introduces 


~~ 


DRILL & 
REAMER 
BLANKS 


INC. 


IDE, 


LAVALLEE 6 


Another example of the continuous research for 


customer 


IDE 


& 


@ fractiona 


you by the 


satisfaction and service brought to 


reamer specia sie 


Just look at these size ranges — 


thry ° Wire Gage Sizes 
Av 


_ 
ty I * Complete 
1.0000 


wu @h) © Letter Ze 


A ‘ ; 
. Any af ' nu 


Highest Tolerances — 


Wh 


LAVALLEE 


The Reamer 


yi 
distributors begin working for you 
Write for the Lal ste ry f lay 


Dr Blanks Vi 
a 
it 


Reamer Blank Ay 
uy Lp 


t let these advantages enjoyed by Lé&! 


per saliets 


LAVALLEE & IDE, INC. 
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CHICOPEE, 


MASS 


956 





Perk up profits 
Ask for Milwaukee Valves | 


M 
4 
Ww 
A 
U 
K 
E 
E 


nl 


gate valves 








globe valves 


angle valves 


check valves 


manifold units 


needle point valves 


anti-hum valves 


foot valves 


vertical check valves 


horizontal check valves 


angle check valves 


by-pass pressure 
relief valves 


air check valves 


radiator valves 


miscellaneous 


equipment 


THE MOST COMPLETE LINE OF PERMANENT QUALITY VALVES 


Milwaukee is the 
complete vaive tine... 


all styles and sizes for standard 
and copper service. Proved best 
for trouble-free operation — 
non-chattering and precision-ma 
chined for tight, non-leaking 
connections 

These features, plus easy in 
stallation, help wholesalers and 
contractors enjoy the reputation 
for giving their customers the 
lasting satisfaction necessary for 
repeat business 

Make it a point to ask for 
Milwaukee (or Milvaco) valves 
and fittings by name . itsa 
sure way to perk up profits! 
Stocked and sold by leading 
jobbers and wholesalers every 
where 


“MILWAUKEE VALVE COMPANY 


A subsidiary of Controls Company of America 


2375 South Burrell Street . 


Milwavkee 7, Wisconsin 
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by name 


1956 


. King 


New Field Representative 
Joins Harrington Staff 
air 


pont a 


Harrington Co. ha ip 
Robert B. King as field 
representative ising sale 
the North Atlantic state 

He has been active in the gre 
Philadelphia area for the past 15 
elling Lima Drives 
‘hy distributors 


uper 
iter 
direct and 


FlexAngle Appoints 


Three Firms for Line 


I'lexAngle Corp. has appointed 
Larson Equipment Co., Buffalo 
N. Y., and William Equipment Co 
Lockland, Ohio, to handle it 

Power-Strut Southern Service Co 
New Orleans, has also been named 


to re pre ent FlexAnglk 


line 


Promoted by Bearing Firm 
Bound Brook Ojil-Less Bearing 

Co. has promoted Martin J, Con 

nolly, Jr to tant ot 


he quarte rs sale 


manager! 


iSSl 


HARMONIZING DRIVERS 


Bus drivers in charcoal gray will con 
trast interiors in @ 
Canadian transit system, according to 
Bus Transportation, McGrow-Hill pub 
lication. The new uniforms replace the 


old blue serge suits formerly worn by 


with pink bus 


drivers 














NOW! Carbide Inserts 


in the New Engineered Plastic Package... 


gTyie 


TB- 12P2 


hal 
Best rnew'ts * 


Get TOOLHOL OERS 


vy a 


. . . That meets industry's need 
for easier inspection and use, quicker 
identification, easier storing and bet- 
ter carbide protection. 


Slide it open remove insert slide it closed. It's the 
new engineered transparent plastic package for V-R throw 
away carbide inserts. It offers many advantages to your 
customers and to you 
Easy To Remove Inserts For Inspection Or Use —no fumbling 
no dropping—and the insert goes right back into the 
Saves space— partitioned container 


saves time—tinserts 
are visible through package for quick inventory Easy To Take Inventory —)ust turn the package over and look 
wide : through the transparent bottom. 


A complete line of Instant Identification —insert style, carbide grade and quan 
standard throw-oway tity are clearly stamped on package label. Carbide grade 
inserts triangular, is designated on each insert and visible through package. 
round and square—all ; 
peckeged in V-R's ox Maximum Carbide Protection —Chances of dropping, chipping 
clusivenewtransporent OF breaking carbide are reduced to an absolute minimum 
Package is rigid and durable. Inserts never touch each other 


plastic containers 
Easy To Store ~takes leas drawer or shelf space and is easier 
to store and handle than any insert package ever before 
devised 
Here is a real selling package for the finest quality car 


bide inserts money can buy. Get complete details today 
Call your local V-R Representative, or write 


Vaseoloy-vamat Conperation 


840 Market Street © Waukegan, ilinois 
MANUFACTURERS Of CEMENTED CARBIDES, TOOLHOLDERS end TANTUNG® CAST ALLOY CUTTING TOOLS 
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The FERRY CAP & Set Screw Company « 1906-1956 


90" Anniversary 


EXPERIENCE COUNTS! ... ond Ferry Cap has the experience 


+++ @ full Half Century of accumulated know-how. 


PRODUCTS COUNT! ... and only Ferry Cap can supply you 


\ 
with three lines of hexagon head cap screws STANDARDS 


LO-CARBS for regular use 


HI-CARBS for strength by its 


SHINYHEADS for looks 


PLUS: Set Screws—square head and headless, Fillister Cap Screws, Flat ' 
Head Cap Screws, Shinyland Studs, and Hexagon Nuts. MILLIONS 





New, highly efficient Order Department processes your order immediately 


SERVICE COUNTS! 


New Order Department... 
geared to FASTER SERVICE! 


A streamlined, new system operated by 
experienced personnel speeds your order 
through to our shipping department the 
very day it arrives! Both mail and phone 
orders are received and recorded at 
these busy desks... and are sped away 
to the shipping department. By the run- 
ning inventory maintained here, Ferry 
Cap management is constantly aware of 
all inventory situation, and the factory 
is automatically alerted to start producing 
any item before shortages can develop. 
That's why standards ore “in stock” when 
you order. Ferry Cap is geared to 
FAST SERVICE! 


THE FERRY CAP & SET SCREW COMPANY 
Pioneers ond Specialists, Cold Upset Screw Products Since 1906 * 2153 Scranton Road + Cleveland 13, Ohio 








ae Bae ae 2) 


J. P. Hoffberger 


Century Electric 
Fills Hartford Post 


Century Electric Co. has ap 
pointed |. P. Hoffberger district 
manager of its Hartford, Conn 
office 

Former sales manager of A. O 
Smith Corp.'s Electric Motor Divi 
sion, Eastern district, he has also 
held executive posts with Wagner 
Electric Corp. in New York and 
Chicago and the General Electric 
Distributor Organization in St. 


Louis 


Directors Visit Plant 


Robert C. Becherer, president of 
Link-Belt Co., 
board of directors visited the firm's 
subsidiary, Link-Belt Speeder Corp., 
at Cedar Rapids, lowa, recently for 


and the company’s 


their quarterly meeting. One meet 
ing each year is held in a different 
Link-Belt has 16 


company plant 
plants in 13 citic 





AVERAGE ENGINEER 


The typical project engineer in the 
chemical and petroleum industries is 
in his late thirties, has a background 
of five to ten years in design or con- 
struction work, and now earns about 
$10,000 a year, on article in Chemical 
Engineering, McGraw-Hill publicetion, 
reveals 











when you handle the complete line of 


GLOBE BELTING 


YOU CAN TAP ADDITIONAL MARKETS 


woe eee 


EE 


the most COMPLETE line of 


the RIGHT belting for ANY job! 


The many belting needs that come within the wide range of the 


Globe belting line will help stimulate your soles . 
more complete service for customers. . . 


. provide a 
increase your profits 


The long lasting qualities, dependability ond economy of service 
make Globe a really profitable line for the distributor 


the GLOBE line includes 


YOUR FINEST PROSPECTS INCLUDE 


Flows Mills 
Bot orien 
Canneries 
Cereal Mills 
feed Hendling Machinery 
Manviecturers 





Textile Mills 


Grain Elevotors 

Biscuit end Crocker Plants 
High Speed Too! Shops 
Manulacturers of Packaging 


Machinery 
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SOLID WOVEN WHITE COTTON BELTING 

STITCHED CANVAS BELTING 

PLASTIC AND CELLULOSE COATED 
BELTING 

ENDLESS WOVEN BELTS, COTTON Of 
NYLON 

KANRY-TEX BELTING 


WHITE, BLACK OR BROWN NEOPRENE 
RUBBER BELTING 


WEBBINGS 


Weoodworting Shope 
Printing Plants 
Candy Manvilecturers 


Automotive end Aviation 
Indwetries 


Write for details — DEPT. D 





New Hydraulic Firm 
Organized by Blackhawk 


Dynex, Inc., a new afhiliate of 
Blackhawk Mfg Co has been 
formed to make and sell hydrauli 
controls and circuits 

I hu purpose is to mect growing 

of the hydraulic field “more 
ind aggre sivels iccord 
Philip G. Brumder Black 
hawk president, and president and 
gencral manager of Dynex Ihe 
organization will be located at 1500 
South Muskego Ave., Milwaukee, 
ind will engineer, manufacture and 
ell a complete line of hydrauli 
piston pumps valve motors and 
viunders ranging up to 6,000 psi 
exceeding 90 hp and with overall 
efhciencies up to 95% The Black 
hawk’'s trademark will be carried 

[he new unit is a development 
 Blackhawk’s Hydraulic Control 
Division, organized in 1952 but not 
unt iw on a complete division 
basis with its own management and 
riclep ident pecialized taff 

Harold | Robinson will be man 
if f distributor sales for Dynex 
lle was formerly with Westinghous« 
\ir Brake Co. and Vickers, Inc 

ley RK. Master is director of 
cnginecrnng Hugh I’. McGee, chief 
ipplication engineer; A. Dunn, dire 
tor of manufacturing, and William 
Hi. MeGill, manager of original 


equipment ak 


when you sell 





PAINTSTIKS 


A COMPLETE LINE FOR EVERY APPLICA- 

TION, MARKAL PAINTSTIKS are widely used 

in a host of businesses because they're “tailored” 

to specific applications. Marks are weatherproof, 

fadeproof, permanent. Markal advertising plus 

steady repeat business all add up to a real money- 

maker MARKAL PAINTSTIKS 

coi Markal Pointstiks (extreme left) for surfeces -50° 

to 150°F , 
WoT Markol Paintstiks (left) for surfaces 200° to 2000°F ACI Ray 


SEND today for complete distributor information ond literature 
Another woy you con get o better 
M A ca K A L Cc ° M PA N Y price is not to moke me woit so long 


1094 West Cerroll Avenve « Chicegeo 12, Illinois n the lnbby 
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Acco Registered’ 
Sling Chains 


Shaped Section 
Master Link 

Holds its form ; : 

under loods up , Accoloy X-Weld 

to 18% grecter. , 125 Chein 
Welds as strong 
or stronger thon 
alloy material 
Welded area 
2% times conven: 
tional size oreo 





Hoffman Joins 
Paasche Sales Force 


Robert C. Hoffma 
Paasche Airbrush Co 
Cline Electric Mfg 
man for south ( , ounty and 


Porter, Lake and I rte Counti 
*Trede Mork Regitered 
inh Indiana 


With DeVilbi 0. tor ten year | New X-weld Chain— wneat 
he } i sats ce of Chicago and New Master Link “ACCO RtaisTeRto” 


tudied if Illino Institute ot MEANS 
lechnolog e The best has been made even better! acco ® The best moteriel 
Registered Sling Chains, recognized everywhere 2 Unit sofety tector (on bodies 
as the finest sling chains on the market, have now rings, aks, hooks 
been made still stronger and safer by incorporat 3 Proot test of complete sting 
Handles Rivett Line ing ACCO’s great new Accoloy X-weld 125 chain to twice the worhing 
R : and acco’s new Shaped Section Master Link vende 

ivett Lathe & Grinder, In hia , 

. The Accoloy X-weld 125 chain is non-kinking 
named Overgard Machine Tool Co Each link has an oversize welded area with welds 9 cantata 
Denver, as executive outlet in the of full alloy strength. This means extra rugged on cosh shag ae 
Colorado-New Mexico territon ness and longer service life. The new Shaped © Signed Registry Corviticate 
Section Master Link weighs no more, but it with with each shag 
stands deformation under loads up to 18°, greater 
than a conventional round section can 








4] Actual hetd ver vice test 
of each dewgn 











' Sell acco Registered Sling Chains—they are 
SUBSIDIZED MINERS better than ever! For full details, write our 


The government in West Germany nearest District Office 


has begun paying port of miners’ wages 


reports Cool Age, McGrow-Hill publi Agco American Chain Division 
tion. The subsidy, in the f ‘ . 

iad telah tes tal eotuamien AMERICAN CHAIN & CABLE 

shift worked, represents on additionel ———— 

10-12% in earnings for some miners York, Pa, Atlanta, Boston, Chicago, Denver, Detroit, Houston 


Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn 
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_ . : 
Ps ice 8 a eet 


Stationary Base 
pulied Base 


Fred C. Brown 


Clark Bros. 
Extends Territory 
Clark Bros. Bolt Co. has added 


Massachusett to _—ithe territory 
covered by hred ( Brown sale 


man 
& &2 I he hange is part of over-all 
revision of territories being under 
C taken to improve services to dis 


tributors and manufacturer the 





management said 


TCU HEAVY MACMIST sip 7 


Pennsylvania and New Jersey 





Armour & Co. Assigns 
Central Ohio Post 


Red Seal Vises are built to stand up under the hardest use. 


Compare it feature for feature with any other vise. You'll 
Armour & Co. has appointed 


find that your customers will recognize and prefer Red Seal Mearll K. Shetler to the new post 
Vises, too. Their high quality makes them easier to sell! of regional sales manager in Central 
Ohio for the Coated Abrasive 
Features: Acme threads for screws for easy Division 
quicker action and replacement. Formerly sales supervisor in the 
* Castings of semi- better holding division, he will have his headquar 
Steel. power. © Convertible! ters in Alliance 


© Reer broached faced Standard stationary 
96 come we vise can be con- Cambridge Promotes Two 


to insure perfect fit high grade tool 
verted to swivel Cambridge Wire Cloth Co. ha 


with sliding ber. steel over entire 
face. Knurled, heat- vise by additions of ippointed Everett P. Creighton, Jr 


: so Ay mga treated, milled, base. Swivel model as plant manager and Clifford R 
: tongued, and can be made sto- Pink as superintendent of the Wir 

® Screw of cold-rolled grooved. Attached tionary by removing Cloth and Fabrication Department 
steel with deep cut to jaw faces with base. 





One of ou mony factory representatives is near you to serve your needs GARLIC USERS INCREASE 
Write for Complete Price and Discount Schedules on These Fast-Selling Vises 
Garlic consumption in the U.S. is 


SOLD ONLY THROUGH DISTRIBUTORS nine times greeter thon it wos 25 
| years ago, Food Engineering, McGraw 


AMERICAN SCALE & VISE CO. [issiios 
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You Sell more because 


BARRY PULLEYS 
perform better 











Purchasing agents and production chiefs are sold by 
proven performance records. That's why they buy Barry 
conveyor pulleys for general, package, portable and pro 
duction line systems 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads 


Made of heavy gauge steel, they are light yet dur 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni 
form strength against stresses and strain 


Barry pulleys support heavier work loads, in addi 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD" hubs 
because they are designed for ideal lateral alignment- 
they fit on shafts properly and firmly, without work 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyor 
pulleys perform better! 


For complete details or information pertain 
ing to distributorships, call or write today! 











DICK ROPE V-BELT DRIVES 


Cao 





Engineered for moaonsimum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 


Closely interwoven hoard surface duck. Totally im 
pregnated with Balota Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts” guar 
onteed! 


BARRY STEEL SPLIT PULLEYS 


Be 


Scientifically designed. Electrically welded construc 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install 





; 


CHICAGO 


COMPANY, INC. peancuss, | 105 ANoetes 


SAN FRANCISCO 


SEATTLE 
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NATIONAL SANDERS 


METAL 

woop 

LEATHER 

SrONe oe baer a ese 


Corp., Harrison, N. J., has been clected 


1 director 





Williams & Co. Opens 


POWERFUL . . . LIGHTWEIGHT New Columbus Warehouse 

MODEL 400 ORBITAL ACTION Williams & Co., Pittsburgh, has 
ompleted new, larger quarters for 
its Columbus, Ohio, branch at 900 
Williams Ave., across the street from 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm a re 
ing on the surface and abrasive. Weighs 
only 4 Ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout it 
the nation . . . in many types of industry. \n open house was held recently 


for customers and other friends 
The branch, started in 1939, now 
employs a staff of 40 under James 
[,. Gaupp as district manager 


old location 


MODEL 300 TWO-PAD 





A straight-line action, two pad sander 
with built-in water spray for wet 
sanding. Nine different pads and two 
sizes of pad shoes are available. 


Write for details. = . 
Smith Takes Federal Post 


| Jack H. Smith, East-Central dis 

MODEL 500 ELECTRIC trict sales manager,of Wolverine 

Deneeted tock ssedes. wlth 4 MP lube Division of Calumet & Hecla 

electric motor. Orbital action, operating Inc., has been appointed director 

, ' = 9 qpasies spans hee he > = of the Copper Division of the Busi 

felt pads available. ness Defense Services Administra 

tion in Washington, on a loan basis 

MODEL 600 SINGLE-PAD , mom the compan; 
A straight-line action, single pad, air 

driven block sander. Weighs only 
5 ibs., but o anne at 5200 ve. 
A 5/16" stroke assures rapi 

stock removal. Has built-in water at- HOT DIALS 
tachment for wet sanding. Both 


subber ead felt pads available. Electroluminescent dials have found 
their way into automobile radio re 


Write for literature ceivers, says Electronics, McGrew 
Hill publication. Replacing the tiny 
NATIONAL AIR SANDER, INC. six volt pilot light, these constant 
glowers get their power from the 
cor's transformer 














2620 AUBURN ST., ROCKFORD, tit. 
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tondandige with STANDARD 


nat ry 
v 


si, 
; ti 
7 
fii, / 
~- 


‘4 


@ When you're faced with a cutting tool problem, th 
STAMHDARD TOOL mMan—backed by 75 years of 
industrial experience—will recommend a practical, 
profitable solution. 


Your Standard Tool Man is familiar with all types of 
} YOUR STANDARD TOOL 


metal-cutting operations and is always at your DISTRIBUTOR STOCKS 


service without obligation. THE COMPLETE Line 


Call him! 
~ Sranparp Toor (0. 


CHESTER AVENUE CLEVELAND 14, OW'O 









o«<s 
ra 


FACTORY BRANCHES IN Niw TORB8e ¢ OETROIT «© CHICAGO «© DALLAS © SAM FRANCISCO 


THE STANDARD LINE: Twist Drills - Reamers - laps - Dies - Milling Cutters - End Mille - Hobs - Cownterbores - Carbide-Tipped Tools « Gages 


& 











Vivid Permanent 


Markings 


Mark up ‘plus’ sales by following the 
recognized leader in industrial marking 

Dixon! Unequalied in quality and value, 
Dixon Lumber Crayons are completely 
sun-and-rainproof, And they're com 
pletely profit-proof ... always in demand 
for in-plant and yard marking... always 
ahead in sales and satisfied customers! 
for marking steel, iren, lumber, 


concrete — clearly, quickly, perme- 
nently — recommend 


DIXON 


Yellow, 
highty visible colors. 

THE JOSEPH DIXON CRUCIBLE COMPANY 
PENCIL SALES DIVISION-—DEPT. 10-11 
Wayne & Monmouth Streets 
Jervey City 3, New Jersey 
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Nation's Production Back at Old Levels 





= Yeor'y Aweroges oi 
(Left hand scote) 
1947 








49100 (Adpsied for seosone! voricton | 
Sevres Boord of Governors. Federo! Reserve Systen 
| ; 

i 

i 


Morttty heer ges 
(Fog hand scate) 





r 


deste sotio tts ts oti gg 


Vational Research Bureau 


The Industrial Production Index dipped only 13 points during the steel strike and 


soon climbed back to previous height 
operating at close to all-time peak activity 


} xcept for this, the nation’s industry has bee: 


ince last fall 





William I. Stone, Jr. 


Covers Three States 
For Perry & Barr 


William I. Stone, Jr., has joined 
Perry & Barr Co., Nashville, Tenn 
manufacturers representatives 

Formerly with Pearlstein Hard 
ware Co., St. Matthews, S. C., he 
will call on distributors and dealers 
in the Carolinas and Virginia 





SUN-HEATED WATER 


Soler collector heat pumps show 
promise for heating domestic woter 
using supplementary heat energy frem 
the outside air, says Electrical World, 
McGrow-Hill publication. They can 
harness 50 to 100% of available solar 


energy 











1956 


Minneapolis-Honeywell 
Names Area Managers 


Minneapolis- Honeywell Regulatos 
Co. has appointed new industrial 
managers at Detroit, Buffalo and 
Milwaukee 

James Bowman heads the Detroit 
operation. John Rott succeeds him 
Buffalo 


I'wible, former 


former 
H. M 


Chicago sales engineer, is Milwaukee 


in his post as 


Maliape I 


manager 
Division Officer Appointed 


QO. B. Wilson, general sales man 
ager of Minneapolis-Honeywell's 
Brown Instruments Division, has 
been named vice president of the 
division. He will continue in hi: 


ales function 


Mountain Iron 
Opens New Store 

Mountain Iron & Supply Uo., 
Wichita, Kan., has moved its Inde 
x nden f Kan 


building on Highway 


branch to a new 
(he company’s Independence 
operation was started three years ago 
when a yard was opened. M. M 
Crossheld i 
new store. F. | 


uperintendent of the 
Robinson is field 
salesman and Bill Troutman. stor 


Manager 





e 
+ 
e 


¢ 100 to 1 
Ss «es 
i’sa 


JSacobs 


a 
* 
a 
1 
s 
. CHUCK 
4 Jacobs and your industrial supply distributor are 
% 
* 
. 
s 


ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks , .. first in service. 


THE JACOBS MANUFACTURING COMPANY « WEST HARTFORD, CONN. 


The Jocobs Model 91 The Jecobs Rubber The Jocobs Ploin Beor The Jecobs Bell Beor The Jecobs Model 96 The Jocobs Impeoct Key 
Spindle Nose Collet Flex® Tep Chuck for ing Chuck for drill ing Super Check for Collet Chuck for grind less Chuck especiolly 
Chuck for tool room tapping heods ond im- presses, portable elec heevy duty end pre ing machines, millers designed for the ais. 
ond engine lathes. pact fools tric ond oir tools. cison industriel use ond jg borers cratt industry 





For Your 


Customers. 
who handle | 


Viscous 
Materials 


Wherever materials such as tar, as- 
phalt, waxes, resins, molten sulfur, 
etc., which harden or congeal at ordi- 
nary temperatures, are to be handled, 
offer EVERLASTING Steam Jacketed 
Valves to prevent clogged valve pas- 
sages. 


These distinctive valves have large 
jacket spaces around body and ports, 
straight-through flow, and are quick- 
acting, noo-wedging, self-regrinding, 
and leak-proof when closed 


Write for bulletin and prices 





EVERLASTING VALVE CO. 
62 Fisk Street, Jersey City 5, N. J. 


Everlasting 
Valves 


fo# everlasting protection 


Stanley-Judd 
Names Product Head 


Robert B 
pointed manager of industrial hard 


Byrne has been ap 
ware, house furnishings and bright 
wire for Stanley-Judd Division of 
The Stanley Works 

lormerly special sales manager 
he has been with the organization 


1949 


since 


New General Sales Head 
Manages Murray Force 


Murray Equipment Co, has pro 
moted William A. Anderson to 
general sales manager and O. D 
Livermore to chief engineer. Both 
men had been sales engineers. 

New additions to the sales force 
are C, E, Dickey, R. A. Anderson 
and William Varnum. 

Robert Brooks has joined Charles 
Thurman on the order desk 


Manages Houston Store 


United States Steel Corp. has 
named Clair E. Lewis manager of 
the San Angelo, Texas, store, of its 
Oil Well Supply Division 





EASY WAY UNDER 


There's @ growing rush by oil firms 
to buy off wells instead of drilling 
them, reports Petroleum Week, Mc- 
Grow-Hill publication. Oil is getting 
harder to find and drilling costs keep 
rising. 
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More to Sell! 
a : 


Baldor 


GRINDERS 


Give vou 


~/ 


EXTRA PROTECTION! [otally enclosed 
splash. proof motors shut out dust, grit, metal 
particles Can t clog—last years longer 
LUBRICATED-FOR-LIFE, ball bearing 
motors Never need servicing! 
OYNAMICALLY BALANCED MOTORS! 
Smoother operation . .. less vibration! 
COMPLETE LINE! Grinders for every 
need. % HP to 3 HP, 6" to 12° individually 
balanced wheels Bench and pedestal types 
GUARANTEED! An outstanding 
performance record for over 35 year 

It pays to handle famous Baldor Grinders! 
Lower priced longer lasting! Write for 
Bulletin 321-M on complete line 


BALDOR ELECTRIC CO. 


4364 Duncen Ave. « St. Lewis 10, Me. 


MORE PROFITS 
REPEAT SALES 


Sell the new standard in machine 
key stock MAK.-A-KEY 
packaged in 6 most commonly 
used sizes for industrial use. Ideal 
for repairs, replacements and 
maintenance. Standard assort- 
ment in sturdy self-service display 
carton, 12 in. lengths: 3/16, 1/4, 
5/16, 3/8, 7/16, 1/2 in. squares 
Also rectangles and additional 
sizes. Write for details! 


DEVAN-JOHNSON CO. 
508 Rathbone Ave. 
Aurora, Illinols 





reasons why 
you pocket 
more profits with 


BUFFALO’S 


a complete line of 


Acme-Hamilton District 

Acme-Hamilton Rubber Mfg. | Q UA L | T y 

Corp. has appointed William | ' 

McNeil as manager of its New York 

district sales office DOR LOlikyiaias 
With Harnischfeger Corp. cover ' 

ing New York and New England 

territories for the past eight years 

he has also worked for Gates Rubber 

Co. as sales engineer in Boston SELECTIVE PROTECTED 

DISTRIBUTION 


QUALITY, NATION. 
Ellmaker to Handle ALLY ADVERTISED 


Sprout-Waldron Resales 


Jack Ellmaker has been appointed WO DIRECT SALES A COMPLETE LINE OF 
manager of the Resale Division of . ALL SALES FIRE qty 
Sprout, Waldron & Co GO THROUGH GOODS AND HOSE 

Formerly secretary of the DISTRIBUTOR 
Williamsport Pa Merchants 
Bureau and the Geneva, N. Y., 

Chamber of Commerce, he has held Yes sir, when y 

both saies and administrative posts ry Mutue 

in the past. The Resale Division Pac engpeetcty 
handles products not manufactured svete five aretection ¢ 
by Sprout-Waldron but which sup tive Distribution Policy 


ee 


lependable 


plement the company’s equipment 
»mplete informatio 


BUFFALO FIRE APPLIANCE CORPORATION 
D A y | ° N a ° La] 
ee ee ee ee ee ee ee Fa. 


in complete installations 


Trane To Expand 
Che Trane Co.'s management has 
mmnounced plans for two new manu 


facturing plants, one for heat transfer 


units and one to make compressor: 

ind another project to double it BUFFALO the right extinguleher fer every 

present research and testing facili fire hazard . .. plus a complete 
ine of brace doode end hoes 


hes The company i spending . 5 / 
ies 1 pa x os. ettes- Ul 


$13,000,000 on expansion in 


and 1957 
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>>D>D>D> LET THESE KEYS 
OPEN UP EXTRA PROFITS FOR YOU! 


pres Sellers . . . Proven Re- 
peeoters! Your customers— 
ond prospects know that Key 
Pipe Sealing Compounds seal 



















joints positively... yet ore For sealing 
easily opened... do not pipe joints 

freeze in the joints. Product carrying woter, 
superiority .. . backed by 36 gos, low pressure 
yeors of leadership in the steam. 


field moke these Key prod- 
vets @ dependable source of 
sales ond profits for you! 





Geed Door Openers, Too! RAY D. DUVALL has been named 


Steady national advertising, For sealing field sales manager of Permite Paint Di 

dealer helps end continuous lines carrying ision, Aluminum Industries, Inc. He 

sompling program byild uni- oils and high will direct U.S. sales except in eight 

versal demand actually pressure Western states where newly formed 
Permite Products Co. operate 






moke openings for soles to 
many new customers for you. 











New Texas Warehouse 
Opened by Deming 
W-K-M Manuracrurinc Company, Inc. I'he Deming Co. has added a new 


asupsipiany or  C f inpusraizs warehouse in Tyler, ‘Texas, the third 


imeconvonaves new branch of its kind to be opened 


P. 0. BOX 2117, HOUSTON, TEXAS in the past two years 


ee ee Located at 727 Division St., the 


warehouse will be managed by Ben 











It pays to show l'rubeville, veteran Deming sale: 
your customers that man, assisted by Howard Scott Me 


YONMASI vi Pheeters, who recently joined the 
| sales staff after attending Oklahoma 
\. & M. and the University of Okla 


are equally Valuable homa School of Business 
TO ALL THREE n Joctoonville, Fla, nd Memphis 
DEPARTMENTS 


MAINTENANCE 








Simonds Holds Course 


Distributor representatives from 








14 firms in 10 states and Canada 


Ideal tor “small 7 ri di 4 » aa . ; 

and finishing fobs.” Feat Ma hi @ single lop the | BH ittended a recent “Grain and Grade 

epovater fatique— T PRODUC cn such take op = , F-y- School” for four days at Simonds 
aad cutt 


: he Abrasive Co 
to 


TOOLING spots inaccessible for other tools. 


Small ey size promotes o > 
emer wee Ree wi | | PROFITS IN THE NURSERY 


Increasing use of plostics in toys 





for details of our evtstanding REPEAR BUSINESS ON ACCESSORIES! is @ growing market for US. makers 
distributer setup write fer Here ore just @ fe wel the many eccossories of resins and plasticizers, points out 
Cateleg Ne. N3IN listed in eur coteleg te moke your soles of Chemical Week, McGraw-Hill publi 


Poredeme GUND PROPTS. cation. Last yeor, U.S. families spent 
no less thon $215,000,000 for plastic 


dolls alone, and it appeors this figure 


QnEHsmr, ELECTRIC COMPANY vill be topped in 1956 
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William R. 


Layeock 


Strong, Carlisle Fills 
Central Ohio Post 


William R. Laycock has joined 
Strong, Carlisle & Hamtnond Co 
Cleveland, to sell industrial supplies 
in the central Ohio territory with 
headquarters in Columbus. 

After a six-week training period 
he will call on firms in a 12-county 
area. A graduate of Ohio State 
University, he has sold for Swift & 
Co., Sinclair Refining Co. and Hill 
Steel Fabricators, where he also 
handled purchasing and did shop 


work 


Felt Products Expanding 


Felt Products Mfg. Co. has 
started construction of a 55,000 
sq. ft. office and factory addition 


at its Skokie, Ill., plant. The project, 
to cost more than $1,000,000, will 
provide enlarged, straight line 
production on one floor, the man 


agement said 





ATTRACTIVE GARBAGE 


The city of Houston, Tex, thinks it 
may be dumping its garbage on an oil 
field worth millions, says Petroleum 
Week, McGraw-Hill publication. An ox 
cited city council plans to lease its 300- 
acre dump—which @ survey showed to 
be resting on 22.8 feet of oll sands— 
te the bidder offering the highest cash 
bonus it hopes its one-quarter royolty 
rights will net $2-million yearly 











HARRISBURG 


DROP-FORGED STEEL PIPE FLANGES 


Dy: More than « century in Harrisburg = / 


Barri 


Division of HARSCO CORPORATION 


at a 





Your “neck is not out’’ when you offer your customers 
Harrisburg Drop-Forged Steel Pipe Flanges. They are made 
by a manufacturer that has produced high quality forgings 
for more than a century 


Harrisburg Pipe Flanges are well known throughout indus 
try for reliability. The steel used in their manufacture was 
especially developed for their kind of service. Threads are 
accurately machined and critically tested for fullness, uni 
formity and precision in height, angle, taper and gauging 


Harrisburg Flanges provide leakproof, trouble-free joints. 
They are easy to assemble in the field, saving time and labor 
both in installation and in maintenance operations 


Flanges are made to A. S. A. Specifications for oil field 
utility and industrial uses. They are available in threaded, 
butt welding, slip-on welding, Van Strone and blind types— 
in pipe sizes from '4" to 24’ 


Write for literature, 








--a quality product 


prices and discounts. 


risburg Steel Co. Harrissurc 18, 
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Become 
acquaint 
ed with 
the PA- 
VORITE 
Reversible 
Ratchet 
Wrenches 
and reap the 
profits Know 
its special ad- 
vantages so 
that you can 
recommend its 
use and profit 
from each sales 

opportunity 
The PAVOR. 
ITE is a heavy duty, 
reversible ratchet 
wrench, made in 
three handle sizes— 
15, 24 and 27 inches 
—each handle may be 
used with a variety of 
interchangeable double 
sockets to ft square or 
hex nuts of all American 
Standard heavy bolts up 
to 1%". And remember, 
each socket is designed so 
that either size will pass 
freely over protruding 

bolts of studs 

Per customers who re- 
quire special adaptations 
of the PAVORITE de- 
sign—other sizes than 
those shown, longer or 
shorter handles, or per- 
haps a different metal 
write us and give 

us the particulars 
Look for all of the 
business FPAVORITE 
Wrenches can give you 
and profit more 























































| Southern and Western states 





ROLAND J. AHERN, The Billings 4 
Spencer Co pa has also becom 
president and general manager of | 

Peck Wilcox 


ad ‘ 
owmyry 


Stow & Co 





Barnett Heads Sales 

In Mathieson Division 
Charles C. Barnett, Jr., has 

named regional sales manager for 

Western Brass Mills 

Olin Mathieson Chemical Corp 
His territory includes 


pecn 
Division of 


the 
and 
and = Indianapoli 


the Cuincinnati 


areas 


| Elect LaSalle Officer 


Thomas A. Kelly has been 
clected executive vice president of 
LaSalle Steel Co. He was previously 


vice president and treasurer 
































Write for Bulletin F-11! 





GREENE, TWEED & CO. 








“One of the busiest men we hove 
carries his office in his hor.” 





| 
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THE TRADE CALLS 


LO” 
C 


DYKEM 
STEEL 


Ser. 


Peokine 


A 


Dies and 


BLUE 


ff 


we 
aoe 
& . 
—_-— 


yy 


Templates 





Pp 
Bakelite 
for apply 
face read 





scribed 

















lar package 8-02. can fitted with 


cap hold 


ny tat 


prevents metal glare 
cieney and accuracy 






soft-hair brush 
h; metal sur- 


yout in a few minutes. 
The dark blue background makes the 
lines show up in sharp relief, 


Increases effi- 


Write bor (Al inlermatan 


THE DYKEM COMPANY 


Esteblished 1920 
23054 Nerth I teh $+. 


St. Levis 6, Me. 








































pressure 


ment in 


your 


backed 


field. F 
one of 


write: 





applications 


every 


salesmen. 


by over 


‘or an 


our 


Meridan 


DISTRIBUTORS 
WANTED 


Profitable, complete line of hose. 


on 


industry. 


will 


You 


9c 
25 years 


FLEX-O-TUBE DIVISION 


Corp. 


2527 Jim Daly Road 


Inkster, Mich. 


hose assemblies, hose and tube 


fittings. Low, medium and high 


re- 


placement and original equip- 


An 


excellent, proven line, national 
advertising, merchandising 


support, product training for 


be 


of 


pioneering in this fast growing 
interview with 


representatives, 

















Sylvania Ejectric 
Expanding Facilities 


Sylvania Electric Products Inc. 
has started construction of a 118,000 
sq. ft. plant addition at Danvers, 
Mass., and recently opened two new 
regional warehouses 

The Danvers fluorescent lamp 
plant, when work is complete, will 
give the company’s Lighting Divi 
sion a total of 2,000,000 sq. ft. of 
floor space in all. The division has 
ten plants 

A new 
and 
Sylvania 


76,000 sq. ft. sales office 
will as a 
for 
seven Southeastern states in Atlanta, 
Ga. Located in the Empire indus 
trial district, it has double the space 


warehouse serve 


distribution center 


of the former Atlanta quarters 
The other new facility, an 87 

ft office, 
serve Southern California and neat 
by states from the Central Manu 
facturing District in Los Angeles. It 
also doubles 
space. 


£000 


sq warehouse and will 


former warehouse 


Manages Merchandising 

Sylvania has appointed George C 
Isham general merchandising man 
Sales 
Department, with responsibility for 


ager of its Electric Products 


the merchandising and sales promo 
tion of electronics products in both 
distributor and cquipment sales 

He was recently Eastern regional 
manager of distributor sales for elec 
tronic products. 


John N. Meé 


supervisor, sales service 


aul was named 
engineernng 


for electronic products 





DAM BUILT BY HAND 


A total of 20,000 Indian construc 
tion workers placed enough masonry, 
by hand, to make a dom 160 feet high 
and 6,000 feet long, reports Eegineer- 
ing News-Record, McGraw-Hill publi 
cation. They worked two eight-hour 
shifts a day for the past five years 
with 1,200,000 cubic yards of masonry 
to complete Tungobhadra Dom, joint 
project of two Southern Indian states 

















We 


Somebody always 
needs new casters! 


That somebody may not always be the man who usually buys casters 


from you 


It might be a design engineer wanting to add mobility to the product 


he's working on. It might be an office manager or somebody in the ship 


ping department. But don't stop looking for a caster customer at the first 


refusal 


Ask for caster business on every call you make 


More Money in Better Casters 
Another profit building point to remember 

is that new casters don't have to mean just 

Maybe the job your cus 


more of the same 


tomer wants done call 


he's been usin 


your 


account 


the same time 


Know Your Products 


for better casters than 


Alert selling here can please 


and make you more money at 


Bassick Series 68 special duty casters, lor 


example 
duty quality casters on the market 


are the biggest selling 


light-medium 


In addi 


tion to conventional flat top plate design, they 


come in round and octagonal stem construc- 


tron with 


4 


Hassick 6 wick 


and & 


the inside track to 


THE Bassick COMPANY, Bridgeport 


re Bassick 


MAKING 


MAKING 
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ly 


CAS 


Cana 


MORE KINDS 


TERS 


range of casters 


ve 


of 


da 


wheels 


CASTERS 
DO MORI 


Belleville 


Just one of 


that gives you 


Ont 


A _—" 








ENTIRELY NEW 
differently NEW 


FLEXIBLE FEATURING: 


LINK CHAIN @ Push Button Control 


ce @ Ultra-Modern 
Regenerative 
Electric Braking 
@ Self-Adjusting Heavy 
Duty Magnetic Brake 
@ Sealed-in Lifetime 
Lubrication 
@ Overload Protection 
@ Fully Enclosed 
Components 
@ Lowest Headroom 
@"CM-Alloy” Flexible 
Link Chain 
CAPACITIES: from \% to | ton 


Single and 3 phase. 4% ton model weighs 
only 5) pounds 


sd 7 / $149.50 
and up 
F.O.B. Factory 


PUSH-BUTTON 
CONTROL 





Bullt to serve you without costly maintenance 
Lodestar is the first truly “heavy duty” version of the 
small electric hoist. The CM Lodestar is designed to operate 
without costly maintenance or interruptions in your work 
schedules. The initial cost is practically your only cost with a 
Lodestar...an extremely low cost indeed! 


WRITE US or call your CM distributor for literature, 
prices and quick delivery from stock. 


CHISGHOLM-MOOCRE HOIST DIVISION 
Columbus McKinnon Chain Corporation 
Tenawenda, New York 
REGIONAL OFFICES: NEW YORK « CHICAGO « CLEVELAND 
In Conede McKinnon Columbus Chain Limited, $1 Cothorimes, Ontario 
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William H. Mann 


Mann Directs Sales 
For Skinner Division 


William H. Mann has been ap 
pointed sales manager of the 
Skinner Electric Valve Division of 
The Skinner Chuck Co 

With the company since 1948 
except for 18 months of Korean 
War service, he has worked in the 
engineering laboratory, as inspector, 
in the engineering department, and 
for the past three years as assistant 
to the sales manager. He is a 
Williams College Graduate 


Brumder Directs Workshop 


Philip G. Brumder, president and 
treasurer of Blackhawk Mfg. Co., 
is serving as chairman of an Ameri 
can Management Association Work 
shop Seminar on “Financial Plan 
ning and Control as a Tool for Top 
Management.” One session was held 
recently and the other is scheduled 
for Nov. 12-14 





‘SOFT’ CAR COLORS 
COMING 


Cors will sport “softer” colors in 
1957, and the “hot” tones of 1955 and 
"56 will fall owt of favor, says Ameri- 
con Machinist, McGraw-Hill publica- 
tion. Colors hove finally blinded 
enough people, the moegozine con- 
cludes, so thet color engineers now 
ore taking on opposite tack 














Yale & Towne Plans 
California Plant 

The Yale & Towne Mfg. Co. has 
begun construction of a lift truck 
manufacturing plant in San Leandro, 
Calif., to serve industry needs west 
of the Rockies 

An 84 acre plot has been cleared 
and a 100,000 sq. ft. building is 
planned. 

The company has also completed 
plans for a new lift truck sales and 
service branch in East Los Angeles. 
The present branch is in temporary 
quarters at 6027 Whittier Boulevard. 


Representatives Appointed 


Yale & Towne has named Chris 
tian G. Kramer industrial lift truck 
sales and service representative in 
Erie, Pa. Cardinal Carryor Co. has 
been franchised for lift truck sales 
in Louisville, Ky 


Jones Assigned Sales Post 


R. D. Jones has been appointed 
general sales manager of Automatic 
Transportation Co., Yale & Towne 
Division, succeeding George A. 
Hinckley, now manager of the New 
York branch 


Regional Head Assigned 


All-State Welding Alloys Co. has 
appointed John Strother as regional 
manager in Georgia, the Carolinas, 
Tennessee, Kentucky, Virginia and 
West Virginia. He has had engi 
necring CX Pc;riciic ec in mining and 
hydro-electric projects as well as 
other fields 





BEETLES REPLACE RATS 


Beetles are saving agricultural 
scientists money and time, says 
Chemical Week, McGraw-Hill publi 
cation. At Rutgers University, the in 
sects are used to evaluate the nutri 
tional value of experimental wheot 
and soybeans. While rats are the per 
ferred test animal, their appetites are 
too big for the amount of test food 
oveilable. The beetles cot less and 
require less core 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . wool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!" It includes milling 
cutters and end mills . . . three different tool bit 
grades... slitting saws .. . cutoff blades... key- 
seat cutters .. . and the famous “M-40-U" Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less two re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham's reputation for high 
quality and fair dealing .. . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


otha TOOL COMPANY 








IN STANDARD AND SPECIAL C 














14400 WOODROW WASON + DETROIT 3, MICHIGAN 
| WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Callf. 
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‘Only seconds to apply 
this Punch-Lok hose 
clamp, Mr. Lok!"’ 


Sil Dorazio 


‘You're right, Doc, John J. Sayles 
and it's on to stay.”’ 
New Sales Engineers 
Join Barnes Staff 


Wherever You Are °° . You Can Sell Sil Dorazio has joined the sales 
engineering staff of W. O. Barnes 


PUNCH-LOK HOSE CLAMPS Co. to work with distributors in 


Well known now—better known every day... Georgia and neighboring states from 


all over the world. Punch-Lok clamps enjoy a 
well-earned reputation for safety and depend- 
ability .. . backed by consistent national mag- 
azine advertising and distributor promotional 
activities. Punch-Lok is a profit maker from 
the beginning ... a gold mine in repeat sales 


headquarters in Atlanta 


Write for Descriptive Literature 
and Our Distributorship Plan 


“The Sign of a GOOD Hose Clamp 


, A « o 
, as indi 
2 “ <= 


’ ¥ 7, Ulinei 
Dept. U, 321 North Justine Street, Chicago Illinois Senos aie 


~ 
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He was formerly with Dunlap 
Tire & Rubber Co 

Barnes has named John J. Sayk 
as sales engineer in Cleveland cove: 
ing northeastern Ohio. 

Mr. Sayles was previously field 
service engineer for the A. M. Byers 
Co 

James H. Zender has joined the 


Barnes sales engineering staff to 
work with distributors in Illinois 


and neighboring states from head 
quarters in Chicago. 
He was formerly associated with 


Ace Service Corp. and has also 
worked for the Illinois Bell Tele 
phone Co 
Four District Offices 
Opened by Western 

Four new district offices have 
been opened by Weston Electrical 
Instrument Corp., subsidiary of 


Daystrom, Inc., as part of a sales 
expansion program. 

They are located in the following 
cities: Los Angeles, at 2001 South 
Grand Ave. Cincinnati at 7613 
Reading Road; Philadelphia, at 101 
North 33 St., and Union, N. J., at 
Caldwell Ave. and Route 

Each office is staffed with factors 
trained personne! 





SWEDEN'S GAS PROBLEMS 


Some oil companies in Sweden give 
gasoline discounts up to 30% (off 
retail prices) to move large lots to 
big commercial customers, reports 
Petroleum Week, McGraw-Hill publi- 
cation. Usual method is to set up 
@ pump on the premises of an indus- 
trial consumer. in one small town 
(population: 30,000) are 20 
such factory pumps, and eight of 
these plants in turn sell gasoline to 
their employees at lower-than-retail 
prices. Regular dealers complain that 
motorists who buy gasoline at in- 
dustrial discounts “hove the nerve” to 
come to their service stations for free 
water, battery service, and windshield 
wiping—but not for gasoline 


there 














A. S. A. SIZES and TYPES 
of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 


“in the fold”. 


And when it comes to lock washers, don't overlook the import- 
ance of having access to a wide range of sizes and types to meet 
the many different requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
more information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 


550 CHARLE AYVtnut MA | im >Hi 
ALES OFF f NEW YORK CLEVELAND DETROKT 
CHIC AGT ¢ SAN FRAN MONTREAL 
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NEW! 
"LONG REACH’ 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1% TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS WEW LUG-ALL 


Because 
* IT FULS A LONG STANDING NEED 
(1¥%e TON CAPACITY, 30 FEET OF . 
CABLE, LIGHTWEIGHT) 
& COUNTLESS JOB APPLICATIONS . 
% GOOD REPEAT SALEScUSTOMERS * 
ARE COMING BACK FOR MORE . 
%& RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 
w& SELLS FOR ONLY $49.85—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM % TON 
TO 2 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS 
Special corrosion resistant, salt sproy test 
ed LUG-Alls avollable in all capacities 
Because LUG-ALL Is The Best, it ls The Most 
imiteted Winch Holst On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPAN 


@ HAVERFORD 11, PENNA 
eeeeeaeeeee ee eee 
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| materials handling 


American Pulley 
Buys Handling Line 


The American Pulley Co. has pur 
chased the Materials-Handling Divi- 
sion of Market Forge Co. and will 
take over the manufacture and sale | 
of its products Nov. |] 

Market Forge is 
from the materials handling field to 
concentrate on products of other 
divisions. 

Principal items in the line are | 
power trucks, hand-operated pallet 
and lift trucks, gravity conveyors 
and special materials handling equip- | 
ment. Manufacturing operations 
for these products will be moved 
from Everett, Mass., to the Ameri 
can Pulley plant in Philadelphia and 
will be carried 
expanded facilities 

American Pulley officials said the 
purchase was part of the company’s 


withdrawing 


on in its newly 


program for broadening activities in 
The company 
purchased the Safeway Industrial 
Equipment Corp.'s elevating truck 
line and Standard Pressed Steel Co 
line of pressed steel platform truck 
last year 

Nathaniel Warshaw 
American Pulley Noy 
of its Materials Handling Division 
His headquarters will be in Philadel 
phia 


will join 


| as manager 


\ graduate of Massachusetts 
Institute of ‘Technology, he has had 
considerable experience in the field 





BUILT-IN BOOBY TRAPS 

Built-in booby traps for plant-de 
vouring insects ore capturing the ot 
tention of cotton growers and pesti 
cide makers, says Chemical Week, 
McGraw-Hill publication. A new in 
secticide con be applied to the cot 
ton seed betore planting to reproduce 
@ plant thot will kill early season in 
sects. The systemic insecticide thus 
gets into the growing plant and is 
carried in the sap stream in sufficient 


quontities to kill feeding insects 











RECIPROCATING SAWS 


RCS SUPERSAW 
MILWAUKEE SAWZALL 
SAW CHIEF ¢ KEY HAK « TRI-SAW 
PLUS MANY OTHERS 
«+. and fits BETTER, with 
more chucking surface! 
TRY IT YOURSELF 


FREE 
BLADE 


and literature sent upon request 


IS THIS 


—_acenen _---—> 


YOU? 


They have such refined and 
delicate palates 

that they can discover no one 
worthy of their ballots, 

and then when someone ter- 
rible gets elected, 

they say, “There, that’s just 


what I expected!” 
—Ogden Nash 


GET READY, by being registered. 
GET SET, by knowing what you're 
voting for. Then—G0O VOTE! 


Published as a public service in co- 
operation with The Advertising Council 
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W-S Fittings Opens 
New Atlanta Office 

W-S Fittings Division of H. K 
Porter Company, of Pittsburgh, has 
completed the organization of a new 
Atlanta, Ga., sales territory compris 
ing seven states. 

Florida, Georgia, Mississippi, 
Alabama, the Carolinas and Ten- 
nessee will be covered from the 
branch, located at 267 E. Paces 
Ferry Road, Atlanta. James M 
Tough, who has been selling the 
division's line for 20 years, will 
direct the operation. He has spent 
the past six months in the territory 
setting up the organization. 

The area was formerly served from 
the W-S Philadelphia office, but 
increasing potential of the South 
eastern market made a new district 


necessary, the management stated. 
just four numerals to some people 


Porter Appoints Treasurer 


Allen M. Harrelson has been ap .. . but to us and our Distributors 
pointed vice president and treasurer -__ g DATE TO REMEMBER! For 


of H. K. Porter Company, Inc., 


Pittsburgh. that’s the year we BEGAN serving 
Distributor needs in all lines of rub- 


Paine Changes 


Sales Assignments ber belting, hose, packing .. . and 


The Paine Co. has made three ' : 
recent changes in sales representa we've been at it ever since . . . 
tion. growing steadily in size and scope 


John Grant, associated with 


Robert L. Hazlip Co., Kansas City, because of the enthusiastic coopera- 
Kan., now handles the entire Paine tion af our Distributors ~e in- 


line, covering all of Kansas and 


Missouri and the northeastern tegral part of the picture of the 
portion of Oklahoma 
W. L. Thurman, of Charlotte growth we anticipate in serving our 
N. C., will handle the complete Distri 
stributors through the years 


line in the Carolinas and Virginia 
Robert L. Hazlip Co. has moved ahead. 

to a new warehouse at 1401 Fairfax 

Traffic Way in Kansas City 


eas ome HOME RUBBER COMPANY 


Finding that most of its business visi- 
tors travel by plone and taxi, and thet TRENTON 5, N. os 
they spend more time taxiing from the 
airport than in the business conferences Branches in 
themesives, © Kenses chomtes! company New York and Chicago 
hes moved its heedquarters ovt to the 
city's airport, reports Chemicol Week, naw eeg  w e 60001 
McGrow-Hill publication TRENTON 5-617! 
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It's NEW! 
and it's newly 
packaged 


Wei 
HS 


Expends in the 
hole row 





when 
is tightened 


Corpse 


SCREW ANCHORS 


PERMANENT — RUSTPROOF 
ANCHORS FAST IN WALLBOARD, 
TILE, PLASTER, MASONRY, 
METAL, WOOD, ETC. 


12 ANCHORS 

MOUNTED ON AN AT. 

TRACTIVE TWO-COLOR CARD — 
CLEAR-SKINNED PACKAGED 
MOISTURE TIGHT DUST FREE 
Result iss PROVED SELLING POWER 


ATTRACTIVE 
TWO COLOR 
COUNTER 
DISPLAY 


ALSO AVAILABLE IN BULK 
COUNTER DISPLAY BOX... 
SIX ANCHORS TO A STRIP 


TO PUT THIS NEW U.S.E. PRO- 
DUCT TO WORK FOR YOU, 
CALL YOUR DISTRIBUTOR OR 
WRITE TO 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. 10-10 
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Hewitt-Robins Plans 
New Philadelphia Branch 


Hewitt-Robins, Inc., will move its 
Philadelphia district headquarters to 
a new warchouse and sales office in 
Fort Washington, Pa., the manag: 
ment announced 

Scheduled for completion Dec. 15 
the building will have 12,500 sq. ft 
of space. Located 12 miles north 
of the city, it will serve 
eastern and northern Pennsyly 


Maryland 


accounts in 
aftila 


and parts of Delaware 
Adds New Jersey Plant 


Hewitt-Robins, Inc., has started 
construction of a new 100,000 sq. ft 
plant in Franklin, N. J., 
urethane foam. The 
will be the largest in the community 
for had 
for 
the 


to make 
new industry 
many been 


which years 


famous its zinc production 


before mines closed two vear: 


ago 


A. J. Snyder 
Joins Firth Sterling 


Anthony J. Snyder, former vic 
president and general manager of 
Morse Twist Drill & Machine Co 
has joined Firth Sterling, Inc., 
sistant to the vice president—sales 

Chief of the Cutting Tool Se: 
National Production Author 
ity in World War II, Mr. Snyder 
is a veteran of many years in the 
industry. He started with Morse a 
an apprentice spent a 
number of years in charge of th 


as a 


hion, 


machinist, 


physical laboratory, and later became 


works manager. He worked on sales 
engineering throughout this country 


and Europe 





ITALIAN STADIUMS 


Athletic stadiums like the 28,000 seat 


prototype built at Pescora, italy, are 
planned eventually for every Italian city 
with @ populotion of 75,000 or more, 
reports Engineering News-Record, Me 


Graw Hill publication 
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IA BIG ORANGE FX)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Uy: Use on “HIGH TEST” Chuin 


EXTRA STRONG 
3D rr 
Available 
for Chain 


Sizes ' 
5/16", 
he *- Ne 


SAVES TIME 
Caen be otteched 
orCok on the 
Only @ por 


° pliers 


ANcnon and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes Va" to 2”. EXTRA STRONG 
EXTRA TOUGH. Self-colored of golvanized 
Order from your Olstributer or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowe 








1956 


“The Aighest Zz analily 


Precision Brand 


33353 yal 


@ Tool and die mokers — machinists 
ovtomobile technicions, and skilled 
men in other professions approve 
the quolity of this handy thickness 
govge 
Easy to use ond precision mode for 
losting accuracy. Cellophone wrapped 
for moisture protection. All populer 
sizes and etched with thickness 


Wore Zuality Products 


@ Shim Stock — packaged dispenser 


cartons for ease in handling. Available in 


m 


bross, steel and stainless 


@ Music Wire — comes in tangle free dispenser 
cartens marked with size, gouge, ond weight 


@ warenou' STEEL 


WAREHOUSE, INC 








New Specifications 
Released on Casting» 


To aid design cngineers and 
others specifying investment cast 
parts, new material specification 
have been released by the Invest 
ment Casting Institute, Chicago 

The specifications are identified 
by a code number in line with the 
new code number system developed 
under the Standardization Plan of 
the Secretary of Defense. According 
to Institute officials, they should 
help clear up the confusion that 
may result when investment casting: 
are specified to wrought metal spec: 
heations by purchasers hese 
wrought specifications may not al 
ways be satisfactory 

Copies may be obtained from 
suppliers of investment cast parts 
or may be purchased from the In 
stitute at 27 East Monroe St., Ch 


ago 


Roush To Head 
Borg-Warner Group 


Stanley J. Roush, president of the 
Atkins Saw Division of Borg-Warner 
Corp. and Morse Chain Co., ha 
been clected to the newly created 
post of group vice president of Borg 
Warner 

Several division managements will 
report directly to him. He will also 
continue to head Atkins Saw and 
Morse Chain, a Borg-Warner sul 
sidiary 


Takes Atkins Post 


Lawrence T. Peifer, manager of 
business de clopment for Borg 
Warner Corp., has been appointed 
administrative vice president of the 
corporation's Atkins Saw Division 


New Representative 
Assigned by Cushman 
J. J. Ricketson has been appointed 


factory representative for The Cush 
man Chuck Co. in the central 
Southern state: 

He succeeds Luther Broaddus, 
who is retiring to his farm in Virginia 


after many years’ service in the area 


iat 


ae itd 


Tl I}! i 
ny 


YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
as A good blade an accepted blade ad blade you can prove it) 
better by actual test 
Factory support — men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use iit under various conditions —and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin's Powerflex 

a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 
tive tests have proven Powerflex blades superior 


Griffin 


Perhaps you are already a part of Griffin's 
Blodes 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales 
Write today 


THE TRIANGLE Industrial 
THAT MAKES FOR EASIER SALES Distributor 


Ta 
’ 


. 
S. W. GRIFFIN CO. + FRANKLIN, NEW HAMPSHIRE. 


Seles Agents: Joba 1. Grobom & Co, tnx., 105 Duone Street, Mew Yor 6m. 
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DRILL 
GRINDER 


MODEL DG-3 


BIG RANGE 


ma 


® ACCURACY 
@ SIMPLICITY 
© ECONOMY 


All adjustments calibrated 

tool. Sharpens drills in accafflance with 
recommended specificatioffs for heel 
clearance, chisel or web@ngle, and 
cutting lip angle. 


White for Data and prices 
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Charles D. Gould 


American Hoist 
Expands Operations 


American Hoist & Derrick Co 
has formed a new corporation 
American Hoist Pacific Co. to 
produce heavy custom-engineered 
materials handling equipment not 
normally offered by the parent firm 

Charles D. Gould, formerly with 
American Hoist and more recently 
executive vice president of Colby 
Steel & Mfg. Co., has been appointed 
vice president and general manager 
of the new company, with head 
quarters in Seattle. Other officers 
ire John FE. Carroll, chairman of 
the board, and R. J. Stoddard, presi 
dent. Harry Blatt, former assistant 
hief engineer at American Hoist 
in St. Paul, Minn. will be vice 
president in charge of engineering 

Ihe new companys major 
markets are expected to be power 
plants, offshore drilling, specialized 
construction and transportation the 
management announced. Certain 
types of extraordinarily high capacity 
lifting devices employed in testing 
of nuclear weapons will also be 


—) oduced 


Buys Texas Plant 


(American Hoist & Derrick Co 
has purchased Lebus Rotary Tool 
Works Inc. of Longview, Texas, in 
| major expansion move 

The sale included certain prod 
uct inventory and major facilities 
is well as the plant, including a 
U.acre sitt 

John FE. Carroll, American Hoist 





& Derrick president, said the drop 
forged tools in the Lebus line will 
be merchandised through the same 
distributors handling American 
Hoist’s Crosby-Laughlin line 

John McEvoy, former general 
manager of American Hoist’s South 
Kearney, N. J., plant, will be placed 
in charge of the Longview opera 


hon 


Bruning Breaks Ground 


For $3 Million Plant 


Charles 
ground recently for a 307,100 sq. ft 
plant and office building in Mount 
Prospect, Ill., which will double the 


Bruning Co. broke 


size of the company’s present manu 
facturing space. The new building 
will replace the firm's two separate 
Chicago plants 

Expected to cost about $3,000 
000, including land, the structure is 
scheduled for completion next July 
It will consist of a one-story manu 
facturing building connected to a 
two-story 
office building. The site consists of 
30 acres. 

Reproduction machines and sen 
sitized copying materials will be 


combination one and 


manufactured 








“Let's forget about product quality 
ond concentrate on the foct thot 
you're my fother-in-low” 


Ze \ 
, e / / 
Va 


fake a | 


new look 
your fastening 
: thods 





and put new sell 
in your produ 


Smooth, durable, flexible joints in belting, 
aprons, tapes or ribbons are essential to the 
efficient operation of your mac hines You can 
give your products new sales appeal and your 
customers important maintenance and operat 
ing savings by using Clipper joints 


Clipper belt lacing equipment produces secure 
flexible joints in minutes, without injuring belt 
ing. It gives smooth joints that ride freely over 
conveyors or pulleys that are flexible both 
ways of the belt. No other fastening method has 
all these advantages. Use Clipper belt hooks 
and lacers to put new dependability, service 
ability and salability into your product 


THIS AD IS 
WORKING 
FOR YOU IN 


AMERICAN MILLER and 
PROCESSOR 

THE CANNER 

rLow 

FOOD ENGINEE RIN 
MILL and FACTORY 
PRODUCT ENGINEERING 
TEXTILE WORLD 


WRITE FOR FREE SAMPLE 
showing how lipper toastens 
belts, aprons, tapes and ribbons 
int a on th 
Send a@ sample f 
material tor a tree lacing 


flexible 


Ask your Industrial Distributor for Clipper Products 


Clipper 


BELT LACER 
COMPANY 


992 Front Ave., N.W., Grand Rapids 2, Michigan 
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You can easily 
remove broken 
pipes, studs and 
screws that defy 
movement 


WITH REPS Pipe g 
STUD EXTRACTORS 


MAKE 5 
GRip 


ST 
RONG FOuR POINT 


MALL [elthi HAMMERING 
+ 


A Specialized Tool 

that makes a strong 

bite. pulling rather 

then reaming, 

Herdened steel 
will remove 

any material 


Immediate 
Positive 
Simple 


in sizes for every 
pipe ve” te 2”, 
every stud and 


screw M to 3%", 


Send for descriptive 
bulletin listing these 
end other Walton 
Specialized Tools 
Tap Extractors, Tap 
Extensions, and Multi 
Position Tool Holders 
All Walton Tools sold 
by leading Industrial 
Supply Distributors. 


The WALTON Company 
HARTFORD 10, CONN. 


No. 4 of a Series 


The advertisement shown above is 
the fourth of a new series of Walton 
advertisements currently appearing 
in National Metal Working Publica- 
tions, These have been designed to 
aid our Distributors by making the 
name WALTON and WALTON 
SPECIALIZED TOOLS (Tap Extrac- 
tors; Tap Extensions; Pipe, Stud and 
Screw Extractors; and Multi-Position 
Tool Holders) even more widely 
known and accepted. 

if you are a Distributor who is not 
now handling these Specialized, 
Time-Saving Tools, and are inter- 
ested in our Profitable Distributor 
Proposition, write directly to me for 
prompt attention. 


K. W. WEEKS, President 
The Walton Company 
602 New Park Avenue 
Hartford 10, Conn. 











Inflation, Trade 
Seen as Major Problem- 


Control of inflation and the estab 
lishment of mutually beneficial eco 
with other 


nomic relationships 


countries are the nation’s two most 


pressing economic problems, a 
cording to John S. Sinclair, president 
of The National Con 
ference Board 

In the Board’s 40th Annual 
Mr. Sinclair warns that 
unless these two problems are solved 
the nation cannot continue building 
on firm ground. “If either is ignored 
or allowed to drift, it could be that 
this country is approaching the end 
of its own Golden Age.” 


Industrial 


Report 


A Sound Dollar 


“So far as inflation is concerned 
we cannot lose sight of the fact that 
since the late Thirties the purchas 
ing power of the dollar has declined 
by nearly one half. Nor can we be 
complacent about the 
situation, Our trillion-plus in na 
tional wealth is accompanied by a 
total debt estimated at $650 billion 
plus hidden debt commitments of 
the guaranteed or welfare type 
There is always the danger of pres 
sure to lighten so large a debt burden 
by more and still inflation 
Confidence in the soundness of our 


present 


more 


money has already been weakened 
in the past two decades; it would be 
tragic to that 
degenerate further.” 


have confidence 


A More Complete Understanding 


Commenting on our relation 
abroad, Mr. Sinclair stated that “al! 
of us must recognize that there must 
develop a much better understand 
ing not only between us and th 
nations who can be considered ow 
friends and allies, but also betwee 

us and the neutralist nations, and 
even between us and those nation 

whose totalitarian philosophies ar 
distinctly alien to our own.” 

Mr. Sinclair added: “While th 
benefits of civilization are being so 
widely extended, the disparity bet 
ween the highest and the relatively 
low living standards of the over 
whelming bulk of the world’s peopl: 


is actually increasing. This bring 


It's easy 
picking 


” @ HuOT opi 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more ru 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 
fractional, number, letter, metric, stub or 
taper shank drills 
(Drills not furnished) 
Made of steel, harmmer 
lin enameled. The con 
venience and attractive 
prices make them sell on 
sight. Remember 


“Huot rhymes with De it” 
Write for catalog pages 


0 551 Ne. Wheeter $i. 
HUOT F e ‘so &. Poul 4, Mina. 





Sodering Paste 
SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering paste mode. 





Sodering Liquid 


Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Cell Your Distributor 

or Write te 


LB. ALLEN CO., INC 


6731 BRYN MAWR AVE 
CHICAGO 31 ILLUNOIS 
®@ Sold thru Distributors 

® Send for Catalog 
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about tremendous problems in the 
relationships between the peoples 
of the world. Foreign trade and 
foreign investment are immensely 
more complicated than they were a 
few short decades ago.” 


Industry's Contribution 


Discussing efforts being made by 
American industry to solve these 
international problems on the eco 
nomic front, Mr. Sinclair said “it 
is this private sector that offers real 
hope for future world understand 
ing 

“The American investor abroad 
can show, and is showing, other 
nationals the advantages they can 
derive from the integration of 
modern dynamic capitalism into 
their various economies. Beside 
performance, he is also bringing 
with him the same sense of com 
munity responsibility that he feel 
in his domestic operations.” 


The Board’s Program 


Reviewing accomplishments of 
the past year, Mr. Sinclair reported 
that the results of the conference 
Board's research and conference 
activities were used more widely 
than ever before by associates, by 
‘ducators, and by the public. Cur 
ently, more than 3,500 associates 
are availing themselves of the 
Board’s services 

Inquiries in the fields of business 
economics, human relationships 
and managerial techniques totaled 
29,414. Well over a million of the 
Board’s educational charts were sent 
to teachers and there was an in 
creased use of charts and facts 
developed by Conference Board 
research in both college and high 
school textbooks 

To date 486 companies have sent 
749 executives to the Board’s sem 
inar on personnel poli ies §6and 
problems, Nearly 1,000 executive 
have attended its courses on confer 
ence leadership, organization plan 
ning, and atomic energy 

Mr. Sinclair said he anticipate 
few changes in the Board’s basic 
program “W hile conferences, 
courses, and education work are an 
important part of the Board's acti 


—keep 
bolted 


assemblies 
tight 


permanently! 


Kantlinks by National 
are the spring lock 
washers your customers 
rely on for the bolted 
security of their finished 
products. Distributors 
know that easier-to- 
handle packaging, sales 
producing literature and 
a sound distributor pol 
cy add up to greater 
profits on spring lock 


washers! 


Catalogs Available— 
Complete Na- Martone 
tional Catalogs 2 
are available ; 
for counter 
stacking or dis- 
tribution to 


your customers 


NATIONAL — easier to sell because your customers 
know these dependable spring lock washers by name! 
Opportunity for Distributors! 


NATIONAL offers an excel- THE NATIONAL 
lent opportunity to industrial LOCK WASHER COMPANY 


distributors Write, today, for 
complete information on the 


NATIONAL line! 
Representatives in Principal Cities in the United States and Canada 
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QUALITY 
AT YOUR 
FINGERTIPS! 


Blue Devil Socket Screw Products 
form the kind of a line that any 
distributor can sell with confidence 
because they're genuine quality from 
top to bottom. You'll find your 
customers are always well satisfied 
when you supply them with any 


vities, its main and basic purpose 1s, 
and will remain . . . to organize, 
conduct and maintain scientific 
research and investigation in the 
field of business economics and 
business management.” 


Must Make $10,583 Now 
To Match $5,000 in 1939 


Incomes have had to move up a 
long way since 1939 simply to offset 
rising taxes and inflation, according 
to the latest chart in the National 
Industrial Conference Board's 
“Road Maps of Industry” series 

The Board finds that to maintain 
the same after-tax purchasing power 
as in 1939, a married couple with 
two children who made $3,000 then 
must now earn more than double 
This wage earner, the chart points 
out, paid only $30 in federal income 
and social security taxes in 1939 
which left him $2,970. To end up 
with the equivalent today, he would 


have to gross $6,122 a year, since 
taxes would take away $669 and loss 
from depreciation of the dollar 
would be $2,483. 


of these products from the quality 
line — Blue Devil! 


se i : pa The $5,000-a-year family in 1939 
2 oe paid Uncle Sam $59 in taxes; kept 
et $4,941. It now takes $10,583 to 


match this, according to The Con 
ference Board. Of this income, the 
Government collects $1,511, while 
inflation’s toll is $4,131 

Similarly, a couple earning $10 
000 before the war hasn’t held its 
own if income has failed to reach 
$22,428. For this family, taxes have 
jumped from $269 to $4,562, and 
: P the loss from inflation is $8,135 
ee In the higher brackets, even 
greater increases im carmings arc 
required to maintain the status quo 
For example, the $25,000-a-year 
family, who had $23,273 left after 
deductions in 1939, now needs $67 
727. Of this amount, $19,456 rep 
resents dollar depreciation; $24,998 
current taxes 

A prewar income of $50,000 a 
year left $43,625 in spendable earn 
ings. Tc end up with the same after 
tax purchasing power today requires 
$159,030. The Federal Govern- 


ment’s take on this amount is $78,- 


Nerth Avondale Avenve, Chicago 31, Illinois 
= / 934; loss through inflation stands at 
Sochel Screws Exclusiuely $36,471. 
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SOCKET SCREW 
PRODUCTS 


~~ Sold only through Authorized 
Industrial Distributors 


ACTUAL CROSS-SECTION DIAGRAM shows how 
cold forming of Blue Devil Socket head in- 


sures unimpaired fiber continuity. 








A-—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut-— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


AMF DeWalt 


first in sales! 


Dealers by the hundreds know De Walt® sells best 
because it's the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising ...sales-making dealer 
aids...free factory training for their salesmen. 
De Walt's Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt's Direct 
Factory Franchise. Write the address below today 


Among the many dealers who sell more De Walts than any other multi-purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Ster Machinery & Supply Co., Wichita, Kanses 
The Stambeugh-Thompson Co., Youngstown, Ohio 


Product 
_—-—__ 


Anothe 
a 


De Wart 


POWER TOOLS 


Lancaster, Pa. 


DeWALT Inc. 


Olsen Tool and Equipment Company, Chicago, Ill 
Ornamental Products Tool & Supply Co., Cleveland, Ohie 
Bidwell Hardware Company, Hartford, Conn 

Elwood Adams Company, Worcester, Mass 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Warner Hardware Co., Minneapolis & St. Paul, Minn 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN 
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RAY 4 


With the handy HYDRAGRIP 
and a few ARMSTRONG-BRAY 
Pullers, you can quickly, safely 
and easily remove gears, wheels, 
bearings, sheaves or parts from 
shafts, can re-install them with 
equal ease, Single centered ram 
assures aligned thrust that moves 


ARMSTRONG-BRAY 


YDRAGRI 


HYDRAULIC PULLERS 


P 


Valuable 


Maintenance Tool 


parts along shafts smoothly with- 
out wedging or binding. Saves 
time, saves parts—ends battering 
and breakage. The HY DRAGRIP 
—comes complete with handy, 

rtable, hydraulic hand pump, 
Righ pressure connecting hose and 
17% -ton capacity hydraulic jack 
with interchangeable heads. 


Write for Catalog Sheet—describes 
HYDRAGRIP and complete line of 
standard and special external and 
internal pullers. 


& CO. 


CHICAGO 30, ‘LLINOIS 


5356 NORTHWEST HIGHWAY 


WHOOT MON! 


wn 
fg) T. 


Nar Wan | 


You really get your 
when 
precision 


prod- 
you 


money's worth 
you 


screw 


buy 

alel alist 
ucts made by 
know W.H.O.* 


CAP SCREWS « COUPLING BOLTS 
SET SCREWS ° MILLED STUDS 


our 


pecialty. 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 


1956 


A. Trail 


Vickers Appoints 
District Heads 


Inc. has appointed A 

I'rail manager of its Rochester, 

N. Y., district sales office 
\pplication engineer at Rochester 


Vickers 


ince 1954, he is a mechanical engi 
neering graduate of the University 
of Detroit 
craft engineer for Vickers 

Thomas J]. Liddell will assist Mr 
He 


joined the company two years ago 


He has also been an ait 


l'rail as application engineer 


Les Haisen has been appointed 
manager of a new West Michigan 
branch of the Detroit regional sales 
ot 
»t., 


office for industrial products Hi 
fices will be at 946 Cherry 
Grand Rapids 

Mr 


since 


Haisen has been with Vickers 
1941 
later, sales application engineer 
W. Newman has 
named manager of the Vickers 
Northwest branch in Seattle. He has 


been with the company five years 


as a tool designer and 


Charles been 


Engineers Assigned 


W 


application engi 


has named James 


Vickers 
Perry 
neer for the Chicago district office 
Robert G. Harte 
engineer covering metropolitan New 


York from the Summit, N. J., office 


Mr. Perry joined the company last 


industrial 


and applic ation 


work in metal finish 
Mr 


after engineering 


year after sales 
ing equipment Harte joined 
Vickers in 1954 
positions with The Cross Co. and 


Sundstrand Machine Tool Co 





What Do We Offer? 


In return for the important services performed by 
the distributor we feel that he is entitled to certain 
protection and support from the manufacturer. 
Some of the specific points of support are: 


. We sell only through recognized distributors 
and never in competition with them. 


. We believe in doing everything legally pos- 
sible to maintain a fair and stable price 
structure. 


. We maintain adequate stocks at all times 
so that prompt shipments can be made. 


. We offer marketing assistance in the form 
of a comprehensive advertising and sales 
promotion program. 


. Development engineers are available to 
help your customers with special problems. 


.We use the best available materials and 
production methods in making O-B valves. 


. Each valve is packaged in its own carton, 
to make sure it’s clean when it reaches the 


customer. 


The entire story on 

O-8 distributor 

policy is contained y 

in the booklet, oe a free copy of “Keeping Faith’ 
“KEEPING FAITH”. 

We'll be gied to Tithe 

send you a@ free 

copy, 4 you'll moil 

the coupon. 
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Lonoesr L198 


paste 


maxim 


more HOt 


Wide Reng? 


otty 


piniene® 
prooucrTion 
as rer oine 


+ pan Hole 


s and Size* 
O pistributor® 





<waa> 


WHITMAN « BARNES 


. PLYMOUTH, MICHIGAN 


40010 PLYMOUTH ROAD 


NEW YORK . 


CHICAGO . 


“Mathers of Gine Tools Since 1848" 


LOS ANGELES 
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Davey Compressor 
Sets up Outlets 


Davey Compressor Co. has named 
six firms to handle sales on its 
line 
Machinery & 


Columbus, 


hey Tool 
Rentals, Ohio; 
Georgia Machinery & Supply Co., 
\tlanta, Ga; Martin Equipment 
Co., Dallas, Texas; Contractors 
Equipment & Supply Co., Racine, 
Wis.; Paynter Equipment Corp., 
Green Bay, Wis., Johnson 
Welding & Equipment Co., Madi 
son, Wis 


are 
Inc . 


and 


Titeflex Move Completed 


liteflex, Inc., has completed the 
consolidation of its plant in Spring 
held, Mass., after moving facilities 
from Newark, N. J. to the enlarged 
300,000 sq. ft. facility. Headquar 
ters and engineering facilities were 
also moved in the $1,500,000 opera 
tion. Officials said the move was 
made to improve operations and get 
room for expansion. 


Heads Colson Branch 


Colson Equipment & Supply Co 
Currier 
Calif., 
Osgood 


has appointed Frank O 
Oakland, 
Paul 


manager of its 
branch, succeeding 
who has left the firm 





“When you came in here, | gove you 
on order for 500 castings, WHERE 
ARE THEY?” 





ANOTHER NEW PRODUCT 


tan 


Saf-T 


HOLE 


HIGH SPEED STEEL 


WELDED EDGE & A Ye ‘ny 


SHATTERPROOF 


Double welded giving a tough body combined with High Speed Steel Cutting Edge 


Wide range of sizes from %" to 6” cutting clean round holes in metal and plastics 
and all other machineable material. 


A full selection of Arbors including a 4” High Speed Pilot Drill, equipped with drive 
pins. Arbors are available with V2" and %” hexagon shanks and 4" round shank 
A 12” long extension is available for Arbors with '/2" hexagon shank 
THE COMPLETE SPARTAN LINE 
Hack Saws—Band Saws—Hack Saw Frames—Hole Saws—Tool Bits—Flat Ground Steel 


SPARTAN SAW WORKS Sold Through Distributors SPRINGFIELD, MASS. 
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Paul S&S. Washburn 


Two Field Engineers 
Appointed by Norton 


Norton Co. has named Paul S$ 
Washburn field engineer in the 
Pittsburgh office and John E. ‘Taylor 
field engineer at Cleveland 

\ graduate of Amherst Colleg: 
Mr. Washburn first joined the com 
pany in 1951 and left some tim 
later for four years of Air Force 
service. He was recently in the sal 
engineering department. Mr. ‘Taylor 
the son of Norton’s Chicago district 
manager, Raymond |! l'aylor 


recent] leted the ’s sales 
You tell us. Or rather, tell your customers. For no matter ently completed the firm's sal 


what their products, there’s a Victor Belt training course. He graduated from 
to do each handling job right. Bradley University and served in the 
Army Engineers 

That's because every Victor Belting product has been John H. Indge has been appointed 
proved right — in exhaustive, exacting tests conducted by resident grinding machine demon 
our research department and in the field. By evaluating our trator in Norton’s New York and 
belting under conditions of actual use, we are able to make Philadelphia areas. He served pre 
reliable recommendations. viously as serviceman and demon 
It's a sound policy, proved by the volume of repeat sales. 
And it covers the whole Victor line — solid-woven cotton 
Neoprene impregnated — canvas-stitched — balata — special 
treatments — plus every need in belting specialties... all in 
« full range of widths and thicknesses. That’s why, for the 
best in conveying, elevating and transmission belting, it 
pays to say, “Make it VICTOR"! Send for Distributor 
Catalog today 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting + untreated, impregnated, coated — many 
widths and thicknesses - Canvas Stitched Belting 
Belting Specialties. 


@® p2e8 
anh 


‘ i ; 
43 Pack Ploce, New York ¥ © 300-6 W. Mebbord Street, Chicoge 10 « Factory: Basten, Pa, John E. Tayler 
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strator and worked in the assembly 
department 


Publishes Safety Booklet 


A new booklet summarizing Nor 
ton Co.'s employee safety program 
has been published by the company 
Subjects covered include protective 
equipment, machine guards, signs, 
rules, shoes, electric truck operation, 
fires and housekeeping. 

A limited number of copies are 
available for those interested in 
compiling their own safety booklets, 
the management said 


International Packing» 
Assigns Detroit Manager 


William L. Harris has been ap 
pointed branch manager of the 
Detroit office of International Pack 
ings Corp 

He joined the Detroit staff two 
years ago after serving as IPC plant 
superintendent in Bristol, N. H 

Jack R. Mason has been named 
sales representative in Detroit for 
leather and synthetic rubber pack 
ings, oil seals and other precision 
molded products. He was on The 
B. F. Goodrich Co. sales staff for 
nine years 


Bijur Expands Plant 


Bijur Lubricating Corp has com 
pleted an addition to its Benning 
ton, Vt. plant which increases 
manufacturing space 50%. It will 
house new automatic machine tools 





PER MAN AUTO 
OUTPUT UP 


Last year, production workers turned 
out 12.13 cors ond trucks per mon, 
or on increase of 15.5% over the 1954 
rate of 10.5 vehicles per worker, notes 
American Machinist, McGraw-Hill 
publication Meanwhile, average yearly 
income per production worker went 
from $4,645 to $4,934. 











HERE'S HOW TO BUILD 


HYDRAULIC 


MAINTENANCE TOOL 33 e¢ 


START 
YOUR 
CUSTOMERS 
WITH 


THE MOST COMPLETE SYSTEM 
OF HYDRAULIC MAINTENANCE TOOLS MADE 


First, sell an OTC “starter set’ which consists of a puller, 
ram and pump — costs less thon $50. Once started with 
the famous OTC system your customers will automatically 
buy more tools and accessories. All units are portable for 
shop or field use, sizes 1744, 30, 50 and 100 ton with 
presses to match. OTC hydraulic units will do every imag 
inable type of pulling or installing job 


OTC Pulling Tools Are Approved By All Major Manufac 
turers Of Heavy Trucks, Tractors, Implements. An Exclusive 
OTC Fire Policy Protects Your Customer's Tools Against Loss 








LET US HELP YOU PLAN 


your selling with these FREE 


sales helps 


i : . : sary i“ 
: : aa 
} rm 

a 

bes 


Everything you need to do a complete sales and service job 


Write for samples and complete information. 








OWATONNA TOOL COMPANY 
373 CEDAR STREET 
OWATONNA, MINNESOTA 
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Easy to sell 
this speedier 


Power Drive 


that takes the work out of 
pipe threading, cutting, reaming .. . 


I> 400A 
with wrenchless SPAFICHULY 


A work-saver for your customers! Lots of ready power turns conduit, 
pipe or rod for hand threaders, cutters, reamers—even up to 12” 
geared tools with drive shaft. New Speed Chuck opens and closes 
easily, guaranteed to grip tight forward, 
reverse; jaws have replaceable insert teeth for 
longer life. Light, compact, portable— built for 
years of service. Bench, stand and wheelstand 
models, Pre-sold by advertising to your cus- 
tomers— write for complete profit data today! 


"Threaded Pipe — it's Tight —It's Best —Costs Less” 


The Ridge Tool Company e« = Elyria, Ohio, U.S.A. 
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John C. Virden 


Virden Succeeds McGinn 
As Eaton President 


John C. Virden has been elected 
president of Eaton Mfg. Co. su 
ceeding Howard J. McGinn, effe: 
tive Jan. 1, 1957 

Mr. McGinn will continue a 
board chairman and executive com 
mittee member. 

Mr. Virden, an Eaton director 
for the past ten years, is chairman 
of the board of the Federal Reserve 
Bank of Cleveland and Federal 
Reserve Agent for the Fourth 
District. He is board chairman of 
John C.. Virden Co., Cleveland 
lighting equipment firm 

He has announced that he will 
relinquish these posts on becoming 
president of Eaton 

Mr. McGinn became Eaton 


Howard J. MeGinn 





president in 195] after serving the 
company in executive posts for 20 
years. He has been chairman since 
C. I. Ochs retired early this year. 


Heads Reliance Research 


Reliance Division of Eaton Mfg 
Co. has named Chester P. Coldren 
manager of research and develop 
ment, succeeding R. F. Golden, who 
is retiring 


Ridgeway Joins 
Illinois Tool Works 


Illinois Tool Works has ap 
pointed Donald P. Ridgeway to the 
newly established post of manager 
of its Spiroid Department. 

Recently with Janette Electric 
Mfg. Co., as vice president, sales and 
engineering, he has also been with 
Brown & Brockmeyer Co. and Rob 
bins & Myers, Inc. In his new post 
he will be responsible for sales, engi 
neering and production of Illinois 
l'ool Works new Spiroid gear line 


To Sell Cady Metal Line 


Cady Metal Fabricating Co. has 
appointed Albert H. Cayne Equip 
ment Co. New York City, and 
John C. Mayheld Co., Houston, 
l'exas, to sell its lines in their terri 


tones 


Publicity Head Named 


Dodge Mfg. Co. has appointed 
Ceriton Shamo supervisor of pub 
licity. He was formerly with The 
Studebaker ¢ orp 





QUADRUPLE HEADLIGHTS 


Quedreple headlights will be seen 
on most cars in the not-too-distant fu- 
ture, notes American Machinist, Mc- 
Grow-Hill publication, But the euto 
mokers foce a lot of stote legisia- 
tien before they con make the heod- 
lights standard, or optional, items 











WITH THE Covage lo 
Chocrcale MULCONROY 
HOSE COUPLING SYSTEM 


Now, right in your own shop, you can attach “Holedall”’ 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” . .. the hydraulic press for making the coup- 
ling attachment ...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrav 

lically-operacted “Mulcoram”™, this unique 
coupling is there to stoy virtually molded 
to the hose by ao multiple gripping arrange-, 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupting precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures Furthermore, 
it is not necessary to alter the hose in ony 
wey before moking the attachment. .no 
buffing or cutting of the cover. 
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With the “Mulcoram” ond “Hole- 
dail” Couplings, you con quickly 
supply complete hydraulic hose 
osemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup 
lings attached. Never before hos 
such a practical, economical meth 
od, or such assurance of customer 
satisfaction with the couplings sup 
plied, been ovallable. lt will pay 
you to get all the detoils 


. 
WRITE FOR BOOKLET 


Completely illustrated, | describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM ond how quickly 
easly and economically 4 con be 
operated in your own hop, with 
ovithiliediaobor toprovide coupled 
hose of any description, with coup 
lings thet con't come off ond which 
ectvelly prolong the life of the hove 
by protecting it against the effects of 
contirwous fering a! connecting points 











world’s finest 
watchmakers 


LUBRISTYL 








Perfect oiling 

under pressure 
everytime from 
every angle 


Transparent + 


RED 
BLUE 
AMBER 
GREEN 
CRYSTAL ( 


act 
pwe® 


of 
pyromasscie 


Excess O't 
a 
‘ 


LUBRISTYL'’s RETURN ACTION 
gives you perfect control for every 
oiling need, By relaxing pressure and 
holding LUBRISTYL’s tip at the 
point of application, excess oil is 
automatically SUCKED BACK INTO 
THE CARTRIDGE, leaving a clear, 
oil-free surrounding surface. 

® LUBRISTYL is guaranteed leak 
proof—can be carried safely and con 
veniently in your pocket. 

@ Hasy to fill-——pull metal head from 
plastic holder, fill with any hind of 
oil and twist head back into holder. 
® The oiler of 1001 uses-—projectors, 
cameras, typewriters, guns, lathes, fish- 


ing geer, precision gauges and ma- 
chinery, electronic —— toys, and 


a great number of household items. 











GIRDWOOD & ALLEN, INC. 
38 Pork Row NEW YORK 38, N.Y 
COrtland 7-846! 


PLEASE SEND LITERATURE ABOUT 
LUBRISTYL OILER AND PRICE SCALE 


NAME 


ADDRESS 





Jack W. Woodward 


| Dumore Fills 
Southwest Post 


Jack W. Woodward has been ap 
pointed Southwest manufacturers 
representative of automatic drilling 
! equipment for The Dumore Co 
The territory includes ‘Texas, 
Oklahoma, Louisiana, Arkansas and 
| Kansas. His background has been 
| in both machine tool work and 


sales 


Muse Joins Leschen 


In Southern Assignment 


Leschen Wire Rope Division of 
H. K. Porter Company, Inc., Pitts 
burgh, has named Maurice M. Muse 


two-thirds of Kentucky and Tennes 
see and the northern half of Ala 
bama. 

He has been selling wire rope in 
the territory 14 years with American 
Chain & Cable Co. and the firm of 
McCarthy, Jones & Woodward 





district representative in the castern | 





CREATIVITY PROGRAMS 
INCREASE 


Creativity programs to encourage 
more employee ideas for company im 
provement have been sterted during 
the past year by 13 oil firms, reports 
Petroleum Processing, McGraw-Hill 
publicetion. 














290 


THE MOST COMPLETE SOURCE 


teat 6 


SCREWS 


NUTS 


BOLTS 


im ALI 


»MER 


<a 


PARKER .FKA ™ 


ae 


GA OTs 


BOLT & NUT CORP 


135 CHURCH ST * NEW YORK 
GIVE 
Year-cured /4 


HMAKEPR F 


7 


Te your customers as a Christmas Gift 
DISTINCTIVE -OELICIOUS 


s 5. 5 oO postpaid 


We shelf-cure these xclected 5 th. wheels 
more than a year at carefully controlled 
temperatures. This brings out to the full 
the sharp, nutty favor of this famous 
New York State cheese. 

Some of our customers tell ws it's the 
finest cheddar made today, but they may 
be prejudiced. Anyway, we do feel that 
it's a cheese you can give with complete 
confidence, and that your friends and 
customers will appreciate your judgment 
Available in Old-feshioned Weed Cheese 
Bex—$.50 extro. West of Mississippi, odd 
$5.50; West of Rockies, add $.75. Write for 
discounts in tots of 50 or more 
Send check or meney order to 


Mohawk Farms 


Pittsford 14 New York 
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Each magazine represents a campaign of many advertise- ; 

ments aimed at your customers and prospects each year THE U.S.G.~BELMONT 
Total—more than 4 million messages, annually. Each adver- 

tisement invites the reader to “Ask your U.S. Gasket-Belmont pias WU 

Packing Distributor’’. Most do, but in addition, thousands of Pea <cTRI 

direct inquiries are referred to U.S.G.-Belmont Distributors of BUTOR 


each year PROGRAM 


For more information about the U.S.G.-Belmont 4 SQUARE MOST WANTED LINE 
Distributor Program, Write Harry Stott, Gen. Sales Mer., Eleven Profit Leaders 


Box 648, Camden 1, N. Jd. 2. NATIONAL ADVERTISING 
4 Million Messages Annually - 
Many thousands of Inquiry Retersals 


Ww, «CUS. GASKET: oe 
BELMONT PACKING Malmeeasseotole 
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FAR... WIDE 


te GF widtl 


INNER! 


. 
James C. MeGill 


Distributor Manager 
Named by MeGill 


James C. McGill has been ap 
pointed manager of distributor sales 
for McGill Mfg. Co.’s Electrica 
Division 

Grandson of the company 5 
founder he was previously a 


Chicago area salesman 


plage y Phan Bn Heads Dayton Buying 


Davton Rubber Co. has appointed 


is TH : L.. J. Keyes director of purchase: 


ceding (¢ D. Bucher, who 


resigned to enter business for him 
Ps 7 If 
e 





Wave vVyvvYUY 


= 
-_ , 
anal ’ 
he 

fy 


“SUPER-CORRUGATOR" 


for Corrugated Box Industry 
“FINETEX" for Biscuit & Non-peeling, minimum stretch, strong 
Cracker Industry Super-fine tex- ond flexible. Makes better boord ot 
ture sitable for bakery and confec- lower cost. The original interwoven 
tionary product uses. belting. 


Known far and wide for its quality, FRANKO Solid Woven Belting 
offers consistent sales, sure profits, Wide variety of types and sizes, | 
to 96", means you always satisfy. Write for details and samples today. 
‘ 


“Builders of Better Belting Since 1875" , 


Whet ore you—o wise guy? Remember- 


THE FRANKLIN COTTON MILL COMPANY Ragga Het beady oor 
1117 Central Parkway « Cincinnati 10, Ohio forgot itt 
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ety \--- DRILL BUSHINGS 
| ) Better Acceptance... Easier to Sell! 
: MORE SALES mean BIGGER PROFITS! 


Faster Delivery Because ACE cach year issues the most complete, 
up-to-date —oy that simplifies ordering by the customer, 


ordering by the distributor and order processing by ACE, Most 
orders shipped the day received 

Superior Quality Because ACE Drill Bushings are made only 
from the highest grade, carbon chromium bearing steel, given 

the ultimate in precision microfinishes and quality controlled by their 


unique “triple-check” methods. Selling the finest is always 
easier and ACE Drill Bushings are superior 


Largest Deliverable Stocks More than 24,000 A.S.A., and 


by advertising ACE STANDARD sizes are on hand in the quantity you need, 
by sales helps More than 2,000,000 Bushings carried in stock for immediate shipment 


ACE DRILL BUSHING CO. INC 


240 / Fountain Ave. LosA 23. 


' 


Please tell me more about the ACFE Distributor Plan 


AREA SERVED 


Nome 
Tite... 
Some key industrial areas open...g Adds 
CLIP and MAIL TODAY @r- 
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Both types are precision 
made of the finest materials 
..» And, feature after fea- 
ture has been designed to 
make the Verti-Line Tur- 
bine Pump today’s best buy 
in vertical pumps. 


More than 100,000 satisfied 
vertical pump users agree 
there's no pump like Verti- 
Line for low first cost, eco- 
nomical operation, and 
negligible maintenance. 
Whatever your vertical 
pump needs may be, it will 
pay you to investigate Verti- 
Line before you buy. 


i \ 
rd 


Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 
general offices and main plant 
2943 VAIL AVENUE « LOS ANGELES 22, CALIFORNIA 
LAYWE & BOWLER CXPORT CORPORATION 650 South Grand Avenue. Los Angeles. s subsidiary 
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Joseph W. Mackenzie 


Mackenzie Joins Plumb 
In Special Post 


Joseph W. Mackenzie has joined 
Fayette R. Plumb, Inc., as special 
assistant to D. Rumsey Plumb, 
president 

Former manager of special prod 
ucts sales for Weatherhead Co., 
Mr. Mackenzie has also been with 
Electric Storage Battery Co 


Pittsburgh Salesmen 
Attend Armour School 


Eight salesmen from Standard 
Machinists Supply Co., Pittsburgh, 
attended a one-day training session 
recently at the Coated Abrasives 
Division of Armour & Co., Alliance 
Ohio. 

Attending were J. J. Fetzer, W. ‘I 
Gardner, E. L. Burton, F. H. David 
son, D. J. Finch, J. B. Cummings, 
R. Bell and H. Huhn. 


Vice President Appointed 

Minneapolis-Honeywell Regulator 
Co. has elected W. W. Gilmore a 
vice president. He will continue 
as president of the company’s Micro 
Switch Division 


Kidde Director Elected 


William Collins, president of 
Walter Kidde Constructors, Inc., 
has been elected a director of 
Walter Kidde & Co 





kek. Me We Aents, temo} Stick, Be, bese, 5-8-3. | 
PUT BETTER QUALITY 


INTO HIS PRODUCT 





FASTEX 


_ ee — —— le ll tie tm ed 


PROFIT- MAKING 
Triple-Threat Trio 


You won't find a better combination than 
this popular TOLEDO trio. The depend- 
able Small Ratchet Pipe Threader, for ex- 
ample, has real sales appeal—has been 
improved in looks and function so that it's better 
than ever. The bright red ball knob on the end 
of the handle makes it easier to carry, to use 


Norden-Ketay Appoints 
Western Regional Head 


Joseph Horacek, Jr., has been ap 
pointed Western regional sales man 
ager of Norden-Ketay Corp. 

The post is a newly created one 
He will direct field selling in the 
West for the company’s eight divi 
sions 

Mr. Horacek has been with Turco 
Products, Inc., and was West Coasi 
sales manager of industrial chemical 
for Hercules Powder Co 


Moves Office 


Norden-Ketay Corp. has moved 
its executive offices from New York 


and to sell. od 
City to Stamford, Conn. The new 


building also houses a central missile 
research laboratory 


The New, improved 
No. 20 CUTTER 


A clean cutting pipe and 
conduit tool that leaves 
little or no burr—can't be 
equalled for fast, accurate 
cutting. The threader and 


Sherwin-Williams 
Buys Rubberset 


Sherman- Williams Co has 
acquired Rubberset Co. East 
cutter are a natural com- Newark, N. J., and Rubberset Co., 
bination to sell as a unit. Bd Ltd., of Canada. 

A fast selling pair that de Operations will be 

can be used to advantage 

uth the... under the same management with 
policy, the 


Rubberset, 
manufactures 


continued 
no changes in new 
announced 
1873 


owners 
founded in 
paint brushes 


Burroughs Adds to Plant 


Burroughs Corp. has started con 
struction of an addition which will 
double the capacity of its Tireman 
Ave. plant in Detroit, now engaged 
The plant, in 


NO. 88 POWER DRIVE 


A powerful, efficient power vise that offers high 
production threading, reaming and cutting at mini- 
mum investment. The exclusive TOLEDO Spin 
Torque Chuck locks and centers pipe automatically 
with a spin of the handwheel. No rocking, socking 
or hammering to tighten or untighten jaws of the 
chuck. I's a portable, powerful profit-moker. 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO 4, OHIO 


in defense work 


operation less than a year, employs 


1.200. It is 


2,000 when enlarged 


expec ted to employ 








THREADED PIPE 


ms ght 1 6 best-coets vite 


URANIUM IN AUSTRALIA 





Discoveries of uranium totaled 73 
in Australia during the last fiscal 
yeor, Engineering and Mining Jour- 
nel, McGrow-Hill publication, reports 
Of these discoveries, 28 will be fol 
lowed up ond 13 ore still under in- 
vestigation 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


4he)F 2 dfe) 


PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
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Helmick 


New Division Post 
Created by Joy 


Louis G. Helmick has been ap 
pointed to the newly created post of 
vice president and general manager 
of Joy Mfg. Co Industrial Divi 
sion 
Nyquist was named to 
a similar for the Coal Ma 
chinery Division and James A. Drain 
the Mining & 
Division. 

The management said the organi 


Hugo ( 
post 


in Construction 


zation changes are expected to fix 
responsibility for profit and growth 
at division levels 

Mr. Helmick joined the company 
in 1947 and has been vice president 
in charge of manufacturing since 
last year 
direct 


well as other operations 


In his new post, he will 


Industrial Division sales as 


White Given Medal 


Charles M. White, Republic Steel 
Corp. board chairman, was recently 
awarded the American Society for 
Metals Research Medal at the recent 
Metal Show Cleveland. Dr. 
William J. Barnett, of General Elec 
tric Co., was a Howe Medalist. 


inl 


Ad Manager Appointed 


Hart Bandstra has been named 
advertising manager of Richardson 
Scale Co. He had been service and 
parts manager since 1923 


And the sheer beauty of 
Heinn Loose-Leaf Binders 
gives your catalog “package 
appeal” —the same force that 
moves customers to reach for 
products in a supermarket. 
Once your customers handle 
your catalog and find exactly 
what they need in three sec- 
onds, your sale is made! 


when Heinn 


makes 
“shopping” easy 


Whether buyers shop in a store 
or page a catalog, your chances 
of selling them depend substan- 
tially on the supermarketing 
approach. Everything must be 
arranged for their convenience. 


Loose-leaf catalogs, always at 
their best with custom-styled 
Heinn binders and indexing, 
provide “supermarket” arrange- 
ment — every item correctly 
classified and easy to order 
Sections and sheets stay up to 
date and in sequence. 


Sables -haskioned ee De ee ee, ee ee 


selesmen mere productive, keep your 


before dealers between seles calle 


eee a ee Bo) te ee | 


sands of sales exccutives baow: these 


focts because * 


Copyright 1954, by 
The Meinn Compery, Mii wovkes 
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EVERY 
DEMAND 
WITH 
THE BEST 


Here are tools that provide 
effortless power for hundreds of 
production line jobs, Over the 
years leading firms have proved 
to themselves that to specify 
MALL TOOLS is to specify 
“satisfaction” for everyone in- 
volved with the use of power 
oot ab Anas, beste ouey o> the 
longer are easier to keep 
on the job. MALL Tools kee 
roduction ‘‘on the move.”’ 
nd for your FREE copy of 
the MALL Portable Power 
Tool Catalog or Pneumatic 
Tool Catelog today. 


Construction Costs Continue Upward 


| crt =| 
(Pugh hand scole) 
| 
| 





Yeorly Aweroges 
(Lefi hand scote) 








Pt Oa Pee ere Pee ed ee) ed ee ee ee 
1964 1986 


| 


eit 
U.S. Deportmert of Commerce - | 
998 


National Research Bureau 


It's costing more $e Bag. to build, according to the Department of Commerce's 


Construction Cost In 


. The effect of this on distributors’ customers is two-edged 


some may rush their expansion plans to avoid still higher anticipated building costs, 
others, notably smaller —_ may hold off. The only noticeable lag this year in 
h 


building has occurred in 


¢ residential field, and that may be due to other factors 


such as demand and money prices. But distributors who plan new buildings should 
probably consider what it may cost them if they wait too long 





Warner Electric 
Picks Midwest Manager 


Harry Binks has been named Mid 
west branch sales manager for 
Warner Electric Brake & Clutch 
Co., with headquarters in Oak Park, 
Ml, 

Formerly with Western Electr: 
Corp. as a project engineer, he 
joined Warner as a sales representa 
tive in 1953. 


Representative Appointed 


Richard Greene has 
Warmer as representative in St 
Louis. He has been with Lincoln 
Engineering Co. and Aeroil Products 
Co. 


joined 








HERRING FOR PEARLS 


The some herrings that grace hors 
d'oeuvres plotes supply the essentic! 
ingredient—guonine trystals—for not. 
vrol peorl emence, according to 
Chemical Engineering, McGrow-Hill 
publication. The ingredient is common- 
ly used in simulated pearls, noi! polish. 
plastics and leather coatings. 
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Machinery Maker 
Buys Titan Chain Saws 
Titan Chain Saws, Inc., of Seattle, 
has been purchased by Draper Corp., 
Massachusetts manufacturer of texi 
tile machinery. Its former sub 
sidiary company. ‘Mill & Mine 
Supply, Inc., Seattle, will continue 
to operate separately under the 
ownership of Robert Gillespie 
The original Gillespie firm, Mill 
& Mine Supply Co., was founded 
in 1906 and started making chain 
saws for the logging industry in 
1937. Growth led to separation of 
the two companies, the parent con 
cern becoming ‘Titan Chain Saws 
Titan's headquarters and plant 
will remain in Seattle, with Arthur 
Young of Draper Corp. as manager 
Draper last year purchased a saw 
works at Thomaston, Conn., which 
makes guide bars for chain saws 


Heads Thompson Sales 


Thompson & Sons, Inc., 
pointed Jack Welker manager of its 
Industrial Vacuum Sales Depart 
ment. He is former sales manager 
for Pullman Vacuum Cleaner Corp 


has ap 








1 A Quality Product 
2 Clearly Marked & Finished 
3 Sturdily Packaged 

‘4 Prompt Shipment 

5 A Fair Sales Policy 


7 Efficient Missionary Help 


Bani 








6 Adequate Consumer Advertising ~ 





if you can’t check yes to all 7, 
it will pay you to investigate the Sia } LINE 


Nos. 10415 


? re 


No. 10 —- Green molded handle. Almost indestruc- 
tible. Shaped for comfort. Patented Lever-Lock 
positions, tensions blades automatically. Ne. 15 — 
Red molded handle, chrome-plate finish. Same 
features as No. 10. 


STAR BLADES 


CLEMSON BROTHERS, Inc. 
Middletown, N. Y., U. $. A. 
Mokers of Hand and Power Hocksow Blades, Frames, Metal and 
Wood Cutting Bend Sew Blodes oad Cl lawn Machi 





Long @ favorite with mechanics, this gunmetal 
finish adjustable pistol-grip frame with lever for 
lock blade features extra easy blade change. 


Inquiries are invited from interested Distributors 
For selective distribution, some territories open 


PS 8 9S OE OOOO OOD 
send te 


CLEMSON BROS., INC. 


Middictown, 4. 


) We went your general Coteleg 
() We ere interested in heving your representative coll 


Nee... s -_ 
Address 


eee ee 
leeee eo@weeewawd 
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Here’s the 
product wanted 
by all 
distributors’ 
salesmen 


It's the nationally advertised Heil-Coil* Shop-pack — 
needed in every shop — wherever threads strip, wherever 
bolts break or freeze. With it, anyone can drill out old 
threads, re-tap, wind in new stainless steel threads — same 
size as original, but far stronger, more durable, and ab- 
solutely strip-proof and corrosion-proof! 

Shop-packs sell for as little as $18.50. Each contains the 
special tap seeded, an inserting tool, and supply of 
Heil-Coil Screw Thread Inserts of one size. Shop-packs 
are available for any thread size from 6-32 to 142-6 NC 
and 6-40 to 2-20 NF series (also pipe thread sizes). 
You get extra discount, plus the backing 

of Heil-Coil national advertising and pro- 

motion, plus big portfolio of promotional 

aids. 

Distributors are being carefully chosen 

for each territory, so act fast if you want 

in. Send coupon or, better still, phone 

right now — Danbury, Conn. Pioneer 

3-0242 Extension 311 


*Reg, U.6. Pat. Of. 


r eae eller eee ee oe 
HELI-COIL CORPORATION 
311 Shelter Rock Lane, Danbury, Conn. 
Please send me information on becoming a Meli-Coil Distributor. 


Title 











lone.__Siote. 








Group Sessions Planned 
For Maintenance Show 


Smaller meeting groups for more 
intimate discussion of factory prob 
lems are planned for the 8th 
Nationa] Plant Maintenance & Engi 
neering Conference to be held in 
conjunction with the Maintenance 
Show Jan. 28-30, its sponsors have 
announced. The show will run one 
additional day through the 31st 

The event attracts more than 
2,500 engineers normally. L. C 
Morrow, consulting editor, Factory 
Management & Maintenance, a M« 
Graw-Hill publication, will bx 
general chairman. The show will 
have the largest exhibit area in its 
history. Ten sessions of the con 
ference will be devoted to problems 
of particular industries. Topics in 
clude all aspects of maintenance, in 
cluding materials handling, lubrica 
tion, small plant maintenance, cost 
controls, preventive maintenance 
and equipment replacement. Main 
tenance welding has been added as 
a new topic 


St. Louis Branch Moved 


General Controls Co. has opened 
new, larger facilities in the St. Louis 
branch territory at 1330 Hampton 
Ave. Joseph S. Fillo is in charge of 
the new building 





D. STEVENS has been 
named assistant general manager of 
Willey’s Carbide Tool Co. in charge of 


the company’s newly expanded carbide 
metal division 


41 Kipling Ave. So., Toronto 18, Ont. 


i 
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these BEST BUY Lempco 


press prices with prices of 
other producers: 





Lempco 
Model No. 75M 100M 


Rated 
Tonnage 50 75 100 


Press 
Operation MANUALLY OPERATE 


*LEMPCO $440 | $550 | $1140 

Competitor 
”. % 6310 679b (xX) 
“B" 515 645 1430 
oD 5650 695 1365 
ow 591 788 1541 























Model 50-E, 50-Ton Electrically Operated Hydraulic Press 





Lempco 
Model No. 50 E-2 | 75 E-2 | 100 E-2 

Rated a? TS 
Tonnage 50 75 100 Model No. 


Press Rated 
Operation 2H. P.PUMP UNIT Tonnage 25 75 | 100 


*LEMPCO | $825 | $875 | $1050 | $1720 | $1920) Press 
Competitor Operation P.PUMP UNIT 


a (x) (x) (x) (x) (xX) | *LEMPCO $1380 | $2050 
“B" 1430 | 1430 1650 (X) | 2640 | Competitor 
— (x) (x) (x) (x) (x) A _{X) (X) 
“Dp” 1147¢] (Xx) (x) (x) (x) (xX) (x) 








75 €-7 | 100 E-7 






































rT . 1716 | 2428 
* Prices effective April 15, 1956 FO f Lempco Plant — . 
Bedford, Ohio Prices subject to change nw thout noice D | 1623 2402 | 





















































NOTE: 

HYDRAULIC PRESS PRICE COMPARISONS ARE FOR EQUAL OR CLOSELY SIMILAR 
SPECIFICATIONS. (X)—No Model Listed; a—60-Ton Listed; b—80-Ton Listed; 
c—30-Ton Listed. Entries Indicate Nearest Reasonably Equal Specification Known 

to be Offered. Prices and Specifications are Effective, to the Best of Our Knowledge, __4 


I 


on or about April 15, 1956. 
OlSTRiputTors wanted (== 


LEMIPCS usta in ee... 


SECTORD, OHIQ «+ «TELEPHONE: MONTROSE 92-2400 + TELETYPE, MAPLE HEIGHTS, 0.189 








5490 DUNHAM ROAD « 
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“Suggest the best... 
for any application, 








Huntington Management Inspects Finished Job 


Banks-Miller Supply Co., Huntington, W 
re-organization in its new building. Ready 
manager, John B. Churton pre sident, anc 


tors equipment manager 


recently marked final phases of 
ustomers are R. C. Shutts, sales 


Mr vurton, and T. B. Powell, contra 





Belting Sales Engineer 
Assigned by U. 8. Rubber 


United States Rubber Co. has 
appointed R. F. Knobloch Mid 
western belting sales engineer with 
headquarters in Chicago 

Hie was a sales engineer in the 
company’s Passaic, N. ]., belting 


department office 


Binks Office Moved 


The Cleveland branch office of 
Binks Mfg. Co. is now located at 
3350 West 137 St 


Thor Detroit Branch 
Gets Larger Building 


Thor Power Tool Co.'s sales and 
service branch in Detroit has been 
moved to new, larger quarters at 
14515 Puritan Ave 

Che building has twice the service 
rea of the former quarters. It i: 
the fifth new branch building for 
Chor this year. New quarters were 
provided for the Milwaukee and 
Denver branches and a new branch 
was opened in Kansas City. An 
other new branch is planned in 


Indianapolis 





Jeffrey Opens San Francisco Warehouse 


This new 8,500 sq. ft. building on Rollins Road, Burlingame, houses warchouses 
and San Francisco sales headquarters of The Jeffrey Mfg. Co. Purpose is to augment 
stocks of 17 distributors in 11 Western states. Staff includes Stanley M. Mercier, 
sales manager, William T. Davis, application engineer, and Henry CG. Neubaumer 
warchouse manager 


GRATON & KNIGHT 





“ .. 
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if you can’t get it... 
you can’t sell it! 


TV hichend 


%,, Louis ee 


Churleston 


Froncisco $t. Joseph 


) ee Memphis eA 


x Pariione New Orleans 
Odesso 
: 


Houston 


23 WIRECO warehowses have it! 


when you need it. . . Delivery is no problem wire rope inventory for you! You make the 


when you use the facilities of these 23 fully sale; then contact your Wireco Warehouseman! 


stocked Wireco Warehouses! Your wire rope He'll tailor the order to your specifications and 


needs are ready now for shipment! Make your your customers needs—any size, any length for 


sie to te knowledge that promised shipping any job then ship it immediately! 
dates will be met! And when your customer where you need it. . . Wireco Warehouses 
knows that he gets what he needs, when he needs are strategically located to serve you and your 
it. the selling is easy! customer! Regardless of how decentralized the 
operation may be, there is a Wireco Warehouse 
how you need it. . . Wireco saves you capi- nearby to insure fast, efficient service—and to 


tal, space and manpower by maintaining your save freight costs! 


Benefit by this complete network of gum 
Wireco Warehouses! a : , Send full information 
Write for FREE Information! 


St. Joseph is Missouri Address 


Telephone 3-0287 


Have representative call 


ee 
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Allis-Chalmers 
Assigns Areas 


Allis-Chalmers Mig. Co. has ap 

pointed Roy E. Goodwill, Jr. a 
representative in the Detroit district 
| of its Industnes Group 

Richard L. McDermott is a new 
representative in Cincinnati and 
Donald K. Proctor has been assigned 
to Boston 

Mr. Goodwill and Mr. Proctor 
recently completed the firm's train 
img course for graduate enginee 
Mr. McDermott had been an ap 
plication engineer at the Norwood 
Work 


Ihe following compat have 


High 
Greed 


Reamers 


been appointed to handle Allis 


Chalmers products: Benjamin Ele 
tric Supply Co., Worcester, Mas 

Mid-State Electric Co., Utica, N. Y.; 
AC Supply Co., Green Bay, Wis 

Jone Electric Machinery Co 
lopeka Kan.; RW Electric Co 
Midland, Mich,; Spokane Pump & 
Pipe Co., Spokane, Wash., and 
Southwest Supply Co., San Diego 
Calif 


DISTRIBUTORS: 
Ads like this oppeer 
in leading magazines 
month efter month Ace Drill Bushing 
to help you sell! | | Promotes Executives 

Ace Drill Bushing Co. has 
idvanced George C. Beck from 
assistant general manager to vice 
president in charge of advertising 
and public relations and George T 
Smith, formerly sales manager, to 
vice president in charge of sale: 


th tti 
> = Also in new posts are: George 
mi Cage Ul t if Clement, vice president for manu 
facturing; Frank M. Fleming, vice 


president for personnel, and Del 


Herrick, vice president for special 


issignments 


Technical Papers Wanted 





The American Society of Tool 
Engineers’ program director has 








extended an open invitation for 





Drills 
technical papers to be considered 


e Reamers r 
bee O- Countersinks for the group s 1958 convention 
povelt Countecbores is well as members 


Non-member 
cet Carbide Tools prOEs . 








| 427 WEST ONTARIO STREET « CHICAGO 10 Specie! Tools may compete 
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Glenn W. Jeans 


Jeans to Manage 
Warren & Bailey Division 

Warren & Bailey Co. Los 
Angeles, has appointed Glenn W 
Jeans as manager of operations in 
Emeryville, Calif. ‘This is the main 
office and warehouse for all activities 
n Northern California 

Mr. Jeans has spent most of his 
life in the San Francisco Bay area 
and has been connected with the 
upply business for ten years. He 
has also spent several years in the 
enginecring division of Sheil Oil 
( orp 


Hold Series Party 

A group of 29 oil country firms 
including The Republic Supply Co 
of California, held an open house 
during the World Series ballgames 
at Repul Supply Santa Fe 
Springs st Some 1,600 guests 
from ustomer ind other firms 
watched television and were served 
indwich ind soft drinks during 


the event 





REDDER CHERRIES 


Cherry conners now have found they 
an retain the fruit's appetizing bright 
red color—tops in consumer appeal 
after a yeors storege, if temperctures 
are kept ot 35 degrees Fohrenheilt, oc 
cording to af rticle in Food Engi 
neering McGraw-Hill publication “ 
temperatures ore 75 degrees, the red 
pigment turns to a washed-out shade of 


maroor afte x months 











MORE SKILL 
in 


EVERY 
HAND 


BILLINGS TOOLS 


See THIS "C” CLAMP? 
IT’S a BILLINGS it's DROP -FORGED 
(means strength — strength) 
(T'S skillfully designed — parts are engineered in correct 
mechanical ratio (means stronger clamp — danger of 
springing is minimized). 


NOTE unique rib design (meons full strength yet less 
weight). 


LONGER tapped hole in head, longer screw (meons more 
holding power — holding). 

CORRECT handle length (means better hand leverage). 
VARIETY? Four potterns, 32 (thirty-two) sizes to choose 


from — Heavy, Medium, Light duty. Extra deep throats 
for body builders — Cadmium plated styles for welders. 


RENCHES » SHOP TOOLS 


THE BILLINGS AND SPENCER CO. + HARTFORD |, CONN 


Y 
2 
Z, 
Ss: 
o 
al 
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Nationally Recognized 
fees Ton TS | 


ALLEN 

PUNCH PRESSES 
in loading Trode Popers 
phe 


pled ts duetrial gur ‘I 


ae 
Popular Is 





















for 
dlin 















the Allen 
Presses. 
ALVA “y+ ncaa ete 
\ Dept. i ID Clinton, Missouri _/ 











kel a aelelite| 





PIPE NIPPLES 


“Famous for 
Complde m 
Mupmnl 
WELDED STEEL 
PIPE NIPPLES 


A. $.T.M. A-120 


FROM STOCK: 
Ye" to 12” Standerd and Extro 
Strong Weights in Block and 
Golvonized, Tonk Nippies. Long 
Screws, Right and Left Nipples, 
Butt Nipples, Gouge Syphons 


TO ORDER: 
A.5.1.M. A-S3 Welded and 
Vietoulic Type Nipples. 














7 


Vek be . yh 





NIPPLE WORKS. In 
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West Virginia Firm Has Centralized Control 


Inventory control at Pennsylvania & West Virginia Supply Corp., Wheeling, W. Va 
operates from this central file room. Cards for 
racks and signs on wall for quick referenc: 












each company branch are segregated by 





Leheney To Manage 
Allegheny Ludlum District 


Allegheny Ludlum Steel Corp 
has named I. R. Leheney district 
manager of its Cleveland sales office 
succeeding W. R. Kuhn, who will 
retire. The assignment is effective 
Jan 

Mr. Leheney has been product 
manager of tool and die steel sales 
for the past year, With the com 
pany since 1933, he has also been 
district manager in San Francisco 
He is already located in Cleveland 

Mr. Kuhn has managed the Cleve 
land office since 1936. He has served 
the company and its predecessors for 
a total of 41 years. 





CHEAP SOLUTION 


When plant engineers couldn't pre 
vent the tiny belts of a polisher from 
breoking 50 to 60 times a day, the mo 
chine operctor—a women—come up 
with the answer, soys American Mo 
chinit, NeGrawHit publication. She 
put nail polish on the frayed belt edges 
(a lady's trick for stopping stocking 
runs), and stopped the breaking, there 
by saving her company $50,000 for the 


yeor 














1956 





Electro Refractories 


Assigns Sales Posts 

Electro Refractories & Abrasives 
Corp. has promoted Russell S$ 
Whitehead to Southeast district 
sales manager responsible for the St 
Louis to Birmingham area. He has 
been with the company since 1942 

Electro has established a new sales 
headquarters at Birmingham, Ala 
and assigned Donald W. Withrow 
representative covering Ala 
bama, the l'ennessee 
Mississippi and Georgia. He was 
formerly with S. L. Morrow Engi 
neering Co. of Birmingham 

Arthur L. Rose, former purchas 
ing agent for American Spring Co 
has joined Electro as grinding wheel 
ales representative in the Detroit 


is sales 
Carolinas 


ifca 


Named Group Secretary 


Lyman H. Davis, purchasing 
went for Electro Refractories & 
\brasives, has been elected a direc 


tor and secretary of the Purchasing 
Agents’ Association of Buffalo 


Permacel Appoints 
Controller 

Herbert D. Lamar has been ap 
pointed controller of Permacel Tapx 
Corp 

‘7 









iH A ! HE DISSTON 
SELECTIVE DISTRIBUTION POLICY 


[) | R You é 


5 BIG ADVANTAGES 
ENABLYI y is T sIiVi 


1 
Tr TT Pp " ad «4, le a ’ 
3 TANDING SERVICE TO YOUR » 
’ . 


-RS. AND INCREASE 
YOUR SALES Votume / 


I. Disston provides you with highly saleable quality products. 
2. Disston supplies tools at prices which allow attractive profits. 


3. Disston refers to distributors all industrial catalogued 
consumer item inquiries and orders. 


4. Disston’s training program is geared to the facts that 
help you sell more Disston products. 


Disston backs up your sales efforts with hard-hitting 
advertisements in leading trade and consumer magazines, with 
promotion tie-in material for local use 


HENRY DISSTON DIVISION ws NW 
H. K. PORTER COMPANY, INC. 


1123 Tacony, Philadelphia 35, Pa KP 
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DRIFT PINS are in steady demand — 
WOODINGS -VERONA provides all 


wanted types and sizes for you to sell 


Contractors, builders, engineering firms and 
industrials frequently need drift pins to 
replace those normally worn out or lose 
This inexpensive item can become a steady, 
dependable income producer for you 
Woodings-Verona offers both plug and barrel types of Drift 
Pins in any diameter and length; also Bull Pins with either 
partial or full taper in three diameters. Scandard length, 12 inches 


Write for complete information and prices 


WOODINGS-VERONA TOOL WORKS 


Verono Tools 
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Earl R. Putnam 


Putnam Joins 
Fasteut Management 


Earl R. Putnam has acquired one 
half interest in Fastcut Tool Co 
and will assume responsibility for 
design, quality control and manu 
facturing 

He has been manufacturing 
superintendent for 20 years, since 
the company was founded. The 
management has announced plans 
for future expansion including a 
complete new line of high speed 
cutting tools 


Special Products Manager 
Assigned by Greist 


Greist Mfg. Co. has appointed 
George L. Barton manager of special 
products sales. 

A consulting engineer, he has 
headed his own firm, Barton Service 
Corp., for two years. He was at 
one time with Manning, Maxwell & 
Moore, Inc. 

He will be assigned to develop 
sales in connection with Greist’s 
diversification program. 


Agents Appointed 


Kaye & MacDonald, Inc., have ap 
pointed the following manufacturers 
agents: R. H. Langer Engineering 
Co., Delafield, Wis. Tennessee 
Heating Sales Co., Knoxville; H-W 
Engineering Co., Oakland, Calif., 
and North-Monsen Co., Salt Lake 
City 





Gillane Elected 
Pratt & Whitney Head 


Edward P. Gillane will take over 
as president of Pratt & Whitney 
Co. on Nov. | succeeding Alexander 
H. d’Arcambal, who will remain 
active in a consulting capacity and 
as honorary board chairman. 

Mr. Gillane will also succeed Mr. 
d’Arcambal as president of Potter 
& Johnson Co., a subsidiary. 

Mr. d’Arcambal joined Pratt & 
Whitney as chief metallurgist in 
1919. He has been president and 
general manager since 1954. 

Mr. Gillane joined Potter & John- 
son as vice president in 1948. 


To Manage Gage Sales 


William C. Mullin has been ap 
pointed sales manager for instru 
ment gages for the Gage Division of 
Pratt & Whitney. He has been 
chief gage sales engineer since 1947. 

Albert S. Burgoyne, former gage 
sales manager, has left to become 
vice president for manufacturing 
with E. W. Bliss Co, 

Sale of Pratt & Whitney conven 
tional gages will be combined with 
cutting tool sales under Albert F. 
Miller, the management announced. 


New Firm Organized 


Depatie Fluid Power Co. has been 
organized in Detroit as manufac. 
turers representative for hydraulic 
and pneumatic components. It is 
headed by F. A. Depatie, former 
sales engineer for the Rubber 
Products Division of Parker Appli- 
ance Co. 





CLAY FOR ATOMIC 
WASTES 


Atomic wostes could be discarded 
safely into the ocean or buried in the 
earth, if they are first mixed into cley, 
then boked into bricks end glazed to 
seal owt water, points owt Electrical 
World, McGraw-Hill publication. 











“PETROLEUM © 
PACKER” 


Petroleum service separates the men from the boys in the 
packing field—but you can count on Allpax Packings for this 
rugged service. They’re the result of extensive laboratory 
research in the development of suitable packings for service 
against distillates and petroleum products. Recommended for 
use on centrifuga! and rotary pumps, valve stems, swing joints 
and similar pumping equipment. 


Style No. 14 — For regular pe- 
troleum service, Excellent against 
gasoline, light and heavy oils, ben- 
zol, toluol, ete. For temperatures 
up to 550 degrees F. Compounded 
of long asbestos fibres, fine flakes of 
graphite, and a special bonding 
compound containing an oil- 
resistant jubricant. 


Style No. 13 — For extremes in 
high and low temperatures. 


Style No. 30 — For use against 
petroleum products at high temper- 
atures and pressures. A very dense 
packing, made by braiding jackets 
of asbestos yarn over a center core 
of pure asbestos content. The 
jacket is treated with a special heat- 
resistant compound. The outer 
jacket is lubricated with a coating 


ALLPAX 


“The Packing that Packs All” 





y Pastas FOR OUR NEW CATALOG — TODAY! 


A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules 


THE ALLPAX COMPANY, INC. 


160 Jeflerson Ave N 4 


| 
eatelaalelaelal aa. 





INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 











Your best source for 
g tools 


—just send us the specs 
9 all the work 


—————_ 


special cuttin 


we d 











Immediate action on all requests 
— better service for your customers 


results in more profits for you 


Do it the easy way...order from SPIRAL 








Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit o specific job, 
your best source is Spiral. We specialize in “specials,’’ fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 
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Earl J. Lindsay 


Lindsay to Cover 
Bay State Territory 


Earl J. Lindsay has been named 
an abrasive engineer for Bay State 
Abrasive Products Co., covering the 
Carolinas, the castern sections of 
l'ennessee and Georgia and north 
east Florida. 

He will move soon to Charlotte, 
N, ¢ 

Bay State has also appointed 
James D. Deneau, abrasive engineer 
in Detroit since 1948, as Michigan 
district account executive 


New Field Manager 
Directs Macwhyte Sales 


Macwhyte Co. has appointed 
Russell J. Whyte as field sales man 
ager responsible for distributor and 
customer relations under the vice 
president in charge of sales 

He has been district representa 
tive in California for the past 12 
years, and has been with Macwhyte 
since 1935 


| Colmonoy Assigns Area 


Lawrence C. Connolly has been 
appointed sales and service engineer 
for Wall Colmonoy Corp. in the 
Middle Atlantic states with offices 
in Morrisville, Pa 


R. W. King Moves 

R. W. King Co., manufacturers 
agents, have moved to a new address 
at 140 Preston Drive, Meriden, 
Conn. 





New Sales Firm SPECIFY CULLMAN 


Organized in Newark 


Gordon V. Oldham, founder and 
president for 33 years of The Old- 
ham-Rust Co., New York City 
manufacturers’ representative, has 
founded a new firm, The Gordon V 
Oldham Corp., in Newark, N. J. it 
will take over the direct industrial 
sales activity formerly handled by 
the Industrial Division of Oldham 
Rust. 

Oldham-Rust will continue as a 
jobber sales organization with its 
present personnel at 10 Murray St., 
Manhattan 

Mr. Oldham will be president of 
Gordon V. Oldham Corp. and 
George E.. Demcak, former indus 
trial sales manager at Oldham-Rust, 
will be vice president and general 
manager. Charles E. Eggers and 
F. R. Frey will handle the firm’s 


sales territories 





ON 


Home Sales Manager 


Assigned by Peerless — ne a ; ROLLER CHAIN 


Electric Motor Division, Peerless 7 a. & 
Electric Co., has appointed Warren ; -—* 
W. Smith as home office sales man ww a Cc 0 N V EYO R Cc H A i N 
ager 


Formerly production control man Bray SPROCKETS 


ager, he has been 28 years with the 


division. He will assist field sales FLEXIBLE 


men with engineering and produc 


tion data COUPLINGS 





Vanton Opens Office 
Vanton Pump & Equipment ? : 
In fact, anything else you may need 
Corp., a division of Cooper Alloy 
Corp., has opened a sales office in 


St. Louis headed by E. H. Bigden : . 
on short notice from Cullman’s complete 
to cover eastern Missouri and parts Investigate ated 


of southern Ilinoi CULLMAN'S stocks. Yor immediate results on 
DISTRIBUTOR PLAN your chain drive requirements write 
pai or Se? os ye today or see your Cullman distributor. 


in chain drive equipment is available 





END OF LINE FOR TROLLEYS 


Last outpost of the trolley in New é (9) us j j ryi a ry 


Jersey has fallen, says Bus Transporte 
POWER TRANSMISSION 


tion, McGrow-Hill publicetion. Tro! 


leys hove given way to buses in Ation- eee © ROLLER CHAINS AND SPROCKETS 
tic City after 90 years of operation. 
CULLMAN WHEEL COMPANY 1347 ALTGELD ST. © CHICAGO 14, ILL 
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Roger Byrnes 





Byrnes to Manage 
Adamas Midwest Sales 
Adamas Carbide Corp. has ap 
pointed Roger Byrnes as Mid 
western district manager’ with 








headquarters in Chicago 
Recently manager for steel and 
non-ferrous specialty sales, he ha 













also been field representative and 






service engineer in Chicago and 





seven Midwestern states during his 
| |-year career with the company. He 
attended Northwestern University 
and served in the Air Force in 


World War Il 









New Directors Appointed 







Adamas has named seven new 





directors to its newly expanded 
board. They are: John L. Alden 
president of International Projector 
Co.; Marius Alex, Continental Can 
Co. Harold Hawkey, executive 
secretary of the Employers Associa 
tion of North Jersey; Paul Hem 
















Diluted Inorganic 
Acids and Alkalies 





Welding Equipment 





Tire Inflation 








ONE HOSE — schoot, TungSol Electric, Inc.; 
we... nn Leonard Morey, president of Morey 
7 Machinery Co; Ralph Ward, 





— tokes care of 
nearly all your 
hose requirements. Inc., and Robert A. Dreyer, Dumont 





general manager of Mack Trucks, 


















VARL-PURPOSE is tough, resilient and durable. Abrasion re- l'ele Netw 
cietant coven, off cesistant tube, Reinforced with braided sayen clevision Network, board secretary 
cord. Sines Ye" te 1%". Colors red or black. Edward L. Dreyer, Adamas presi 
dent, said sales growth made 

BE enlargement of the board necessar 








HAMILTON RUBBER ‘or Mim 
MANUFACTURING CORPORATION The New Jersey Chapter of the 


American Society of Mechanical 









Executive Office and Factories, 1016 Meade $t., Trenton 3, NJ. Engineers recently toured the 
BRANCHES IN: ATLANTA © CLEVELAND © HOUSTON Adamas Carbide plant in ‘Kenil 
© 168 : worth 
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Executive Succession 
May Spell Survival 


Inadequate provision for execu 
tive succession is a common cause 
of failure of small firms, according to 
the Small Business Administration 
“Too often there is no one qualified 
to take over when the boss is no 
longer at his desk. Sometimes a wife 
or daughter, knowing little of the 
administration of the enterprise, has 
to carry the full responsibility 
Sometimes the responsibility is 
given to a total stranger. Sometimes 
the business is simply liquidated, 
because there isn’t anyone to man 
age it.” 

This is the gist of a new Market 
er's Aid recently published by the 
S.B.A., “Providing Management 
Replacements in Small Business” 

The problem of executive succes 
sion can be solved with the proper 
mixture of four ingredients, says the 
booklet 

the top man’s demonstrated 
desire for positive action, 

2. suitable persons who will “un 
derstudy” the top man’s job, 

3. an operating climate in which 
the understudies can develop the 
skills and abilities they need, and 

4. time for the development proc 
ess to take place 

“Filling a job left vacant is a 
problem much more common in 
small businesses than is usually 
recognized,” the authors point out 
“In fact, all too often the head of a 
small business doesn’t realize the 
problem exists until it is too late 
Almost without exception, crises in 
providing management replace 
ments arise because of lack of action 
Time, alone, does not solve these 
problems; it aggravates them. More 
over, problems arise today where 
they did not appear years ago be 
cause the job of the top executive 
even in a small concern—has grown 


more and more complex.” 


Why Do Anything? 


Planning for management replace 
ments is an investment in the 
future, less tangible perhaps than 
planning what lines to carry, but no 
less important, the booklet points 


out. lust as reserves are needed 


SHELDON hnccsion itis 


CHICAGO 


Gi = any of 
f INSTANTLY 


* Spindle apeeds changed at 100 1 pm per 
second Built in tachometer ents accu 
rate selection of apeeds from to 18007 pom 
in direct drive @ to 3001 p.m. in back gear 


2 i jp 





Thies new lathe instantly meets every changing 
speed requirement in the tool room, of quictly 
ects and holds to any prescribed epeed for 
production runs 
Rudéed, Heavy duty Variable Speed Drive 
on oversised mt 6©with) «6odeuwble)§ V-belts 
throughout that delivers positive full - power to 
the epindie 
High Spindle Speeds trom 200 1.p.m,. to 
1800 ¢.p.m,. (direct drive), from 40 ¢.p.m. te 
100 ¢.p.m. in beck gear 
Inetant and Automat (power driven) 
Speed Selection Only 9 seconds to change 
from low to high epeede in either direct Grive or 
beckgeer. Speeds are hanged automat ally 
when T-hendic is lifted of pushed inte engage 
ment 
High Horsepower at All Speeds Because 
the drive umit oversieed, t hee larger beite 
which deliver meximum gripping power et ali 
speeds. Al H.P., three Phase moter recom 
mended 
Additional lathe features: Zero Precision ta 
ered roller spindle bearings, 54 pitch gear bos 
meavy cast pedestal, tool-room eccuraecy. Op 
thonel accessories include herdened bed ways 
LOO long taper key drive of * D1 Camilock 
spindles 
Sheldon Precision Veriable Speed Drive Lathes 
ere aveilable in 11° of 13° Swing. Model 
WM.56-P (Illustrated) less motor and ewitch 
(1) T-Handle Speed Selector $1,944.00 F.0O.8. Chicago. Other 10°, 11", and 
. . 13° Gheidon Precision Lethes from $437.00 up 
(2) Micro-Switch Direction Control Also 13° and 15° Sebastian Geared Head Lathes 
Sheidon Milling Machines and Sheidon 
(3) Speed Change Mechanism Shepers 


(4) 2 .P., Three Phase Motor Write for Catalog 


(5) Belt-tension Adjustment SHELDON MACHINE CO. INC. 


(6) Multiple V-Belts 4232 W. KNOX AVE. * CHICAGO 4}, iL 


ey & 


“— 


foch Sheldon lathe hos its complete complement of production ettechments ond eccessories 


INDUSTRIAL DISTRIBUTION « NOVEMBER, 1956 





PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated hoists 
and trolleys simplify handling of heavy parts. Worker just picks up the load, with 
the trolley hoist, rolls it along an I-beam, lowers it on the bench top 


Where there’s lifting to be done, 
there’s a Harrington Hoist to do it 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 6) tonsa 


PEERLESS PACKET TROL. 
LEY HOSTS for lifting 
and conveying 4 to @ 
ton loads on I-beams 
Low headroom units ad- 
justable to a wide range 
of I-beam sizes 


PEERLESS PACKET ALU. 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 
of any other quality, 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me- 
dium loads — 170 to 4000 Ib. 


PEERLESS PACKET ALL. 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 
to operate, 


HARRINGTON |-BEAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-heams. Regularly 
supplied in geared and plain 
models in capacities from 
4 to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good 
Write for complete information about our full line of hoist products. 


tHE HARRINGTON company 


Makers of Hoiats Since 1876 
Gravens Roap at tur Turnwerke, Purmoura Meerine 11, Pa 


INDUSTRIAL DISTRIBUTION « NOVEMBER 


1956 


ire needed in man 
nnportant difference 
that 


important 


manpower usuall: 
A firm, in 


survive and grow, must b 


the mor 
ywrdet te 
epared for management changes 
Research has shown that regard 
less of the kind of shop 
illy im the 


ind especi 
case of a new busines 
hances of success are higher if th 
chief executive has sufficient exper 
ence in the line and in management 
Management is the 
Without competent and 
ontinuing leadership, any busines 
likely to fail. No matter how abl 


in executive is, one thing is certain 


im gcc i] 


kevword 


he int go on running the busine 
forever. But good replacements for 
top jobs are not always easy to find 
Thev aren't common because most 


managers ar developed not born 
with built-in 


mstances the 


talents, and in most 
talents of potential 


managers have not been developed.’ 


Observation & Analysi« 


Detailed observation and analvsi 


in over 2,000 organizations suggest 
that a great many potential execu 
tives remain unprepared for top jobs 
because they were prevented from 
developing, the booklet points out 

Psychologically they often rep 
resent a threat in the eves of the 
man who is already in the driver's 
cat Vhe 


quently because of his own insecur 


present cxecutive, fre 


ity and real or imagined inade 
quacies, keeps the aspiring manager 
from growing into the top job 
Does he do this deliberately? No 
not usually. Much more often the 
present manager doesn't mean to 
hold the potential manager down 
really give him a 
What does this 


a practical way to you 


he just doesn’t 


change to grow 
mean in 
» 

ompan 
eFirst, it that 


hould be an established compan 


means ther 


policy to bring in some younger peo 


ple and to give them the oppor 


tunities to learn to become execu 


* “Next, it is desirabl 
information that will help you un 
derstand the aptitudes and abilities 


While ther 


to obtain 


of your people is nO 





imple wav of doing thes, industrial 
. psychologists and personnel special 
ists often can provide valuable in 
formation. Of course, to this should 
be added your own careful observa 
trons 

°“Then, you must create oppor 
tunities for learning and develop 
ment by emplovees. Ways in which 
they can attain executive stature 
must be thought through. If you 
want future managers, you have to 
help create them, or pay a high price 
to lure them away from companies 
which have developed them 

¢“Finally, by understanding the 
importance of the environment you 
provide, you will be taking a major 
step toward solving the problems of 


executive successions.” 


Individualized Plans 


Kew generalizations can be of 
fered about planning for executive 
succession, says the leaflet. To be 
sound, plans have to be individual 
ized. However, three useful guides 
to specific programs are: logic, the 
experiences of others, and your own 
company’s resources. If a given step 
works well in your company, keep 
on using it. If it doesn’t, try some 
thing else. In any event, make sure 
that you evaluate periodically what 
progress is being made. Is a team 
of future managers actually being 
built? 

\t the outset size up carefully 
the people who already are em 
ploved in your business. An evalua 
tion of these people as potential 
managers is highly desirabl In 
vour evaluation, you might look fos 
such traits, as, for example, the 
ability to look at problems with 
broad perspective, the willingness to 
detach one’s self from the types of 
close personal relationships which 
tend to make objectivity difficult 
md the capacity to withstand fru 
trations.’ 

Another important factor to con 
sider, says the leaflet, is what goals 
vour possible future managers want 
to achieve. Unless their job objec 
tives and vour needs fit together 
your planning and actions for then 
development will bear but little 
fruit. Only when your approach and 
theirs are compatible will you be 


ne Hard-Headed 
about Ne a Z 


hammers 


Consider this fact You get more 

ears of solid, proved-in-use perfor 
mance with C/R Jawheads than with 
any other soft hammer on the market 
Tested and proved to deliver greater 
striking power, ©C/R Jawheads do 
more work with fewer blows give 
greater output, reduce worker fatigue 
improve safety. Also-~they last longer 
and cost considerably less than most 
comparable soft’ striking tools. Re 
placeable faces of C/R rawhide won't 
spark, crack, fly out, or injure delicate 
parts and finishes. They don't get brittle 
when cold, won't soften up when it's 
hot. C/R Jawheads are the beat ‘soft’ 


hammers you can buy! Try ‘em 


See these features 
proved in use! 


@ Tough water buffalo rawhide S 


faces —won't spark, crack, mar 


@ Threaded collar locks faces 


psi CHICAGO 


@ Extra-iong handles give 


pe OA 5. RAWHIDE 


@ Oversize handie fiare gives 
sate, comfortable grip 
CHICAGO RAWHIDE MANUFACTURING COMPANY 
Buy C/® jawhead hammers, 
mallets, mauts from your locel 1217 Eleton Avenue, Chicago 22, lilinols 
industria! supplier, of write for 
itustrated folder In Canada: Distributed t cago Rawhide Mig ¢ 


of Caneda, Lid., Hamilte Ontario 
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9 of the ever 40 Oumere Drill Units now being 
used by « large West Coast aircraft parts moker. 


Selling Through 


ON-THE-JOB DEMONSTRATION 
Makes DUMORE a Key Profit Line! 








From a single sale to over 40 sales to one user on a high profit 
(25% ), high unit price line in two short years is the achievement 
of a West Coast distributor of Dumore Precision Tools. 


Taking the first tool direct to the prospect and then demonstrat- 
ing right on the job did it! 


Of course, this distributor uses the usual sales aids made avail- 
able by Dumore, but this specialty selling through on-the-job 
demonstration was a major factor in gaining this success! 


Effective demonstration on the prospect's own problems (in this 
case, drilling tough stainless steel) proves the superior advan- 
tages of Dumore Precision Tools and helps build repeat business. 
Why don’t you try it... You, too, can make Dumore a “key 
profit” line for bigger sales and profits! 


JUMP 


PRECISION TOOLS 


AUTOMATIC 
DRILL UNITS 


AVL @ ls 


THE DUMORE COMPANY © 1322 SEVENTEENTH STREET, RACINE, WISCONSIN 
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ible to achieve a really high degree 


Qualities Needed 

Once you've taken a careful look 
it the kind of people you have avail- 
preferably with some profes 
sional assistance, you should know 
whether you need to bring any new 
organization the 
suggest. And you 
know which people you'll be work 


able, 


ones into your 


authors once 
ing with, you can size up the quali 
ties in them which need strengthen 
ing. Here are some qualities and 
traits which good managers have, in 
the authors’ opinion: 

|. Understanding that a valuable 
way to influence another's attitude 
is through example 

2. Knowledge that systematic and 
logical thinking gets easier with 
practice. 

3. Respect for orderliness as an 
essential ingredient in effective busi 
ness management. 

+. Recognition of time as a man 
agement tool, to be conserved for 
“first things first.” 

5. Realization that responsibili 
ties without commensurate author 
ity, and responsibilities divided, usu 
ally cannot be discharged properly 

6. Appreciation of constructive 
criticism, both given and received, 
as one of the best devices for devel 
opment 

Awareness that loss of temper 
tends to close people's minds, breeds 
resentment, and does not help an 
assistant to grow. 

8. Willingness to seek help, ad 
vice, and guidance when needed 

9. Perception of the fact that it 
is better to give up an unwise posi 
tion than to let it cause the failure 
of the whole program. 

10. Determination to resist being 
forced into snap decisions based on 
too little or unreliable information 

11. Confidence, having 
analyzed and evaluated available 
facts, to decide what to do and then 
act promptly and aggressively 

12. Readiness to undertake and 
through distasteful, boring 
and inconvenient assignments which 


once 


Carry 


fall in some measure to every execu 
tive 
13. Patience to learn to do well 





as a second in command before seek 
ing the job of the chief operating 
exeeutive 

14. Vision to see the future pos 
sibilities in a product, a man, and a 
business 

The good management-replace 
ment candidate also should know 
his own goals and check his per- 
formance in terms of them. Typic- 
ally, he won't spend effort trying to 
explain away his deficiencies. On 
the contrary, he will be aware of his 
mistakes before his boss is, and will 
admat and report them first. Like 
wise, he will have an objective un 
derstanding of his weak spots and 
will be doing what he can about 
them 


Positive Action 

How do you go about building a 
successor to the person in the top 
job? Here is a list of steps that 
others have found successful, accord 
ing to the S.B.A 

1. Determine the 
Unless you know where your 


company’s 
goals 
organization is headed, it’s hard to 
know what kind of a successor you 
need. 

2. Analyze needs means 
ompany needs as well as individual 
needs 


This 


Tell your 
people up and down the line what 


3. Establish the policy 


you are trying to do and how you 
plan to achieve that goal 

4. Evaluate Get 
all the information you can about 


pe rformance 


the probable candidates you have 
in mind. Use other people’s obser 
vations, the individual's evaluation 
of himself, psychological aids, past 
business records—and, of course 
your own judgment 

5. Provide alternates: Select more 
than one possibility for each man 
agerial position, and let it be known 
that goals exist which candidates can 
reach through effort 

The first 


taken no 


hve steps should be 


matter what the size of 


your company Choose from among 
the following those additional steps 
Modify 
them to fit company and individual 
needs and resources 


6. Train on the job 


you can best make use of 


Few man 


agets realize the actual cost of hiring 


PeMmes — There's Economy in The RIGHT Equipment 


A i PEALE 


| 
| 
| 
| 
| 


Steel Shelving 


puts efficiency at your 
workers’ fingertips. Its» 
variety of standard 
sizes and interchange- 
able units makes - 
sible a flexibility of ar 
rangement that will 
exactly meet your needs 


Kae 


Steel Cabinets 


the Quality line 
ac omple« te 
aise 
able shelves 

wardrobe 
nation 
deak high 


cabinets 





Sey ’ SIS NI 


His briefcase “carries” a 


FAMOUS FACTORY 


When a Penco dealer calls on you, 
he knows that he can supply you with 
more than the equipment you need in 
steel shelving, cabinets and lockers 


Prompt delivery, for instance, because 
Penco—a division of Alan Wood Stee! 
Company —has an assured supply of 
quality steel. The Penco dealer repre- 
sents a firm which has pioneered in 
sheet metal products since 1879. . 

knows the problems of space and 
economy facing ite customers... and 
has developed units of sturdy con 
struction and component 
parts which give you low-cost equip 
ment ‘‘custom-tailored"’ to your needs 
by the experienced Penco Planning 
Service, available without charge 


Write for Catalog ID 


standard 


penco 
Stee! Lockers 


the Perma-Built Line 
enable your dealer te 
offer you more than 60 
types and «izes. You'll 
find «a design that fits 
your space treads and 
gives satiafaction to 
your workers 


offers 
range of 
all with adjust 
in etor 
combi 
counter-high 
and teal 


Planning for Your Service — Swift Service for Your Plans 


Penco specialists in storage equipment 
engineering are available 
you to asst in planning an efficient 


practical shelving in 
stallation to meet 
your needs 


Gi 


DEALERSHIPS 
OPEN—Write 
for Details 


penca 


at no coat to 


As a« division of Alan Wood Steel Co.. 
steelmasters for 130 years Peneo ta 
assured the full supply of high-quality 
steel which enables It 
to make prompt de 
livery on all orders 


eee | 
STEEL LOCKERS 
CABINETS: SHELVING 


METAL PRODUCTS DIVISION 
ALAN WOOD STEEL COMPANY 


Oregon Ave. & Swanson %. « Philadelphia 48, Penna. 
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“govern the 
government 


Much as we revere and respect this system of ours, we don’t want 
the government running our lives. 

The best government is one that’s closest to the people. And 
there’s just one way to keep it under control. 

Vote. 

Every time you get a chance. 

Vote November 6, for sure. 

Vote to elect the ones you want representing you. To keep the 
ones who are doing you proud. To get rid of the ones who are 
not so hot. 

You're the boss, however you vote. No matter who's elected, 
you pay their salaries and paint their offices and keep watching 
over them as they work. 

Even if the ones you're “agin” happen to 
win, they’re obligated to the minority, too. 
They’re servants of all the people, not just 
those who voted for them. 

Your vote prods, approves, protests, de- 
mands, restrains, rewards. 

Vote—so you and your children after you 
always can. 






















See You at the POLLS! 
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a new peron—imn many cases tar 
beyond the salary paid to the in 
dividual. Promotion from within is, 
therefore, financially as well as 
psychologically sound in many 
cases. It can, in itself, often be a 
great morale builder. Moreover, 
there is no substitute for practical 
experience in a particular company 

7. Delegate authority: As 
people become prepared for more 
important duties, give them the 
chance to assume the actual respons 
ibility of progressively higher jobs 
for some reasonable period of time 
An assistant manager, fot example, 
can be given full responsibility and 
authority when the manager him 


your 


self is on business trips, vacations 
and the like. But he must be backed 
up when he takes action. An en 
vironment that will help others ac 
cept him as the person in charge 
must be created. It must be made 
a matter of company policy. 

8. Shift assignments: The broader 
an executive’s background in all 
phases of the business, the better 
his chances of However, 
be sure to hold within reasonabl 
limits the amount of time your peo 
ple devote to learning the work of 


success 


the various departments. Provide an 
for man 
agers to gain knowledge of the sev 
eral phases of the business, but don’t 
expect them to learn all phases in 


opportunity prospective 


equal detail. 

It 
man 
agement are 
offered in your community, inciude 


9. Encourage outside studies 
pertinent courses in specih« 
or technical areas 
them in your plan for training 
placements uften 
provide useful information and con 
tacts, and cost a company little in 


These courses 


the way of cash or employee ab 
sences during working hours 

10. Use personal coaching: Some 
small firms to use this 
method to distinct advantage. Basic 
ally, it involves the boss and the 
understudies working together very 


are able 


closely. The boss coaches the un 
derstudics in detail, on how and why 
all important decisions are made 
his technique will work, however, 
only in a climate of mutual respect 


and confidence 


| 


ANOTHER ADVERTISEMENT 
in trade 


help sell your 


to 


customers on U-W quality. 


GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 


” Double 
Triple 


= 


> 


Single 
* Double 


Single 
Double 


— 


Double 


Dovble 
Triple 


— 


Double 


See “NN SOG VU Bee VCUWw 
— 


” Single 
* Double 


ooo 
> 


12” Single 
12” Double 
12° Triple 


Litt 


Single . 


* Triple . 


Triple . 
Single. . 1000 tbs 
. 1500 ths, 


. 2000 Ibs. 


. 1500 ths 
. 2000 ths 
. 2500 Ibs 


. 1700 ths 


Triple . 
Single . 


Single . 


. 3200 ths 
- 2600 tbs 
. 3400 the 
. 4200 thes 


Triple . 


Triple . 


Usuet Upsen Welten + 

Sete Working Sete Werking 

leod tat 
200 Ibs 265 the. 
300 Ibs 400 Ibs. 
400 Ibs 5406 tha. 


400 ths 510 the 
550 ths 730 ths 
700 Ibe 925 ths 


500 tbs 675 the 
750 ths 1000 Ibs 
1000 Ibs 1325 ths. 


1320 ths. 
1900 tbs. 
2640 ths. 


1700 ths. 
2575 tes. 
3000 Ibs. 


2200 ths. 
2650 ths. 
3500 thes. 


2750 ths. 
34650 Ibs. 
4900 Ibs 
3000 Ibs 
4600 Ibs 
5400 tbe 


2450 ths 


3000 Ibs 
3750 ths 
4500 Ibs 


SeSS SSS Sees Sees! 


Upson-Walton wood blocks not only have 


extra strength but also outstanding eye 


appeal... with clear-lac quered hardwood 


shells and contrasting green 


enameled steel parts, See 


your distributor for efficient 


service from stock. Write for 


free catalog. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ 


New York . 


Chicago 


CLEVELAND 11, OHIO 


Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON'S LONG EXPERIENCE-—-ESTABLISHED 1871 
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New Management Aids Available to Small Firms 


New bulletins on vocational train 
ing, records protection and working 
capital management have been pub 
lished recently by the Smal! Busi 
ness Administration as aids to small 
firms 


Distributive Education 


‘The Small Marketers Aid, “How 
Distributive Education Helps Small 
Business,” describes services avail- 
able at local high schools to educate 
students for jobs in distribution 
through either full-time or part-time 
study. High school cooperative pro 
grams have been set up, the bulletin 
advises, in which students are em 
ployed afternoons in a local dis 
tributing firm for the going rate of 
pay under a regular employee of 
the firm called his “training spon 
sor.” The school and the firm's 
management work together in set- 
ting the study and training program 
so the trainee will have adequate 
groundwork in both academic and 


practical matters 


—_— ee 


Be sure of 


IMMEDIATE 
DELIVERY 


Universal for your 
Hose Needs! 


U se 
All-Metal 


W ri 
for your copy reli 


BULLETIN ID-3 


List 


now 


p icé 


Also available under the program 
are adult courses designed for spe 
cial distributive training, specialized 
clinics or institutes and procedures 
for disseminating information on 
distribution. In all cases the in- 
struction is cither free or carned on 
at the nominal cost of materials 
used in the course. 

Some cowmses are designed for 
management, and are under the co 
sponsorship of the Smal] Business 
Administration. Some schools have 
organized Distributive 
sections whose personne) are avail 
able for individual free consultation 
on specific distribution problem 

Distributive Education is under 
state and local control, the bulletin 
explains, so information about it 
may be obtained at local schools or 
through state education offices 


E-.ducation 


Keeping Records Safe 


‘Protecting Your Records Against 
Disaster,” an S. B. A. Management 
Aid describes the records that man 








Quality .. . All METAL FLEXIBLE HOSE PRODUCT 


UNIVERSAL METAL HOSE CO. 


2163 South Kedzie Avenue, Chicago 23, Illinois 


agements should keep safe from fire, 
flood and other disasters and sug 
gests methods of safeguarding them. 
Depreciation statements, tax with 
unusual business 


holding records, 


expense records, business loss state 


ments, Government contract records 
and other records pertinent to tax 
questions are especially important 
the bulletin points out. Lass of ac 
counts receivable is sometimes 
equally serious. Absence of past pro 
fit and loss records after a disaster 
such as a fire may prevent the man 
agement securing the loan 
needed to‘rebuild because there is no 
with which to solicit the 


from 


evide rice 
loan 

Ihe bulletin recommends micro 
filming as one solution to the stor 
age problem 

It cautions managements of smal! 
firms to be especially careful about 
safeguarding the wills of individuals 
whose deaths may affect the future 
of the firm 


Budgeting Working Capital 


Planning Your Working Capital 
Requirements,” a Management Aid, 
stresses the point that a business 
may fail though its assets still exceed 
its debts, because its life depends on 
Manage 


make de 


liquid, not frozen, assets 


ments are cautioned to 
tailed future projections of sources 
ind uses of funds. Budgets and 
ish forecasts should be revised fre 
quently, and good judgment, rather 
than set yardsticks, applied in de 
termining the best ration of current 
issets to current liabilities 

he leaflet describes the prepara 
tion of operating budgets and cash 
forecasts in some detail, with ex 
hibits 

All three of these bulletins may 
obtained from a regional ofkce 
of the Department of Commerce 
Small Business Administration, 
or by writing to the Small Business 
Administration, Washington 25, 


D. ¢ 





SALTY SAND 


Send from the ocean con carry 
enough salt into « concrete mix to rust 
steel reinforcements, says Electrical 


Werld, McGraw-Hill publication 
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Philip O. Geier, Jr. 


Cincinnati Milling 
Promotes Geier, Cottrell 
Cincinnati Milling Products Divi 
sion of Cincinnati Milling & Grind 
ing Machines, Inc., has appoimted 
Philip QO. Geier to the new post of 
assistant manager. He had been sales 
manager for the past two vears 
Harold W. Cottrell succeeds Mi 
Ceier as sales manager 
Mr. Geier has been with the com 
pany 17 vears Mr. Cottrell jomed 


the organization in 193¢ 


Harold W. Cottrell 





MOST POTENT POISON 


Fission products of o reactor, if in 
haled or ingested, are from three mil 
lion to two billion times more toxic than 
chlorine, the most potent industrial poi- 
son, says Electrical World, McGraw-Hill 
publication 











Aan Gin 
A , Ta; 
PRESSURE REGULATORS 


OFFER ALL THESE 
ADVANTAGES 


Tested with steam for dead end 
service 

No change of springs for different 
pressures 

Stainless steel springs to insure 
long life 

* Phosphor bronze diaphragm 
Stainless steel “unit pilot valve.” 
Copper asbestos gaskets 

Piston above flow, operation not 
affected by sediment 

Bronze or monel renewable cylin- 
der liner 

Cast iron piston rings 
Government bronze castings suita- 
ble for high temperatures 
Stainless steel main valve and seat 
Renewable features 

No stuffing boxes, dash pots or 
weights 

Guaranteed 

Order one for test—no obligation 


Tested and approved—U. $. Navy fer 
design - materials - workmanship and 
operation 4 


4 


Wrine tor 
Type AA Pressure Regulate, Coteleg $50 


Profit by meeting industry's rising 
requirements with Keckley’s complete line 


INDUSTRIAL 


Aaplicatien recammendation evalable from eur engineering department 


General Offices and Factory 


3400 CLEVELAND ST. SKOKIE, ILLINOIS 
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AIRBORNE 


This distributor's 
customers are 


cutting costs with 
ANGLgear 


“These ANGLgear unite are repiac- 
ing gear, chain, and V-belt drives 
that formerty required a great deal 
of maintenance, costly heip tor in- 
staliation, and were subject to tre- 
quent taliures,”’ 


says Ken Weiser, Union Bearing & Transmission Company, Denver, Colo 


Union Bearing salesmen report that the time and money sav 
ing features of ANGLgear make strong selling points. Initial 
cost? ANGLgear undersells custom-made 90° drives be- 
cause it is standardized and available immediately from stock 
in 12 models. Instaiiation costs? ANGL gear is simple. 
compact; can be mounted four different ways; thus is quickly 
and easily installed, Maintenance coste? ANGLgear 
nas hardened gears, ball bearings, and is permanently lubri- 
cated—little or no maintenance is required, Among Union 
Bearing’s recent ANGLgear customers are manufacturers of 


conveyors, rubber goods, beverages, and stenciling machines. 


There are manufacturers like these 
in your territory. Why not call on 
them and explain ANG Lgear’s advan 
tages. You'll like the reception you 
get and the sales that jollow. 
WRITE FOR INFORMATION 


THERE MAY STILL BE A TERRI. 
TORY NEAR YOU THAT 18 OPEN. 





1414 CHESTNUT AVENUE + HILLSIDE 5. NEW JERSEY 
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ACCESSORIES CORPORATION 


Charles W. Snyder 


DeWalt Appoints 
Industrial Specialist 


Charles W. Snyder, former Phila 
delphia district sales manager for 
DeWalt Inc., has been named to fill 
the newly-created post of industria] 
sales specialist for the company 

Howard L. Hershock, former 
salesman-demonstrator, succeeds 
him as Philadelphia district head 

Mr. Snyder has served the com 
pany 15 years as service representa 
tive, field service engineer, and man 
ager for development, sales and in 
stallations of metal-cutting ma 
chinery. He has held the Philadel 
phia post since 1953. 

Mr. Hershock joined DeWalt last 
year as salesman-demonstrator and 
has since been assisting district man 
agers. throughout the country on 
special promotions, store openings 
and other public events. He pre 


Howard L. Hershock 





viously taught industrial arts in high 
schools and headed the industrial 
arts section of Lansdowne, Pa., High 
School 


Parker Appliance Names 
Assistant Sales Head 


Frank J. Opatrny has been ap 
pointed assistant sales manager of 
the Rubber Products Division of 
Parker Appliance Co 

His chief duties will be technical 
service work with distributors for the 
company’s line of o-rings and other 
molded rubber parts 

With Perfection Industries Divi 
sion of Hupp Corp. for the past 
eight years as director of marketing, 
he worked for Viking Mfg. Corp. in 
field sales and service from 1946 t 


1948 
To Seli in Canada, Arizona 


Parker Appliance Co. has named 
Pacific Industrial Supplies Co., Van 
couver, B. C., to distribute its tube 
and hose fittings and fabricating 
tools, and Air-Draulics Co., Phoenix 


Ariz., to stock and sell o-ring seals Pp RR | a ' ys : Oo N 
PERFORMANCE... 


Chief Engineer Appointed 


Hewitt-Robins Inc., has ap 
pointed Wesley H. Raff chief engi 
neer of the Robins Engineers Divi 
sion succeeding Henry F. Disch 


inger, who has retired 





ISRAEL'S FIRST SUBWAY 


ath tit wine ot eammea || EN AOL ae ed 


of two rubberwheeled trains of two 
cars each, connected by a cable, ac 
cording to Engineering News-Record, 
McGrow-Hill publication. This vunder- Bay State Tap & Die Company 
ground $7.8-million cableway will con- 
nect the downtown crea of the port of 
Haifa to the 7904eot top of Mount 
Carmel. it's o sxminute trip and the 
capacity will be 2,000 possengers on 
hour In each direction. 


Manetietad Massachusetts 
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ANOTHER FAIRBANKS PRODUCT! 


FAIRBANKS 


BRONZE AND IRON BODY VALVES 


Standard of dependability with sound engineering and 
rugged construction that insures trouble-free flow control 
of water, steam, gas, or oll. Designed for every require- 
ment, c complete line of bronze and iron body valves. 

Tie-in to Cash-in with Fairbanks high-impact direct mail 
program that's pre selling your customers to create sales 
for youl 

This month your customers will be receiving Fairbanks 
hard-selling letters and promotional literature on 
Fairbanks Bronze and iron Body Valves. This means 
extra business, extra profits for you if you tie your own 
promotion and selling in with our “Product of the Month”. 
You chalk up extra sales! Extra profits! 
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Robert E. Stone, Jr. 


Black & Decker Picks 
Los Angeles Manager 


Robert E. Stone, Jr. has been 
ippointed Los Angeles Industnal 
\utomotive Division district man 
wer for The Black & Decker Mfg 
Co. The post was newly created a 
1 result of the company’s re-organ 
ization of sales into divisions 

Mr. Stone started in the com 
pany’s lowson, Md., plant in 1934 
ind later worked in field service 
forces. In 1948 he joined the Lo 
Angcle ales staff 


Waterbury Firm Named 


Cooper Alloy Corp. has appointed 
Torrington Supply Co., Waterbury 
Conn., to stock and sell its complete 
line of stainless steel valves, fittings 


ind accessories 





MUSIC TO RIDE BY 


Passengers of an Arkansas bus line 
will have the chance to listen to re 
corded music as they roll across the 
country side, says Bus Transportation, 
McGrew-Hill publication, The sew 
$100,000 music system consists of o 
tepe recorder unit which ploys eight 
hours of continuows music without re 
peating, and corries enough music 
for 400 miles. However, if o passenger 
is in @ non-musical mood he doesn't 
hove to listen, since the music is piped 
to individual speckers which con be 
turned off or on as desired. 














Executives Confer 
On Sales Problems 


“Better Profits through Better 
Selling” was the theme of the recent 
Marketng Conference of the Na 
tional Industrial Conference Board 
in New York City. Representatives 
of some 80 U. S. companies de 
scribed methods and problems in all 
aspects of selling from product 
policy to sales training 

Among the speakers were: Austin 
Goodyear, Hewitt-Robins, In 
George A. Dauphinais, Quaker Rub 
ber Division of H. K. Porter Co 
Pittsburgh; David ‘T. Marvel, Olin 
Mathieson Chemical Corp, J]. A 
Cuneo, Fairbanks, Morse & Co 
John R. Hickman, The B. F. Good 
rich Co.; Ralph L. Harding, J: 
Allegheny Ludlum Steel Corp; Paul! 
Barkmeier, Borg-Warner Corp 
George A. Gade, Standard Pressed 
Steel Co.; John S. Hawley, Illinois 
Tool Works; Frank W. Mansfield 
Sylvania Electric Products, Inc.; Bay 
E. Estes, Jr. United States Steel 
Corp., and F. F. Elliott, Crane Co 

The conference was divided into 
the following sections: Optimum 
Design of Sales Territories, Creating 
a More Profitable Product Line, 
How to Forecast General Business 
Conditions, Effective Control of 
Salesmen’s Time and Effort, New 
Profits from New Products, Achies 
ing Greater Sales Profits, How to 
Sell Successfully in Foreign Mar 
kets, Selecting and Training Sales 
men, How to Organize for Market 
ing Research, The Long-Range Out 
look for Marketing, Stimulating 
Salesmen, Frontiers of Marketing 
Research, The Outlook for 1957, 
Marketing Strategy in Today's Com 
petitive Markets, Measuring the Re 
turn on Advertising Expenditures 
and What the Marketing Man 
Should Watch Concerning Credit 

A number of case studies were pre 
sented on several of these subjects 


To Sell for Le Roi 


The Le Roi Division, Westing 
house Air Brake Co., has appointed 
the Le Roi Equipment Sales Co., 
Elmhurst, L. 1, N. Y., to handle its 
lines in the New York area 


Tole Mi ial-t-1- mms) 


Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality and delivery when requested 
And over 40 years of product advertising have made Atlantie 


flexible hose a buy-word in industry 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500 


Flexible metal hose in all workable metals % 
= 36° I.D. with standard or special couplings 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN &T., NEW YORK 34 
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the quick-turnover 


line for greater 
PROFITS! 


When you stock Rapmtan perform. 
ance-tested wheels and casters, you'll 
find it’s the most profitable, fast 
selling line you can carry — and the 
only caster line which meets such a 
wide range of specifications with 
such a low stock investment. Rap 
istan's personalized merchandising 
staff is at your service, too, with 
practical sales aids and ideas which 
pay off in volume sales—and Rap- 
istan’s national advertising in lead 
ing publications presells the line 
in the heart of your big-volume 
profit market! 


WRITE, PHONE OR WIRE 
for complete information 
on Rapiston's Money Bock 








Hamilton Rubber Mfg. Co.'s Atlanta facility will a six-state area 


Hamilton Rubber Mfg. Corp. has 
opened a new office and warchous¢ 
for its South Atlantic sales territory 
in Atlanta, Ga. 

Located at 649 Ponders Ave 
N.W., it will handle sales and dis 
tribution of the company’s complete 
line to distributors in Georgia, Ala 
bama, Florida, the Carolinas and 
Tennessee. One-day delivery service 
to the six-state area is now possible, 
the management said. 


Libb Tool Gets Line 

Besley-Welles Corp. has ap 
pointed Libb Tool Co., Hartford, 
Conn., to stock and sell its com 
plete line. 





Bell & Gossett Fills 
New Marketing Post 
H. R. Henke has been appointed 
to the newly created post of market 
ing manager of Bell & Gossett Co. 
Mr. Henke was formerly advertis 
ing manager. ‘Taking over this post 
will be George U. Miller, advertis 
ing manager of Marlow Pumps, a 
Bell & Gossett division 


Directs Morse Chain Plant 


Elmer D. Robinson, former assist 
ant to the president, Morse Chain 
Co., has been appointed director of 
manufacturing of the Borg-Warner 
subsidiary. 





Simonds Holds Distribu 


tor Session 


Attending Simonds Abrasive Co.'s Grain and Grade School, recently were these 
representatives of }4 industrial supply firms in 10 states and Canada 
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BEING ANNOUNCED IN THE NOVEMBER ISSUES OF: 


Industrial Finishing 
Product Finishing 
Factory Management 
New Equipment Digest 


Industrial Equipment News 


eee eeee eee ee eee eee THREE OOOO Ree Oe 


PHASCHE wirvrush Company 


A DIVISION OF CLINE ELECTRIC MANUFACTURING COMPANY 


1909 W. DIVERSEY PARKWAY . CHICAGO 14 


INDUSTRIAL DISTRIBUTION * NOVEMBER, 1956 


































































SELL TOP QUALITY 


and ; edges cham 
wre th parole, ll keyway. 


PEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, !4” « 25’ coils packaged in trans- 

parent plastic boxes, except above 

O26". Strips 14" « 12", in cellophane. 

27 thicknesses. All thicknesses from 

001" to 032". (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating, Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, O01” to 032". 
Sheets 6” « 12”; coils 6” x 120". Avail- 
able also in two assortment packages 
~~12 thicknesses, 001” to 015”, and 
15 thicknesses, 001” to 032° , 





write For 
Complete Profitable 
Beale: information 
Teday! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. * 








DETROIT 3, MICH. 


Fort Worth President Urges Improved Products 


The power transmission industry 
should speed up the development of 
new products through a joint in 
dustry program, George A. Jaggers 
president of Fort Worth Steel & 
Machinery Co., told a recent meet 
ing Of industry leaders. 

Mr. Jaggers addressed the annual 
jomt meeting of the Multiple V 
Belt Drive & Mechanical Power 
Transmission Association and the 
V-Belt Subdivision of the Rubber 
Manufacturers Association at Sea 
Island, Ga. 

Much of the past progress of the 
V-belt and sheave industries, he 
said, had been carried forward by 
each industry independent of the 
other. “This situation has imposed 
certain hardships which we believe 
neither industry should be required 
to bear. I know not of any related 
industries where one is more de 
pendent on the other than the V 
belt and sheave industries.” 


Work “In Harmony” 


He urged industry members to 
work “in harmony” for improved de 
signs and product quality. “From 
these efforts, much good has come 
to our various companies and to 
American industry. It is possible 
that this work could be expanded 
to include investigations concern 








ond, after looking at your soles 
graph, | have only one thing to say— 
your slip is showing!” 
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ing basic new developments in the 
power transmission field.” 

He cited timing and poly V drives 
as new developments which he said 
were not spectacular but which 
“may gradually broaden their accept 
ance to the point where they could 
substantially influence the future 
plans of our industry.” He said there 
had been a trend in the past few 
years to use equipment designed for 
direct coupling and he expected in 
from thi 


creasing encroachment 


source 
Aggressive Program Needed 


These factors, along with tlh« 
premise that a large portion of the 
industries’ business in the past 25 
years has come from conversion and 
replacement of existing drives, call 
for an aggressive program to main 
tain growth, he said. “Certainly 
with all new equipment manufac 
tured in the past 10 to 15 years hav 
ing had V-belt drives furnished, we 
may anticipate that the era of con 
version has passed and that this seg 
ment of our market must either he 
re-established with further techuo 
logical development or compensated 
for in wider acceptance of the \ 
belt principles for new machinery 
being constructed.” 


Outstanding Developments 


He said many new developments 
in the sheave and V-belt industries 
were outstanding and urged mor 
exchange of ideas between sheave 
and V-belt makers to meet the chal 
lenge of technological progress 

Mr. Jaggers stressed the econo 
mists’ prediction of a gross national 
product of 550 billion dollars in 
1965, a 36% increase over estimates 
for the present year. He said the 
future of power transmission prod 
ucts was closely tied to this indus 
trial growth. 


Sales Firm Appointed 


Fort Worth Steel has named 
Consolidated Sales Co. of Mt 
Pulaski, Ill, to handle its power 
transmission and materials handling 
lines in the area 









CHEDO P. GRAHAM has been 
xamed chief engineer of The Aro 


Equipment Corp 





Williams & Co. Opens 


New Columbus Warehouse 


Williams & Co., Pittsburgh, has 
completed new, larger quarters for 
its Columbus, Ohio, branch at 900 
Williams Ave. across the street from 
its old location 

An open house was held recenths 
for customers and friends. The 
branch, opened in 1939, now 
employs a staff of 40 under James 


L.. Gaupp as district manager 


To Sell in Kansas Area 

Deel, Inc., Enterprise, Kan., has 
been appointed to distribute Dodge 
power transmission machinery in 


northwest Kansas 





GLOBAL TRAFFIC 


There were 94,980,850 cors, trucks 
and buses on the world’s highweoys in 
1955, according to a global survey by 
The American Automobile and El Auto 
movil An..ricano, McGraw-Hill Interna 
tional Corporation publications. This is 
7.8% more than in ‘54. The survey also 
shows there are 2.63 persons for every 
vebicle in the United Stotes, as against 
76.46 persons per vehicle in the rest of 
the world 











Come To CAMPBELL 
For The Complete Line 
of SLING CHAINS 


every type — every size 
every grade — every attachment 


Whatever your particular applica- 
tion, Campbell will deliver exactly 
the right assembly! All Campbell 
Sling Choins are available in 3 
grades—Cam-Alloy Steel, High 
Test Steel and Wrought Iron. 


GUARANTEED 
FOR A FULL YEAR! 


Pl 


Send today for your free copy of | 
Campbell's new Sling Chain Handbook 


It contains complete details on all Campbell Sling Chain equipment — 


; 


together with lots of valuable information on care and use. And you'll 
find step-by-step instructions for ordering each type of sling chain 
and attachment — illustrations —specifications and working load 
limits for all grades. 


CAMPBELL CHAIN Company 


eS some es ee CAMPBELL 
CHAIN 


/hain Office, York, Pa. + West Burlington, lowe 
Portland, Oregon + Sacramento, Californie 
Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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This has been a great year! America is building and 
replacing and thus moving faster than ever before. 
Only one thing. Will the labor market keep pace? 
That's where schools are important. If your 
company isn't helping community groups to get modern 
schools, it’s not apt to get the skilled people it 
needs, Self interest, civic spirit, or both, 


you should make schools your business, too. 


> Gp GD > Gane > Ga a ee eee eee eae 


Want to find out how to help in your community? | 
Get specific information by writing: | 
Better Schools, 9 East 40th Street, New York, N. Y | 
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NO. 49 OF A SERIES 


MECHANICS HAND MEASUEING TOOLS ane 
PRECISION ime TeUMmENTS Ora. imercatoes 
sree. tare PRECISION GROUND Fal STOCE 
HACESAWS, BAND SAW) one B4N8 EHIWES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT OIS- 
TRIBUTORS AND THEIR SALESMEN 





SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS « MASS., U.S.A 


ATHOL 


THE L. S. STARRETT COMPANY * 


THIS GEAR UNIT 
ASSEMBLY FITS THIS 








Ne. 456 Series 
AGO Greup 4 
(3% Die.) 


Ne. 655 Series 
AGD Grevp 3 
(2%" Die.) 


| Ne. 25 Series 
AGD Group 2 


ie (2% Die.) 





directly in decimals no calcula- 


See How Your Customers Benefit By 
This Exclusive Feature of New 


tions 


STARRETT DIAL INDICATORS 


Stress simple interchangeable con- 
struction and watch your sales of 
Starrett Dial Indicators grow. 

Simple Interchangeable Construc- 
tion means that the entire gear as- 
sembly is identical and interchange- 
able in all comparable models of 
Starrett No. 25, No. 655 and No. 
656 regular and Nonshock indica- 
tors. It means that with only two dif- 
ferent gear unit assemblies, and by 
merely changing the combination 
of gears, 105 different models can 
be made up with regular mechan- 
ism. By changing the case assembly 
to spindle and rack sleeve, most 
models can be converted to Non- 


shock. 
LESS MAINTENANCE 


Think what this means to cus- 
tomers who maintain their own re- 


pair service .. . fewer parts to stoc k, 


less maintenance time and lower 
upkeep cost plas longer, more ac- 
curate life for all dial indicators. 


IMPROVED ACCURACY 


Simple Interchangeable Construc- 
tion also means fewer parts and 
these are heavier and more rigid 
Rugged, rigid, simplifed design 
means Starrett Dial Indicators are 
subject to far less friction and have 
a longer, more accurate life. 


INCREASED EFFICIENCY 


In addition to less maintenance 
and improved accuracy, new Starrett 
Dial Indicators increase operator 
efficiency. New ecasy-reading dials, 
satin chrome exterior finish and 
contrasting black bezels help op- 
erators read faster and more ac- 
curately with less eye fatigue. Count 
hands on long range models read 


IMPROVED PERFORMANCE 
Other 
better performance 


features insure 


Direct acting 


Starrett 


springs completely around the spin- 
dle or rack eliminate cocking and 
side friction. Action is smoother, 
accurate, with less contact 


And with the new Non- 


more 
pressure 
shock 
before it 
Starrett indicators stand up longer 
even on brutal gaging applications 

Replaceable low friction jeweled 


mechanism to stop shock 


reaches the gear train, 


or inserted bronze bearings, rust 


proof stainless steel gears and 


tempered stainless and 
tempered racks and spindles, heav- 


all make for 


pinions, 


ier bridge and case 
lasting accuracy 
Current Starrettadvertising is tell 
ing this powerful story. Now is the 
time to review your dial indicator 
customers and prospects. Let them 
know that you are the source ot sup- 
ply for these finest dial indicators — 
the best and the most complete line 





ACCO 


products 


The WRIGHT Hoists for Dependability — 


A FULL LINE TO MEET CUSTOMER REQUIREMENTS 


NEW! the wRriGHT Type “C” Pull-A-Way is a speedy, magic 
portable tool for all raising, lowering or pulling jobs! 


THERE ARE ANY NUMBER OF JOBS FOR IT! 


The wricut Type “C”’ 
Pull-A-Way isalight-weight, 
high-quality, low-cost tool. 


~ 


~ 





VA) TON | 
CAPACITY 


Standard lift 5 


load 


83 Ibs 


Full pull on 
handle Min 
distance between 
hooks: 1344 Max 
reach: 6/144"; Stand 
ard length chain 
5'6":; Net weight 
2344 Iba. 


WRITE for complete information on these versatile 
tools and on the full line of WRIGHT hoists and 
cranes to meet every material handling problem 


It is strong, tough, 


versa 


tile and easy to handle. 


3 TONS 


CAPACITY 


Standard lift: 5’; Full 
load pull on handle: 84 
Ibs.; Min. distance be 
tween hooks: 20'¢ 
Max. reach: 6'8'4" 
Standard length chain 
11°6 Net weight 
16 '6 Ibe 





* Stretching fence 

« Removing and setting pipe in trench 
* Spotting machines 

© Skidding loads 

¢ For coal mines 

© For oil fields 


For cement milis 


e Removing tree stumps 

e Tightening guy wires 

¢ Repairing belt or chain conveyors 
e Holding concrete forms 

e For railroad shops 

e For construction 


e For steel mills 


¢ For a thousand quick hook-ups in every industry 


WRIGHT Type “C’”’ Pull-A-Ways are the most 
practical and economical tools for moving objects 
where you want them, when you need them, with a 


minimum of lost time. 


\ 
S 





CAPACITY 


Standard lift: 5 

Full load pull on 
handle: 90 Ibs 

Min. distance be 
tween hooks: 2344’; 
Max. reach: 7’: 
Standard length 
23'6": Net 
63 Ibs. 


chain 
weight 


Wright Hoist Division 


AMERICAN CHAIN & CABLE 


Construction Features... 


Hooks are drop-forged from 
alloy steel and heat-treated to 
withstand shock Have 
large throat openings to accom 


loads 


modate extra-large hook anchors 


or connections 


Special alloy steel chains are 
properly heat-treated to with 
stand rough abuse, abrasion and 
wear. Chain is accurately blocked 
to fit load sheaves 


Chain sheaves of drop-forged 
alloy steel for strength and wear 
Pockets are coined and machined 
to insure accurate fit 


Gear teeth cut to precision limits 
from forged alloy-steel blanks 
Heat-treated for strength and 
wear resistance. Gears are lubri 
cated for life, bearings are self 


oiling 


Load brake is dependeble and 
sefe « Face is an accurately 
formed helix or spiral which reg 
isters with a similar spiral on the 
ratchets. Smooth action produces 
uniform and reduced 
effort in lowering 
Brake is trouble- 
free and easily ad- 
justed for wear. 


operation 


/ Better 
Value 





York, Pa., Atlanta, Chicago. Denver, Getsoit, Los Angeles, New York, 
Philadeipma. Pittsburgh, San Francusco, Bridgeport, Cona. 





